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TAKE CONTROL WITH 
PENDIMETHALIN. 

If crabgrass is a growing problem on your golf 

course, you're not using the right herbicide. 

What you need is Pendimethalin. 

No other preemergent offers a broader spectrum 

of control. Fact is, this high-performance herbicide 

effectively controls crabgrass, most annual grassy weeds and many annual broadleaf weeds. 

And Pendimethalin has excellent turf tolerance. University and field research studies have 

shown that Pendimethalin provides consistent, 

superior weed control—yet offers tremendous 

tolerance to warm- and cool-season turfgrasses. 

Here's how it works: After Pendimethalin makes 

CRABGRASS CONTROL 

PRODUCT 
Rate % Control PRODUCT (lb ai/A) 97 DAT 129 DAT 

PENDIMETHALIN 60WDG 3.0 97 97 
PENDIMETHALIN 60WDG 1.5+1.5 98 98 

BARRICADE 65WG' 0.75 100 100 

DIMENSION 1 EC ^ 0.5 99 
TEAM .87 FGr 1.5+1.5 88 82 

CRABGRASS CONTROL 
Rate % Control 

T 154 DAT 
PENDIMETHALIN 60WDG 3.0 100 93 
PENDIMETHALIN 60WDG 1.5+1.5 100 99 

BARRICADE 65WG' 0.75 100 95 

DIMENSION 1ECb 
V / 

0.5 100 
V 
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RONSTAR 2Ga 2+2 97 24 



contact with the germinating weed seed, it disrupts the seeds biochemical processes, which makes the 

weed seed stop growing—and start dying—before emerging. 

What's more, Pendimethalin works hard—and long. Through the entire season. That's 

because its low volatility and slow decomposition characteristics keep it active in the soil longer. 

Pendimethalin also makes your life easier. You have the flexibility to spread it on as a dry granule, 

alone, or in combination with fertilizer products. Or 

you can use the sprayable formulations, available as 

a 3.3 EC, 60 WDG and 60WP 

No wonder professional turf managers have made 

Pendimethalin the #1 preemergent herbicide. 

So take control of your turf—and your reputation. Use Pendimethalin herbicide to control 

crabgrass and more. Because the only thing you should see growing like a weed on your golf 

course is beautiful grass. Call now for more information or for the distributor nearest you. 

CRABGRASS CONTROL 
Rate % Control 

120 DAT PRODUCT 

PENDIMETHALIN 60WDG 
BARRICADE 65WG* 
DIMENSION 1ECC 

RONSTAR 2GS 
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extension 1 2 5 0 A 

LIN. 
» 



FEATURES 

COLUMNS 
4 OPENING SHOTS 

5 ASK THE EXPERT 

DEPARTMENTS 
1 4 HOT TOPICS 

52 EVENTS 

53 INFO CENTER 

53 SUPPLIERS CORNER 

54 PRODUCTS 

63 CLASSIFIED 

65 AD INDEX 

66 GRAB BAG 

O N T H E COVER: SPRING COLOR IS DOMINATED BY THE 
STATELY TUUP, IN A SPLENDID AFTERNOON DISPLAY, 
LANCASTER, PA. 

PHOTO BY LEFEVER/GRUSHOW FROM GRANT HEILMAN 
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based on the estimated life of the 
equipment, cash flow and taxes. 
STEVE & S u z TRUSTY 

SHARON C O N N E R S 

2 6 L M REPORTS: POWER BLOWERS 
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in a landscape vehicle. 
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Move to Kubota Country 
Move to Kubota 

country and you'l l 
find versatility, dura-
bility and operator 
comfort. The Kubota 
B-Series (13 to 18 PTO 
horsepower) tractors 
are compact to fit in 
tight places and pow-
erful to get lots of jobs 
done. Kubota perfor-
mance matched implements include rotary 
tillers, front loaders, mid and rear mount 
mowers, boxscrapers and snowblower. 

Need more power? Move up to the 
innovative Grand L-Series (25 to 37 PTO 
horsepower). Hydrostatic steering, shuttle 
transmission with shift-on-the-go provides 
ease of operation. Kubota's exclusive optional 
Glideshift transmission has clutchless opera-
tion through all eight speeds, forward and 

For more information, please write to: 

K u b o f o . 
KUBOTA TRACTOR CORPORATION 

P.O. Box 2992, Dept. LM 
Torrance, CA 90509-2992 

or call Toll Free 1-888-4 KUBOTA ext. 403 
(1-888-458-2682 ext 403) P 

Financing available through Kubota Credit Corporation S.J 

conditioning for year 
'round comfort. 

Visit your Kubota 
dealer and find out 
how to make your 
move - to Kubota 
country! 

reverse. These trac-
tors are smooth and 
quiet, with Kubota's 
E - T V C S e n g i n e 
which ensures clean 
e m i s s i o n s w h i l e 
p r o v i d i n g h i g h 
torque rise. Get one 
with an integral cab 
with heat and air-



OPENING SHOTS 

SIMA meeting 
can help with 
snow removal 

TERRY McIVER 
E d i t o r - i n - C h i e f 

If you want to improve the way your com-
pany runs its snow removal business, then 
you should attend The Snow & Ice Man-
agement Association's first Snow Ice 
Symposium, May 7-9 at the Airport Mar-

riott Hotel, Pittsburgh, Pa. 
SIMA is a year-old organization that has come 

off the blocks fast, with useful information for se-
rious snow removalists! 

L a n d s c a p e M a n a g e m e n t is the exclusive 
Green Industry publication helping to sponsor this 
event. Other sponsors are Western Snowplows, 

Fisher Snowplows, 
Shindaiwa. Cryotech Deic-
ing Technology and 
Burke's Trading 
International. 

Snow removal is not 
easy. It takes time to plan 
your marketing, capitaliza-
tion and pricing strategies. 
A May meeting will enable 
you to take home what 
you learn and use it to plan 
well ahead of the first 
snowfall. 

John Allin, president of 
Allin Companies, Erie, Pa., 
is a founding member of 
SIMA, and has a vast back-

ground as a landscaper and snow removal expert. 
"It is our intent to bring snow plow contrac-

tors together for the first time, to give them time 
to have some intense interaction among their 
peers," says Allin. 

"I have found that to be the best way to learn. 
A contractor can sit and listen to me for an hour, 
but it will be more valuable if he can ask a con-
tractor from three states away how he would 
handle a specific snow removal situation." 

The lineup for the Symposium brings together 
experts in weather prediction; finance; equip-
ment and advice from people who are successful 
at snow removal. 

Dale Keep is a Maintenance Methods Special-
ist for Washington state. He has written many re-
ports and articles on the subject of snow removal, 

and has trained other public works departments 
Keep has been active in evaluating environmental 
issues associated with deicers. He will share facts 
about deicing and anti-icing methods. 

For the "bottom line," Frank Ross, one of the 
Green Industry's leading business consultants, 
will speak. Ross knows what companies do to be-
come profitable, and what they must continue to 
do to make money. 

"Companies need to isolate snow activities 
into a profit center, and understand how much it 
truly costs them," says Ross. 

Ross told me he will also explain pricing 
strategies, and ways to present those prices in a 
way that will be accepted by your customers. 

Since what we're talking about is the 
weather—and what you can do about it—the 
Symposium has asked Bryce Anderson, chief me-
teorologist at DTN, to speak on meteorology. 

"I'm going to cover some basic weather funda 
mentals to help the audience get a handle on the 
big weather systems that eventually funnel down 
to the local area.," Anderson told me. 

"Then we'll take a regional look in terms of 
radar and go over some fundamental factors and 
features of pressure centers as they move across 
the country," says Anderson. 

Master of Ceremonies Jim Paluch runs J.P 
Horizons, Painesville, Ohio. He specializes in 
"business coaching." 

Paluch told me he hopes to combine "big pic-
ture instruction with 'right-brain' creativity," in a 
"Roundtable Olympics" format. Having people in 
a roundtable format, says Paluch, "creates a sense 
of camaraderie among the group. With that ca-
maraderie, they're more willing to share informa-
tion after the session is over." 

Supplier representatives will also be ready to 
answer questions you have about snow removal 
equipment. 

SIMA members can attend the Symposium 
for $295. Non-members pay $365. There's a 
price break if more than one person attends from 
your company. 

You can join SIMA for as little as $130. To 
leam more about the Symposium and SIMA, call 
the Association at 814/456-9550. LM 



Knock out the 
competition.. 

with the only pre-emerge that 
prevents establishment of 
undesirable grasses in newly 
seeded stands. 

• Can be appl ied prior to, at the 
t ime of, or after seeding. 

• Highly effect ive crabgrass 
control . 

• Convenient , sprayable 
formulat ion. 

• Labeled for use 
through hydroseeders . 

S r t A B L E P O W P E B 

FOR SEASON LONG 
CONTROL IN 
ESTABLISHED TURF 
AREAS, USE 
BENSUMEC™ 4 LF 
PRE-EMERGENT GRASS 
& WEED HERBICIDE. 

weiG 

ALWAYS READ AND FOLLOW 
LABEL DIRECTIONS. 

TUPERSAN S B r j p b l / G Q R d o n 

^ I c o R a o R a t i o n 
An Employee-Owned Company 

www.pbigordon.com WETTABLE POWDER HERBICIDE 
Bensumec is a trademark of PBI/Gordon Corporation. 
Tupersan is a trademark of Gowan Company. 

© 1998 PBI/GORDON CORPORATION. T036/0398 
Revised 

Circle No. 105 on Reader Inquiry Card 

http://www.pbigordon.com


ASK THE EXPERT 

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. 

Field bindweed puts us 
in a bind 

We have a serious problem with 
field bindweed growing in and 
around some plants in our client 
properties. How can we get rid of it 
without hurting the ornamental 
shrubs? 

— MICHIGAN 

Field bindweed (Convolvulus 
arvensis) is a perennial weed 
that belongs to the sweet potato 
family. It has an underground 
root that's not unlike a sweet 
potato. 

There are no selective herbi-
cides to remove this weed. One 
option is to use non-selective 
products such as Roundup, Fi-
nale or Scythe as post-emergent 
treatments. These products will 
harm the desirable plants. Take 
care not to contact or touch the 
desirable plants while treating. 

Try using a brush or wick for 
applications. This will be time 
consuming, but it's better than 
repeatedly hand weeding from 
an established ornamental 
planting. 

Another option is to reland-
scape heavily infested areas. In 
this situation, the area to be 
landscaped can be pre-treated 
with one of the existing 
bindweed treatments. Then 
bring in plant materials free 
from bindweed. Select plants 
from nurseries that have good 
sanitation practices. 

Why disinfect tools? 
We were in a situation where an 

elm tree had several branches show-
ing "flagging' symptoms of Dutch 
elm disease. Our supervisor insisted 

we disinfect tools while making cuts 
within the same tree. Why? 

—NEW YORK 

The main objective of disin-
fecting pruning tools is to sani-
tiXe the tools to prevent or mini-
mize spreading the disease. 
While pruning branches of the 
same tree that show "flagging" 
symptoms, some judgment is re-
quired. Depending on the extent 
of the flagging and/or browning 
of foliage in the canopy and the 
source of infection, disinfecting 
tools may or may not be helpful. 

Generally, the flagging symp-
toms are the result of fungal in-
fection spread by bark beetle 
feeding activity. The European 
bark beetles feed in the smaller 
branch junctions and spread the 
fungus. In this situation, it is a 
good idea to disinfect to prevent 
further spread. However, if in-
fection occurs through root 
grafting, disinfecting tools may 
be of little value. In my opinion, 
if in doubt, disinfect. It's a good 
sanitation practice to help pre-
vent the spread of fungus that 
causes Dutch elm disease. 

Weed resistance in 
home lawns 

We are having a problem man-
aging common broadleaf weeds, such 
as dandelion or plantain, in some 
lawns but not others. It's a problem 
in lawns with a thin grass stand. Are 
these weeds developing a resistance? 

— MICHIGAN 

The reason why you may be 
having weeds in some lawns and 
not in others may be related to 
"thin" lawns. Any open areas or 

a thin stand of turfgrass can 
allow weeds to germinate and 
eventually establish. Weed seeds 
can remain viable in soil for a 
long period (10 to 20 years). In 
addition, weed seeds can be car-
ried by wind from nearby un-
treated areas. Weeds are oppor-
tune pests that establish in areas 
where there is no competition. 
They compete for the same 
water, nutrients and space that 
are necessary for desirable turf-
grass. If the turfgrass stand is 
thin or the turfgrass is not ag-
gressive like Kentucky bluegrass, 
the area may not fill in very 
quickly. This is particularly true 
with bunch-type grass, such as 
tall fescue or ryegrass. 

Your program and the prod-
ucts you use may be effective; 
however, if the lawn is thin as 
described above, weeds can ger-
minate from seeds and establish 
and present a problem from 
time to time. In this situation, 
consider over-seeding the thin 
lawns with aggressive turfgrass 
and cultivars. Provide good cul-
tural practices for faster filling in 
competing with weeds. 

While managing weeds, it is 
important to make sure that the 
target weeds are present and ac-
tively growing. Quite often, if 
the weeds are not actively 
growing, they will not absorb 
the product and translocate it 
to the root system. I am not fa-
miliar with any reports suggest-
ing resistance to lawn applied 
herbicides. With granular prod-
ucts, an application made when 
leaf surfaces are moist or wet 
gives better results. LM 



In the ever-
changing world 

^ of business and 
industry, one 
thing remains 

' same. Dodge is 
dedicated to people who 

are dedicated to their work. 
For evidence look no further 

than our On The Job program, 
which gives qualified businesses 
commercial breaks, so to speak. 

The program includes a new 
flexible financing and leasing 

plan, which lets you tailor-make a deal based on 
your individual business needs. Even open-end 
leases and upfitting equipment for a new vehicle 
are covered. (When we say flexible financing, 
we mean flexible.) Plus, there's a choice of our 

j r r a s s s extended 100,000-mile/5-year 
Powertrain Care Plus™ service 
contract with Road 
Hazard Tire 
Coverage* or 
up to $500 cash 
back? And all that's 
over and above any national 
consumer incentives. 

J wAn important ° v 
^commercial message from 

The New Dodge 

What makes our On The Job program truly 
outstanding, however, are the capable 
commercial Dodge trucks it covers. 
The newly redesigned Dodge Ram Vans 
and Wagons, with more available 

Magnum® power, more safety features, 
and three different body lengths to choose from. Dodge 

Ram Pickup,n available with an improved 
Cummins Turbo Diesel. And of course, 

Dodge Dakota,n the only pickup in 
its class with an available V-8. 

Whatever your next commercial 
venture, Dodge has an excellent way 

to help you sponsor it. 

""Service contract not available in AL. FL, MS. OK or UT. No refund if canceled. Some vehicles ineligible. There is a $100 deductible for each covered repair visit. Tire coverage 
covers only complete or pro-rated replacement for original four tires, excluding spare. See plan copy and full details at dealer. t$300-$500 cash back, depending on model. 

ttSelect models only. 
Always use seat belts. Remember a backseat is the safest place for children. 

P The New Dodge 
For still more hardworking info, call 1-8QO-WORK RAM. Or stop by our Web site: www.4adodge.com 

http://www.4adodge.com


K f f i c a t W 
This new single-source reference provides 

the most current and comprehensive information 
on the basics of turf grass and landscape 

management available today! 

The Landscape 
Management Handbook 

edited hy 
William E. Knoop 

125 pages, sofitcover 
Item #LSMB830 

$349r> 

% Provides an overall 
understanding of turf 
and landscape care and 
management and covers 
all the basics of the 
green industry 

Covers all the topics both golf course superintendents 
and students of turfgrass and landscape management 
need to know about 

Kg? Combines practical information with the tried 
and true basics of management to provide a single, 
practical, affordable and up-to-date text 

Features detailed information, charts, diagrams, 
figures and tables to illustrate key information points 

The landscape Management Handbook provides a 
unique, single-source reference of comprehensive informa-
tion on a variety of turf and landscape topics. Its an ideal 
handbook for golf course and lawn care superintendents 
and crew members, and is also appropriate for schools 
that teach basic turf and landscape management. 

Call 1-800-598-6008 
Fax: 218-723-9146 

Outside the U.S. 218-723-9180 
A d v a n s t a r M a r k e t i n g S e r v i c e s 

Customer Service Dept. • 131 W. I s l St.. Duluth. VIN 55802 

Shipping/Tax: UPS—add $5 per order, plus $1 per additional book. International, Hawaii, Alaska. 
Canada and expedited shipments—call tor rates Residents of CA, CT, GA,IL, MN, NJ, NY, OH and 
TX must add sales tax. Price subject to change CODE: 950071 
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Tak"itr 
"Look at them. 

They're like kids ™ a 
candy store. 

"Let's see what this baby can do!" 
rat*«rs:S.«»<* a 

"So t ime-

It's Like Christmas in July! 
T h e 15th A n n u a l International Lawn, Garden, & P o w e r E q u i p m e n t 

EXPO 98 is truly u n i q u e a m o n g all international trade s h o w s for a 
•'(lliil^ very important reason: T h e 20 acre O u t d o o r Demons tra t ion Area. T h i s 

d e m o area is d e s i g n e d for you , the l a w n and landscape profess ional . You'll be able to 
test h u n d r e d s of m a c h i n e s from over 170 manufacturers under actual w o r k i n g condi -
t ions. Factory representat ives wi l l be avai lable to a n s w e r your appl icat ion q u e s t i o n s 
and expla in n e w e q u i p m e n t features. In addi t ion to the d e m o area, EXPO 98 of fers 
indoor exhib i t s for over 600 manufacturers and free seminars that can h e l p y o u g r o w 
your b u s i n e s s more profitably. 
T h i s opportuni ty is not avai lable a n y w h e r e else . Take advantage of this opportuni ty 
to test the tools of your trade s ide b y s ide at EXPO 98. EXPO 98 wi l l be he ld at the 
Kentucky Exposi t ion Center in Louisvi l le , KY o n July 25, 26, & 27, 1998. For more 
in format ion about EXPO 98 call (800) 558-8767 or (502) 562-1962 today. 



At Echo; we've been giving landscaping professionals exactly what they need for over twenty-five years: superior outdoor power 
equipment that more than performs...day after day after bumping, jostling, banging, hard-working day. 

The result? Power equipment that exceeds professional demands for quality, durability and dependability. Echo Pro Performance. 
Built by the team that knows what professionals need. Maybe that's why more landscaping professionals choose Echo than any other 
brand of outdoor power equipment. For more information on Echo Pro Performance products call 1-800-432-ECH0 (3246). 



THE POWER TO BREAM 
THE SOUND BARRIER. 
Power blowers that deliver maximum performance with minimum sound. 

That's Echo Pro Performance. Like our revolutionary Quiet 1™ Power Blower. 

The ideal blower for use in locations where sound levels are an issue. At only 

65 dB(A)*, it's the quietest backpack blower in the industry. And of course, 

it's powered by our legendary world-class, two-stroke engine. Just what you 

would expect from the company that invented the power blower. 

* Per ANSI B175.2-1990 at wide open throttle 

(SIECHB. 
The Pro Performance Team 

Circle No. 111 on Reader Inquiry Card © 1997 Echo, Inc. 
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ORDER DIRECT800-328-7485 
212 Colfax Avenue. No.. Minneapolis, MN 55405 

Reader Inquiry Card 

iN I972, BUNTON WAS THE FIRST 
LOMPANV rOEVER BENEFIT FROM 
DALTON GEAR'S ORIGINAL 
VARIABLE SPEED GEARBOX! 
Now. over 25 years later. Dalton Gear 
produces "each-and-every gearbox 
with the same quality as those first 
OEM'S in I972! Our client list has 
grown to include RANSOMES/BOBCAT, 
KEES. EXMARK and SNAPPER There 
have been a few imitators, but none 
have ever even come close to 
Dalton's quality. We know Commercial 
Landscaping, Parks&Recreation, Cemeteries, 
and Golf&CountryClubs need service on 
their machines, no matter what make 
or model, and. "they-need-it-nowl" 
Also, they need long lasting, quality, 
top-of-the-line replacement parts, 
constructed of the finest metals and 
special alloys. An "open-space" on 
the gearbox shelf doesn't get the job 
done. ORDER TODAY and rely on 
Dalton Gear As an added bonus, we 
are throwing in factory recommended 
gearbox lube, FREE with each unit! 

Use only J H E O N E . 

THE ONLY. 
THE ORIGINAL. 

M H Z a 
management 

A proud supporter of these green industry 
professional organizations: 

MAA\ Associated Landscape Contractors of America 
150 Elden Street, Suite 270, Herndon, VA 20170 
(703) 73o-9666; http://www.alca.org 

\ v j I \ American Nursery & Landscape Association 
/\1>K Iw/A l ? s n i S i NW Suite son Washington DC 20 
AmciuM Nur»«r> 61 
I jndscjpr Association 

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

Golf Course Superintendents Assn. of America 
1421 Research Park Dr. 
Lawrence, KS 66049-3859 
(913) 841-2240; http//www.gcsaa.org 

AMa 
International Turfgrass Society 
Crop & Soil Environmental Sciences, VPI-SU, 
Blacksburg, VA 24061-0403 
(561) 996-3062 

Independent Turf and Ornamental 
Distributors Association 
1217 Wayburn 
Crosse Pointe Park, MI 48230 
(313) 331-7739 

National Arborist Association 
y ^ W The Meeting Place Mall, P.O. Box 1094, 
l O l Amherst, NH 03031 -1094 

(603) 673-3311; http://www.natlarb.com 

National Golf Foundation 
1150 South U.S. Highway One, Jupiter, FL 33477 
(407) 744-6006 U t f C F ^ f l 

NATIONAL GOL f FOUNDATION 

Ohio Turfgrass Foundation 
P O. Box 14824, Columbus, OH 43214 
(614) 261-6750 

The Outdoor Power Equipment Institute 
341 South Patrick St. 
Old Town Alexandria, Va. 22314 
(703) 549-7600; http://opei.mow.org 

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

W 
Professional Lawn Care Association of America 
1000 Johnson Ferry Rd., NE, Suite C-135, 
Marietta, GA 30068-2112 
(770) 977-5222; http://www.plcaa.org 

RISE 
Responsible Industry for a Sound Environment 
1156 15th St. NW, Suite 400, 
Washington, DC 20005 
(202) 872-3860 

Sports Turf Managers Association 
1375 Rolling Hills Loop, Council Bluffs, 1A 51503-8552 

_ (712) 366-2669; (800) 323-3875; 
M m * * A**drfon http://www.aip.com/stma 

lurtiOlliM 
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T i T O C A Turf and Ornamental Communicators Association 
P O. Box 156, New Prague, MN 56071 
(612) 758-5811 
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M Simple to Operate 
Affordable 
*Easy, connection to W 

any 24VAC controller 

We Specialize in Remote Controls 
No more wasted time at the controller or running back 
and forth to the field with our New TRC Commander 
and Sidekick FM remote controls for irrigation. Now 
with PDT *FM transmission we transmit 5 miles with 
one 9V battery. Our remotes will operate on any 24VAC 
soleniod valve irrigation system and are backed by a 3 
year warranty. In addition, we are introducing our new 
line of receiver cards with no hardwiring for the Rain 
Bird®ESP MC and the Irritol* Dial and MC series. 

Remote Control 
Technology 

http://www.alca.org
http://www.gcsaa.org
http://www.natlarb.com
http://opei.mow.org
http://www.plcaa.org
http://www.aip.com/stma


The National Expo for Lawn & Landscape Professionals! 

Opryland Hotel Convention Center 
Nashville, Tennessee • November 14-17,1998 

J 
J 

J 

Over 60 Educational Seminars-
Business & Technical Topics, 
Expert Speakers 

300 Exhibiting Companies-
12 Exclusive Trade Show Hours 

Outdoor Equipment Demonstration-
Try Before You Buy 

5,000 Industry Professionals-
Networking Opportunities Galore 

GIE is Sponsored by: 

A L O * PLCAA )»gWS 
Show Dates: 

Conferences Saturday to Tuesday, November 14 thru 17 
Outdoor Equipment Demonstration: Sunday, November 15 

Trade Show: Monday & Tuesday, November 16 and 17 

"Of all the trade shows 
around, the GIE show is 

the most professional 
trade show you can 

attend. The educational 
program selects the 
highest quality of 

keynote speakers. This 
trade show attracts serious 
buyers. I recommend this 

show to all our clients 
regardless of the size of 

their company. The after-
hours brainstorming and 

sharing of information 
with non-competitive 

companies is an asset. 
Don't miss the show in 

Opryland!" 
- Jerry Gaeta 

Vander Kooi & Associates, Inc. 

For travel arrangements call Opryland International Travel at (800) 677-9526. 

YES! I want to know more about GIE/98* 
• Send me information on exhibiting my products! 
• Send me information on attending conferences & show! 

Contact: 

Title: 

Company: 

Address:. 

City/State/Zip: _ 

Phone: (_ Fax: ( . 
Clip and send to: 
GIE# 1000 Johnson Ferry Rd., NE, Suite C-135, Marietta, GA 30068-2112 
Fax: 770/578-6071 Phone: 770/973-2019 LM 
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NC turfgrass industry is booming 
RALEIGH, NC—Researchers 
and educators in North Car-
olina hustle to stay ahead of 
the state's expanding turf-
grass industry. That they're 
able to do this is credit to 
their resourcefulness and far 
sightedness. And also to the 
cooperation that they've 
forged with the professional 
turfgrass community, particu-
larly the influential Turfgrass 
Council of North Carolina 
(TCNC). 

The hub for this activity is 
North Carolina State Univer-
sity. The turfgrass staff at 
NCSU spearheads a full 
menu of research and out-
reach programs, in addition 
to instructing over 200 stu-
dents in both its four- and 
two-year programs. 

Because of the growing 
importance of these pro-
grams and of turfgrass, in 
general, to the state's 
economy, NCSU is con-
sidering expanding its turf-
grass research field center, 
says Dr. Arthur Bruneau, 
Professor of Crop Science. 

A 20-acre site a few miles 
from the present site is a 
probable location. 

Meanwhile, turfgrass re-
search progresses at NCSU, 
and at other locations 
throughout the state too, from 
the sandhills in the center of 
the state to the mountains in 
the west. These include turf-
grass variety trials (including 
NTEP trials), pesticide trials, 
water quality and nutrient 
management studies, detailed 
investigations into turfgrass 
physiology and others. 

One of the newest turf-
grass research efforts at the 
university involves turfgrass 
bioengineering. Researcher 
Dr. Rongda (Ron) Qu and his 

These turfgrass plants represent the beginnings of North Carolina 
State University's efforts to genetically engineer improved turf. 

small staff have begun work 
on the state's three dominant 
turfgrasses: tall fescue, peren-
nial ryegrass and hybrid 
bermudagrass. The goal is to 

improve, 
through genetic 
engineering, 
each of these 
species for the 
mid-Adantic re-
gion's special 
conditions—for 
instance, devel-
oping a hybrid 
bermudagrass 
with resistance 
to nematodes, 
brown patch re-
sistance for tall 
fescue, solving 
the summer per-
sistence problem 
for perennial rye. 

The process 
won't be as sim-
ple as identifying 
specific genes 
and "shooting" 

Dr. Ron Qu, above, 
heads NCSU's turf-
grass genetic engi-
neering effort. 
He's shown to the 
left with, far left. 
Dr. Arthur 
Bruneau and Dr. 
Charles Peacock of 
the NSCU turf 
staff. 

them into turfgrasses to get 
grasses with improved char-
acteristics, stressed Qu. The 
process is vastly more in-
volved than that; but it can 
be accomplished given time 
and sufficient funding, he 
said. 

"In our first year we spent 
most of our efforts in the tis-
sue culture stage," Qu ex-
plained. "We've also started 
some transformations and got 
some calli." (Callus is the un-
differentiated mass of cells, at 
least from appearances, in a 
culture dish that eventually 
sends forth leaves and roots 
and becomes plants, in this 
case turfgrass plants.) 

Ten years ago we weren't 
doing any of this gene trans-
formation work," added Dr. 
Charles Peacock, professor of 
crop science. "But we have to 
take advantage of genetic 
transformation with the de-
mands everyone is making on 
providing as good a quality 



For over 30 years Bush Hog® has meant tough, effi-
cient farm equipment . The kind farmers brag about. 
Now Bush Hog is someth ing else... tough, eff icient 
tur f / landscape equipment . The kind turf and land-
scape operators brag about. 

Because Bush Hog is making its reputat ion with 
tur f / landscape operators as powerfu l as its reputa-
t ion with farmers. By apply ing lessons learned on the 
farm - where every season is make it or break it - to 
the tur f / landscape industry. By br inging new benef i ts 
to landscape/turf operators that make you look your 
best. From mulchers that make leaves and grass 

cl ippings d isappear to f inishing mowers that s lash 
the t ime to manicure lawns. By bui lding Bush Hog 
quali ty and per formance into a full line of turf / land-
scape equipment . 

Learn what a Bush Hog can mean to you. See the 
Bush Hog tur f / landscape equipment at your Bush 
Hog dealer or wri te for free literature. 

TURF AND LANDSCAPE TOOLS 
We Make You Look Your Best" 

ZERO-TURN MOWERS • TRI-DECK MOWERS -
AIR TUNNEL FINISHING MOWERS - REAR DISCHARGE FINISHING 
MOWERS • SIDE DISCHARGE FINISHING MOWERS • FLAT DECK 
FINISHING MOWERS • GT42 POWERED ROTARY CUTTERS - BOX 
BLADES • ROLL-OVER BLADES • SINGLE ROLLER PULVERIZERS • 

DOUBLE ROLLER PULVERIZERS • PLUGGERS • BACKHOES -
LANDSCAPE RAKES • ROTARY TILLERS • REAR BLADES " POST 
HOLE DIGGERS - ROTARY CUTTERS • CHIPPER/SHREDDERS • 

FRONT END LOADERS 
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j State Zip 

j Phone No. ( ) 

j Products interested in 

i 

/mmjsHflOG 
DIVISION OF ^ ^ A L L I E D PRODUCTS CORPORATION 

Dept. LM-04 • P.O. Box 1039 • Selma, AL 36702-1039 • (334) 872-6261 



>HOT TOPICS 

o cc 
5 

NC TURFGRASS AT A GLANCE 
North Carolina: 
• has over 2 million acres of turf with 1.2 million acres in 

home lawns. 
• has over 150,000 acres of turf in parks with playgrounds 

averaging over 900 hours of use each month. 
• maintains a turfgrass acreage equal to 41 percent of all of 

the state's harvested cropland, and is nearly 1.7 times the 
acreage of the state's total pasture land. 

• turfgrass industry employs over 114,300 fulltime and 
seasonally, with an annual payroll of $374 million, 

• invests over $830 million in annual turfgrass maintenance 
expense plus the ownership of $3.5 billion worth of 
turfgrass maintenance equipment. 

• hosts over 15.3 million rounds of golf a year. 

turf as possible with as little 
input from a nutrient, pesti-
cide and a water conservation 
viewpoint. 

"We're not looking for any 
real quick turnaround," he 
added, "but 20 years from 
now we're going to have 
grasses that are more stress 
resistant, more pest tolerant 
and that take lower inputs 
and give us better quality; ge-
netics can do this." 

The turfgrass genetics 
work—like turfgrass research 
everywhere—is being funded 
by "a mixed bag" of sources, 
said Sam Lang, one of the di-
rectors of the TCNC. These 
include funds from the uni-
versity, from the state legisla-
ture and help from the 
TCNC itself that annually 
provides the university's turf-
grass program with over 
$100,000 for research. 

Lang identified water 
quality in the state's rivers as 
another issue that the state's 
turf industry and turf re-
searchers are being asked to 
help. North Carolina has 14 
significant rivers flowing 
across it toward the Atlantic 

Ocean, and the state is gear-
ing up to reduce nutrient 
loads 30 percent in all of 
them. The first river it has 
targeted with a pilot program 
is the Neuse River. 

Lang said the state is look-
ing at both point and non-
point sources of nutrient pol-
lution, and each industry, 
including turfgrass, is being 
asked to develop its own plan 
to reduce it. 

NCSU turf researchers 
recognized this problem be-
fore it became an issue, and 
initiated water quality studies 
on its research farm about 
five years. 

"Industry (turf) is support-
ing the big push on water 
quality," added Art Bruneau. 
"Industry wants to do what's 
right too." 

To learn more about turf-
grass in North Carolina, con-
sider attending the Annual 
NCSU Turf and Ornamental 
Field Day on May 20. For 
more information, contact 
the T C N C at 1-910-695-
1333. 

—by Ron Hall 

AgriBioTech 
buys more 
turfseed firms 
LAS VEGAS—AgriBioTech, Inc. (ABT) is ahead in its stated goal 
to control 45 percent of the $1.1 billion U.S. forage and turfseed 
market by December 31, 2000. In fact, Chairman and CEO 
Dr. Johnny Thomas recently told shareholders that ABT will ac-
complish that by year's end—two years ahead of schedule. 

His comments came just weeks before his company an-
nounced the pending purchase of four more seed companies. 
It signed letters of intent to buy: Peterson Seed Co. Inc., Sav-
age, MN; Geo. W. Hill & Co, Inc., Florence, KY; Fine Lawn 
Research Inc., Kentucky and Oregon; and Geo W. Hill of In-
diana Inc., Elwood, IN. The four companies have combined 
annual sales of about $37 million. 

Peterson specializes in alfalfa, other forages and turfgrass dis-
tribution in the East and Midwest. They also have a seed-coat-
ing plant and licenses to unique germ plasm. Hill-KY, Hill-IN 
and Fine Lawn share some common ownership and, as a group, 
specialize in the distribution of turfgrass seeds, forage seeds and 
ancillary product distribution. All fine owners, including Jerry 
Peterson, will sign employment agreements with ABT. 

In just three years—since January, 1995—ABT has com-
pleted 18 acquisitions and is now the largest forage and cool-
season turfgrass seed company in the United States with sales 
of about $409 million, including the above four acquisitions 
and the previously pending acquisition of Zajac Performance 
Seed, Ohio Seed Co., Van Dyke Seed Co. Inc., Las Vegas 
Fertilizer Co. Inc., Kinder Seed Inc., and Willamette Seed Co. 

On January 13 ABT completed the purchase of Seed Cor-
poration of America with net sales of about $40 million and, 
on January 7, the purchase of Lofts Seed Inc. with annual 
sales of about $75 million. 

Just two months prior to that, on November 20, Kent 
Shulze joined the company president and COO, and Dr. 
Thomas B. Rice as vice president, director of research. Both 
are experienced and well known in the seed business. 

Shulze served as president and CEO (1990-1996)of 
Northrup King Co., Minneapolis, then an operating unit of 
Sandoz Seeds. Prior to that he was president and C O O of 
Dekalb-Pfizer Genetics, Dekalb, IL. 

Dr. Rice had also previously been with Dekalb Genetics 
where he served as director of research for 10 years. He was 
the chief architect of the company's biotechnology strategy. • 



Fast Grass 

Fine Fescue Mix 

Fairway Blend Deepshade,M WatertightrM Plus 

® 

One Reliable Brand 
That brand is Terra? With 14 different 
blends, we've got you covered on golf 
course fairways, roughs, non-play areas, 
lawns, landscapes, sports fields, parks, 
right-of-ways and commercial areas. 
The best of hearty, attractive bluegrass, 
perennial ryegrass and fescue varieties 
- specially blended to provide top 

performance. Plus, they're backed by 
in-depth research, agronomic expertise 
and timely delivery. Terra's high-quality 
seed and excellent selection of turf 
care products make Terra the one-stop 
shopping place for your turf needs. 
Talk to your Terra Professional 
Products representative today. 

<*Terra 
Terra Industries Inc. 
P.O. Box 6000 
Sioux City, Iowa 51102-6000 
1-800-288-7353 
www.terraindustries.com 

Working with you. 

http://www.terraindustries.com
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r o N 
IRRITATING 
Finally, a h i gh -pe r fo rmance py re th ro i d tha t w o n ' t i r r i ta te y o u r sk in o r th roa t . 
If you've been using organophosphates or carbamates, you'll like the fact that Talstar® delivers consistent results 
without the unpleasant odor. And you'll use less product because its extremely effective at very low rates. 

Talstar gives you unsurpassed control over a broad spectrum of insects like 
cutworms, chinch bugs, mole crickets, fire ants, fleas, ticks and mites. And its 1 —- _ _ _ _ _ 
so versatile, you can apply it to golf courses, lawns, trees and ornamentals. J S ? ^ * ( Talstar 
With Talstar's outstanding residual control, you'll get better results, more satisfied | Z : - m 
customers, and irritating callbacks and turf damage will be ancient history. _ ^ ^ 

Talstar is available in both flowable and granular formulations. _ • S K s t a r B P ' ^ Tat 

Call your local FMC distributor or 1-800528-TURF for more information. 1 ; C | I F 

•FMC 1 
© 1 9 9 7 F M C Corporation The F M C logo a n d Talstar ore F M C Corporation marks. 



Equipment: 
Ieasing is a contract granting use 

of property during a specified 
period in exchange for a 
specified fee. Leasing of-

fers you the opportunity to se-
lect the equipment you want for 

A lease or buy decision can be based on the 
estimated life of the equipment, the availabili-
ty of cash flow and the advice of an accoun-
tant on the tax ramifications of the decision. 
You may want to just take the depreciation. 

By S T E V E & S U Z T R U S T Y 

the time period you want with-
out tying up financial resources 
for the total price of the unit. 

In buying equipment you 
commit to the total price of the 
equipment which impacts your 
line of credit with the lender 
and usually with other sources 
that request hank information 
on your credit applications. 

"I base my lease or buy deci-
sions on the estimated life of the 
equipment, the availability of 
cash flow and the advice of my 
accountant on the tax ramifica-
tions of the decision," says Nick 
Stipanovich, owner of Nick's 
Lawn Service, Merritt Island, 
FL. There may be times when 
there's a greater tax advantage 

for our company in making a 
capital purchase and reducing 
retained profits by that amount 
than there is in leasing and de-
preciating the lease value. 

"The number one aspect of 
leasing is I don't have to put up 
a lot of my money to get into 
the equipment I want. The ini-
tial payment on equipment is 
generally in the range of the reg-
ular payment on that unit. 

"Leasing also allows me 
greater control over my cash 
flow. When it comes to a 
$40,OCX) or $50,000 machine, I 
can sign the lease agreement and 
make the initial payment at the 
end of March. The machine is 
mine to use from the date the 
agreement is signed. The first 
regular payment would then 
come due at the end of April. 
That control is really important 
when you're leasing equipment 
for a job you're just beginning 
and won't receive payment on 
until later." 

Stipanovich adds, "most of 
our equipment lease agreements 
are set up similar to a bank loan, 
but with a dollar buy out at the 
end of the lease period. Because 
technology is moving so fast in 
this industry, I like the flexibility 
leasing gives me to move up to a 
faster, better unit at any point in 

the life of the lease without 
making a major impact on my 
cash position." 

Dave Herman, superinten-
dent of Heritage Highlands 
Golf and Country Club, Tuc-
son, AZ, says, "we lease so we 
can get the best equipment for 
the least amount of money up-
front. With traditional pur-
chasing on a golf course you 
have equipment on three- to 
five-year cycles. When those 
machines need replacement, 
you're facing a huge capital ex-
pense. With leasing, we have 
equipment on three-, four- and 
five-year leasing programs: the 
smaller mowers on three-year 
leases, the Gators on four-year, 
and the larger tractors and 
other units on five year. 

"At the end of the lease pe-
riod we have the option to ex-
tend the lease for an additional 
year, buy it out at the pre-de-
termined price point, or tell the 
company to take it away. We 
can start another lease on a new 
machine at that point, with a 
minimal initial payment." 

Gary Tungate, vice presi-
dent and regional manager for 
the Southeastern US offices of 
Environmental Services/Envi-
ronmental Golf/Valley Crest 
says, "our company has found it 



a good basic business decision 
to go with outright purchases 
and take the depreciation. 
With our national buying 
power, strong cash position, 
and consistent growth, we keep 
coming to that decision. Leas-

Do your homework. 
Make sure you re work-
ing urith a good leasing 
agent and that there are 
no hidden charges. 

ing does have a place when 
other assets are needed and 
purchasing makes a detrimen-
tal effect on buying power." 

Tungate adds, "we deter-
mine the life cycle of our ma-
chines using the manufacturer's 
projections and our own esti-
mates of our own usage of that 
piece of equipment. Each ma-
chine is analyzed with replace-
ment based on those factors, 
along with the performance of 
the machine and its mainte-
nance and repair records." 

The same kind of analysis 

and performance tracking is 
followed by those leasing 
equipment. Because Sti-
panovich keeps newer ma-
chines in his lineup, mainte-
nance generally is confined to 
regular servicing; the company 

handles it in-house. 
"We get a one 

year, bumper-to-
bumper warranty on 
new turf equipment 
and opt for two 
more years of war-
ranty on all the 
major parts through 
our distributor (Ari-

zona Machinery) so all the 
major repair issues are 
covered," says Herman. "We 
handle general, scheduled 
maintenance." 

Stipanovich cautions that 
"all leases are not created equal. 
Do your homework and make 
sure you're working with a 
good leasing agent and that 
there are no hidden charges." 

Cleve Cleveland, CGCS, is 
superintendent and owner of 
Newark Valley Golf Course, 
Newark Valley, NY. He holds 
two degrees in accounting, and 

speaks on financial 
issues at turf con-
ferences. 

"Ask your sales 
rep to put you in 
touch with a leas-
ing specialist, who 
will be more than 
happy to explain 
the types and de-
tails of various 
leases," says Cleve-
land. 

"Have the salesman provide 
you with a detail of a lease 
arrangement. Talk to your 
CPA or the golf course's CPA 
and have them analyze it and 
try to estimate the built-in in-
terest rate factor" 

"Do pick a leasing company 
that understands your business, 
offers flexibility and is willing to 
work with you," adds Herman. 

Some leasing companies 
offer a "bundling" option with 
used equipment from the asso-
ciated manufacturer and allied 
products, in the same package 
with your new equipment lease. 

Herman says, "We're using 
John Deere Leasing and not 
just for John Deere machines. 

Cleveland: Know the 
built-in interest rate 
factor. 

Lease 

leased through 
them with a one 
dollar buyout." 

Flexibility is a 
key component of 
leasing. Herman 
notes, "One of the 
greatest advantages 
to leasing is the 
opportunity to 
make the move to 
more advanced 
equipment, a ma-

chine that performs better or 
more closely matches our needs. 

With leasing, we can do this 
when that equipment becomes 
available, even before we reach 
the end of the lease cycle on our 
current unit. We switched 
from our leased Gators to leas-
ing the new Turf Gators when 
they came out with a minimal 
increase in our lease payments 
and no penalty for making the 
change. 

"The previously leased ma-
chines are a great buy for 
courses that don't have the re-
sources to lease or purchase 
new equipment. Our Gators 
had been serviced regularly and 
were in great shape, but we 

Things that we'll wanted the advantages of the 
have for a long new machines." 
time, such as our 
storage towers, are See leasing financial tips on page 22 



For many contractors and superinten-
dents, signing a lease could be like signing 
away a headache or two. Contractors and 
superintendents find leasing a way to defray 
the amount of their capital investments. 

It also answers a maintenance question: 
who will fix it, and for how much? 

Other advantages include trade-in op-
tions, tax advantages and convenience. 

Lance Schelhammer, president of Grass 
Roots, Inc., Lenexa, KS., knows first hand 
how vital leasing is due to equipment de-
preciation. 

"We feel that since some of the trucks 
are used in snow removal, their value de-
creases a lot faster than a truck that 
wouldn't be used in snow removal. There-
fore, it's not a sound investment. We feel 
we should lease the snow trucks rather than 
purchase them. Since we need to turn over 
the trucks every three to four years, it makes 
sense for us to lease those trucks. You're not 
absorbing the same amount of loss as you 
would on a purchase." 

Schelhammer doesn't equivocate on the 
dollars he saves. 

"A lease is normally cheaper than buying," 
says Schelhammer. "There might be as much 
as $100 per month difference per vehicle." 

Grass Roots leases 15 vehicles, for a savings 
of$1500. 

A leased vehicle, however, can't be listed 
on the Assets column of a financial state-
ment. 

"It's just a cost," reminds Schelhammer. 
Sam Burke, owner of Hebron, Ky.-based 

Landscape One, has leased mid-range mow-
ers and trucks. 

"That's the main part of your workforce. 
Those are the items that are used daily. 
Those are the higher dollar pieces of equip-
ment and the types of equipment that you 
want to try to keep updated without 
stretching yourself cost-wise to purchase." 

Burke says that over a five-year period, 
you may save 20-25 percent, considering 
downtime, or possibilities of downtime. 

Tom Tuttle, golf course superintendent 
of Trenton CC, Trenton, NJ, leases a reel 
grinder. 

"In the long run we pay a little less 



'Joining ALCA was the best investment. 
I ever made." u 1 

"When I started in this business in 1978, 
I had a lot of business questions no one 
was answering," says Judson Griggs, senior 
landscape architect at Lied's Landscape in 
Sussex, Wis. "That's when I joined 
ALCA." 

"By networking with 
ALCA members from around the 
country, attending marketing and 
technical seminars and using 
the Operating Cost Study to 
estimate projects, I have 
helped my company to 
achieve record sales revenues 
of more than $10 million dollars. 

"If you are serious about growing your 
landscape business, ALCA is the best 
resource in the country. Through their 
meetings, videos and publications, I 
learned cutting-edge techniques that I 
applied immediately to various projects 
which ultimately helped the company 
evolve and sustain its leadership role in 
the marketplace." 

Join ALCA today and meet people 
like Judson Griggs. 

If you are an exterior, interior or 
landscape maintenance contractor, or 
simply want to see the landscape 
industry grow, call (800) 395-ALCA, 
or (703) 736-9666 for more informa-
tion, or write: ALCA, 150 Elden 
Street, Suite 270, Herndon, VA 
20170. Fax (703) 736-9668. 

ASSOCIATED LANDSCAPE CONTRACTORS OF AMERICA 
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There are times when it is critical 

to know that you 're get t ing the real thing. 

Like when you're buying Dursban* insect icide. 

No Dursban wannabe can give you 

the same level of conf idence , 

per formance and suppor t that you get 

from Dow AgroSciences. 

Not to mention the super ior control 

of over 140 insects, including 

worms, ants, fleas, ticks, mole crickets, 

aphids and chinch bugs. 

The only way to get the real Dursban 

is to buy Dursban . So always look for 

the Dursban trademark on the label, 

whether you buy from Dow AgroSciences 

or one of our formula tor par tners . 

For more informat ion, call us to l l - f ree 

at 1 - 8 0 0 - 2 5 5 - 3 7 2 6 or visit our 

web site at www.dowagro.com. 

Always read and 

follow label d i rect ions . 

* Trade mark of Dow AgroScjcnces I .LC 

http://www.dowagro.com


^ I>ia% XgnkScicnivs 

Dursban 
If it (he,m t say Dursban, its not. 



LM REPORTS 

Selbro offers its ProBlow line of walk-behind debris blowers in 8, 
9 and 11-hp. Blowers have 180-degree blowing action. 

Little Wonder push-style commercial blowers were field tested 
by 30 landscapers from New England to North Carolina. 

POWER 
BLOWERS 
Look at the range of attachments 
and other features that each power 
blower system offers. 

By C U R T H A R L E R 
Size the blower to the job. A 32 cc, 360-cubic-foot-per-

minute gas blower will deliver a speed of 170 mph, enough to 
blow wet leaves. However, for sand, dry grass or pine needles a 
lighter unit will do. 

Choosing the right air blower is getting more complex as 
the variety of models increases. But bureaucratic regulations 
may have more of a say in your purchasing decision than the 
operator's comfort or working efficiency. 

Some local governments restrict the use of gasoline-pow-
ered blowers, which do not meet certain minimum require-
ments, in residential and other areas. Blowers fall under both 
EPA and CARB regulations, although most models comply 
with the 1999 specifications. Noise levels must be kept under 
70 decibels at 50 feet, according to ANSI B175.2-1990. 

It's been mentioned before, but bears repeating: always 
operate gas blowers in a safe, courteous fashion. 

There are two major categories of blowers: backpack style, 
and the hand-held unit. For big jobs that will take several 
hours, choose backpack models. Although most are much 
heavier than the hand-held units, backpacks usually provide 
better power, a larger fuel tank for longer operating time, and 
more freedom of movement to the worker. 

Hand-held units are good for quick cleanup and short jobs 
and usually are simple, one-person systems to run. However, 
their operating time is likely to be much less than with a back-
pack unit and the fatigue factor mounts much quicker. 

Look at the range of attachments and other features that 
each blower system offers. A blower which can perform multi-
ple tasks will get more use and will return its investment fast. 
As always, be safe: a gas powered unit with a bottom impeller 
should not be set down in loose leaves or grass — the material 
will be sucked in and block the intake. Be cautious with draw-
strings on coats or windbreakers too. They have a way of get-
ting sucked into the engine intake. 



POWER BLOWERS 
AGRI FAB, INC. 
217-728-8388 
Circle No. 250 

The Agri-Fab Vac and its host of 
attachments can handle clean up 
jobs for any landscape operation. 
The optional remote hose kit allows 
easy pickup of lightweight materials 
like clippings or leaves. All work 
with the 45-0249 shredder. 

BILLY GOAT INDUSTRIES 
816-524-9666 
Circle No. 251 

A full line of grounds blowers 
and vacuums from Billy Goat Indus-
tries, Lee's Summit, MO. The QB se-
ries of blowers feature exclusive 14-
blade fan that eliminates the "gyro" 
effect and a toe-controlled quick-
change discharge chute. Rolling 
units available in 8 hp to 16 hp. 

ECHO, INC. 
847-540-8400 
Circle No. 252 

Low-noise gas-powered blower 
from Echo, Lake Zurich, IL generates 
a mere 65 dB at full throttle. The 
PB-46LN is 50 percent quieter than 
its earlier model, yet delivers the 
same air volume and velocity and 
uses the same 44 cc, two-stroke 
commercial-grade engine. It has a 
padded backrest, rugged frame, 
heavy-duty auto-type filter, and a 2-
quart, see-through fuel tank. 

GIANT VAC 
860-423-7741 
Circle No. 253 

The Chip-N-Vac is desgined to 
give versatility of a yard and drive-
way vacuum system with a chipping 
capacity of two-inches diameter. 
The all-in-one compact machine is 
built to meet rugged standards. 

HUSQVARNA 
800-438-7297 
Circle No. 254 

Two-stroke blower features 
E-tech, a combination of features to 
reduce certain harmful exhaust 
emissions and the smoke and odor 
associated with them. The 225HBV 
features a Clean Sweep crankshaft 
that effectively "sweeps" the 
fuel/air mixture into chamber. 

JOHN DEERE 
Circle No. 255 

Deere's BP40 Backpack Blower 
with 40.2cc Kawasaki engine, 250-

mph air velocity and 590 cfm vol-
ume. Fully covered muffler and 
noise-suppressing air filter for a 
quiet 71.5 dB(A) sound level. Also 
the BH30 Hand-held blower with 
180 mph velocity and 450 cfmvol-
ume. Weighs just 10.7 lbs. Extra 
large 23-ounce fuel capacity. 

I& i*,1 T 
Husqvarna two-stroke blower 

LITTLE WONDER 
215-537-5110 
Circle No. 256 

Little Wonder, Southampton, PA 
has just redesigned its line of push-
style commercial blowers. 
All were field tested by 30 
landscapes from New Eng-
land to North Carolina. 
Models range from the 95C)OHO 
with 5 hp Briggs engine; 98OOHO, 8 
hp Briggs; 991 OHO, 9 hp Honda; 
and the 9111 HO with 11 hp Briggs 
IP. All with side-discharge. 

MAKITA 
719-522-8088 
Circle No. 257 

The RBL500 Backpack Blower 
from Makita, La Mirada, CA weighs 
just 19.2 pounds, but its 48.6 cc en-
gine produces 187 mph windspeed 
with 447 cfm air volume. A rugged 
backpack frame protects the 
blower; plus it evenly distributes 
weight to the operator to reduce fa-
tigue. 61-oz. see-through fuel tank. 

MANTIS 
800-366-6268 
Circle No. 258 

The Mantis BSV does the work 
of three tools: blower, shredder and 
vacuum. Its 21.2 cc gas-powered 

engine blows air at up to 125 mph. 
Cruise control eliminates need to 
hold trigger down while working. 
Switch to the debris-collection bag 
and feeder tube and it is converted 
to a hand-held vacuum-shredder. 

MACKISSIC INC. 
610-495-7581 
Circle No. 259 

Nine models of Mighty Mac leaf 
blowers from MacKissic, Inc., Parker 
Ford, PA. The LB552PN (shown) is 
powered by a 5 hp Briggs & Strat-
ton engine, 15-inch diameter im-
peller, blows 1800 cfm at 175 mph. 

MARUYAMA 
425-885-0811 
Circle No. 260 

The newest backpack blower 
from Maruyama, Redmond, WA rep-
resents a new generation of quieter, 
lighter, more powerful blower. The 
BL4500 features a newly designed 
40.2cc Kawasaki engine with a wide-
open design for cooler running. 
Weighs 18.6 lbs. 

McCULLOCH 
800-423-6302 
Circle No. 261 

The 1998 ProMac line of profes-
sional products includes the BP4300 
Backpack Blower. It features the 
durability of Mitsubishi and the 
craftsmanship of McCulloch. Con-
trols mounted on the blow 

pipe. 
The 43cc Mit-
subishi Industrial 
engine revs up 
to 644CFM air 
volume with 
70dBa at 7000 rpm. 

RED MAX 
770-381-5147 
Circle No. 262 

Pro Series power blowers avail-
able in the RedMax line from Ko-
matsu Zenoah America, Norcross, 
GA. Choose back-pack style EB431, 
441 and EB6200 which feature a 
maximum air speed of 186 mph 
and move and air volume of 565 
cubic feet per minute; hand-held 
HB2300 has a 353 cfm air volume 
at 150 mph. 

Maruyama BL4500 

RYOBI 
602-961-1002 
Circle No. 263 

Powerful 31 cc, two-cycle gas 
engine powers the Ryobi 280R gas 
blower. The unit from the Chandler, 
AZ company has an operating 
weight of 11.5 lbs. A super-low 
tone muffler assures quiet opera-
tion. Dual-operating handles allow 
for left-handed or right-handed use. 

SELBRO, INC. 
419-483-9918 
Circle No. 264 

The ProBlow line of debris blow-
ers from Selbro, Bellevue, OH come 
in 8, 9 and 11 hp walk-behind mod-
els. All units feature cast aluminum 
precision balanced impellers, fully 
adjustable and reversible handles. 

SOLO, INC. 
757-245-4228 
Circle No. 265 

Lightweight air blaster is oper-
ated by a 5 hp, two-cycle engine. 
This backpack unit from Solo, New-
port News, VA, has padded shoul-
der straps and an anti-vibration sys-
tem. The unit is recoil started with a 
1.6 quart fuel tank, providing about 
an hour's work between stops. It 
blows 468 cubic feet per minute. 

STEINER 
330-828-0200 

Circle No. 266 
THE PB 100 attaches 

to the company's Quick-
Hitch front mount at-

i tach system on 
power units. A 14-
inch blower fan gen-

erates winds of up 
to 150 mph at 
rated engine 
speeds. Durable 
construction and 

greaseable bearings. 

WOLFE METAL FAB 
724-339-7799 
Circle No. 267 

The Saxon Blower-Vac from 
Wolfe, Lower Burred, PA, lets one 
operator do two functions. With the 
chute open, the unit blows clean 
around trees and then windrows. By 
pulling up a lever, the same person 
can vacuum up all the material. Unit 
has a 5-foot diameter impeller en-
closure, fully-encased in a heavy-
duty deck. LM 



COOL-SEASON WEED CONTROL 

Timing is everything 
The smallest (youngest) immature stages of turfgrass 
insect pests usually are most vulnerable to insecticides. 

By P A T R I C I A J. V I T T U M , P h . D . 
U n i v e r s i t y of M a s s a c h u s e t t s 

The key to successful management of turf 
insects is understanding their habits and 
the life cycles. This determines when a 
particular management strategy is most ap-
propriate. Each insect species has stages 

that are most vulnerable to control. That's when your 
control efforts have the greatest chance of success. In 
addition, each insect species has particular habits that 
have a bearing on insecticide decisions; some insects 

The effectiveness of 
any control product 
can only be deter-
mined after exten-
sive field trials 
under varying real-
life conditions. 

occur in the soil, which means special efforts must be 
taken to ensure penetration of an insecticide beyond 
the thatch, while others reside in the thatch, so insecti-
cides that are bound readily in thatch are perfect 
choices. 
Habitat 

Most turf insects are active only in certain parts of 
the turfgrass community. Some, like bermudagrass 
mite and other mite species, tend to remain on the 
leaves and stems during much of their development. 
Others, like chinch bugs, two-lined spittlebug, web-
worms, and cutworms, are active in the thatch and 

feed on stems and leaves. Meanwhile some of the most 
troublesome turf insect problems are soil insects, 
which spend much of their time in the root zone but 
may make brief forays into the thatch. These include 
various species of white grubs in cool-season grasses. 

The habitat affects management approaches. In-
sects which feed and live primarily in stems and leaves 
are more exposed than others, while those that hide in 
the thatch are just a bit more protected and less vul-
nerable to insecticide applications. 

Therefore, the chemical characteristics of insecti-
cides become important. A material like chlorpyrifos 
(Dursban) would be a wise choice for some of the 
thatch-inhabiting insects because the material is bound 
quickly in thatch and remains right where the insects 
are most active. However, such a material often is not 
able to penetrate the thatch and reach the soil-thatch 
interface and therefore often does not reduce white 
grub populations significantly. 
Distribution 

Some insects occur in particular areas, preferring 
certain soil types or certain turf species. For example, 
hairy chinch bugs (the most common species in cool-
season turf) prefer lawns with thick thatch and usually 
cause the most damage in sunny areas and soils that 
drain well. Insect problems often show up first in turf-
grass on south-facing slopes, in part because these areas 
are under more moisture and temperature stress during 
the summer and are more likely to suffer from addi-
tional insect activity. 

There are several species of white grubs that attack 
cool-season turfgrass. Many of these species were intro-
duced to North America accidentally, and have 
adapted to conditions rapidly. 

The Japanese beetle, introduced in New Jersey 
around 1915, has spread until it can be found in virtu-
ally every state east of the Mississippi River. The Euro-
pean chafer, which was first found near Rochester, NY, 
in 1940, has spread to the southern shores of the Great 
Lakes, through the heart of Michigan, and throughout 
much of eastern Massachusetts. The oriental beetle, 
apparendy introduced in Connecticut around 1910, is 
well established throughout coastal New England and 
has spread into other regions as well. It has also be-
come a major pest in production nurseries, and has ne-



cessitated the use of soil drenches before plants can be 
shipped to non-infested areas. The Asiatic garden bee-
tle has been around for at least 70 years, primarily in 
the northeastern U.S., but until recendy was not con-
sidered to be a major pest in turf. However, there have 
been increased reports of activity of this species in tur-
fgrass, perhaps as a result of changing patterns of insec-
ticide use. 
Habits 

Each white grub species has a slightly different life 
cycle and behaves differently in the soil. Thus, it's im-
portant to determine which species is present before 
attempting to control the grub problem. 

For example, European chafer grubs remain in the 
root zone later in autumn and return earlier in the 
spring than other grub species. Oriental beetles tend to 
be quicker and move downward in the soil profile 
when the upper soil dries out. Under unusually dry 
conditions, grubs of most species will mi-
grate downward to avoid the hot, dry con-
ditions. In these circumstances, watering 
the area about 24-36 hours before the in-
tended insecticide application will trick the 
grubs into thinking that conditions are im-
proving, and they will move back upward 
into the root zone. The insecticide applica-
tion will have a much better chance of sue-

There are many species of cutworms 
and webworms that attack turfgrass, and 
most are active at night. Searches for cater-
pillars during the daytime usually are futile, 
unless a "disclosing solution" (an irritating 
drench or soap flush) is used to force them 
to crawl to the surface. When insecticides 
are used to control cutworms or web-
worms, the applications should be made as 
late in the day as possible so the material is 
still "fresh" when the caterpillars emerge to 
feed in the evening . 
Timing of appl icat ion 

In many cases an insecticide is the most 
reliable option for managing a turf insect 
problem, but the success of that material 
depends on the timing of application. Con-
sider these rules of thumb when dealing 
with pest insects: 

• most insect eggs and pupae are not 
susceptible to insecticides, and 

White grubs and other soil insects tend to be the 

most difficult to control because an insecticide 

must penetrate through the thatch to contact them. 

• the smallest (youngest) immature stagey usually 
are most vulnerable to insecticides. 

A turf manager needs to determine when the pests 
will be in the egg or pupa stage, and avoid the tempta-
tion to treat at that time. The best target date is to treat 
just as the last of the immatures, whether larvae (of in-
sects like white grubs and weevils) or nymphs (of 
chinch bugs and other insects with gradual develop-
ment), emerge from eggs 

The period during which an insecticide can be used 
with success, varies with insect species. For most white 

cotit. on page 32 

TURF INSECT CONTROL PRODUCTS 

COMMON NAME TRADE NAME SPEED PERSISTENCE 
acephate Orthene rel. fast short 
bendiocarb Turcam intermediate intermediate 
bifenthrin Talstar rel. fast intermediate 
carbaryl Sevin intermediate intermediate 
chlorpyrifos Dursban intermediate intermediate 
cyfluthrin Tempo rel. fast intermediate 
diazinon (Diazinon) intermediate intermediate 
deltamethrin Deltaguard rel. fast intermediate 
ethoprop Mocap rel. fast intermediate 
fipronil Chipco Choice slow very long 
fonofos Crusade, Mainstay intermediate intermediate 
halofenozide Mach 2 intermediate rel. to very long 
imidadoprid Merit very slow very long 
isofenphos Oftanol slow relatively long 
lambda-cyhalothrin Battle,Scimitar rel. fast intermediate 
trichlorfon Proxol, Dylox fast short 

Speed of efficacy (how quickly pest reduction may be observed): 
fast=1-3 days; rel. fast=3-5 days; intermediate=4-7 days; slow=7-14 days; very slow=2-3 
weeks. 
Residual activity (most likely period during which pest control can be expected): 
short=1-2 weeks; intermediate=3-6 weeks; relatively long=5-10 weeks; very 
long=more than 3 months. 

For all products, note that state regulations vary and information may not be 
completely accurate. Always check the label to confirm that the pest you wish to 
control is indeed on the label Mention of a product does not imply endorsement 
by the author. 





W hen you're thinking of ways to expand your business and boost 
profits, Roundup® Pro herbicide may be your most useful tool. 
Roundup Pro can solve almost any lawn care problem you can 

think of. And it can create some opportunities that may surprise you. 

Think 
Of All The 
Possibilities. 

jTRoundup 
^ PRO 

^ * I Monsar 
CAUTION: 

Monsanto 

N E T 2 .5 GAL 

1 GIVE NEW LIFE TO LAWNS 
Take out areas of old worn, damaged grass or an 
unsightly varietal .mix and start with a clean slate. 
The control you get from Roundup Pro gives 
new turf a healthy start. The perfect first step in a 
total or partial lawn renovation and to long-term 
relationships with customers. 

2 ZAP 'EM AND WHACK EM 
First, zap weeds with Roundup Pro; wait three days 
for it to move into the roots; then whack 'em with 
a string trimmer while they're still green. You'll get 
fast, effective results in hard-to-reach places. Plus, 
Roundup Pro gives you complete control-roots 
and all-with no regrowth. 

3 BANISH BACKYARD BRUSH 
Expand your horizons by using Roundup Pro to 
remove brush that can encroach on the perimeter 
of a backyard. The "roots and all" action of 
Roundup Pro also eliminates regrowth, so you'll 
achieve beautiful results that cutting alone just 
can't provide. It's a great way to increase your 
"trade area," giving you and your customer more 
yard to beautify. 

4 MASTER MULCH BEDS AND TREE RINGS 
Enhance landscapes and add to the natural 
beauty of the surroundings. It's easy to create 
mulch beds around trees, shrubs and ornamentals. 
Just use Roundup Pro to control the vegetation 
in these areas, then cover with mulch. Spot 
treatments keep them beautiful and beat hand-
weeding, hands down. 

To get more information on these 
and other profit opportunities, call I he 
Monsanto Customer Relations Center 
at 1-800-332-3111 and ask for these sell 
sheets by name: 

•Roundup Pro. The Brightest Idea Since Roundup. 
•Zap 'Em And Whack 'Em. •Mulch Beds Made Easy 
•Backyard Brush Control. •Turf Renovation. 
•Questions & Answers About Roundup Pro. 
•Roundup Pro In The 21st Century 
• Product Label and MSDS. 

Dolt Once. Do It Right. Do It With Roundup Pro. 
ROUNDUP* IS A TRADEMARK OF MONSANTO COMPANY ALWAYS READ AND FOLLOW LABEL DIRECTIONS WWW. MONSANTO COM © MONSANTO COMPANY 1997 RPR070005 5/97 

Circle No. 117 on Reader Inquiry Card 



cont. from page 29 

White grubs are 
much easier to con-
trol when they're 
smaller than these. 

grub species, young grubs 
emerge sometime between mid 
July and early September, and 
most of them emerge during a 
three-week period or so. If the 
situation dictates that a treat-
ment must be made just as the 
grubs begin to emerge (for ex-
ample, scheduled lawn care 
rounds), a turf manager proba-
bly should use one of the 
slower-acting but longer-lasting 
insecticides on the market. If a 
grub problem becomes appar-
ent late in the "window of op-
portunity" (perhaps early Sep-

tember, as grubs are already developing and causing 
damage), a turf manager should use one of the faster-
acting materials, even though most of those materials 
also break down relatively quickly. 

For many of the thatch insects like chinch bugs, 
webworms, cutworms, treatments can be made in re-
sponse to insect activity. However, in an area with a 
history of cutworm or web worm activity, a turf man-
ager should watch for moth activity. Moths of both 
cutworms and webworms are nocturnal and are at-
tracted to black light traps. In addition, many sod web-
worm species can be seen flying haphazardly just above 
the turf, particularly at dusk. When the number of 
moths increases noticeably, you should consider treat-
ing the area about two to three weeks later. This allows 
time for the moths to mate, for the females to produce 
and lay eggs, and for the eggs to hatch into tiny (and 
vulnerable) caterpillars. 

Note: mention of any particular product does not 
imply endorsement by the author. LM 

The author is an associate professor in the department 
of entomology at the University of Massachusetts. 

Insects and their treatment 
WHITE GRUBS 
Feed on roots of turfgrass. Early symptoms—turf resembles 
drought stress. Heavily damaged turf can be rolled back like a 
carpet because there are no roots remaining. 
Cultural control: Provide adequate moisture to root zone. 
Avoid mowing too low. Minimize other agronomic stresses. 
Chemical strategies: Use products which can penetrate thatch 
reasonably well. If treating when grubs are just emerging 
(often mid July to mid August), use a slower-acting but 
longer-lasting material. If spot treating after damage becomes 
evident, use a fast-acting material. Water in any application 
with at least 0.25 inch water as soon after application as possi-
ble to improve contact with grubs. 

CHINCH BUGS 
Suck plant juices from stems. Usually most severe or noticeable in 
sandy soils or sunny areas, especially in areas with thick thatch. 
Usually most active in summer months. 
Cultural control: Reduce thatch. Avoid drought stress, use endo-
phytic cultivars of ryegrasses or fescues. 
Chemical strategies: Many turf insecticides are labeled and 
effective. Consider using products that will remain in the 
thatch (e.g., Dursban). Apply in late spring or early summer if 
sampling documents need. Summer applications can also be 
very effective if necessary. Water in lightly, just enough to 
move the insecticide off the blades. 

BILLBUGS 
Perhaps the most misdiagnosed turf insect problem in the North-
east. Young larvae burrow inside plant stems, older larvae are 
very difficult to time, and once larvae are well established, the 
population is difficult to control. Timing of application is critical, 
and there are several billbug species that may be involved in any 
given location. Check with local extension specialists or private 
consultants for your area. Water in lightly, just enough to move 
the insecticides off the blades. 

WEBWORMS, CUTWORMS 
Caterpillars hide in thatch during the day and feed at night on 
tender tissue. Caterpillars sometimes emerge from burrow holes, 
nibble off a few blades, and pull them back into the burrow to in-
gest during the day. May thin or kill patches of grass. Several 
species of both webworms and cutworms, each with different life 
cycles, often more than one generation per year. 
Cultural control: reduce thatch, avoid drought stress, use 
endophytic cultivars of ryegrasses and fescues. 
Chemical strategies: many turf insecticides are labeled and 
effective. Consider using materials which remain in the thatch 
or are relatively immobile like some of the new pyrethroids. 
Treat two or three weeks after peak moth flights. Treat as late 
in the day as possible. Water in lightly and avoid mowing for 
a day or two after application if possible. 



Practical turfgrass management information you can depend on. 
Your subscription to TURFGRASS TRENDS gives you the information you need to manage the 
toughest turfgrass problems. Written by experts in the field, timely information and latest 
leading-edge research give you practical, proven answers to the challenges you face. 
• disease management • nutrients • insect management 
• genetic improvement • irrigation • weed management 

TURFGRASS TRENDS is the hands-on tool youve been looking for to keep up to date on the latest 
cutting edge research and proven turf management practices. Find out why others are calling 
TURFGRASS TRENDS "the #1 research digest for turf managers." Begin your subscription today! 

"TURFGRASS TRENDS is an important 
planning resource. The advanced 
seasonal information is timely for 
preparing my stress-avoidance 
programs." 

Mark H. Bunte 
Golf Course Superintendent 
Lake Wildwood Country Club 
Penn Valley, CA 

" . . . helpful and informative. 
I believe this is a very valuable 
publication, especially as we all 
work to protect the environment." 

Dr. Terrance P. Riordan 
Turfgrass Plant Breeder 
University of Nebraska 

"TURFGRASS TRENDS is geared 
toward conveying information, not 
advertising . . . I consider it to be 
the best publication in my field." 

Barry Carter 
Golf Course Superintendent 
Oak Hills Country Club 
San Antonio, TX 

O Y e s ! Begin my subscription to TurfGrass 
TRENDS 

U.S. & C A N A D A o 6 Months $96 0 1 Year $180 
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WARM-SEASON WEED CONTROL 

A changing picture 
Long-term changes are the 
trends we observe in land-
scaping with new turfgrass 
varieties and new landscape 
plantings. 

By RICK L. BRANDENBURG, Ph. D 
N o r t h C a r o l i n a S t a t e U n i v e r s i t y 

Those of us involved in land-
scape and turf management 
experience both short and 
long-term adjustments. 
When I speak of short-term 

adjustment I am referring to annual 
weather conditions. This would include 
above or below normal temperatures or 
precipitation during the season. These 
fluctuations from "normal" weather may 
have a significant impact on the abundance 
of specific insect pests. 

Short-term effects - the summer of '97 
Throughout the Southeast, late sum-

mer produced a drought in many areas. 
This encouraged outbreaks of southern 
chinch bugs on St. Augustinegrass, in par-
ticular, but also on some other warm-sea-
son grasses. Southern chinch bugs do best 
under hot, dry conditions and their abun-
dance is usually enhanced in turf that is 
over fertilized and has a significant amount 
of thatch. While good cultural practices 
and irrigation can help minimize the im-
pact of chinch bugs, St. Augustinegrass is 
always under threat when the weather has 
been hot and dry, for an extended period 
of time. 

The hot, dry conditions also appear to 
enhance the impact of ground pearls on 
centipedegrass. Ground pearls continue to 
be a sporadic, yet fluctuating pest of cen-
tipede from the Carolinas across to Califor-
nia. Our major frustration with this pest 
has been our lack of success to develop ef-
fective management strategies. 

While North Carolina is at the northern 
range for bermudagrass mites, we saw in in-
creased incidence of this pest, which again 
was a reflection of the drought. Proper fer-
tilization can help bermudagrass outgrow 
the damage, but this was effective only 
where adequate irrigation was available. 

The hot, dry conditions also appeared 
to have negative consequences on other 
pests. Many grub species were hard to de-
tect and species which spend time near the 
surface, (e.g. green June beetle bugs) ap-
peared nonexistent. The dry soils appar-
ently resulted in some delays in egg-laying, 
egg hatch, and grub tunneling and feeding 
near the surface. When sufficient rains fi-
nally occurred, grub feeding and injury be-
came quite apparent. This sudden "in-
crease" in green June beetle grubs caught 
many turfgrass managers by surprise. 

Weather the previous winter (1996-97) 
also appeared to have a significant impact 
on several pests. Throughout much of the 
Southeast, winter temperatures averaged 
almost four degrees above normal for De-
cember through February. This ensured 
good winter survival of southern pests such 
as imported fire ants along the northern ex-
tent of their range. The fall of 1997 saw a 
significant increase in fire ant mounds along 
the edge of their northern movement. 
Long-term effects 

Insects are opportunistic creatures with 
an amazing ability to take advantage of 
what we set in front of them. Provide 
them with an adequate source of food in 
an appropriate environment and they will 
find it. This is often times the result of our 
landscape design and plantings. This oc-
curs in several ways. When the adults of 
various scarab or white grubs lay eggs in 
the soil, they need to acquire moisture 
from their surrounding environment to 

Weather creates unusual turfgrass stresses and pest problems. The interaction between 
them can be most damaging to the turf. 



Alternative control more common 

The hot, dry August made green June bee-
tle grub damage slow to appear. Rains later 
in the summer showed much damage. 

maintain the ability to hatch. Japanese bee-
tles fly during the day and actively seek 
those areas of lush, healthy turf (a sign of 
adequate soil moisture). Some of the other 
beetles that fly at night don't make that 
distinction and simply lay their eggs in a 
more random fashion. If their egg laying 
coincides with sufficient rainfall and soil 
moisture an infestation may occur. The 
availability and use of irrigation in the land-
scape obviously creates a more suitable 
habitat and increases the likelihood for the 
presence of white grubs. 

In addition, landscaping, particularly 
the planting of ornamentals, may influence 
the abundance of turf pests. Perhaps the 
most frequently observed is that of orna-
mentals that are continually fed upon by 
Japanese beetles. Once the beetles are at-
tracted to an area that also contains high 
quality turf, it only seems logical they may 
use that turf as a site to lay their eggs. Thus 
we create the complete habitat for all 
stages of the pest. We see the same with 
the use of hollies as landscape plantings 
often attracting twolined spittlebug adults 
and subsequently creating infestation of 

The short-tail cricket has increased in impor-
tance in the Southeast in the past few years. 
We are unsure if this is due to changes in 
the turf landscape or a reflection of short-
term weather effects. 

The future of integrated pest manage-
ment for turfgrass is dependent upon the 
development of environmentally and eco-
nomically sound tools for insect control. 
The good news is that we already have a 
number of "non-conventional" products 
available for use and many more in devel-
opment. 

Over the years we have seen several 
entomogenous nematode products on the 
market, but problems with consistent re-
sults, shelf life, formulations, and product 
viability have limited their success and 
marketability. Several companies are still 
actively involved in insect parasitic nema-
tode and striving to overcome the short-
comings of current technology. 

Recent improvements in the ability to 
mass produce the insect fungal pathogen 
Beauveria bassiana have allowed at least 
two companies to begin serious investiga-
tion into its application as a turfgrass 
bioinsecticide. One company, Troy Bio-
sciences, currently has a product called 
Naturalis-T labeled for use against a num-
ber of turf insect pests. Independent test-

the nymphs in the turf. In addition, the 
continued population growth observed 
in the warm-season turfgrass areas of the 
United States is creating the need for 
new housing developments. In the 
Southeast these developments are going 
up in what was previously pine forests. 
More and more commonly I am observ-

ing of this product is underway. 
DowAgroSciences recently introduced 

Conserve SC, a natural compound that is 
in the spinosad class and is a fermentation 
product from a naturally-occurring soil or-
ganism. This insecticide has good efficacy 
against a number of Lepidopterous or 
caterpillar pests. It is most effective when 
applied against the smaller stages of 
worms. 

A natural product that has been in use 
for many years is the active ingredient 
azadirachtin which is found in the oil of 
the leaves and seeds of the neem tree 
which grows in many tropical areas. This 
product is also effective against caterpil-
lars and works as an insect growth regula-
tor and is more effective when applied to 
the smaller worms. Trade names for 
azadirachtin-containing products include 
Azactin and Turplex. 

Companies continue to experiment 
with various strains, of the bacterium 
Bacillus thuringiensis. This product has re-
ceived limited use against caterpillars, but 
new strains may emerge in the future that 
are effective against turf insect pests. 

Research has dramatically improved 
the formulation, shelf life, handling and 
application characteristics of these natural 
and biological products. Research is look-
ing into isolating the toxins found in many 
natural controls and producing them syn-
thetically. This has the potential of pro-
ducing an even more cost effective and ef-
ficacious product for insect management. 



Pest identification and numbers can be 
determined by a variety of sampling tools, 
one of which is a flush with soapy water. 

ing infestations of short-tailed crickets cre-
ating unsightiy mounds throughout home 
lawns. These crickets create their tunnels 
and mounds in turf, but feed primarily on 
pine cones and bark. There presence as a 
pest is a reflection of our invasion into their 
habitat. 

What's ahead in 1998? 
As we look ahead to 1998 it is, as usual, 

anyone's guess as to what will be the unex-
pected problems and which pests will be 
more troublesome than normal. Such 

questions about predicting pest problems 
are often subject to pure speculation. The 
dry period in late summer may have re-
duced some of our grub population. 

Theother news about what's ahead for 
1998 is a rapidly increasing arsenal of insect 
management tools that include conven-
tional, natural, and biological products. LM 

The author is a research/extension 
entomologist in the North Carolina State 

University Department of Entomology. 

Management of warm-season insect pests 
CUTWORMS, ARMYWORMS 
Hosts: all warm-season grasses 
Field Diagnosis: Clip turf off at 
soil level. Severe infestations 
may leave large bare areas 
where turf has been con-
sumed. 
Control Practices: 
^ use "soap flush" to detect 
^ treat late in day 
^ do not mow and remove clip-
pings for 1-3 days 

may be present from early 
spring to late fall 

FIRE ANTS 
Hosts: all warm-season grasses 
Field Diagnosis: Ants create 
unsightly mounds which may 
also damage mowing equip-
ment. 
Painful stings of concern in 
high traffic areas. 
Control Practices: 
^ best controlled in spring and 
fall when workers are actively 
foraging for food. 
^ mound treatments generally 
most effective, but are labor-in-
tensive 
^ controls must be continued 
once program is started (fire 
ants will return at higher levels if 
treatments are stopped) 
do not disturb mounds during 
treatment 
^ use baits prior to contact in-

secticides to allow workers to re-
turn baits to mound 

MOLE CRICKETS 
Hosts: prefers bahiagrass and 
dose-cut bermudagrass 
Field Diagnosis: Extensive tun-
neling is unsightly. Root feed-
ing causes dieback, thin spots. 
Control Practices: 
^ use "soap flush" to detect 
^ treat in June/July as soon as 
egg hatch 
^ follow-up treatments usually 
necessary 
^ look for adult activity in 
March/April to define areas of 
high risk for egg hatch 

GROUND PEARLS 
Hosts: most commonly attacks 
bermudagrass and centipede-
grass 
Field Diagnosis: Yellowing and 
then complete dieback of turf 
with no new regrowth the fol-
lowing season 
Control Practices: 
^ no known effective control 
measure 
^ practice good turf manage-
ment to increase turf tolerance 
^ irrigate during dry weather 

SOUTHERN CHINCH BUGS 
Hosts: all warm-season grasses 
prefers St. Augustinegrass 
Field Diagnosis: Feeding results 

in turf becoming yellow and 
eventually turning reddish-
brown. 
Control Practices: 

avoid over-fertilizing 
^ manage thatch 
^ irrigate during dry spells 
^ apply pesticides with plenty of 
water 
^ multiple treatments often nec-
essary 

TWOLINED SPITTLEBUGS 
Hosts: all warm- season grasses 
Field Diagnosis: Results in yel-
lowing of infested turf and 
severe infestation have notice-
able unsightly "spittle masses". 
Control Practices: 
^ control adults on ornamentals 
like hollies 
^ treat on cloudy days when 
possible, since spittlebugs are 
higher up on turf 
^ begin monitoring in early 
summer 

WHITE GRUBS 
Hosts: all warm-season grasses 
Field Diagnosis: Grubs feed on 
roots and cause drought stress 
and turf dieback. May attract 
moles, skunks, etc. which dam-
age turf searching for grubs. 
Control Practices: 
^ attracted to low-cut, highly-
maintained turf 
^ dig squares of sod 4-6" deep 

in late August to detect small 
grubs 
^ treatments most effective in 
late August/early September 
^ avoid ornamentals attractive 
to adult stages of Japanese bee-
tles or green June beetles 

BERMUDAGRASS MITES 
Hosts: only bermudagrass 
Field Diagnosis: Initial yellow-
ing of leaf tips, followed by 
shortening of internodes caus-
ing a tufted growth. May die 
under severe infestations. 
Control Practices: 
^ irrigate during dry spells 
^ proper fertilization helps turf 
outgrow damage 
^ Resistant cultivars Floratex, 
Midiron, and Tifdwarf 
^ multiple treatments often nec-
essary 

BEES/WASPS 
Hosts: all turf types 
Field Diagnosis: Holes, 
mounds, tunneling in turf 
area. Insects flying over turf 
area. 
Control Practices: 
^ maintain a healthy, lush stand 
of turf. Most bees and wasps 
that live in the soil prefer a thin 
stand of turf 
^ mulch areas under shrubs, 
trees, etc. and keep mulch fresh 
to discourage nesting. 



"Hine in to wireless 
communications 

B y C u r t H a r l e r 

When it comes time to "reach out 
and touch" someone, wireless 
communications is definitely the 
way to go. Whether it's the boss 
assigning a task or a working 

calling in for advice or to have a spare part deliv-
ered, wireless is usually the best way for grounds 
workers to stay in touch. 

Wireless radio and cell phones not only save 
trips back to the shop but are a safety feature for 
employees who often are working alone out on a 
course or at a customer site. Several new products 
and systems are available. 

The Radius GP350 from Motorola is a popu-
lar, rugged portable unit. It is available as a VHF 
or UHF model and comes with programmable 
frequencies, multiple private line or digital pri-

vate line, programmable power 
output, programmable internal 

VOX, time-out time and the 
Quik Call II feature for pag-
ing. The 16-channel model 
includes priority scan and sig-
naling capabilities. A two-
channel VHF unit, which 
operates in the 146-174 
MHz range, will cost about 
$730. The 16-channel ver-
sion is about $100 more. For 
the UHF models, running in 
the 403-470 MHz range, add 
about $50 to the cost of either 
of the VHFs. 

Icom, America of Bellevue, 
WA has a pair of simple, 
portable radios with a mini-
mum of switches and keys to 
keep operation easy. The IC-
R S is the UHF model and the 
IC-F4S is the UHF transceiver. 
Both use SmarTrunk II for tele-

phone interconnect and unit-
to-unit calling. Conventional 
mode with CTCSS and DTCS 
encode/decode is available for 
operation in out-of-service 
areas. The VHF units operate 
in the 163-150 or 146-174 fre-
quency range. The UHFs are 
keyed to 400-430 or 440-470 
MHz, according to version. 

Maxon has a good line of 
two-channel and four-channel 
radios, especially suited for 
areas where interference is not 
expected to be a problem or for 
applications where cost is a 
major consideration. The CP-
0510 is a five-watt VHF unit 
with a forgiving, flexible whip 
antenna. It comes with a 
charger, belt clip and a one year 
warranty for under $ 190 at 
most distributors. Maxon also 
makes a line of mobile/base sta-
tion radios. 

Another line of low-cost 
units is put out by Uniden. For 
under $ 150 they have a two-
watt, single channel unit avail-
able in a range of fixed VHF or 
UHF frequencies. All come 
with a rechargeable battery and 
a one-year warranty. 

Uniden's top-of-the-line 
SPH225 and SPU554 are far 
more powerful and feature 99 
channels and a phone-like key-
pad as standard features. They 
are programmable by channel 
for 12.5-15 kHz narrowband or 
25-30 kHz wideband opera-
tion. That feature allows com-

patibility with the mixed nar-
row/wideband systems which 
will become more common as 
the new FCC rules are applied 
to the marketplace. 

Several dealers, including 
Radio Shack, offer CB-band 

In any commercial 
application, it is 
vital to obtain an 
FCC station 
license. 

walkie-talkies. Good for short-
range use, or linking to a mobile 
with a CB radio, they can pro-
vide good service as long as the 
operation can find a channel 
that is not being used by locals 
for chit-chat or the conversation 
is nothing proprietary or secret. 

Watch out for GMRS units. 
That means General Mobile 
Radio Service and radios in-
tended for personal use only. 
Sometimes they are marketed 
as Family Radios. While they're 
fine radios with decent range 
(up to two miles), commercial 
use of the radios isn't allowed. 
Niceties of radio 

Depending on the applica-
tion, there are a number of add-
ons which make use of the radio 
more effective in the field. 

Headsets are handy for 
workers in noisy environments 
or when they need to perform 



a function (like a repair) and 
still have both hands free. 

A host of antennas are avail-
able both for base stations and 
for mounting on pickup trucks 
or other mobile units. In buying 
a VHF antenna, the higher the 
gain figure the more expensive 
the antenna. Expect to pay 
about double for a 4.5 dB gain 
unit what the asking cost is for a 
3.0 dB unit. 

Before buying any unit, grab 
the radio and play with it for a 
while. If it will be used with a 
belt holster, wear it and see 
whether the antenna pokes the 
wearer in the ribs. Heavy is 
good if it means tougher de-

sign; heavy is bad if the unit 
will be carried around for a 
long time. Many firms are de-
signing units which look more 
presentable. 'Two-way radios 
are being used in a variety of 
businesses that want a cut 
above the old brick-style radio 
units,"says Sal Farina, Uniden's 
national sales manager. 

Portable battery packs are 
convenient to have for those 
long, overtime days. So are fast • 
chargers. If several radios will be 
used in the business, consider a 
gang charger. Gang chargers will 
re-charge a half-dozen or more 
radios at once and they elimi-
nate the mad scramble to find 
open power outlets at the end 
of the work day. 

One good, commercial 
source for accessories like 

chargers and holsters (as well as 
radios from many manufactur-
ers) is BearCom, Dallas. The 
company has outlets in many 
major cities. However, there is 
a lot more to efficient power 
systems than just re-charging 
the battery. 

Most radios come with 
trickle chargers that work 
overnight. It is possible to buy 
rapid chargers that can do the 
same job in an hour. That can 
be convenient when crunch 
time comes. A rapid charger 
costs about double what a nor-
mal charger would run. 

The best way to handle any 
unit with a battery is to allow 

the battery to discharge fully 
before re-charging. It is also a 
good idea to avoid over-charg-
ing a battery, allowing it to sit 
in the charger. Overcharging 
can damage a battery. 

With some units, it's possi-
ble to erase the short-term 
memory effect that nic-cad 
batteries are prone to. Try op-
erating the unit until the ni-cad 
is completely discharged, then 
recharge it fully. Repeat the 
process at least three times. 

Not all radio communica-
tions is with people. Wireless is 
showing up in non-communica-
tions areas, as well, for instance, 
on wirelessly controlled golf 
course sprinkler systems. Tim-
ing, quantity, and specific areas 
of the course to be watered can 
be controlled from a portable 

radio by the superintendent. 
Cellular solutions 

There are a host of cellular 
solutions available. When pur-
chasing cellular phones, keep in 
mind that the phone is likely to 
be used only in a limited area 
— around an office park or 
within the city limits. Purchase 
a plan which allows the most 
unlimited local calling and for-
get about adding on low-cost 
roaming capability or the other 
niceties one might purchase if 
the phone were being used by 
a world traveler. 

If cellular is chosen for cer-
tain applications, good cellular 
service can be purchased from 
the local phone company or 
even at a kiosk in a local mall. A 
word of advice: sign up for the 
shortest contract time possible. 

Cellular rates are notori-
ously variable and have trended 
downward each year. Do not 
get locked into a long-term con-
tract. Two years is the maxi-
mum term one should consider. 

It is possible to buy pre-paid 
cellular time, recharging the 
card as needed. Topp Tele-
com's TracFone is an ultra-
compact portable cellular 
phone well suited for occa-
sional use. The advantages of 
the TracFone include its low 
initial retail price ($99 at Radio 
Shack or Circuit City, which 
includes 60 minutes of air-
time), no monthly fee, and lim-
ited exposure to abuse, since 
the amount of phone time 
which can be stolen is limited 
to whatever is left of the $30 or 
$50 credit stored with the 
phone. The need to recharge 
the phone could become a nui-
sance for units in frequent daily 
use, but for occasional emer-
gency or back-up use it pro-

vides a means of controlling 
who makes calls. Each unit has 
its own phone number and 
local calls run about 80 cents 
per minute. 

On the other hand, a ser-
vice like Midland USA's 
RoameR One is billed on a flat 
monthly charge no matter how 
much time is used. It's a 200 
MHz wireless service, available 
now in a half dozen markets. 
As it spreads nationwide, it 
may be worth considering for 
companies in a limited geo-
graphic area with a regular 
need for cellular service. 
Mother may I? Ask FCC 

In any commercial radio ap-
plication, it's vital to obtain an 
FCC (Federal Communications 
Commission, Washington, 
D.C.) station license. At the 
lowest end, the manufacturer 
takes care of the licensing and 
the range and output of the 
units isn't sufficient to be much 
concern. That is, unless your 
workers start to step on some 
licensed operator (like a taxi 
company or other vendor) who 
has assigned frequencies. 

The FCC requires a certifi-
cate of frequency coordination 
for any large-scale use. This 
would include most mobile 
uses where a base station is in 
touch with trucks operating 
around town. Contact the Per-
sonal Communications Indus-
try Association, 500 Mont-
gomery St., Suite 700, 
Alexandria, VA 22314-1561. 
They provide frequency coor-
dination for businesses and ed-
ucational users. LM 

Any reputable radio dealer 
has free FCC applications and 
frequency coordination forms. 

—Curt Harler is a freelance 
writer in Strongsville, Ohio 

Not all radio communications is 
person-to-person. Wireless is shouring 
up in areas like golf course sprinkler 
system control 



Salt t^Jerani trnf 
Salt-tolerant turfgrasses make 
it possible to produce high-
quality turf on sites where 
maintenance may not 
otherwise be possible or 
economically feasible. 

b y M i c h a e l D e P e w About 2.5 billion acres 
world-wide are affected by 
salinity. Most are primarily 
located along coasts (in-
cluding islands) and in arid 
and semi-arid regions. 

Much of this marginal land and waste-
land is only suitable for halophytic plant 
species—species with a set of ecological and 
physiological characteristics allowing growth 
and reproduction in a saline environment. 
Increased research and development on the 
selection and management of halophytic 
species for landscape use could lead to high 
quality vegetation of salt-affected land 
and/or the use of brackish or salt water. 

The development of these turfs may be 
a significant contribution to the turf indus-
try in areas with saline water. 
Paspalum and dropseed 

Two halophytic turf species are cur-
rently available for utilization. This includes 
three ecotypes of seashore paspalum (Pas-
palum vaginatum) and one ecotype of 
seashore dropseed (Spowbolus virginicas). 
The seashore paspalum ecotypes include 
two fine-textured turfs (similar in texture 
to Tif 328) suitable for use on greens and 
tees and one medium-textured turf (similar 
in texture to Tif 419) suitable for use on 

fairways, roughs, and athletic fields. The 
seashore dropseed turf is a very fine turf 
suitable for use on close cut fairways and 
athletic fields. Other halophytic turfgrasses 
are currently under development including 
salt grass (Distichlis spicata) with increased 
salinity tolerance (up to 60,000 ppm) and 
cold tolerance. High salinity tolerance and 
cold-tolerant warm-season turf is particu-
larly important in climates which have high 
seasonal temperatures, poor quality water 
and periodic cold events. 

"The key to the development of these 
turfs has been the utilization of a multiple 
high stress environment", says Stewart 
Bennett, CGCS of Environmental Turf So-
lutions, Pineland, Fla. 

"The multiple high stress environment 
includes the use of low mow heights, high 

An application of table salt is made to the target weed species 
on a putting green. This is done by first wetting the area with 
a mist of water from a spray bottle. The wet leaf retains the 
salt, and thorough burning of the plant tissue is achieved. In 
full sun, extensive plant burning is observed in a matter of a 
couple of hours. 

salinity irrigation and high traffic stress." 
The seashore paspalum ecotypes were 

developed utilizing brackish irrigation up 
to 15,000 ppm and in an environment re-
ceiving periodic flooding from salt water 
tidal surges. This results in a very high at-
trition rate of turf. The benefit is a remain-
ing turf that can withstand these types of 
real-life stresses. 

The seashore dropseed ecotype was de-
veloped under a similar high stress environ-
ment. An initial selection of a native forage 
cultivar from a Caribbean island formed the 
basis for the development of a turf. 

"The seashore dropseed was collected 
off a beach that was frequently grazed by 
goats" says Paul Tillman, another member 
of the ETS research team. 

"This turf was not irrigated except for 
incoming tides. We 
placed the turf under 
close clipped conditions at 
about ^-inch, using salt 
water for irrigation. The 
turf struggled and most of 
it died initially under close 
mowing but once the re-
maining turf adapted to 
the high stress environ-
ment, the resulting turf 
was very fine textured and 
of high quality. From our 
development nursery we 
placed test areas on golf 
courses to see how well it 
stood up to traffic. The 
turf performed beautifully 
forming a very dense and 
stiff turf. Some of the test 
areas went for several 
weeks without irrigation 
of any kind and yet the 



The following day, the weed species is completely burned leaving 
only the seashore paspalum turf. Don't try this on bermudagrass 
greens folks! 

After one week the turf has already filled in two to three inches 
around the margin and is spreading throughout the center of the 
treated area. 

turf still was green and of an acceptable 
quality. We are very excited about this 
turf for use in the Caribbean and similar 
areas. Some of the islands have no freshwa-
ter resources except for expensive desalin-
ized water. A golf course in the Virgin Is-
lands, for example, has expenditures for 
desalinizing irrigation water in excess of $3 
million dollars per year." 

There has to be a lot of rounds of golf 
on a course like that just to break even fi-
nancially. The use of seawater, either 
straight or diluted with limited fresh water 
can result in considerable savings in many 

areas of the world. 
The development and use of these turfs 

is not without challenges. Each has its own 
unique set of management and mainte-
nance requirements. 

"For example, when we placed the 
seashore paspalum turf onto a Florida golf 
course for trial we encountered weed en-
croachment that we did not experience in 
the nursery," says Tillman. "This presents a 
unique situation in that labeled herbicides 
are limited, especially for grassy weeds. 
The problem was not an inherent weak-
ness in the turf but rather a situation in 

which the salinity of the irrigation water 
was too low for optimal growth and devel-
opment of the seashore paspalum. The ir-
rigation water was already being diluted 
with culinary water so that the course 
could grow bermudagrass. A simple ad-
justment in the dilution ratio increased the 
salinity of the water and the seashore pas-
palum thrived. To speed the removal of 
weed invaders we experimented with the 
application of straight granular sodium 
chloride table salt to the plants. In the 
weedy areas in which only about 10 per-
cent seashore paspalum was present, we 
had about 90 percent fill-in three weeks 
after the salt treatment." 

Halophytic turfgrass has a unique and 
specialized role in the industry. While not 
needed in areas without salinity or severe 
water quality issues, the development of 
these turfs fills a niche in the industry. 
Halophytic turfgrass makes it possible to 
produce high quality turf on sites in which 
the maintenance of turf may not be possi-
ble or economically feasible. LM 
—The author and Stewart Bennett and Paul 

Tillman make up the technical team of 
Environmental Turf Solutions, Pineland, FL, 

which markets and distributes 
halophytic turfs. 

Marketing the halophytics 
Private research and development efforts have led to the availability of high quality 

turf species suitable for use in general landscapes, sports turf and golf courses. The three 
principals of Environmental Turf Solutions (ETS) headquartered in Pineland, Fla., have 
been working with the development of halophytic turfgrasses for the past seven years. 
With the successful development of high quality turf species, ETS was formed in 1997 to 
facilitate the marketing and distribution of these halophytic turfs. The ETS technical 
team consists of Paul Tillman, Michael DePew and Stewart Bennett. Paul holds a degree 
in engineering and a masters degree in turf agronomy. Michael holds bachelor degrees 
in turfgrass science and soil science and masters degrees in soil science and agronomy. 
Stewart is a certified golf course superintendent and holds an A.S. degree in golf course 
operations. 

For more information, ETS can be contacted via e-mail through their web site at 
www.etsturf.com. 

http://www.etsturf.com


My fairways never looked 
better or healthier, and my 
fungicide budget went 
down, too. 

Bruce Burchfield 
Fox Run Golf Club 
St. Louis, Missouri 

Our turf is good, we're not 
sodding, and we're not 
spending huge amounts of 
man hours to babysit greens 
through the stress period. 

- Wayne Mills 
Valencia Country Club 
Valencia, California 
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.SuperWeatherStik 
Isiicks And Stays BetweenS^ 



Switch To A Reduced Rate* Daconil U 
For A Great Looking Course V 

Thanks to their unmatched Weather Stik™ formulation, sticks and stays so well, you can use it 
sticking and staying power, at much lower rates* on a regular 7 to 10 day, preventative schedule 
Daconir fungicides have long for even better results. 
demonstrated superior broad Why a preventative schedule? Because disease can already be at 
spectrum disease control at work, doing damage to your turf well before visible symptoms appear, 

golf courses around the country. Now, more and more superintendents Even if you react at the first signs of disease, you could be reacting too 
are discovering that Daconil Ultrex fungicide, with its exclusive Super late, and your grass might never fully recover. But a preventative 



I It rex® Short Interval Spray Schedule 
/eek After Week After Week. 
program stops disease before it can start, and that's one reason this 
approach makes so much sense. 

You also put down less fungicide at any one time, which club mem-
bers will love. You can eliminate systemics to cut total fungicide use 
and save money. And above all,you get great looking grass. In fact, we 
guarantee you'll be happy with the results, or we'll give you enough 
Daconil Ultrex to respray your course using your old program.1 

Just ask your distributor for all the 
details. And if you're still not convinced, 
ask to take the Daconil Challenge, and 
get enough free product to try this 
program on a green, tee, or fairway for 
an entire season. Daconil Ultrex reduced rate spraying. 
It could put you on a better course than ever before. 



DACONIL ULTREX GENERIC FUNGICIDE 
after a 1/2" rain stress (SEM - 500X)tt after a 1/2" rain stress (SEM - 550X)" 

See For Yourself How The Stick And Stay Power Of 
Super Weather Stik Makes Reduced Rate Spraying Possible. 

Scanning electron microscopy of treated plant samples lets you 
see for yourself just how much better the Super Weather Stik formu-
lation of Daconil Ultrex sticks and stays compared to the generic 
competition. And it's that stick and stay difference that makes 
Daconil Ultrex reduced rate spraying possible. So if you're tempted to 
try a similar program with some generic, just remember that the 
very thing that makes these reduced rates effective is the very thing 
generic lack — the sticking and staying power of Super Weather Stik. 

Of course, with Daconil Ultrex, you also get exceptional 

handling, superior mixing, and easy packaging disposal with no 
containers to triple rinse. And remember, too, there's never been 
a documented case of disease resistance to a Daconil brand 
fungicide in over 25 years, which means you can continue to 
count on Daconil Ultrex for top disease control — one more 
good reason to put our reduced rate 
Daconil Ultrex short interval spray 
program to work for you. S u p e r W e a t h e r S t i k " 

Sticks And Stays Between Sprays 

Always follow label directions carefully when using turf and ornamentals plant protection products. 
©Registered trademark of ISK Biosciences Corporation. '"Trademark of ISK Biosciences Corporation. 

*For best results, we recommend using 20% lower application rates on a 7-10 day schedule. Section 12(a)(2)(G) of FIFRA provides that it is unlawful for any 
person "to use any registered pesticide in a manner inconsistent with its labeling"; quoted language is defined in section 2(ee) of FIFRA and expressly excludes 

the act of "applying a pesticide at any dosage, concentration, or frequency less than that specified on the labeling unless the labeling specifically prohibits 
deviation from the specified dosage, concentration, or frequency." Thus, in the absence of specific label prohibitions, it is not unlawful under section 12(a)(2)(G) 

to use a registered pesticide at a dosage, concentration, or frequency less than that specified on the labeling of the pesticide 
User must have label in possession when applying these rates. 

tFor a copy of our Daconil Ultrex Super Weather Stik Guarantee, write to Daconil Ultrex Guarantee, ISK Biosciences Corporation, 
Turf & Specialty Products, 1523 Johnson Ferry Rd., Suite 250, Marietta, Georgia 30062 

f t Micrographs have been colorized for demonstration purposes. AG-A298 I 



THINK TANK 

One bunker 
done, a few 
more to do 

STUART W.EYMAN 
GUEST COLUMNIST 

Otis Golf Club is a nine-hole course, on 
i Cape Cod. It was built in the early 
I 1960s by the Air Force and it remains 
f a military golf course. It's now owned 
and operated by the U.S. Coast Guard. 

It gets about 27,000 rounds a season. 
The greens are push-up style, and most of the 

bunkers were built into the green slopes resulting in 
high bunker faces. These faces won't hold sand and 
allow stones in the subsoil to fall into the bunkers. 

When I decided to renovate the bunkers I had 
three objectives. (See related article on page 14L) 

1. Lower the faces so sand would hold better. 
2. Eliminate the stones. 
3. Make some of the 

existing greenside bunkers 
smaller. 

We started with a 
bunker on 9 green. My 
boss and I decided to 
change its design by lower-
ing the face and adding a 
cape to it. First we re-
moved enough soil from 
the bunker face to lower it 
about two feet, then we re-
moved the remaining sand. 

We used %-inch ply-
wood to mold the cape 
and backfilled against it 

with loam. We graded and rolled the bunker so 
that a landscape fabric would lay flat. 

Next, we laid out the fabric and partially filled 
the bunker with a rock-free "infield" mix of sand 
and clay. After grading and rolling this mix we 
added the sand. The last step in the process was 
to grade and sod the cape and surrounding area. 

The end result was a more manageable stone-
free bunker. The cost for this project was 
$359.25 in materials and about $1275 in labor. 
Most of the labor cost resulted from hauling the 
material because we only had two Cushmans. 

We have several other bunkers that we will be 
renovating and making smaller as money and 
time permit. 

—Stuart W. Eyman is superintendent at Otis 
Golf Club, South Dennis, Mass. 
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P A G E 4 G 
Aerify desert greens 

P A G E 8 G 
Wild Wing's team approach 

P A G E 1 4 G 
A bunker project that works 

P A G E 2 0 G 
Attract butterflies to your course 

[SUPERS ON COURSE] 

Swanson oversees 3 courses 
Environmental Golf announced the promotion of 
Gregg Swanson to regional superintendent. He 
will be responsible for overseeing golf course main-
tenance at three California courses—Canyon Lake 
CC, Lake Elsinore; Bernardo Heights CC, Rancho 
Bernardo; and Silver Lakes CC, Helendale. Other EC 
announcements include the naming of Mike Rob-
son as superintendent at Cross Creek GC, Atlanta; 
Stan Overton, superintendent at Birkdale GC, 
Huntersville, NC; and Brad Rook, superintendent at 
Silver Lakes CC. 

Zedreck's 2nd term as PA Turf prez 
Michael P. Zedreck, CGCS, started his second term 
as president of the Pennsylvania Turfgrass Council. 
Zedreck is superintendent at Pittsburgh Field Club, 
and has been on the board of the PA Turfgrass 
Council since 1988. Re-elected to the Board were: 
Thomas R. Bettle, superintendent at Quicksilver, 
Jeffrey Fry, superintendent at Lebanon CC, and D. 
Todd Struse, superintendent of grounds, LuLu 
Temple CC. 



Like we need to tell you. We realize that grubs 

are just one more item on the long list of things 

you deal with everyday But MERIT Insecticide 

B a y e r ® 
~ ~ ALWAYS READ AND FOLLOW LABEL DIRECTIONS © 

has such a wide window of application and long 

residual control that one application is all it takes to 

eliminate the very thought of grubs through the fall. 

Bayer Corporation Printed in U.S.A. 98S19A0140 



For more information, contact Bayer Corporation, 
Garden & Professional Care, Box 4913, Kansas City, 
M O 64120. (800)842-8020. ht tp/ /usagiibayercom 

Which should be of some comfort. Because 
you don't need grubs trying to ruin your course. 
You have enough help doing that already. 



Kurt Desiderio, superintendent 
at the Nicklaus and Weiskopf 
Private Courses at PGA West. 

By D O N D A L E 

If there are three major 
steps in preventing heat 
stress on desert bent-
grass greens, Kurt 
Desiderio would prob-

ably list them in this order: aer-
ify, aerify and aerify. It is aerifi-
cation that has kept his greens 
at PGA West alive and kicking. 

"Our goal in aerification is to 
keep as much air space in the 
soil as possible," says Desiderio, 
who is superintendent of two 
PGA West courses in La 
Quinta, California. La Quinta 
is near Palm Springs at about 
sea level in one of the hottest 
golfing regions in the world. 

"This area was basically 
blow sand," Desiderio says, and 
the greens were built on sand. 
That might sound like a 
medium which water and air 
would penetrate freely, but it is 
not. And even finer sand gets 
blown around the Coachella 
Valley during storms, and that 
sand compacts on greens to 
form a hard surface soil. 

Desiderio, who came here in 
1996 after working in El Paso, 

Texas, says the ideal greens base 
would be 50 percent soil and 50 
percent pore space. Of that 50 
percent pore space, 25 percent 
should be filled with water and 
25 percent with air. 
Needing more air 

"That's checked with labo-
ratory analysis. We pull cores 
and send them off about twice 
a year," he says. It's usually 
done once in spring and once in 
the fall. 

"We're probably only 40 
percent pore space, and of that, 
only 15 percent is air space," he 
says. That puts his bentgrass, 
which is not ideally suited to the 
desert in any case, in a continual 
state of stress in the hot sum-
mers. The top three inches, be-
cause of wind-blown fines, 
needs to be opened up for air. 

Desiderio's program begins 
in late winter with regular aeri-
fication with needle or pencil 
tines "to keep the greens loose." 
He does this until the weather 
warms up, driving the tines six 
inches deep to give roots room 
to grow through dense sand. 

"I try to do it at least four 

The first hole on the Nicklaus 
Private Course at PGA West in 
La Quinta, California. 

times a year," he says. "My goal 
this year is to do it once a 
month, January through May." 
Then he will also do it at other 
times of the year as needed— 
even in summer if he feels it's 
necessary, though he has to be 
careful to not damage the turf 
in the heat. 

In March he begins pulling 
cores with 5/8-inch tines on a 
Greenaire to open spaces in the 
soil. The idea is to give the turf 
a chance to drop good, healthy 
roots in the winter, because in 
the summer roots gradually 
wither back until they may only 
be down three inches or less. 

On the Jack Nicklaus Pri-
vate Course, which because of 
poor wind circulation is hotter 
than any other course, Deside-
rio does not use sand to backfill 
the cores. He uses Ecolite. 
That not only gives him a 
porous fill, it also is a light col-
ored material that does not 
heat up in the sun. 



T H E PROBLEM IS C O M P L E X . 

The temperature rises. So does the humidity. 
And you've got a problem, because conditions are 
perfect for algae and turf diseases like Brown Patch 
and Pythium Blight. If the health and vigor of turf 
are your responsibility, you really feel the heat. 

RISE 

FORE . . .ALL THE RIGHT REASONS. 

And there's more. Like the way Fore controls over 
a dozen fungus diseases. Easy-to-use packaging 
combined with cost-effective, broad-spectrum turf 
protection make Fore your best solution for 
complicated problems. Call 1-800-987-0467 to get 
more information. 

OP 
ALWAYS READ AND FOLLOW LABEL DIRECTIONS. 
Fore* is a registered trademark ot Rohm end Haas 
Company. Subdue' is a registered trademark of 
Novartis. Banol* is a registered trademark of AgrEvo 
Aliette" is a registered trademark of Rltone-Poulenc. 
©1998 Rohm and Haas Company T-0-241 



Kurt Desiderio cuts samples on a 
green to look at soil consistency 
and water penetration 

"This Ecolite does not hold 
a lot of heat," he says. Last 
year he actually pulled one-
inch cores 10 inches deep and 
backfilled with Ecolite. Even 
so it has been a struggle to keep 
the bentgrass healthy. 

"It really helped us," he says 
of last summer's program of 
pulling one-inch cores and fill-
ing them with Ecolite. He 
would like to do this twice a 
year in the spring. 
Prescription fert i l i ty 

Desiderio's soil fertility pro-
gram on the bentgrass greens is 
designed to give good nutrition 
while adding to soil porosity. 
He has a regular organic granu-
lar fertilizer program, using 
products like Sustane, Green 

Relief or Milorganite, supple-
menting that with foliar sprays. 

"I spoon-feed on top of the 
organics," he says. That gives 
him good week-in, week-out 
growth built on a reserve of fer-
tilizer in the organics. The re-
sult is very uniform growth and 
resistance to heat. 

To create a consistent 
putting surface, Desiderio 
avoids quick-release fertilizers 
and uses a lot of potassium— 
something his desert soil needs. 
He applies from 15 to 20 
pounds of potassium annually, 
parceled out as needed, and 
about eight pounds of nitrogen. 

His normal program is a 
shot of organic granular 5-2-10 
once a month at half a pound 
of nitrogen per 1,000 square 
feet of green. He supplements 
that about every 10 days with 
potassium nitrate and 6-30-30 
or 20-20-20, applied foliar. He 
also uses B-Plus or other mi-
crobes to keep up organic ac-
tion in the sandy soil, and adds 
iron at four ounces per 1,000 
when needed. 

Those are average annual 
figures. In the summer he uses 
less granular and more foliar, 
and in the winter more granu-
lar and less foliar. 
Hold the salt please 

Desiderio also can have a 
problem with salt buildup, so 
he applies a very heavy irriga-
tion about once a month to 
flush salts down and away from 
the root zone. He puts it on top 
of an application of gypsum. 

"That's a standard thing you 
do here," he notes. In fact, 
that's another reason for a good 
aerification program: salt flush-
ing doesn't work unless you 
have a soil profile that will en-
courage water penetration. 

"You wouldn't be able to 
apply water fast enough" if you 
didn't aerify religiously, 
Desiderio says. 

To cut down on the heat 
quotient on the Nicklaus Pri-
vate Course, which is built 
close to the mountains and gets 
poor air circulation, Desiderio 
tries everything he can to cool 
the course. He went so far as 
to cut some vegetation that was 
blocking air flow to the 16th 
green. 

His crews also are active in 
removing blow sand from fair-
ways, and wishes there was a 
way to remove it from greens. 
They use small loaders to take 
sand from fairways, there's that 
much at times. This is neces-
sary both for aesthetics and to 
prevent those fines from com-
pacting surface soil. 

Heat is not as much of a 
concern on the hybrid 
Bermuda fairways and tees, he 
says, but he aerifies the fair-
ways with 5/8-inch cores on a 
Renovaire once a year (in May 
or June) and the tees twice (the 
last time in August to give 
them time to heal before over-
seeding begins). 

Because of the struggle with 
bentgrass, PGA West has de-
cided to convert the greens of 
the Nicklaus Private Course to 
Tifdwarf Bermuda this summer, 
Desiderio points out. 

His Weiskopf Private 
Course will retain its bentgrass, 
because its location is a little 
more open to air flow and its 
greens were built to USGA 
specs. They are better able to 
fend off the heat. • 

—Don Dale is a freelance writer 
living and working in California. 
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COMPARE THE S I T E P R O CENTRAL CONTROL 
SYSTEM TO ANY IRRIGATION CONTROL SYSTEM 

You'll find there's no comparison. SitePro™ has better graphics, more 

flexibility, and more options - designed and tested by customers like you. 

Plus, SitePro is backed by technical support that's always within easy reach. 

Ask your Toro distributor for a demo or visit us at www.toro.com/golf. 

http://www.toro.com/golf


4 courses + 6 budgets 
= 1 ' 

At Wild Wing, course play a-
bility and course demands 
blend with budgets, personnel 
issues, environmental 
concerns and government 
regulations. 

By S T E V E & S U Z T R U S T Y 

The team from Cotton Creek Club, Gulf 
Shores, Ala., won the 11th Annual John 
Deere Team Championship Golf Tourna-
ment. Top row, from left: Andy Johnston, 
superintendent; Robert Craft, club president. 
Bottom row, from left: Herman Bloch, repre-
senting John Deere Golf and distributor 
Beard Equipment Co.; John Wright, club 
manager; Ed Nix, golf professional. 

he 1,050 acre Wild Wing Plan-
tation complex in Myrtle 
Beach, SC, features four golf 
courses, each with its own 
style, but similar challenges. 

David S. Downing, II, CGCS, Director 
of Golf Course Operations, oversees over 
90 employees. His budget allows for 85 
full-time people with as many as 20 part-
time employees during the peak of the sea-
son. Filling those positions is a challenge. 

"The job market here is very tight," says 
Downing. "I've read 
that we're now the 
second fastest growing 
area in the country. 
Our unemployment 
rate is 3.2 percent. 
Most of the area busi-
nesses are in some as-
pect of the service in-
dustry and we're all 
trying to pay about the 
same wages. 

"It's been a struggle, 
but we think we're 
starting to turn the cor-

ner. Our turnover is about 50 percent this 
year. Before that, we were running about 66 
percent. So we've dropped it about 16 per-
cent in one year, a pretty good move. Our 
wages now are still average in the market but 
we think we're training people better and 
making them feel more part of the team." 
Delegate author i ty 

Originally Downing had set up his 
management system with a superintendent 
over each of the four courses. Each super-
intendent had a foreman for that course 
and their own crew. Recently, several per-
sonnel have moved up to higher positions 

at other courses. He's currently restructur-
ing and planning on two superintendents 
and four assistants as well as the Director 
of Equipment Maintenance. 

Downing and his crew have got four 
courses up and running, which was thank-
fully a gradual process. 

"Before we were operating off of one, 
fixing one up after grow in, growing one in, 
and building one, so each course had very 
different needs. Now that we're actively 
operating four, we anticipate the reorgani-
zation will make our equipment usage 
more efficient and our communications 
better. I'll work directly with two people 
and that communication will flow from 
there. We anticipate this change will put 
more focus on team spirit than on the indi-
vidual courses." 

Obviously Downing can't cover all 72 
holes himself, so now comes the running of 
the employment gauntlet..Downing fol-
lows three steps: 

• Find good people. 
• Establish definitive quality standards 

with guidelines on how things should be 
done, when they should be done and how 
often procedures should be implemented. 

• Delegate authority effectively. 
"Our staff knows what is expected of 

them and assume ownership of their re-
sponsibilities," says Downing. "If I don't get 
to one course during a day, I'll be there the 
next, and I'm confident that our people 
will be taking care of things." 
Mult ip le budgets 

Downing operates with six budgets. Be-
sides a general administration budget and a 
landscape crew budget, each course has its 
own individual budget. Along with the ob-

cont. on page 13G 





Predictable, 
Controlled Release 
Predictability - that's exactly 
what you want and need from a 
controlled-release fertilizer. And 
that's exactly what Terra's GoldCote™ 
polymer technology delivers. 

Terra's GoldCote nutrients are 
released based on soil temperature. 
As turf root activity and nutrient 
requirements increase with soil 
temperature - the release of nutrients 
from Terra's new fertilizers with 
GoldCote also increases. Your turf has 
what it needs - when it needs it. 

Plus, since temperature is the 
key, the GoldCote release rate is 
virtually constant for all levels 
of soil moisture, soil pH and 
microbial activity 

Here's how GoldCote works 
As the soil temperature increases, water vapor 
from the soil passes through the multiple coatings. 
The resulting condensation and pressure within 
the fertilizer granule causes a precise and 
predictable release of nutrients. 

In fact, as this chart shows, nutrient 
release from Terra fertilizers with 
GoldCote can be accurately predicted 
based on temperature. That means 
you'll get the performance you 
expect - when you expect it. 
You can count on it. 

GoldCote Release Rates 
% Released/Days/Soil Temperature 
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Consistent, 
Superior Nutrition 
You know exactly what you want 
and what your course needs. From 
urea to monoammonium phosphate 
(MAP) to potassium nitrate, there's 
a Terra controlled-release fertilizer 
with GoldCote that will meet 
your demands. 

And if you demand the best, 
Terra's potassium nitrate fertilizer 
with GoldCote is what you want. 
It provides a balance of potassium 
and nitrate nitrogen for good blade 
and root growth. Terra's potassium 
nitrate fertilizer with GoldCote: 

• improves turf quality and color; 
• promotes steady consistent growth; 
• eliminates growth spurts 

and fluctuations; 
• minimizes waste and potential 

pollution caused by leaching 
and volatilization, and 

• reduces the salinity and potential 
burn common with the use of 
many fertilizers. 

One thing is as certain as you 
seeing the sun rise each morning -
all Terra GoldCote fertilizers have 
been formulated with the highest 
quality nutrients and developed to 
deliver the results you want. 

Fewer • 
Applications 
You know better than anyone that 
there's never enough time - or 
manpower - to do everything that 
you need to do. Terra GoldCote 
reduces the amount of application 
time your people have to spend 
compared to conventional fertilizers. 
Plus, consistent nutrition means 
consistent growth. There are no 
growth spurts. No fluctuations. And, 
as a result, no extra mowings. You 
can use your people where you 
really need them. 



From the tee ... 

There's a Terra fertilizer 
that's right for your course. 

to the green. 

I here's a Terra fertilizer that can help you 
• grow healthy, green turf with a strong root 

system. Turf that's healthy and better able 
to fight disease, pests and everyday wear 
and tear. 

At Terra you'll find a complete line 
of professional fertilizers with virtually 
everything that you need - including 
primary, secondary, micronutrient 
and pesticide packages. Plus, Terra's 
GoldCote technology now delivers 
consistent, high-quality nutrition with 
a predictable, controlled-release rate. 
Your turf gets the nutrients it needs ... 
when it needs them. 

Plus, you can count on Terra for the 
support, service, assistance and expertise 
it takes to select and use the fertilizer 
that's right for your needs ... right for 
your course. Working with you. 

^ T e r r a 
PUTTERS' PRIDE" 
GREENS QUALITY 

FERTILIZER 

# T e r r a 
Terra Industries Inc. 
P.O. Box 6000 
Sioux City, Iowa 51102-6000 
1-800-288-7353 
www.terraindustries.com 

^ T e r r a 
MAGIC CARPET" -

FERTILIZER 

http://www.terraindustries.com


"Our courses are compet-
ing against indoor, 
air-conditioned working 
conditions and against 
positions where base 
salaries are supplemented 
by tips 
—David Downing 

David Downing, center, says more and-
more kids are playing golf. The game has 
to be kept at affordable prices. 

Host for 
manufacturer's 
tourney 

On November 8th and 9th of 1997, 
the Falcon and Avocet Courses of Wild 
Wing Plantation hosted the finals of 
John Deere's eleventh annual Team 
Championship Golf Tournament. The 
tournament raised $19,600 for the sup-
port of GCSAA and the Canadian GCSA. 
Downing says, "The John Deere Tourna-
ment is an important event in the golf 
business, especially for superintendents. 
It brings together all the people on a 
course's management team and pro-
vides an opportunity, at both the re-
gional qualifiers and the finals, for these 
key people to get to know each other 
better and improve communications. It 
helps emphasize the importance of the 
superintendent's role in the success of 
the course and its appeal to the players." 

The winning combination of avail-
ability, appeal and affordability add up 
to a solid future for golf. 

S&S.T. 

cont. from page 8G 

vious control of funds, the multiple budgets 
provide a clearer picture of actual expenses, 
allowing Downing to fine-tune for greater 
profitability. This also helps train the su-
perintendents and assistant superintendents 
about the budgeting process and tracking 
their budget during the year. 
Weather and compet i t ion 

Tourists are a big business for all the 
Myrtle Beach golf courses. Most, including 
Wild Wing, work with the hotels on book-
ing play. The increased level of competi-
tion from new courses impacts the number 
of rounds on the existing courses. 

Weather patterns also have a huge in-
fluence on the amount of tourist play. 
Downing notes that 1995, the first year all 
four courses were open, had nearly ideal 
weather: little rain and mild temperatures. 
Wild Wing did 175,000 rounds that year. 

"Since then we've been closer to 
160,000 to 165,000 rounds," says Down-
ing. "The last couple of winters we've had 
days we were forced to be closed because 
the ground was frozen. During the sum-
mer of 1996, we had two different hurri-
canes that we evacuated for in mid-week. 
While these hurricanes missed us, the peo-
ple that were here for the weekend were 
gone and didn't come back." 

The superintendent's role 
The role of the superintendent has be-

come increasingly important as course 
playability and overall course demands 
blend with budgeting and personnel issues, 
environmental concerns, and governmental 
regulations. Establishing recognition of and 
support for that role within the course's 
management team is an essential ingredient 
in balancing the multiple challenges. 

Challenges continue, but the future 
looks solid for golf, according to David S. 
Downing II, CGCS, "It comes down to 
making golfing opportunities available to a 
wide variety of players - and keeping it af-
fordable," says Downing. 

"The Tiger Woods phenomenon exists," 
continues Downing. "There are more and 
more elementary age kids playing golf. 
One fifth grade teacher reports that twelve 
kids in her class are players. We've never 
seen that amount of early involvement be-
fore. Part of it is the Tiger factor, but part 
of it is that kid-size equipment is available 
now. My son Alex is on his second or third 
set of clubs and he's 9 years old. As he 
grows, we're either able to find the clubs or 
get them made." • 

The Trustys write on a variety of Green In-
dustry related topics from Council Bluffs, 

Iowa. Steve Trusty is executive director of the 
Sports Turf Managers Association. 



No 'bunk! bunker program 
A Michigan superintendent discovers that the first step 
in delivering better hunkers to his members is to ask 
them for their help. 

By RON HALL/ Managing Editor 

f your bunkers are overdue for renovation, con-
sider borrowing from a program that Alan C. 
Bathum used with good results at Cascade Hills 
Country Club, Grand Rapids, ML 

Like most things that turn out well, Bathum fol-
lowed a simple step-by-step approach to accomplish 
his goal to upgrade the bunkers at Cascade Hills. Key 
to the process was the care he took to build coopera-
tion with the club's management and members. This 
is, arguably, the most vital ingredient of any major 
course improvement project. 

Bathum, with 20 years golf course experience, five 
of them at Cascade Hills, knew that renovating all 56 
bunkers on the original 18-holes of the 27 holes at the 
country club would be a big job. It needed the blessing, 
not only of management, but of the membership too. 

That's why he had to have a plan. 
Actually his plan is part of a larger vision that he 

and other Cascade Hills officials, like the club manager 

Members at Cascade 
Hills CC appreciate 
the improved ap-
pearance and paya-
bility of bunkers at 
their course. 

and club professional, began 
developing soon after Bathum 
came to this club. At that 
time, each person identified 
capital improvements that 
they thought the club needed. 
The professionals have been 
addressing them one at a time 
ever since. 

"Bunkers was definitely one 
of the improvements we 
needed, particularly bunkers 
that drained," said Bathum. 
Thunderstorms and heavy rains 
often filled them with water. 
"It really hurt the playing conditions," he admitted. 

Even so, members of Cascade Hills (or any course, 
for that matter) often don't see bunkers at their worst 
because superintendents and their crews usually tidy 
them up before golfers can get to them. But the mem-
bers at the club were well aware that their bunkers 
needed help. 

"We asked them (members) to prioritize what they 
felt was most important. Bunkers came up real close to 
the top," said Bathum of a survey of members' wants. 

Armed with the results of the survey, the superin-
tendent formed a sub-committee made up of himself, 

the greens chairman (at the time the club 
president too), club manager, golf pro and 
several individuals from the greens commit-
tee to plan for bunker renovation. 

After some discussion, and after meeting 
with other superintendents in their part of 
Michigan, the subcommittee tentatively 
chose a construction company out of 
Canada, Turf Drain Inc. The committee 
asked the company to rebuild two bunkers 
on the eighth green in the fall of 1995 on a 
trial basis so that members could judge 
them during the 1996 season. They were 
particularly concerned that they get the 
right sand for their bunkers. 

Early in 1996 the committee gathered 

Superintendent Alan 
Bathum followed a 
plan for renovation. 



Addit ion of calcium to the soil by traditional 
means is not usually efficient or effective in 
treating the calcium deficiency of turfgrass. Once 
applied, the common forms of liming materials 
can rapidly change to compounds that are 
insoluble in water and not readily available to the 
plant. Continuous applications over long time 
periods are necessary to effect even modest 
improvements in calcium uptake. 

HifcHUVidgWl 

Quelanr-Ca is a newly available amino acid 
chelated calcium product that corrects calcium 
deficiencies in turfgrass upon application. 
Quelanr-Ca provides readily available calcium 
chelated with amino acids so that it is easily 
absorbed by the leaves and/or the roots of the plant 
regardless of most soil and water conditions. The unique 
formulation of amino acids used for chelation was 

developed not only to facilitate absorption by the 
leaves and roots, but to increase mobility of the 
calcium within the plant as well. 

Quelanr-Ca is normally applied as a foliar spray 
and may also be applied through fertigation. 
Either way, it is tank-mix compatible with 
herbicides, soluble fertilizers, insecticides, 
fungicides and plant growth regulators. It will even 
help improve the efficiency of most of these 
treatments by increasing their absorption and 
translocation within the plant. 

Best of all. Quelanr-Ca is economical to use and 
it protects the environment. 

Quelanr-Ca — a true systemic. It's new...it's unique, 
and nothing else works quite like it! 

For more information about Quelanr-Ca call 
Nutramax Laboratories' at: 800-925-5187 

TV Hvtntcrimcal Cumpa nuTRamax 
A LABORATORIES, INC. 

AGRICULTURE DIVISION 
Baltimore, Maryland 





Just a reminder that BAYLETON® Fungicide is still the most proven dollar spot control 
and tank-mix partner around. Because the last thing your course should do is clash with 
golfers. For more information, contact Bayer Corporation, Qarden & Professional Care, 
Box 4913, Kansas City, MO 64120. (800) 842-8020. http://usagri.bayer.com 

ALWAYS READ AND FOLLOW LABEL DIRECTIONS 
© 1998 Bayer Corporation Printed in U.S.A. 98SI0A0066 Bayer® 

http://usagri.bayer.com


Two neat bunker tools 
Terry Buchen, CGCS, sees a 

lot of neat things at golf 
courses because of his consult-
ing business Terry Buchen Golf 
Agronomy, Williamsburg, VA. 
He mentioned the following 
two pieces of equipment at a 
fall turf conference at Penn 
State. 

Marshall Fearing, superin-
tendent at Castle Pines Golf 
Club, Castle Rock, Co, uses a 
giant vacuum to remove sand 
from bunkers. The vacuum is 
owned by the Hall-Irwin, a company based in Greely, CO. Tom Briddle, director of golf ser-
vices for Hall-Irwin, says industrial vacuums are often used to remove loose soil from utility or 
trench excavations. So, why not use one for taking sand from bunkers? 

"When you use a mechanical device in a bunker you're taking a risk of destroying the 
bunker, and I've ruined a few in my career" says Briddle. 

The vacuum was modified to work in a bunker by attaching the hose to a snow blower. 
"A man can't hold the suction hose," says Briddle who says the machine can move a couple 
of cubic yards of dry sand an hour. 

In northeast Ohio, Frank Dobie at Sharon Golf Club, uses, an attachment he invented and 
sells, the Sandpacker, for the Toro Sandpro. The purpose of the Sandpacker, is to firm up the 
sand in a bunker, but still rake the top 1/4 to 1/2-inch. 

"The whole concept is pretty simple," says Dobie. "Visualize a ski going through powder 

cost estimates from the architect Bruce 
Matthews of Design 3, Lansing, MI, 
(who provided them with photos and 
drawings), and from the construction 
company. It then made its presentation 
to the greens committee and Cascade 
Hills board of directors. 

Both bodies gathered in a special 
meeting about a month later and agreed 
to ask the membership for a special as-
sessment to handle the costs. Within an-
other three weeks the members voted 
positively on the assessment, and con-
struction on the bunkers began in Sep-
tember 1996. 

"The work went fairly quickly. W e 
had half the bunkers done in the first 2 
1/2 months," recalled Bathum. By the 
spring of 1997 they had all been reno-
vated. 

Bathum says members are now 
happy with the bunkers, and he is start-
ing to prepare for a renovation to the 
course's irrigation in the next couple of 
years. • 

snow. We took the shape of the front of 
the ski and put it where the cultivator bars 
were." 

The weight of the steel on the front 
edge of the unit is enough to pack loose 
sand and the serration's on the back of the 
steel give the sand the raked, finished look. 

Dobie's been selling the Sandpacker for 
10 years, and most units are sold word of 
mouth, he says. To learn more about it, call 
Dobie at 330/239-2458 or Gary Bogdanski, 
who makes them, at 330/239-1939. 

Tips to smooth the process 
Superintendent Alan C. Bathum makes the following suggestions for anybody con-

templating a major bunker rebuilding program: 
• Document the condition of your bunkers w i th photographs. They're a good 

tool to help convince members that improvements are in order—particularly when they're 
compared to photos of good bunkers. 

• Educate and gain the support of your greens chairman or immediate supervisor on 
the scope of the project. Keep that person advised during the renovation. This is important. 

• Meet f irst w i th small groups at your club and gain their support, so they can 
begin talking up a bunker improvement program. 

• Keep your renovation subcommittee small. "If you have 8 to 10 people mak-
ing decisions, it makes it tough on the architect, tough on the superintendent, and tough 
on the construction company," says Bathum. Don't forget the golf professional who can 
give you valuable input from the players' perspective. 

• Hire an architect. "We've done a lot of renovations in the past but we felt we 
needed an architect for this big of a project. An architect helps you early to recognize 
costs and concerns, and can also help sell the project to the membership." 

• Find out as much as you can about the construction company that you intend to 
hire. Check with other superintendents who have used that company. 

• Don't become too rigid with your improvement project. You want to be able to 
make changes early in the project if it will make the project go smoother. 



The relative size of fertilizer particles dramatically 

affects their performance. With Scotts^/^ CONTEC 

CONTROLLED RELEASE FERTILIZER you get MORE 

consistent particle sizing, con-

tributing to uniform flow and 

improved spreadability. The result is a MORE consistent 

distribution of nutrients. 
Circle No. 124 on Reader Inquiry Card 

Relatively speaking Scotts unmatched tech rep 

assistance program, fidl product line and competitive 

pricing means W GET MORE FOR YOUR MONEY, ALL 

OVER YOUR COURSE, ALL THE TIME. ( S c o t ^ ) 

W C o n t r o l l e d 

V ^ V / i I t V V / Fertilizer 
Call 1-800-543-0006. Or visit our website at 
www.scottscompany.com for more information. 

http://www.scottscompany.com


Bringing butterflies 
to the garden 

Add a new dimension to your flower beds by attracting 

butterflies with particular nectar plants and techniques. 

By T O N Y B E R T A U S K I 

erennial flower beds can add so 
much to the value of homes, 
businesses or golf courses. They 
provide soft textures against the 

hard angles of buildings, splendid 
colors that catch our eyes, and wonder-
ful fragrances. With a few mindful ad-
justments you can increase another di-

mension to your next perennial flower bed design. 
Using certain plants and gardening techniques, you 
could attract more of nature's beautiful pollinators: 
butterflies. 

The first step is to locate the flower garden in a 
sunny location. Butterflies thrive in well lit gardens. 
Shade gardens are not effective because butterflies 
need the sun to regulate their body temperature. 
There should, however, be some shade available for 

TABLE 1. A PLANT LIST FOUND IN 
TEMPERATE ZONE 5 THAT PROVIDES 
NECTAR TO ATTRACT BUTTERFLIES. 

PERENNIALS ANNUALS TREES/SHRUBS 
Aster French Marigold Birch 

Bee Balm Hibiscus Dogwood 

Blanket Flower Mexican Sunflower Elm 

Butterfly Weed Sweet Pea Hackberry 

Coneflower Salvias Hawthorn 

Gayfeather Verbena Hornbeam 

Red Valerian Zinnia Lilac 

Pincushion Flower Poplar 

Phlox Privet 

Viburnum Willow 

the butterflies to seek relief from hot, summer days. 
This can be achieved by planting small to medium 
size shrubs along the north side of the garden. 

Shrubs and nearby trees also provide a protective 
wind break. A garden located in the middle of a 
pasture will often be subject to sweeping winds that 
make it hard for butterflies to flutter from one plant 
to the next. Groupings of woody plants create a 
calm, micro-climate that butterflies will be drawn to 
and stay for a longer period of time. 

There is no shortage of the variety of plants that at-
tract butterflies (Table 1). The plants that attract but-
terflies will do so for two reasons. One is for nectar. 
Butterflies feed themselves on the sweet, sugary nectar 
that plants provide. It is good to plant groups of each 
species in the garden instead of spreading out the 
plants throughout. These groups will have greater ap-
peal to passing butterflies and encourage them to skip 
easily from plant to plant. 

Another reason why certain plants attract butter-
flies is to provide a food source for the larvae stage 
(Table 2). Butterflies will seek out particular plants to 
lay their eggs upon so that when the larvae hatch they 
have an immediate food source. For instance, 
Monarch larvae only feed on milkweed plants. Thus 
eggs of the Monarch will be found on milkweed 
plants. It is just as important to include food plants as 
well as nectar plants in your garden design. 

Do some research about the butterflies indige-
nous to your area of the country. There are many 
species that can be found in most of the United 
States, such as Monarchs and Cabbage Whites. 
However, each area is different. Check books at the 
library or contact the entomology department at a 
local university. Choose your plants according to 
the butterflies you expect to find in your area. 

There are a few additional things you can do to 
cater to behavioral characteristics of butterflies. 
One is to add groups of large rocks within the gar-
den. Butterflies use warm rocks to regulate their 
temperature or to dry their wings. Most often but-

cont. on page 22G 



We've been talking about IPM and 
experimenting with ways to be more 
environmentally responsible. Now that a 
product like BIO-TREK 22G has come 
along, there's no excuse for fighting 
common turf diseases the old way. We 
waited until we saw the disease,, then 
slammed it with chemicals. Now,\vith 
BIO-TREK 22G, we can prevent infection 

f i 
BIO-TREK 22G is a beneficial fungus 
that colonizes the roots and fiahts off 

Jong before yve'd ever see it. 

pathogens like pythium, rhyzo 
s EPA fusarium, and sclerotinia. Plu 
round approved and safe for use e 

water. A lot of golf courses have already 
tried it and proved the overwhelfninf 

4 s u c c e ^ ' g m S ^ E K 2 2 G . , * 

W I L B U R - E L L I S 

ft* a f?"* \ 

BIO-TREK 22G 
atom v a 

I D E A S T O G R O W W I T H * 

For more information, contact your 
Wilbur-Ellis representative or your BIO-
TREK 22G distributor. 



TABLE 2. FOOD PLANT LIST FOUND IN 
TEMPERATE ZONE 5 THAT LARVAE WILL 
FEED ON. 

cont. from page 20G 

terflies can be found sunning themselves in 
the early morning hours when the air is 
cool and dewy. 
Add a source of water 

Butterflies cannot drink from pools of 
water. They get their moisture and nutri-
ent requirements from sipping water from 
damp, often muddy, areas. This phenome-
non is sometimes referred to as "puddling." 
Swallowtails and Sulphurs can often be 
found in groups puddling. Some of the 
best places to find butterflies is at golf 
courses where equipment is continually 
washed off. This area always has piles of 
wet, muddy grass clippings that are perfect 
for butterflies to swarm around and feed. 

We can address this behavior by creat-
ing a damp area in the garden. There are 
several creative approaches to this. One is 
simply burying a clean oil pan with top of 
the pan level with the soil surface. The 

pan is filled with a mix-
ture of soil and sand. The 
oil pan will retain water, 
keeping a damp area 
around a bit longer. An-
other approach is to cre-
ate a slight depression in 
the ground and line it 
with plastic then cover 
with a layer of decorative 
rock. Moisture will be 
present between the rocks 
for the butterflies to feed 
on, especially in the 
morning dew. It can also 
serve as an area to sunbathe in the after-
noon. 

With these simple ideas in mind when 
selecting and placing plants in your next 
perennial flower design, butterflies may be 
the additional dimension of wonder your 
clients behold. • 

BUTTERFLY/LARVAE 
Black Swallowtail 

Great Spangled Fritillary 

Buckeye 

Pearl Crescent 

Viceroy 

Cabbage White 

Monarch 

PLANT 
Fennel, Parsley, Dill 

Violets 

Snapdragons, Verbenas 

Asters 

Willow, Poplar, 

Plum and Cherry 

Nasturtium, Cabbage 

Asclepias 

The author is assistant superintendent at 
Brookhill Golf Course, Rantoul, II, and has 

published several articles concerning golf 
course maintenance. 

GEESE! 
GEESE! 

GEESE! 

Rid your Golf Course of nuisance GEESE. 
Safe, harmless and effective EPA registered 

'reduced risk' pesticides. Spray 

ReJeX-irAG-36 
on turf frequented by GEESE. 
Consult your local supplier or 

RJ Advantage, Inc. 
at 1 800 HAD BIRD for a supplier near you. 
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A World With Trees... where it's a pleasure to 
live, every day 

Trees 
Make a World 

of Difference? 
^Jrees make a world of difference. 

Between sand and dirt, and shad-

ed parks for baseball, picnics, and 

quiet walks. Between steamy, 

sunbaked streets, and friendly, 

shady neighborhoods. 
Trees are cool. Trees help con-

serve energy, give wildlife a home, 
and increase property values. 
They also clean - WKSft* 
the air we breathe, Ujfcjii^WM 
hold the topsoil ^S t^ 1 

and keep rivers flP 
running clear. A World Without Trees 

Support Tree City USA where 

f k you live. For 
1 your free book-
f let, write: Tree 

TREE CITY USA City USA, The 
National Arbor Day Foundation, 
Nebraska City, NE 68410. 

.The National 
y Arbor Day Foundation 



In a single stroke, professional golf course superintendents can 
control dollar spot, leaf spot, spring dead spot, melting out, brown patch, 
crown ro t - in fact, more than 15 tough diseases in all. They do it with Eagle® 
fungicide, one of the tools every pro should have in his bag of tricks. 

The test of a real pro comes under pressure. It's the same with a turf 
fungicide. When the disease pressure is heaviest, when the heat and humidity 
are highest, that's when Eagle really performs. And its low use rates 
make it cost-effective wherever you use it—from tee to green 
and in between. 

As part of a 14-day protectant schedule, Eagle offers 
unbeatable disease control, exceptional turf safety, and easy 
handling. With performance like that, it's no surprise so many 
pros Eagle every hole. 

Call 1 -800-987-0467 for more information. 

ALWAYS READ AND FOLLOW LABEL DIRECTIONS. Eagle* is a registered trademark of Rohm and Haas Company. ©1997 Rohm and Haas T-0-229 

A6LE 
TURF Cj ORNAMENTAL FUNGICIDE 

For top-flight 
performance. 



Act now! Or this may be the only 
pest control tool you'll ever use again! 

How come? 

Because the Environmental 

Protection Agency is reevaluating 

the pesticides you count on to 

run your farm, keep bugs out 

of your house and weeds out 

of your garden. 

As early as May, you could 

begin to lose some of the most 

trusted insecticides on the 

market today. 

Why? 

Because EPA isn't asking 

you—the pesticide user—or other 

Americans how you actually 

use these pest control products. 

Without accurate input, the 

new Food Quality Protection 

Act cannot be fully and 

fairly implemented. 

So what? 

So you lose many cost-

effective pesticides—the tools 

you depend on most. Fewer 

products lead to less effective 

IPM. Pest resistance rises. 

Damage occurs. 

So what? 

So act now! 

Write to: 

The President 

The White House 

1600 Pennsylvania Ave., N.W. 

Washington, D.C. 20500 

For more information, log on 

at www.acpa.org orcall 

RISE at (202) 872-3860. 

A m e r I c o n 

m 
A s s o c i a t i o n 

©1998 American Crop Protection Association. 
Rftporeiif iNtatnr iof i Sowd EsraMMt * 

http://www.acpa.org


THINK TANK 

A spring 
break that 

RON HALL 
M a n a g i n g E d i t o r 

Iack Hollerich dug the end of the shovel into 
the hump of gravel like he meant business. 
With beads of sweat glistening on his red-
dening forehead, he sent sprays of crushed 
limestone in the direction of partner Tony 

Cantelmo. Tony was tamping it smooth for all he 
was worth, never mind that the tamper's hickory 
handle had snapped in his hands. 

Is this what college students do on spring 
break these days? 

Yes, almost 600 of these students anyway. 
They competed for honors and for jobs—but 
mostly for jobs—at the 1998 ALCA Student Ca-

reer Days in Raleigh, NC. 
They gave it their all. 

The young men and 
young women tested their 
skills in a variety of land-
scaping events. (Yes, some 
young women are pretty 
darn good at climbing 
trees or operating skid 
steers and trenchers.) 

Judging from the en-
thusiasm that they 
brought to Raleigh, you 
would have thought they 
were competing for the 
NCAA Division I basket-
ball championships. And, 

in a sense, they were competing for something 
just a important to them—their careers. They 
worked like the dickens to impress potential em-
ployers. Representatives from more than 90 land-
scape companies were on hand to attract these 
youths to their "teams". 

The ACLA Student Career Days (See article 
on page 24L) is one of the landscape industry's 
most important, and fun, events each year. It 
showcases the young talent in our colleges, uni-
versities and vocational schools. It brings this tal-
ent, and lots of enthusiasm, to the companies 
that go out looking for it. 

This year's event was the largest ever and the 
weather was just about perfect, thanks to blue 
Carolina skies. If you see Drew St. John, St. John 
& Associates, Hattiesburg, Miss., congratulate him 

C f l 
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Irrigation equipment & education 

P A G E 1 6 L 

Success against Dutch elm disease 

P A G E 2 4 L 

ALCA Student Career Days a hit 

P A G E 2 6 L 

Make Yellow Pages work for you 

P A G E 2 9 L 

PLCAA's Delaney warns of FQPA 

P A G E 3 2 L 

Getty project a masterpiece 

on another fine job. He's chaired the event the 
past several years. Also, congratulations to the stu-
dents at North Carolina State University and all 
the other volunteers who made everybody feel at 
home in Raleigh. LM 
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[PEOPLE & PROJECTS] 

RBI tabs Jody Randall as vp 
Jody Randall became vice president of Randall & 
Blake, Inc. (RBI), a 20-year-old company wi th of-
fices in Colorado, Texas, Utah and California. RBI 
also appointed Dave Burnley as president of its 
subsidiary Contra Costa Landscaping, Inc., and 
Dave Wolkenhauer as assistant secretary/treasurer 
of CCL. John Bollwinkel now manages the Utah Di-
vision of RBI Maintenance. 

New digs for Emerald Green LC 
Emera ld Green L a w n Care, which serves the 
Columbus, Ohio, market moved to a larger 
(6,000 sq. ft.) facility in Gahanna. Emerald 
Green expects a 30 percent sales jump in 1998. 
The company serves Franklin, Fairfield, and 
Licking counties. 



IRRIGATION 
EQUIPMENT 
& EDUCATION 
In Part III of our Irrigation Series, we get technical. Read 

about hydraulics and pumps; water properties; installation 

information; how to price it and explain it1 

By B R U C E S H A N K , B i o C o m 

In these times of downsizing and less government, mandated competence of any 
profession is a low priority. However, water is one of the few resources that fed-
eral regulators refuse to hand over to states. As part of the national infrastructure, 
like highways and prisons, water supply is one of the standards by which a state is 
judged. States remain dependent upon federal subsidies for development of water 

resources, yet only three states have implemented licensing programs for irrigation. When 
you consider that irrigation, both agricultural and landscape, consumes 80 percent of de-
veloped water resources each year, most state legislators are overly trusting in others to 
regulate water. 

State regulators will, however, welcome input 
from industry regarding competence. Even so, only 
Texas, New Jersey and some counties of Florida have 
irrigation licensing laws on the books. We can there-
fore assume that licensing in the other 47 states is not 
going to happen rapidly. 
Certi f icat ion shows credibi l i ty 

Certification has tremendous value from a business 
perspective. It is one of the few ways to differentiate 
your company from other companies that may not be 
certified. You must establish a credible method of self-
regulation before certification carries any significance. 
Consequently, self-regulation depends largely on asso-
ciations, primarily state and national associations. 

Since irrigation is a specialty, landscape associations look to irrigation associations for 
answers. One thing carries as much clout as a law, and that's bidding specifications. 

Get architects and general contractors to require certification, and you will do more for 
technical irrigation competence than most laws will ever do. 
The propert ies of H 2 0 

Landscape irrigation systems are available that waste less than 10 percent of the water 
pumped through them. Most systems in use today still waste up to 40 percent of the water 

Get architects and 
general contractors 
to require their 
sub-contractors to 
be certified. It will 
do more than most 
laws will ever do. 

cont. on page 4L 



With Rain Bird's lineup of heavy hitters, 
Joe has all his bases covered. 

Joe Harris 
Head Groundskeeper 

Doubleday Field 
Cooperstown, NY 

" With Rain Bird's broad-based product line; 
I can count on superior coverage and easy maintenance." 

As Head Groundskeeper at Doubleday Field in Cooperstown, NY-
the home of baseball-Joe Harris counts on Rain Bird® for major league 
results. And that's exactly what he gets with Rain Bird rotors, PEB valves 
and ESP controller. Rain Bird offers a full line of 
dependable irrigation equipment that works 
right out of the box, from central control systems 
to drip emitters. 

For more than five years, Rain Bird and Joe 
have made the home of baseball look spectacular. 

If we can keep the world's most famous diamond looking great, imagine 
what we can do for you. 

Rjun&B/RD 

•vt-rtsr-r •••.c.̂ .v;'X -



cont. from page 2L 

taken from the water 
source. That 30 percent dif-
ference represents a huge 
amount of opportunity. 

Water is the liquid 
state of a chemical com-
pound made up of hydro-
gen and oxygen. Water is 
relatively heavy and grav-
ity has a lot of influence on 
it. When it freezes, water 
expands instead of con-
tracts. Most things con-
tract (get smaller) as tem-
perature drops. That's why 
water breaks pipe and 
sprinklers as it freezes. 

Water is a solvent and 
mixes with many minerals 
and salts. Those minerals 
and salts change its useful-
ness to plants. An amazing 
process called osmosis reg-
ulates the amount of water 
that enters a plant through its roots. 

In simple terms, a plant will only take 
in water through its cell walls if the con-
centration of salt is higher on the inside of 
the plant than in the soil solution. If irriga-
tion water is very salty, the high concentra-
tion of salt in the soil solution will cause 
the plant to stop letting water through its 
cell walls. 

The salt concentration of water is usu-
ally measured by the amount of sodium in 
the solution because sodium is the primary 
positively charged ion in salts. If the water 
doesn't pass through the cell walls, the im-
portant elements dissolved in it won't pass 
through either. Water quality is important. 
It takes more salty water than regular 
water to meet a plant's needs. 
pH affect on nutr ient use 

Another important chemical influence 
on water is something called pH. This is a 
measure of the amount of hydroxide ions in 
solution. A hydroxide ion consists of one 
atom of hydrogen and one of oxygen. The 
combination has a negative electrical charge. 

Water is defined chemically as two 

atoms of hydrogen and one of oxygen. 
That's not really true. In most cases, water is 
a positively charged molecule of three hy-
drogens and one oxygen mixed with a neg-
atively charged hydroxide ion. When the 
two are in the same concentration, the re-
sult is called neutral. But, when the hydrox-
ide ion is present in a higher concentration, 
the result is called basic or sodic. When the 
hydroxide ion concentration is less than the 
water molecule, the combination is acidic. 

Water is water, but the difference is 
when you fertilize. Important nutrients, 
such as nitrogen, phosphorus and potas-
sium, can only be taken into the plant 
when the pH is in a certain range, usually 
somewhere between 6.5 and 7.5. 

7.0 is neutral. If your water is either 
highly acidic or highly basic, nutrients are 
not available to the plant. Bad water is a 
bad carrier for nutrients. 

System hydraulics 
The science lesson continues with an 

explanation of pressure, flow and resis-
tance. Two things greatly influence water 
pressure, gravity and friction. Gravity is 
controlled by elevation. A sprinkler head 
below the water source will have water 
pressure while one above the source won't 
even work without energy being used to 
pump water up to that point. Gravity is 
free energy in a matter of speaking. 

Friction is energy lost by resistance. The 
amount of resistance is determined by the 

amount of water dragging 
against the side of the 
pipe. The inside of a pipe 
resists flow. The longer the 
pipe is, the more resistance 
there is. Also, the more 
pressure the water is 
under, the faster it will 
flow and the more it will 
press against the sides of 
the pipe. Consequently, 
resistance is greater. Fi-
nally, the larger the pipe, 
the lower the resistance 
because a lower percent-
age of the water is in con-

tact with the walls of the pipe. 
Other f i t t ings affect pressure 

Pipe isn't the only cause of resistance in 
an irrigation system. Constricting water 
flow or changing its direction causes resis-
tance. Sprinklers, fittings, valves, tees, flow 
meters and backflow prevention devices all 
increase resistance and lower pressure. 
Every time you add one of the above to a 
stream of water, you lower pressure. 

If sprinkler heads and emitters weren't 
designed to operate under certain ranges of 
pressure, it wouldn't matter. But they 
were. Without a certain pressure, sprin-
klers will not work properly. 

You need to know the pressure at the 
source before you can begin to determine 
how many sprinkler heads or emitters can 
be used. Then, one by one, you subtract 
the pressure loss of the pipe and compo-
nents until you reach the minimum oper-

cont. on page 6L 

Lateral pipe 
and wire are 
installed with 
vibratory 
plow. 

Trenching is 
cut in for the 
main line. 



DTN Weather Center...on duty 24 hours a day 7 days a weeld 

WEATHER 
WATCHDU 

It's not a computer! The DTN Weather Center 
includes a small one-meter satellite dish, receiver 

and color monitor. (Dog not included.) 

Just like a good watchdog, your DTN Weather Center 
keep you alert to changes. This new satellite-delivered 
technology shows everything you need to know. Current 
forecasts, high resolution radar and local conditions... 
delivered to your office or worksite. The cost is /oiv.Jess 
than $3 a day. All with a no-hassle 30-day money back 
guarantee. Over 100,000 

subscribers use DTN weather service. 
Put the DTN Weather Watchdog to work at your place. 
Questions? Phone us today at 1-800-610-0777 

'J 
i • THE WEATHER WATCHDOG! 

9110 West Dodge Road • Omaha, Nebraska 68114 

MATERIAL SAFETY DATA SHEETS (MSDS) AND LIGHTNING PREDICTION NOW AVAILABLE! 



cont. from page 4L 

ating pressure of the sprinkler you want to 

use. Give yourself a little leeway to make 

sure you have the pressure you need. 

For example, most pop-up sprayheads 

were designed to work properly with 15 to 

20 pounds per square inch (psi) of pres-

sure. Most impact sprinklers and gear-drive 

rotors need 4 0 psi to mee t specs. Drip irri-

gation emitters deliver their gallons per 

hour at approximately 20 psi. 

You need to know the pressure loss of 

the water meter, the backflow prevention 

Main line tees are ready for thrust blocking. 

device, each fitting, every valve, and each 

subsequent sprinkler head before you can 

determine when you run out of the pres-

sure necessary to run the last head. Don ' t 

forget elevation. That 's why there are irriga-

tion consultants and computer aided design 

software to figure out all the pressure losses. 

Equipment needed 
T h e less dirt you have to move the 

cleaner the result will be. Trenches for 

half-inch and three-quarter-inch pipe can 

be cut with a small earth saw. These rela-

tively inexpensive trenchers can cut eight 

or more inches deep. For larger mains and 

laterals, and in areas where codes require 

deeper trenching, you'll probably require a 

chain trencher. Large earth saws are made 

for cutting through rock. 

Assemble and glue pipe and fittings 

cont. on page 12L 

'Plug it in-and-go' pumps 
have service advantages 

Over the last 10 years, turf and landscape professionals have seen a number of changes 
in prefabricated—or manufactured— pumping systems. Most agree that these advances 
successfully boost system reliability and increase the options for end-users. These changes 

also simplify service issues, reduce repair 
needs and cut service costs. 

Systems manufacturers select all compo-
nents, assemble, ship and provide warranties 
to cover every system. Should a service need 
arise, the manufacturer is held responsible 
for it, no matter which component may have 
caused the problem. 

"One call service" offered by prefabri-
cated systems makers saves time and money. 

Manufactured pumping systems also have 
been improved over time. Many in this field 
now have as much as 20 years of practical 
pumping system knowledge, in landscape, 
golf course and industrial applications. 

Variable Frequency Drive takes the system 
up to desired pressure level slowly, rather 

than kicking in at full force as in earlier conventional systems. 
Source: John Murtaugh, manager of product support for the Flowtronex PSI FLOBOY line 

of pumps, Columbus, Ohio. 

The improvements in manufactured 
pumps include 'one call service' offered 
by prefabricated systems makers saves 
time and money. 

TOP THREE PUMP PROBLEMS & POSSIBLE CAUSES 

Problem 
Pump won't start automatically 
Possible cause 
Power is off 
H-O-A switch not in 'Auto' position 
Pressure switch sense line plugged 
Fuse blown 
Overload relay tripped 
Safety tripped 
Defective pressure gauge 
Pressure switch misadjusted 
Pressure switch defective 
Defective H-O-A switch 
Defective starter, motor or PLC 

Problem 
Pump operates but won't build pres-
sure 
Possible cause 
Pump has lost prime 
Plugged intake 

Suction pressure too low 
Control valve malfunction 
Isolation valve partially closed 
System overdemand 
Wrong pump rotation 

Problem 
Pump shuts down on low pressure 
Possible cause 
Pump has lost prime 
Plugged intake 
Suction pressure too low 
Control valve malfunction 
System overdemand 
Wrong pump rotation 
Pump is cavitating 
Material lodged in pump 
Bad pressure switch 
Bad PLC 
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The One Reel Answer 
For Fast Turf Clean-Up 

N e w all-purpose utility model • W i t h 
a 4-foot sweep and adjustable-height 
pick-up reel • A quiet 18 hp gasoline 
engine • Choose from high lift model 
with hydraulic raise system or manual 
control ground dump model • Specially 
designed for both big and small jobs 

Most eff icient pick-up of even the smallest debris 
• Sweeping reel w i th f lexible fingers rides on castor 
wheels that closely fo l low terrain and prevent any 
damage to turf • Polyester screen f i l trat ion system 
removes over 90% of the dust and dirt for maximum 
safety and comfort for the operator 

SWEEP STAR 
features our exclusive 

FLOATING, SINGLE REEL 
PICK-UP SYSTEM 

on all models 

SWEEP STAR 60 
Preferred for all large acreage 
facilities • W i t h sweeping width 
of 5-feet and an adjustable reel 
height • Whisper-quiet 25 hp 
gasoline engine or 19 hp diesel 
engine • Extra long reach for high 
dumping • Cuts your work t ime 

Circle No. 129 on Reader Inquiry Card 
YOUR SMITHCO DISTRIBUTOR 
HAS THE REEL ANSWERS 
FOR THE BEST TURF CLEAN-UP 





PUT US TO WO y 
Just tell us what materials you're looking for and we'll send them W . ASAP. 
Light-Duty Commercial C-Series (Medium-Duty Conventional) T-Series (Medium-Duty LCF) 
W-Series (Light-Duty LCF) GMC" Personal-Use Trucks Pontiac Cars 

Name Title 

Company Address 

City State ZIP 

Type of Business 

Do you currently own a GMC? • Yes • No 

If yes, selling dealer: 

If no, preferred dealer: 

Business Phone 

Are you likely to lease or buy? • Lease QBuy •Undecided 

When? • 0-3 months Q 7-9 months • 1-2 years 

• 4 - 6 months • 10-12 months • 2+years • Undecided 

If we can do anything else for you, just call 1-800-GMC-8782. www.gmc.com/at_work 

LM0498 

http://www.gmc.com/at_work
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OUR 150,000-MILE COOLANT 
CAN GO A LONG WAY TOWARD 

HELPING YOU MANAGE 
YOUR BUSINESS. 

To keep your business up and 
running, your trucks have to stay up 
and running — it's that simple. That's 
why we've developed a silicate-free 
coolant used in our trucks that's 
engineered to last five years or 150,000 
miles before its first scheduled change.* 
The advantage is clear: instead of 
going into the shop, your trucks stay 
out on the road. 

Less Time In The Shop, 
More Time Working. 

Our Dex-Cool coolant is just one 
little detail out of many which can 
add up to big savings in time and 
money for your business. The coolant, 
for example, works in conjunction 
with a whole array of other long-life 
components, like platinum-tipped 
spark plugs and a one-piece serpentine 
drive belt in the powerful Vortec 
gas engines of our trucks. So your 

first scheduled tune-up is 100,000 
miles down the road* 

Managing Your Trucks 
Is Like Managing Your Business: 

Every Detail Counts. 

In every little detail, CMC trucks 
are engineered for strength, for 
durability and for longer intervals 
between scheduled maintenance* 
Less maintenance means less 
downtime — so you can spend your 
time running your business instead 
of taking care of your trucks. For 
more information about CMC 
commercial trucks, see your CMC 
dealer, call 1-800-GMC-8782 or visit 
www.gmc.com/at_work on the web. 
With CMC, you can keep your trucks 
running as smoothly as your business. 

* Ma in tenance needs vary w i th different uses and driving 
conditions. See owner 's manua l for details. 

'SMC. 
C O M F O R T A B L Y I N C O M M A N D ™ 

http://www.gmc.com/at_work


cont. from page 6L 

The staging area, where irrigation construction materials are held for use. Keep it organized. 

above ground where possible. Give your-
self more room for valve boxes and sprin-
kler heads. Use swing joints or flexible ris-
ers for sprinklers. Valve boxes should be 
accessible for maintenance later. Pre-
assembled valve assemblies can save time 
and increase reliability while providing for 
system expansion. Keep in mind that 
valve-in-head sprinklers are available for 
larger-radius heads. If elevation changes ex-
ceed ten feet for a station, consider split-
ting the station into two stations. 

Locate satellites to keep wire length to 
a minimum. You can use battery-powered 
controllers until power is brought to the 
satellite. Install receivers for remotes on 
satellites when the budget allows. Hand-
held remotes are great time savers once the 
system is operational. 

Make sure you meet local backflow pre-
vention codes. In some areas, only licensed 
plumbers can install backflow prevention 
devices. If the system doesn't include a mas-
ter valve, install a manual valve so repairs 
can be made with an unpressurized system. 

Pipe racks and bins on trucks can save 
time. Buy bulk items like fittings, pipe and 
wire on sale. Try to buy sprinklers, valves 
and controllers by case loads. Sticking to a 
few brands will reduce your parts inven-
tory considerably. 

Theories regarding head spacing differ 
by the area and the dependence on irriga-
tion for plant water needs. Two basic de-
signs are rectangular and triangular. The ap-
plication uniformity of any method is based 
on the overlap of sprinkler distribution at 
design pressure and flow. All designs re-

quire some overlap of application. Slope 
and wind can affect distribution. Do not 
mix sprinklers or brands within a station. 
Not only should the sprinklers be the same 
type, they should have the same nozzles. 
Network ing and education 

Distributors and associations are the 
primary suppliers of educational support in 
the industry. Manufacturers also have 
schools during the year. For a list of books 
on irrigation, look up the Irrigation 
Association's web site at wunv.irrigation.org. 
You'll find a wide selection of books, many 
of which are used in the IA's certification 
programs. You can also find information on 
local irrigation organizations on the web 
site, as well as a list of members, manufac-
turers, distributors, and certified irrigation 
contractors, consultants, and designers. 

The largest assortment of educational 
sessions on irrigation is available during the 
LA Irrigation Exposition each November. 

The Expo also features the largest display 
of irrigation materials, in addition to instal-
lation equipment, computer software, and 
consulting services. 
Explain the system to clients 

DeSantis Landscapes, Salem, OR, gives 
clients detailed explanations of what the ir-
rigation system includes, and how to avoid 
problems. Here are some excerpts (-ed.) 

"The system has been equipped with an 
up-to-code backflow device...to comply with 
water district, city county and/or state law. It 
allows for water to enter your irrigation sys-
tem and not be allowed to return to your 
potable water. In most areas, your backflow 
device will need to be tested by a certified test, 
at least once a year, in compliance with water 
purveyors code. 

XYZ valves have been installed. They will 
be found in the green valve boxes located in 
your yard. Please, do not cover these with 
bark dust, dirt, etc., as the location is easily 
forgotten. Each valve operates a number of 
sprinklers in a certain area called a 'zone' or 
'station.' 

XYZ popup heads are used in the lawn 
area and XYZ pop-ups in the shrub beds. 

XYZ heads are used in larger areas be-
cause of the distance they spray and the abil-
ity to adjust their are (radius) from 10 de-
grees to 350 degrees. • 

Bruce Shank operates BioCOM 
Horticultural Communications 

out of Palmdale, CA. 

The main line and laterals are in, the area is cleaned up and seeded. 



0.9 GRAM UNIT 

Green 
Kyllinga 

ALWAYS READ AND FOLLOW LABEL DIRECTIONS Manage is a registered trademark of Monsanto Company, www.monsanto.com/ag 

Circle No. 131 on Reader Inquiry Card 

©1998 Monsanto Company IND80004 2/98 

Nutsedge itsedge 

AMNKGE 

M anage herbicide 
takes out yellow 
and purple nutsedge 
and subdues green 

kyllinga — notorious repeat 
offenders in lawns and orna-
mental beds. Manage is the 
only herbicide powerful enough 

to completely control both 
yellow and purple nutsedge in 
both warm- and cool-season 
turfgrass without turf injury. 
For more information about 
how Manage can help you 
clean up your town, call 
Monsanto at 1-800-332-3111. 

http://www.monsanto.com/ag


l b N O V A R T I S 

Finally, the cntica 
to give the lawn 

the support you've 
Novartis, created by the merger of Ciba and Sandoz, is commi t ted to brir 

ing new skills, new technologies, and new services to the lawn & landscape ar 
tree & shrub care industries. 

Our peop le inc lude 25 d e d i c a t e d f i e ld sales representat ives and 
exper ienced R&D representatives nat ionwide. 

Our broad line of products are leading-edge, environmentally sound, low-rate forr 
ulations like Barricade® and Banner® MAXX.® Plus, many new products on the wc 

Pre-Stress Conditioning 
Plant Growth Regulation 

Overseeding 

Crabgrass 
Goosegrass 

Yellow Nutsedge Powdery Mildev 
Leafspot 

Rust 

©1997 Novartis Crop Protection, Inc., Turf and Ornamental Products, Greensboro, NC, 27419. Alamo, Award, Avid, Banner MAXX, Barricade, Penn 



nass necessary 
.are industry 
een waiting for. 

Even more important ly, look for Novart is to go beyond great products to 
ring you the technical in format ion and lead ing-edge research you can use to 
row your business. This is the basis of the Novart is Lawn & Landscape Partners 
rogram. 

Novartis also supports the long term goals of the GIE, and are proud spon-
ors of educat ional and suppor t ing events at PLCAA, ALCA and PGMS. 

To learn more about Novart is and the Lawn & Landscape Partners Program, 
all 1-800-395-TURF. 

Alamo 

Dutch Elm 
Oak Wilt 

Spider Mites 
Leafminers 

Fire Ant Control 

T h e N o v a r t i s 
L a w n & L a n d s c a p e 
P a r t n e r s P r o g r a m . 

T h e P r o d u c t s a n d 
S u p p o r t Y o u 

N e e d To G r o w 
Y o u r B u s i n e s s . 

id Primo are registered trademarks of Novartis Corporation. Important: Always read and follow label instructions before buying or using these products. 



By TOM PROSSER/ Rainbow Treecare Dutch elm disease ranks 
amongst the most devastat-
ing diseases of trees in 
North American history. 
While this may be old 
news, technology and 

chemicals used to protect elms from 
Dutch elm disease are not. 

With dozens of cures or protective for-
mulations for this disease proposed in the 
past 50 years, there has been a lot to 
choose from and a lot of information to 
wade through. Dutch elm disease is diffi-
cult to control, unfortunately most pro-
posed cures do not work. 

My job is to keep 5500 elms disease 
free. Clients pay us to do this. We guaran-
tee these trees will remain disease free or 
we refund their money. We lose less than 
one percent of our treated trees over a 
three-year period. In the past 22 years, our 
company has treated more than 25,000 
elms. Some of the earlier methods and 
chemicals we used gave much worse re-
sults then we get today. Disease mortality 
in Minneapolis/St. Paul and its surrounding 
suburbs ranges from approximately seven 
percent to over 30 percent, during a nor-

mal 3-year period, depending on the sub-
urb. The intensity of the Dutch elm dis-
ease sanitation program is directly related 
to the percentages of trees lost. 

Dutch elm disease is a fungus, which 
grows in the vascular system of elms. The 
disease is spread 2 ways: insect transfer and 
root-graft transfer. Approximately 90% of 
new infections are transferred by the Elm 
bark beetle whose life cycle revolves 
around elms. These beetles lay their eggs 
in dying or recently dead elms with the 
bark still attached. The newly-emerged 
adults then fly to nearby elms and feed on 
elm tissue in the crotches of two to four 
year old branches. If the beede hatched in 
a diseased elm, the beede will carry spores 
of the disease to another tree and infect the 
tree as the it feeds. This disease is so seri-
ous because of the ease with which it can 
move from elm to elm on this beetle. One 
diseased elm can produce thousands of dis-
ease-carrying beetles, all looking for a tree 
to feed on. 

The second way this disease spreads is 
through root grafts. While only about 10 
percent of all Dutch elm disease is spread 
this way, it is very important to be aware 
of grafting because current chemical injec-

All of the elms in this Minneapolis neighbor-
hood have been treated with Thiabendizole 
for more than 20 years. No elms, out of 41 
trees have been lost to Dutch elm disease. 
Surrounding elms have had losses of more 
than 55 percent. 

tions will not stop this. Every tree injection 
chemical I have used or tested has not 
stopped or prevented root graft infection 
with Dutch elm disease. 

The only way to stop root graft infec-
tions from occurring is to physically or 
chemically sever the roots between the dis-

The purpose of injection is to evenly and 
completely cover the entire crown of the 
tree; especially the two four year old twigs 
and branches. 



The only way to stop 
root graft infections is to 
physically or chemically 
sever the roots between 
diseased and healthy trees. 

eased tree and the healthy tree. 
Root grafts must be taken into account 

when saving elms and be either physically 
broken, the neighboring tree removed, or 
uninfected root-grafted trees must be 
treated as well. If the elms are being moni-
tored two or more times a season, the root 
graft issue can be dealt with after a neigh-
boring tree becomes diseased. There must 
be a genetic similarity in the two elms for 
root grafts to exist. I have found that if 
two different elms are growing close to-
gether and they have very different shaped 
bark, they do not necessarily graft. 
How tree injections work 

Dutch elm disease only grows in the 
current year's xylem (water conducting 
vessels) of an elm. This is because elms 
only use the current year's xylem for trans-
port and they plug last year's xylem with 
tyloses. This also means that any chemical 
injected into an elm will only move in the 
current years xylem. 

The purpose of an injection is to evenly 
and completely cover the entire crown of 
the tree with enough chemical so that if a 
disease carrying beetle happens to feed on 
that tree, the chemical is there to either kill 
the disease spores or not allow the spore to 
germinate. Thorough distribution of a 
chemical in the vascular system of a tree is 
not easy to do and requires the excavation 
of the root flares. This gives a larger sur-
face area in which to put the injection tees. 
Because this tissue is not as rigid as the 
trunk tissue, the chemical spreads out 
more laterally and moves up the tree more 
uniformly than trunk injection. 

As a rule, you install 1.52 injection tees 

per diameter inch. Never drill deeper than 
one inch as this causes unnecessary wound-
ing. A good reference is the pamphlet 
"How to Inject Elms with Systemic Fungi-
cides" from the University of Minnesota. 
Saving diseased elms 

In my experience, none of these chemi-
cals are useful for saving diseased elms. 
However, we get predictably good results 
by using an innovative technique that re-
moves the disease through mechanical 
means. Basically, we physically isolate all 
the diseased tissue from the healthy part of 
the tree. This goes a major step beyond 

just removing the diseased limb; it involves 
understanding how the disease grows in 
the tree and then tracing around all of it. 
This works well because the person doing 
the tracing will know if they can get all the 
disease or not. When we know we have 
gotten all of the disease, we rarely lose a 
tree. However, if the disease has already 
grown into the root system, I know of 
nothing that works. There are complica-
tions in using this procedure when dealing 
with disease that has grown into a co-dom-
inant stem of the elm. A co-dominant 

branch connection is different from a nor-
mal branch in that the vascular tissue is 
connected both at the top and the bottom. 
In a normal branch, the vascular tissue is 
only connected to the trunk at the bottom. 
Thus, if the disease grows directly into a 
co-dominant stem, it will move into the 
other co-dominant stem and grow back up 
the tree. When this situation happens, the 
disease can move fast and be very difficult 
to track down if not caught in time. This 
chainsaw procedure is not that difficult to 
learn, leaves shallow wounds on the tree 
and could save thousands of elms that are 

removed unnecessarily each year. 
Elm injection is a valuable tool for the 

arborist. Its use should be limited to high 
value, irreplaceable elms. The most im-
portant aspect of Dutch elm disease con-
trol is the removal and disposal of diseased 
elms. Without sanitation, this disease can 
spread a very rapid path of destruction for 
elm trees. 

Note: In oak wilt infected White or 
Burr oaks, Ceratocystis fagacearum, I have 
stopped the disease, with no return infec-
tions after 5 years. In numerous trees, the 

cont. on page 21L 

A diseased elm log can produce many thousands of beetles looking for a healthy elm to feed 
on. Notice the streaking of the fungus and the beetle galleries. 





THE OBJECT OF THE GAME 

IS TO GAIH MORE YARDS 

SOUHD FAMILIAR? 

No, you may not have a three hundred 

pound nose guard breathing down your neck, 

but the lawn care business does have some-

thing just as imposing. The callback. And when 

you get hit by it too often, you can lose just 

as many yards. But one application of MERIT® 

Insecticide is all it takes to control grubs and 

callbacks. And fewer callbacks mean more time, 

money and labor you can use to gain more 

yards. For more information, contact Bayer 

Corporation, Garden & Professional Care, Box 

4913, Kansas City, MO 64120. (800) 842-8020. 

http:/ / usagri.bayer.com 

Bayer® 

ALWAYS READ AND FOLLOW LABEL DIRECTIONS 
O 1998 Bayer Corporation Printed in U SA 98S19A0141 
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Chemical action in tree a key 
It is important to note that the EPA, who 

gives a company the label and the legal 
right to sell a chemical, does not require 
that the chemical show efficacy for the uses 
listed on the label. As many people already 
know, it is a "buyer beware" market. Our 
company has found many chemicals ineffec-
tive in treating diseases listed on their prod-
uct labels. I have found this to be especially 
so with chemicals claiming to prevent or 
cure Dutch elm disease. For a chemical to 
be effective at protecting an elm from 
Dutch elm disease, it must possess all the fol-
lowing properties and capabilities: 

• Stay actively fungicidal or fungistatic 
inside the trees vascular tissue for an ex-
tended period of time. 

• Be able to move in the xylem and dis-
tribute itself throughout the crown, espe-
cially in the two to four year old branches 
where the beetle feeds. 

• Be water soluble, stay mobile, and re-
main in the tree in large enough quantities 
to be effective. 

• The chemical must stay in the vascular 
tissue of the tree, and not move into the 
leaves in large quantities. 

• Be able to move into newly-formed 
wood in large enough quantities to give 
multiple years of protection. 

• Not harm the tree by being toxic or 
excessively low in pH. 

Many chemicals have shown at least one 
of these properties; I have found only one 
material that possesses all of these proper-
ties. I have worked with a number of chem-
icals that have been proposed since 1976 
with varying results. 

Thiabendazole (Arbotect 20-S 
& Elmsafe)—Thiabendazole has been 
around since the late 70s. Research done at 
the University of Minnesota in the late 
1970s, supervised by Dr. David French, 
showed that if the original label rate was 
multiplied by 12 times, there was efficacy. 
They built on an earlier discovery that below 
ground, root flare injection, could virtually 
give 100% distribution of the chemical in 
the tree. The fact that Thiabendizole both 
remains chemically stable (does not de-

grade) and is biologically mobile (moves 
into new sapwood); allows for multiple 
years of protection. Thiabendazole is the 
only chemical I have used that has given 
predictable and outstanding results. We be-
lieve the chemical is effective for 2 years. 
We retreat trees every 3 years because we 
want to keep injection wounding to a mini-
mum, however we inspect all of our trees 
late in the 3rd season because 80% of our 
losses become infected at this time. 

We have numerous examples of estates, 
golf courses and neighborhoods that still 
have 95% or more of their original treated 
elms, while next door every elm is dead. 
Our record of accomplishment over the past 
10 years has been a loss rate of less than one 
percent over a three-year period. 

We have found little or no necrosis 

recommend injection as a cure for diseased 
elms. While there has been some success re-
ported, I have personally never saved a tree 
by injection alone. I have caused the symp-
toms to disappear for as long as 2 years with 
Thiabendazole, but in every case, the dis-
ease came back. I have found a method of 
saving elms that works. But only as long as 
the infection has not moved into the roots. 
Even if the trunk is infected. I will describe 
this process using a unique method of prun-
ing later in this article. 

Propiconizole (Alamo)—Was intro-
duced in the early 1990s and has shown 
promise as a material that is easy to inject 
and profitable to use. The recommended 
dose was 5-ml per inch diameter in 1993. In 
1995, they raised the dose to 10-ml per inch 
diameter; now I have heard that the label 

An elm tree being protected with Thiabendizole. 

around the injection wound as long as the 
chemical is properly diluted and the injec-
tion wound is no deeper than one inch. It is 
important to treat healthy trees only. The 
injection process can do great harm to trees 
with root diseases. 

Thiabendazole, like any other treat-
ment, must be used in an appropriate and 
technically accurate way. It prevents insect-
transmitted infections, but not infections 
transmitted through root-grafts. I do not 

rate may be increased to 20-ml per inch di-
ameter. Currently, research is being done 
on this higher rate in hopes that it works 
better than the 5-ml or 10-ml rates. We 
treated over 400 elms with the 10-ml rate in 
1995. Our losses were zero in the first year. 
In the second and third year, our results 
were not very good, as the number of trees 
lost was nearly equal to the surrounding 
community losses. I am not sure this mater-
ial has the capability of moving into new 



To get even and complete distribution in the tree, the root flares must be excavated. 

wood. We will wait to see the results of 
the newest research. 

Copper Sulfate (Phyton 27)— 
Widely used as a flower preservative. My 
experience has shown that the material is 
not water-soluble and is very hard to in-
ject. The manufacturer recommends 
trunk injection, claims it can save trees up 
to 30% diseased, and promotes it for 
many other tree diseases. We used this 
material on about 60 trees in 1986 as an 
informal test in a high disease area. 
There was little or no reduction in disease 
compared to surrounding trees at any 
point after treatment. 

Lignasan—Is still used in parts of 
Canada and the East Coast. I used it for 3 
years in the late 1970s. My experience 
was that it gave 1 year of protection. The 
chemical is very mobile and moves easily 
into the leaves. • 

cont. from page 17L 
disease was stopped and did not return in 
almost every case with 2 exceptions. The 
chemical used was Propiconizole (Alamo) 
at the 10-ml rate. We believe this success 
has to do with the strong ability of these 
types of oaks to compartmentalize infec-
tions. Unfortunately, diseased elms we 

have treated with Propiconizole failed in 
23 out of 23 trees. • 

Tom Prosser is a Consulting Arborist and 
President of Rainbow Treecare in Minneapo-

lis. Rainbow treats more than 5500 elms in a 
three-year period. They claim a consistent loss 

rate of one percent over that period of time. 

|$365 per machine per day! Call your Turfco Dealer for details! 
Aerating lawns is a great way to get your cash flow going as soon as the frost is out 
of the ground. Several major universities have shown that you can also aerate after 
pre-emerge barriers are down. Ask your Turfco Dealer for the consumer mailers to 
help you sell aeration to your customers! 

TURFCO ITurfco Mfg. Inc. 1655 101st Ave. NE • Minneapolis, MN 55449-4420 
(612)785-1000 • FAX (612) 785-0556 
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You've known for quite a few years that CHIPCO® RONSTAR® herbicide is the most valuable tool you have for keeping 

tough broadleaf and grassy weeds out of the turf and ornamentals you care for. But, did you know that this proven 

performer is now available as a sprayable formulation in two convenient sizes that are ideal for big or small jobs? 

It's true. CHIPCO*RONSTAR® is now available in both one and one-half ounce and one -pound water soluble packages. 

That means that you can keep crabgrass, goosegrass and more than 20 other broadleaf and grassy weeds out of sight 

Rhone-Poulenc Ag Company, 2 T.W. Alexander Drive, Research Triangle Park, NC 27709. CHIPCO and RONSTAR are registered trademarks of Rhone-Poulenc. Roundup is a registered 



i m 

ism 
all season long no matter how much g round you have to cover. And the new water soluble packaging means that 

you can now tank mix CHIPCO® RON STAR" w i th Roundup® for use as a directed spray on landscape beds and other 

non-turf areas. Of course, you ' l l still get all of the o ther CHIPCO* RONSTAR® advantages, like no root p run ing , no 

leaching, and season-long p ro tec t ion f r o m just one spr ing app l ica t ion . This year, keep l j X K T 

your customers satisfied w i t h CHIPCO® RONSTAR* herbic ide in t w o easy-to-handle sizes. RONSTAR 
trademark of Monsanto. As with any crop protection chemical, always read and follow instructions on the label. ©1997 Rhone-Poulenc Ag Company (rP RHONE POULENC 



Two-person teams from across the U.S. competed in deck building. 

nity to visit, and set up inter-
views, at the 90 booths set up 
by landscape companies in the 
Raleigh Convention Center. 
The second day they displayed 
their landscaping skills at a vari-
ety of competitive events at 
nearby North Carolina State 
University. 

"I'm looking for some young 
people that have the potential 
to move into management," said 

just show up once, and recruit. 
You have to build your pro-
gram, and hopefully the young 
person you hire has a good ex-
perience and the word gets out 
to other students." 

Tom Pruett, president of La-
nArc, a landscape company lo-
cated in Raleigh, said he was 
looking for a designer/sales per-
son. "If we could get the right 
person, it would free up some 

Go-go economy gives green industry students 
lots of choices at record-breaking event in 
Raleigh, NC 

By R O N H A L L / M a n a g i n g E d i t o r 

John Gachina seeks 
quality interns. Here's a plug for the 

23rd Annual ALCA 
Career Days. It's al-
ready set for next 

March. That's right, March 18-
21, 1999, in Lexington, KY. 

If your landscape company 
needs bright, enthusiastic 
young people, plan to attend. 
You may even want to help 
out. ALCA is always looking 
for volunteers and sponsors for 
Career Days. 

The event's purpose is sim-
ple. Landscape companies 
come looking for employees. 
Not laborers but young people 
with the ability and desire to be 
crew leaders, designers, poten-
tial managers, young people 
looking to make landscaping 
their careers. 

Students come to Career 
Days to compete (see sidebar) 
but mostly seeking opportunity. 

That's exactly what hap-

Mike Cooper spon-
sored irrigation. 

Dean Snodgrass in-
terviewed hopefuls. 

John Gachina, CLT, CCLP, of 
Gachina Landscape Manage-
ment, Menlo Park, CA. "My 
company continues to grow and 
we have to keep getting good 
people. That's not so easy to do. 
We're all competing for these 
good employees." 

Gachina, a con-
tractor for 24 years 
and the owner of 
his own landscape 
company the past 
10, attended his 
third Career Days. 
He helped oversee 
and judge the irri-
gation competition. 

"You have to 
Michael Currin, right, Greenscape, Holly keep with this pro-
Springs, NC, and son Daniel at Career Days. gram," Gachina 

added. "You can't 

pened again in March in 
Raleigh, NC. About 600 stu-
dents from across the United 
States got an opportunity to 
meet with 300 landscape pro-
fessionals, representing just over 
100 companies. The first day 
gave the students the opportu-



Lebo Newman, center, Redwood Landscaping, Santa Rosa, CA, talks 
about career opportunities with Janet Burk, Richland College, Dallas. 

of my time. I think it would 
take our company to next 
level." 

Dean Snodgrass flew from 
Portland, OR, with an eye to 
hiring production people with 
the ability to be crew leaders for 
Dennis' Seven Dees Landscap-
ing. "Hopefully, we can find 
some young people who can 
move up to foremen pretty 
quickly. We had three good in-
terviews, and took some re-
sumes," he said. 

Michael Currin, president of 
Greenscape, Holly Springs, NC, 
said his company needs "lead 
people and design people." He 
also hoped to attract summer 
interns to his growing company. 

A number of the compa-
nies at the annual Career Days 
offered internship programs to 
attract young talent. These pro-
grams provide young people 
with valuable industry experi-
ence and training. It also gives 
both the companies and interns 
that they hire a couple of 
months to assess each other. 

Bland Landscaping, Inc., 
Apex, NC, for instance, adver-

Michigan State's Bob Barkham 
did well in irrigation event. 

tised that it takes two or three 
interns at a time. 

"Students will have a de-
partment manager assigned to 
them throughout their intern-
ship. The manager will be re-
sponsible for overseeing the 
student's progress and develop-
ment within each department," 
said literature from Bland 
Landscaping. "Each student 
will have the opportunity to 
sample a department for a pe-
riod of no more than a month." 
Departments include: commer-
cial maintenance, floriculture, 
commercial installation, resi-

dential maintenance among 
others. 

John Gachina's company 
offered a similarly rewarding 
program, promising to give stu-
dents "a real taste of what it 
means to be involved in an 
award-winning company." 

This year's Career Days, 
with unemployment so low 
and landscaping companies 
hungry for young talent, must 
have seemed like a smorgas-
bord of opportunity, for partici-
pating students. • 

Californians 
take top 
honors 
Dave Bakke, a student at Cal 
Poly-Pomona, was the Num-
ber 1 Superstar at Career Days 
after all the competition had 
been completed. Jason Green, 
Cal Poly-San Luis Obispo, was 
second and Jeremy Parker, 
Virginia Tech, third. 

Cal Poly, San Luis-Obispo 
took team honors earning the 
Robert Callaway Trophy, fol-
lowed by Cal Poly-Pomona 
and Colorado State University. 

Students from these 
schools competed too: 
Auburn, Brigham Young, 
Cincinnati State Technical 
and Community College (CC), 
Clackamas CC, Columbus 
State CC, Cornell, Cuyahoga 
CC, Dakota Technical, Hinds 
CC, Illinois Central. 

Joliet Junior College, 
Louisiana State, Meridian CC, 
Michigan State, Milwaukee 
Area Technical, Mississippi 
State, North Carolina State, 
North Metro Tech, Ohio 
State, ATI, Oklahoma State, 
Oklahoma State-OKC, Ore-
gon State, Penn State, Rich-
land College, Sandhills CC. 

Shasta CC, Southeast Tech-
nical, Spokane CC, SUNY 
Cobleskill, SUNY Delhi, Ten-
nessee Tech, Arkansas, Illi-
nois, Kentucky, Maryland, 
Tennessee, Virginia Tech, 
Western Texas. • 



Blueprint for 
Y^JJ U^J P2M 

By L A R R Y S M A L L 
dvertising is a tricky thing. 
What catches the eye and 
what pricks the ears is sub-
jective at best. And, yet 
every day—in our living 
rooms watching television, 

Jin our cars listening to the 
radio, at work reading the newspaper, in a 
doctor's office where we pick up a maga-
zine in the waiting room—we are bom-
barded with thousands of images, each one 
vying for our attention, and trying to con-
vince us to spend our hard-earned dollars. 

Some of these 
images work and 
some don't. 

Understanding 
this tricky and sub-
jective equation can 
seem daunting. But 
this understanding is 
essential for every 
member of the lawn 
maintenance indus-

Small: Millions seek . n , 
try, especially when 

landscapers. , , __ 
each year, nearly 36 

million references are made to the "Lawn 
Maintenance" heading in the Yellow Pages. 

The "Landscape Contractors" heading is 
referred to 38.3 million times every year. 

According to a recent usage survey: 
18 percent of American adults refer to 

the Yellow Pages every day; 
-the average adult refers to the Yellow 

Pages an average of 1.8 times a week; 
-there are 18.6 billion Yellow Pages ref-

erences made every year. 
In 52 percent of references, consumers 

have no name, or two or more store or 
business names in mind, and report that 
what they see and read in a Yellow Pages ad 
will influence which business they choose. 

Customers are using the Yellow Pages 
when they're in the need of landscaping or 
lawn maintenance. But what makes a per-
spective client chose one Yellow Pages ad 
over another? Here are some tips to creating 
a successful Yellow Pages ad: 
Ad f l ow and design. 

A successful ad design draws the 
reader's eye directly to the ad. Keep the 
reader's eye heading directly toward the 
business' phone number. Vary the size of 
the type to keep the reader's interest and 
don't use a type style that is too ornate or 
distracting. Highlight with reverse type, es-
pecially for the company name and phone 
number. Make sure your ad is clean, un-
cluttered and easy to read: make use of 
"white" (empty) space. 
Headline and copy 

A successful headline is catchy and 
draws readers to your ad. Make your head-
line funny or bold or in the form of a ques-
tion. Make your headline act as a quick 
identification for customers referred to your 
business. Identify the single most important 
feature of your business that sets you apart 
from the competition and highlight it. 

Because you are competing for the 
reader's attention as well as for space, keep 
your copy succinct and to the point. Em-
phasize the benefits of your product or ser-
vice. Specify brand names and areas of spe-
cialization and emphasize information that 
sets you apart from the competition. Give 
special attention to your phone number. 

Color & logo 
When used, color can enhance 

your ad and creatively illustrate your prod-
uct. 

If you have a distinctive log, use it to 
gain attention for your ad. This also en-
courages people to associate your logo with 
your business. 
Illustrations, borders 

An illustration is one of the most effec-
tive ways to attract attention to your ad. 
Use large, graphically pleasing images. Use 
an illustration to break the border for 
added visual interest and appeal. Illustra-
tions should always point to your ad, not 
your competitor's ad. 

Borders can be very effective, especially 
if all of the other ads on the page use a 
bold or a hairline border and you choose 
the opposite. 
Spot color, process color, white knockout 

These pages capture attention regard-
less of ad placement on the page; the illus-
trations look more realistic. Ads that use 
these techniques make strong statements 
and stress unique selling points. These ads 
can also convey prestige. 

With the average adult referring to the 
Yellow Pages about 1.8 times a week, and 
with almost 19 billion Yellow Pages refer-
ences made every year, advertising in the 
Yellow Pages is clearly a must for any suc-
cessful lawn or landscape business. • 
—The author is vice president marketing ser-

vices, Yellow Pages Publishers Association. 
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The Irrigation Innovators 

Get all the details in Hunters 
Contractor Rebate Booklet. 
Call for a copy today: 800-733-2823. 
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1940 Diamond Street • San Marcos, CA 92069 Fax: 760-471-9626 • www.Hunterlndustries.com 

PROFESSIONAL 
CONTRACTOR 
R E B A T E 

P R O G R A M 

EASY MONEY 
Pick up some Easy Money by participating 
in Hunter's Contractor Rebate Program. 
You'll earn cash back each time you 
purchase Hunter's popular sprays, valves 
and controllers. Use the SRC, SRV and 
SRS on all residential sites. Upgrade to 
Hunter's new ICC and ICV on commercial 
jobs. Every purchase means money back! 

Here's How The Program Works: 
• Earn Rebates from March I 

to July I. 1998. 

• Fill out rebate claims at your 
local distributor. 

• Get cash back from Hunter. 
• It's that easy! 

http://www.Hunterlndustries.com


Take The First Step 
To a More Successful Year 

Call for a Free 1998 Hunter Products Catalog 

Stay on top of new technology and new landscape 
irrigation products with the 1998 Hunter Catalog. 
It's a valuable reference guide with detailed information 

on Hunter rotors, sprays, valves and controllers. 
Product sections feature performance charts, operating 

specifications and helpful installation tips. And there's 
date information on Hunter's new ICC universal 

controller - expandable from eight to 48 
stations with easy, snap-in modules. 

You'll also find updates on 
/fcX Hunter's full range of rotary 

sprinkler products. 

Hniitei 
T h e Irr igat ion Innovators 

Get your FREE copy 
today. Contact Hunter 

toll free at 800-733-2823 
or send a request on your 

business letterhead to Hunter. 
Fax:760-471-9626. 
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ASSOCIATION NEWS 

Petelle leads OLCA in '98 
Carl Petelle, Leisure Lawn, West Camollton, Ohio, president of the 

Ohio Lawn Care Association, says the association plans to offer members 
more for their membership dollar. "We want to offer further education 
opportunities in agronomics and business," says Petelle. OLA's 1998 offi-
cers: vice president, Made Grunkemeyer, Buckeye Ecocare, Dayton; sec-
retary/treasurer, Fred Schillinger, Turf Doctor, Mt Vernon. Board mem-
bers: Gene Pool, Emerald Green; Don Gallagon, Buckeye Power Sales; 
Bill Gutter, TurfGard Co.; Doug Hague, Lawn Classics; John Lucas, 
Lucas Lawns; and Joe Popovic, Firelands Lawn & Landscape Co. • 

[LM EXCLUSIVE INTERVIEW] 

Write to 'President Gore' urges PLCAA's Delaney 
Professional Lawn Care 

Association of America execu-
tive vice president Tom De-
laney, in an exclusive interview 
with L a n d s c a p e M a n a g e m e n t , 

urged PLCAA members and 
other Green Industry profes-
sionals to act now to prevent 
the Environmental Protection 
Agency's Food Quality Protec-
tion Act from removing useful 
control products from sup-
plier's shelves. 

The Food Quality Protec-
tion Act substantially changes 
the way pesticides are evalu-
ated for their alleged—but still 
unproven—health effects. 

"If you're not worried now, 
you're going to be worried 
later," said Delaney to mem-
bers, and suggested that many 
lawn care applicators feel that 
the EPA will select only certain 
products for removal. The dan-
ger, reminded Delaney, is that 
the EPA's "Risk Cup" assess-
ments apply to classes of pesti-
cides, not just formulations. 

Delaney suggested that let-
ters also be written to Vice 
President Gore, who, as De-

laney described it, supports 
EPA, and "wants to be president 
someday." According to De-
laney, Gore has also suggested 
the EPA's Carol Browner would 
be a good vice presidential candi-
date, though not necessarily in an 
Al Gore administration. 

Voter realization of Gore's 
role in support of the potential 
product purge, suggested De-
laney, could dim Gore's hopes 
for life in the White House. 

"[FQPA] doesn't stop and 
start with the insecticides," said 
Delaney. "Right now, it's the 
organophosphates; then come 
the carbamates, then, who 
knows what else." 

Delaney told LM that the 
concern he sees among control 
product manufacturers over 
the potential upshot of FQPA 
is unprecedented. 

"The manufacturers have 
the biggest push on this, bigger 
than anything I've ever seen 
before. To some of them, this 
is 'do or die,' as far as contin-
ued use of current products." 

Manufacturers, said De-
laney, are using lobbying, let-

ALCA's new leaders 
Cynthia Peterson, CCLP, McCaren Designs, Inc., is president 

of the Associated Landscape Contractors of America this year. 
Other officers include: president-elect, Steven Glover, CLP, L&L 
Landscape Services; secretary/treasurer, Emily Thompson, ET 
Sales, Inc.; immediate past president, Judson Griggs, Lied's Land-
scape Design & Development. 

Directors: Rick Doesburg, CCLP, Thornton Gardens, Inc.; 
Dale Elkins, CLP, ISS Management Services; Kurt Kluznik, 
CCLP, Yardmaster, Inc.; Gary Mangum, CLP, Creative 

Plantscapes, Inc.; Wayne 
Richards, CCLP, Cagwin & 
Dorward Landscape Contrac-
tors; Drew St. John, II, CLP, 
St. John & Associates; associ-
ate director: Gary Thornton, 
CCLP, Thornton Computer 
Management Systems; execu-
tive director: Debra Holder, 
ALCA; state association mem-
ber: Barbara Scheibe, Wiscon-
sin Landscape Contractors 
Association 

Serving on the Exterior 
Landscape Council: chairper-
son, David Luse, Arteka Cor-
poration; chairperson-elect, 
Dale Elkins, CLP, ISS Land-
scape Management Systems; 
vice chairperson, Kurt Kluznik, 
CCLP, Yardmaster, Inc. 

Members: Bob Grover, 
CLP, Northwest Landscapes 
Industries; Don Jarratt, Rup-
pert Landscape Company, 
Inc.; Eric Keesen, CLP, Allen 
Keesen Landscape,Inc.; Chris 
Kujawa, CCLP, Kujawa Enter-
prises, Inc.; Ed Laflamme, 
CCLP, Laflamme Services, 
Inc.; Michael Rorie, Ground-
masters, Inc.; Drew St. John,II, 
CLP, St. John & Associates • 

ters and postcards to get their 
customers to call or write to 
their legislators. Politicians too, 
said Delaney, are beginning to 
wonder how much the EPA 
will continue to flex its legisla-
tive muscles. 

"Republicans have been 
scared [of EPA activity relative 
to FQPA], but now, even de-
mocrats have been sending let-
ters to EPA. The EPA has too 
much latitude," said Delaney, 
who asked rhetorically whether 
politicians have lost their voice. 

"Is the EPA so powerful," 
Delaney wondered, "that they 
can thumb their nose at Con-
gress?" 

The Alliance for Environ-
mental Concerns, Inc., 
(AEC),Warren N.J., and other 
associations such as Responsi-
ble Industry for a Sound Envi-
ronment and the Golf Course 
Superintendents Association of 
America have also urged mem-
bers to contact their represen-
tatives in Washington, to let 
them know how FQPA will af-
fect business operations. • 



With MERIT® Insecticide at the heart of 

your ornamental insect control program, you can 

have unsurpassed control throughout the season 

with just one application. Unlike other insecticides, 

which require 

several foliar sprays, MERIT can be applied as a drench or 

injected into the soil where it's translocated from the root 

system to the rest of the plant. This systemic action 

keeps MERIT 

in the plant 

to provide unsurpassed control of ornamental pests 

from spring throughout the summer. Protection that 

isn't subject to wind drift, and isn't washed off in 
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the rain or broken down by the sun's rays. And when it 

comes to reducing environmental impact, MERIT 

reduces exposure to the applicator, bystanders, pets 

and wildlife. 

To find 

out more, contac t Bayer Corpora t ion , Garden & 

Professional Care, Box 4913, Kansas City, M O 64120. 

(800) 842-8020. http://usagri.bayer.com 

And stop 

using orna-

mental insecticides that only work 

on occasion. 

N OW YOU CAN ADD ORNAMENTAL INSECTICIDE APPLICATION 
TO THAT LIST OF THINGS THAT HAPPEN JUST ONCE A YEAR. 

http://usagri.bayer.com


The landscaping at the new $1 billion 
Getty Center flows with the construc-
tion details of the world-class facility. 
The elements of landscaping and ar-
chitecture unite to create a seamless 

design. 
Eighty-six acres of landscaped gardens and ter-

races, including the Central Garden designed by 
artist Robert Irwin, provide sweeping views of 

the Los Angeles basin, the 
mountains, the ocean, and 
the surrounding 600 acres 
preserved in their natural 
state. 

Architect Richard 
Meier collaborated with 
landscape architects 
Emmet Wemple, Laurie 
Olen and Dan Kiley to de-
velop a master plan for the 
landscape that, according 

to Meier, "is, in some ways, as important as the 
buildings themselves." 

The design naturally invites visitors to wander 
indoors and out, exploring galleries and gardens 
alike. The plan encourages visitors to come and 
go as they please, making their own routes, and 
pausing in the courtyard to listen to a fountain. 

Inspired by the garden traditions of California 
and the ancient Mediterranean, the landscaping 

Getty project 
a mountain 
masterpiece 

contributes to the Center's mix of ancient and 
modern artistry. Visitors are surrounded by recur-
ring colors, textures and scents. 

Under the direction of the design team and 
grounds superintendent Richard Naranjo, the 
landscape will evolve, "with the intent of creating 
an intimate, ever-changing tableau that enhances 
the visitor's experience of the Getty's artistic and 
educational mission," says Meier. 
The v i ew 

Perhaps the most important element of the 
Getty Center is its hilltop site in the Santa Mon-
ica Mountains, just off the San Diego Freeway. 
From there, visitors can take in prominent fea-
tures of the Los Angeles landscape—the Pacific 
Ocean, the snow-capped San Gabriel Mountains, 
the vast street-grid of the city, the Palos Verdes 
peninsula, plus sunsets over the Pacific Ocean. 

Inspired by this interplay, architect Richard 
Meier sought to design the new complex "so that 
it highlights both nature and culture," he says. 
The bu i ld ings 

When approached from the south, the mod-
ernist complex appears almost to grow from the 
110-acre hillside. Two three-car, computer-oper-
ated trams ferry visitors from street-level parking 
to the hilltop site. The campus, clad largely in 
cleft-cut, Italian travertine, is organized around a 
central arrival plaza, and offers framed panoramic 
views of the city. The Getty Center's six build-
ings follow a natural ridge in the hilltop. Working 
with this natural topography, Meier's plan sug-
gests a connection between the organization of 
the Center and the layout of the city's grid. Gal-
leries, offices and the Auditorium lead out to 
courtyards and terraces; all offices receive natural 
light. Because the Getty's neighbors requested 
that the complex be no more than two stories 
above grade, all of the buildings extend under-
ground and are linked with subterranean corri-
dors that facilitate the moving of artwork and 
other materials. 
Stones 

The use of stone—1.2 million square feet of 
it—is perhaps one of the most remarked-upon el-
ements of the new complex. "This beige-colored, 
cleft-cut, textured, fossilized travatine catches the 

cont. on page 34L 
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>JOB TALK 

cont. from page 32L 

bright Southern California daylight, re-
flecting sharply during morning hours 
and emitting a honeyed warmth in the 
afternoon," according to Meier. 

The 16,000 tons of travatine used in 
the project were quarried in Bagni di 
Tivoli, Italy, 15 miles east of Rome. Split 
along its natural grain, detailed impres-
sions of leaves, feathers, fish, and shells 
can be seen in the Canter's travatine; one 
particularly unusual piece holds the fos-
silized remains of a deer antler. Meier 
and his staff worked for a year with the 
Bagni di Tivoli quarries to invent a "guil-
lotine" process that would result in a 
rough, textured finish. "About a dozen, 
of these stones," Meier explains, "are in-
corporated into the regular grid for a 
change of scale and color—to break 
things up—and mark a key point." 

Travertine panels cover not only the 
retaining walls and the bases of all build-
ings, but also serve as paving stones for 
the arrival plaza and Museum courtyard. 
Dramatic arr ival 

Upon entering the front gate, visitors 
may notice the groves of sycamores 
planted by the entryway. The trees are 
meant to evoke the Getty Villa in Mal-
ibu, whose Canyon Drive entryway is 
also lined with sycamores. 

The Lower Tram Station introduces 
visitors to the lush plantings that await 
them at the top of the hill. Beyond the 
station, picnickers can lounge on the 
grass, shaded by white-flowering wisteria 
on a lavender-colored trellis. Purple blos-
soms hang from the jacaranda trees, 
while across the tramway, a row of crepe 
myrtles bloom white. Through the leafy 
screen of a California pepper tree grove, 
one can see a view of the Getty Center. 

From the tram, visitors can see the 
more than 8,500 native oak trees planted 
in rows on the hillside; deer, birds and 
other local wildlife are sometimes visible 
there as well. The hillside's ground layer 
has been planted with poverty weed, 

local chaparral and shrubs, in order to 
prevent erosion and fire and to preserve 
the natural environment. More than 100 
Italian stone pines are planted along 
Getty Center Drive. The grid pattern of 
the oak plantings sets the tone for the or-
ganic order of the architecture on the 
hilltop. 

Four tall stone pines stand at the cen-
ter of the open Arrival Plaza. In years to 
come, these pines, which will be 
trimmed flat so as not to 
obstruct views from other 
points of the Center, are 
expected to produce a 50-
to 60-foot wide canopy 
that will shade visitors from 
the Southern California 
sun. To the north, toward 
Mt. St. Mary's College, 
Aleppo pines appear just 
beyond the travertine wall; 
they are expected to reach 
60 to 70 feet in height. 

Along the left side of 
the Museum steps, water cascades down 
into a fountain. A bed of blue-flowering 
ceanthos and rosemary follows the 
water's path, tumbling down, to and 
over the lower wall. Visitors ascending 
the stairs to the Museum catch glimpses 
of the foliage through portals in the 
travertine wall. 

The cooler temperature of the cam-
pus' north side is reflected in the cooler 
colors of the plantings—pale greens, 
blues, purples and grays being the domi-
nant hues. On the north side, in be-
tween the grass-covered helipad and the 
Auditorium, a series of terraces serve as 
shaded, outdoor "rooms"—separated by 
trimmed hedges and Italian stone 
pines—from which to observe the hill-
side and the southern face of the Getty 
Center. 

At the Auditorium Plaza, a stand of 
purple- and white-flowering jacarandas 
echoes the colors of the Lower Tram Sta-

tion. In the cool, shady "canyon" between 
the North and East Buildings, tree ferns, 
tall kantia palms, and Asian jasmine 
groundcover create a lush palm court. 
The East Building features its own out-
door courtyard—an open lawn shaded 
with flowering trees—where staff can 
gather and eat lunch. The walkway be-
tween the North and East Buildings to 
the Museum is connected by an "aerial" 
hedge of white crepe myrtle, Spanish 

lavender and star jasmine, all 
of which accent the colors 
and scents of the campus. 

The star jasmine that bor-
ders the North Building 
walkway ends at the Mu-
seum's entrance with a grove 
of California sycamores. In-
side the Museum courtyard, 
graceful Mexican cypress 
trees hang over the 120-foot 
linear fountain. A small grove 
of camphor trees rises from 
the dark green phittosporum 

groundcover. Come spring, hundreds of 
yellow daffodils will bloom here. Boston 
ivy climbs up one of the pavilion's trava-
tine walls from a bed of fragrant jewel 
mint. 

On the Museum's South Terrace, 
near a trellis covered with classic Califor-
nia red bougainvillea and hundreds of 
birds of paradise (Los Angeles' official 
flower), visitors can take in views of the 
city—a cactus garden is located at the 
southern end of the courtyard, the 
hottest and driest point on the Getty 
Center campus. Here, the warm yellow-
orange of the agave and fresh green of 
the cacti are positioned to remind visi-
tors of the desert environment from 
which Los Angeles has grown. 
Restaurant/Cafe and Upper Central 
Garden 

Located to the west of the Museum 
entrance, the Restaurant and Cafe build-

cont. on page 36L 

The warm yel-
low-orange of 
the agave and 
fresh green of 
cacti remind 
visitors of 
LA's desert 
environment. 
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cont. from page 34L 
ing is set apart by a distinctive; lavender-
colored trellis covered by white-bloom-
ing wisteria. Beside the trellis, at the 
Restaurant Terrace, diners can enjoy the 
shade of leafy London plane trees. Dur-
ing the winter, these deciduous trees 
allow sunlight in to warm the setting. 

They were chosen for this location, in 
part, because they are close 
relatives of the sycamores 
planted at the Getty Center 
entryway and the Museum 
entrance. This theme con-
tinues in a line of sycamores 
that extends from the 
Restaurant Building to the 
Central Garden. 
Central Garden 

Robert Irwin's 134,000-
square-foot Central Garden 
was commissioned by the Getty Trust as 
a work of art. The garden offers visitors 
constantly changing experiences, condi-
tioned by the weather, the hour of day, 
the time of year, and the use of seasonal 
plants. A tree-lined walkway traverses a 
stream planted on each side with a vari-
ety of grasses and gradually descends to a 
plaza where bougainvillea arbors provide 
scale and a sense of intimacy. The stream 
continues through the plaza and ends in 
a cascade of water over a stone waterfall 
or "chadar," into a pool in which a maze 
of azaleas floats. Around the pool is a se-
ries of specialty gardens, each with a va-
riety of plant material. All of the foliage 
and materials of the garden have been 
selected to accentuate the interplay of 
light, color and reflection. While Irwin's 
plan for the garden sprang from the 
powerful, controlled geometries of the 
architecture and from the site itself, he 
conceived the garden as a "conditional" 
work of art: In contrast to the more sta-
tic nature of the buildings, the Central 
Garden is always in flux. 
Water Gardens 

The sound and movement of five dis-

L a n d s c a p e m a n a g e m e n t 

tinct fountains and water features are at 
the heart of the architecture of the Getty 
Center. In addition to heightening the 
visitor's sensory experience, the location 
and design of each fountain and water 
feature is geared towards accentuating an 
important axis running through the site. 

• The first water feature encountered 
by visitors is the cascading 
waterfall alongside the 
grand stairway connecting 
the Arrival Plaza to the Mu-
seum Entrance Hall. The 
water flows directly into a 
long narrow pool, built so 
shallow as to seem an exten-
sion of the Plaza floor. 
Within that pool, fountain 
jets shoot streams of water 
directly upward, creating a 

soothing sound which, Meier explains, 
"helps create the sense that one has in-
deed arrived in a refreshing place." The 
placement of this fountain is in perfect 
alignment with both fountains in the 
Museum Courtyard and the center of 
the round Museum Entrance Hall. 

• In the Museum Courtyard, 46 jets 
shoot streams of water from right to left 
forming perfect arcs over the 120-foot 
linear basin, situated beside a row of 
Mexican cypress trees. The eye is di-
rected both to the left edge of the foun-
tain, which is the center axis of the site, 
and back along that same elongated line 
to the center of the large boulder foun-
tain, whose center is in perfect alignment 
with the center of the Museum's circular 
entrance hall, the linear basin's edge, and 
the edge of the cascading fountain at the 
Arrival Plaza. 

• In the tradition of Asian gardens, 
the boulder fountain at the south end of 
the Museum Courtyard is part sculp-
ture, part reflection. The circular pool, 
with its sculptural boulders and "playful" 
water, is meant to contrast with the geo-
metric design of the surrounding archi-

tecture, yet is placed not only on the 
center line to the Museum, but also the 
axis to the Scholar offices in the Re-
search Institute. 

Each boulder comes from Columbia, 
Calif., the heart of gold country, and was 
hand-picked by a design team that in-
cluded Meier and the main landscape ar-
chitects, Hickok and Olin, and staff 
members of the Getty. Blown smooth 
by the heavy blasting of old gold mining 
techniques, each rock was chosen for its 
sheer sculptural form, as a contrast to 
the rough textured grids of travertine 
stone. A calm pool reflects the curvature 
of the West Pavilion, outside the circular 
divide that separates it from the splash-
ing waters of the fountains. Travertine 
blocks, spaced across the water like lily 
pads, form a floating bridge; with the 
water's surface less than half an inch 
from the edge of each block. 

• Tucked between the East and 
South Pavilions, a smaller boulder foun-
tain rests at floor level, almost an exten-
sion of the East Pavilion's lobby. 

• The final water feature is located 
west of the Museum entrance, at the top 
of the Central Garden. It begins with a 
travertine headstone, designed by Meier, 
where a constant flow of water rises as if 
from an eternal spring. The water runs 
down the front of the headstone and 
along a dramatic chute, finally emptying 
into a hole that delivers the water to the 
Irwin's Central Garden. From below, the 
water trickles into a grotto of chiseled 
travertine. The extra-rough texture of 
the large dome shape "recreates the tran-
quil sounds of springtime rain," accord-
ing to Meier. Aligned perfectly with the 
centerline through the Central Garden, 
the fountain not only connects the gar-
den to the buildings, but serves as the 
source of its own stream. 

An intimate, 
ever-changing 
tableau that 
enhances the 
visitor's expe-
rience. 



Made 
FOR T H E . _ shade 
There are woody plants that do well in partial 
shade and those that prefer full shade. Most 
varieties do best in partial shade conditions. 

By S T E V E N G U S T A F S O N , P h . D . 

Good landscape design takes its clues from nature. 

A forest is a good model of plants growing in a shade 
environment. A forest consists of the overstory and the 
understory of living plants. Dominant trees compose 
the overstory providing various degrees of shade. The 

understory consists of smaller tree species, shrubs, vines and 
groundcovers (annuals and perennials). 

Understory plants are well suited to conditions beneath the 
much larger dominant trees. Environmental factors such as the de-
gree of shade, soil moisture and soil pH determine which plants 
thrive in a particular understory. These same factors help deter-
mine which plants will grow well in a manmade landscape. 

In horticulture we often use the terms partial and full shade. Full 
shade defines an area that receives no direct sunlight. Partial shade 
refers to an area that receives filtered sunlight or some full sunlight 
part of the day, and less or none at other times. There are plants that 
do well in both, but more that do well with partial shade. 

That's why it's so important to do a careful site analysis before 
determining which plants to put in a particular area. The site may 
be sunny when you visit the site, but receive shade most of the 
rest of the day. Or it may receive just morning or afternoon shade. 
In a site analysis, take into account other factors like like topogra-
phy and pertinent architectural features of the adjacent 
building(s). Be aware of microclimates in the planting area you se-
lect. They're a product of geographical orientation and anything 
affecting exposure to prevailing weather and exposure to the sun. 

Equally important to the process of determining plants for a 
particular landscape is your "customer needs" analysis. Consider 
the needs, desires and tastes of your clients, whether they're land-
scape clients or members of your golf course. This includes the use 
of the area, specific preferences, and the amount of maintenance 
the plants will require after planting. 

—The author is horticulturist and grounds manager at 
The University of Tennessee, Martin. 

Trees that generally do well in shade. Check with local 
nurseries or extension service for new, popular cultivars. 
Scientific name Zones Common name 
Acer circinatum 1-6 vine maple 
Acer palmatum 5-8 Japanese maple 
Acer pennsylvanicum 3-8 striped maple 
Alnus sp. 2-7 alders 
Cercis canadensis 4-9 eastern redbud 
Corn us sp. 1-9 dogwoods 
Corylus sp. 4-9 hazels 
///ex sp. 3-8 hollies 
Podocarpus macrophylla 4-9 yew pine 
Thuja occidental lis 5-9 arborvitae 
Tsuga sp. 3-8 hemlocks 

Shrubs that generally do well in shade. Check with local 
nurseries or extension service for new, popular cultivars. 
Scientific name Zones Common name 
Berberis sp. 5-8 barberry 
Euonymous japonicus 7-9 evergreen euonymous 
Fatsia japonica 8-10 fatsia 
///ex sp. 3-8 hollies 
Ligustrum sp. 3-7 privets 
Lonicera sp. 5-7 honeysuckles 
Nandina domestica 6-9 heavenly bamboo 



3 x 3# program 
conn 

Crabapple trees on this 
program stayed green and 
healthy looking, with little or 
no leaf yellowing or defoliation. 

By P A U L C . P E C K N O L D / 
P u r d u e U n i v e r s i t y 

t's not too early to begin plan-
ning your spray program for 
apple scab of crabapple, espe-
cially after five or six consecu-
tive years of epidemic scab. 

We suggest you use Banner Jjfl 
fungicide in a "three-by-three" 

(3 x 3) spray program. 
Why three sprays? 
All spray programs should strive to be 

as minimal, efficient, and efficacious as 
possible. The challenge with landscape 
plants is to determine the fewest number 
of sprays that will provide the most "aes-
thetically acceptable" disease control; real-
izing that perfect scab control is not 
needed for landscape crabapples. Over the 
past number of years we have field-tested 
both a 2-spray and 3-spray program for 
season-long control of apple scab on 
crabapples. While the 2-spray program 
generally gave acceptable early season scab 
control, it often resulted in poor mid- and 
late season control; trees on the 2-spray 
program frequently showed light to mod-
erate leaf yellowing and defoliation by late 
July. However, the 3-spray program has 
proven to be very reliable in providing sea-
son-long control of scab. In all years tested 
(most of those being epidemic years for 
apple scab), trees on the 3-spray program 
remained green and healthy appearing 
with little or no leaf yellowing or defolia-

tion at the time final evaluations were 
made, generally in late August or Septem-
ber. Scab lesions did develop during the 
latter part of summer on trees treated with 
the 3-spray program, but never to the ex-
tent of causing significant defoliation. 
Why a three week interval? 

In those years when we attempted to 
stretch the interval from 3 to 4 weeks the 
program was a distinct failure. For exam-
ple, the percent of leaf scab jumped from 
10 percent to nearly 80 percent by late 
June, when a four week rather than three 
week interval was used in our early field 
trials. Growers are advised to mark their 
calendar with three week intervals 
and "stick to it", being sure not to 
stretch the interval. 

In those years when infection pe-
riods are few, you could get away 
with stretching the interval between 
sprays or using just two sprays. 
However, a primary benefit of the program 
is that it takes the guessing out of scab con-
trol. it's a "no-brainer"; you simply spray 
when the calendar tells you to spray. 
Why begin at pink? 

The first spray should be applied at the 
phenological pink stage, just prior to 
bloom. We recommend early pink if wet 
conditions have predominated before pink; 
however, if conditions have been dry, late 
pink is preferred. On average, the pink 
stage of tree phenology coincides with the 
time primary scab spores are at their peak. 
Before pink, there would be the probabil-
ity of too much scab coming in later in the 
season, while if sprays are started after 
pink, there is the risk of having so much 
primary scab build-up you could never 
bring it under control. Trials in which the 
initial spray was delayed until petal fall 
showed severe cluster leaf scab before the 

initial spray was even applied, and much 
defoliation by late summer. 
Why Banner? 

The excellent curative abilities of the 
new sterol demethylation inhibitor (DMI) 
fungicides have allowed us to stretch spray 
intervals and reduce the number of appli-
cations for numerous landscape foliar dis-
eases, such as powdery mildew, dogwood 
anthracnose, and cedar-apple rust. Re-
cently, DMI fungicides have also been used 
to reduce the number of sprays to control 
primary apple scab on commercial apples; 
where an accepted alternative to early sea-
son primary scab control is to make just 

Starting at the pink stage, 
trees are sprayed three times 
at three-week intervals. 

four spray applications starting at tight 
cluster. The DMI fungicide, Banner, has 
been the primary fungicide used in our 
field trials, because of its broad ornamental 
labeling and excellent systemicity and cura-
tive abilities. Most years we used a Banner 
1.1EC formulation at 2-oz. per 100 gal-
lons. This past year we re-evaluated our 3-
spray program using the newly improved 
formulation of Banner (Banner Maxx), at 
2- 5- and 8 oz per 100 gallons of water. 
All rates gave excellent season-long scab 
control. However, the higher 5- and 8-oz. 
rate gave significantly better control of 
early season scab than the lower 2-oz. rate. 
Based on these findings, we believe the 
best season-long control of apple scab can 
be achieved by using a 5-oz. rate of Banner 
Maxx with the 3 x 3 program. LM 

Paul C. Pecknold is professor of plant 
pathology at Purdue University. 



For the landscapes mobility 
means his truck. For the golf 
course superintendent, athletic 
field manager or grounds man-

ager, it's his utility vehicle. For both, it 
means the options and accessories they 
choose to outfit them with. 
The truck you have, the one you want 

The most important, and expensive, 
purchase most landscapes will ever make 
is their truck, or trucks. The truck you 
choose is the one you will be stuck with for 

the next several years, 
so you need to choose 
carefully, matching the 
truck to the job being 
performed. The place Crew, mobility! 

Guide to L i j j i ' k s z i p ^ Wtehldes 

The key to getting your job 
done each day is mobility; 
getting from place to place 
quickly, safely and with the 
tools you need to complete 
the job with maximum 
efficiency. You need a 
dependable vehicle. 

By D A N I E L I N G H A M 

to start is not the dealership, but at a dis-
cussion with your crews about features 
which will improve job efficiency, followed 
by some quality time with a pen and 
paper. 

There are a number of questions you 
need to ask and then answer before you 
head to the dealer. These include: 

• What problems are you having with 
your current truck or truck/ configuration, 
and how might a different type or model 
of truck correct them? 

• What will be the main purpose of 
the vehicle (landscape maintenance, irriga-
tion maintenance, material hauling), and 
how much flexibility do you need to per-
form varied functions? 

• What are your crew transportation 
needs? 

• What accessories (equipment racks, 
dump inserts, specialty bodies), are you 
planning to install? 

• Will you regularly be pulling a trailer 
with this truck? 

• How long do you plan to keep the 
truck? 

Matching the vehicle to the job is the 
most important part of the selection 
process. Because so much depends on your 
vehicle, price is not going to be the key fac-
tor in choosing it. Durability and function-
ality will be. The biggest mistake a contrac-
tor can make is to buy a vehicle that is not 
going to be up to the demands placed upon 
it because of price considerations, or one 
that will actually hamper him on the job. 

Identify problems you may be experi-
encing with your current vehicle choice. 
These may include things like seating space 

for work crews 
that can be solved 
with an extended 
cab option. Per-
haps you want to 
eliminate the use 
of trailers, in which 
case you might 
consider a box van. 
A flat-bed or stake-
bed truck can 
make it easier to 

haul equipment or debris. Your current ve-
hicle may be wearing itself out pulling trail-
ers in addition to the load in the bed, so you 
need more power or might want to consider 
a diesel engine. Perhaps you need a truck 
with more all around versatility, or one that 
is more specialized. A heavy-duty vehicle 
with reserve power and capacity to handle 
all you will throw at it will last longer and 
incur less downtime than one that is worked 
to capacity every day. 

The most commonly used truck in the 
industry is an unmodified, 3/4-ton or larger 
fleet-side or stake-bed. 

With that in mind, lets look at a few of 
the trucks available to you today: 

LONG-HAUL WINNERS 
GMC trucks have long been leaders in 

the heavy commercial truck market. They 
also have a solid reputation in the light 
commercial truck segment and one of their 



Price, size, 4WD 
considerations 
Kevin L Dilliard, Superintendent of 
Parks, Collinsville Area Recreation 
District, Collinsville, IL 

Big acreage for Ford, Dodge: "We 
have about 150 acres split between parks 
and a number of municipal and school ath-
letic fields. 

"We have a one-ton dump truck that 
we use for hauling rock and gravel and 
sand, and which also has snow-plow hook-
up on. We have a four-wheel drive Dodge 
truck that we use to pull the trailers to 
transport our mowers during the summer. 

"We've got a four-wheel drive Ford 
Ranger that our mechanic uses for running 
errands. He is also in charge of the ball 
fields and the cleaning maintenance crews, 
so he uses that during the day. We have a 
Dodge Ram 3/4-ton that is used by the 
sports complex maintenance crew. And 
then we have a GMC Sierra 3/4-ton truck 
that I use. We also have a Ford bucket 
truck that we use for tree work, hanging 
nets on the field, and any other work 
where we need to get up in the air. 

What's it cost: "The major thing we 
look for is the price. We 
have to use Illinois State 
bid sheets to go by and see 
what's available and we 
pick and choose from 
what they've got on the 
bid sheets. We also look at 
the size of the truck and its 
capacity. Whether it is 
four-wheel drive or not. 
Whether its an extended 
cab. The durability of the 
truck in general, especially 
if we're going to put a 
snow plow on it." 

Configuration: "The 
pickup trucks are standard 
fleet-side bodies. We don't 
do any customizing them 
other than to add some 
tool boxes and bed-liners." 

latest offerings is the Sierra 3500 HD cab 
chassis. "Commercial operators are becom-
ing increasingly sophisticated in their truck 
purchases," says Dick Pennell, GMC brand 
manager for commercial trucks. "They rec-
ognize that, long term, premium trucks 
like ours provide the biggest return on 
their investment by allowing them to do 
more work and do it more easily and effi-
ciently. We're finding that vocational oper-
ators want to do as many things as possible 
with their trucks." 

The Sierra 3500 HD has a gross vehicle 
weight rating (GVWR) of 15,000-pounds 
with a payload of from 8,587- to 9,036-
pounds, depending upon the bed choice. 
Add to that a pulling capacity of 12,000-
pounds and you have a truck that can easily 
handle a daily landscaping regimen. Fitted 
with a dump or a stake bed, it has a large 
material handling and towing capacity that 
is augmented by a heavy-duty 5-speed 
transmission with a deep low gear and over-
drive fifth. Engine options include a 195-hp 
turbo diesel or a 290-hp Vortec V8. 

If you don't mind going with the 
smaller 2500 Sierra, you can purchase a bi-
fuel engine that runs on both gasoline and 
compressed natural gas (CNG). This pack-
age will add about $5,000 to the sticker 

price, but much of that will be recouped 
by greatly reduced fuel costs, a longer last-
ing engine and a total driving range of over 
550 miles which can eliminate some of 
your daily fuel stops. 

Chevrolet's C/K Series pickup trucks 
have probably been their biggest seller in 
just about all market segments. In fact, they 
sold over a half million of them in 1996. 
This has to do, no doubt to the wide range 
of options and configurations available. 

Payload capacities range from 1,656-
pounds in the C/K 1500 to 4,155-pounds 
in the C/K 3500. Towing capacities range 
from 7,000- to 10,000-pounds, respec-
tively. Depending on the C/K you want, 
engine options range from a 200-hp Vortec 
V6 to a 290-hp Vortec V8 or a turbo-
charged V8 Diesel in either 180 or 195 hp. 
Plenty of power to haul materials. 

Transmission options include a heavy-
duty 5-speed manual transmission with 
overdrive or a 4-speed, electronically con-
trolled automatic. The heavy-duty manual 
transmission is available on the 2500 and 
3500 C/K's and features a single-piece 
countershaft for increased durability. The 
electronically controlled automatic has a 
number of improvements, including a sec-
ond-gear start feature which provides extra 



control in slippery driving conditions. A 

nice feature for those doing snow removal. 

It also has a wide range of gear ratios which 

provide good low-gear torque and in-

creased mileage in overdrive. 

Finally, there are both the extended and 

crew-cab options. T h e extended cab is 

available on the 1500 and the 2500, while 

the crew-cab is available on the 3500. T h e 

extended cab can seat six adults and comes 

with an optional passenger-side third door. 

The crew-cab offers a full back seat with 

four-door access. 

Ford has been making all sorts of trucks 

for a long time, favorites of quite a few 

contractors. "We discovered that the real 

volume opportunit ies with our work trucks 

depend on our ability to compete in multi-

ple niche markets," said Ross Roberts, Ford 

Motor Company Vice President and Gen-

eral Manager of Ford Division. "So we 've 

added four-wheel drive to the dual-rear-

wheel trucks and raised the G V W ratings, 

increased the horsepower and torque on 

our engines, and designed the vehicle to be 

capable of snowplowing in Super Cab and 

Crew Cab configurations." 

In January, 1999, Ford debuts its Super 

Duty F-Series. T h e Super Du ty F-Series is 

an all-new full-size truck developed and 

built on a separate platform from the F-

150 and F-250, and extends to the F-350, 

F-450 and F-550 models. T h e Super Du ty 

F-Series trucks feature the new 5.4-liter 

Triton V 8 and V I 0 engines and an im-

Box van user 
Thomas "Cooper" Lee, Country Heritage 
Landscaping, Fayetteville, AR 

"In the landscaping division we use 
one-and-a-half ton flat-bed dumps, two 
GMC's and two Fords. In our maintenance 
end, in years past, we have always used ]A-
ton pickups pulling a trailer. 

Box vans: "Last year, we purchased 
two, 14-foot Isuzu NPR box vans and are 
now looking to get two more of them. 
We've really enjoyed them. We don't need 
to pull a trailer with these trucks unless we 
are cleaning up debris. Another is that 
there were always things laying on the bed 
of the trailer or truck that now hang on 
the walls of the van. We've actually made 
shelving for the inside of the box vans 
which eliminates having to step on things. 

"With the vans we have everything and 
more that we had with the truck and 
trailer combination. The crews just love 
them. Its like their own little workshop 
there in the back of the truck, and its tall 
enough that they can stand up inside. 
Also, there is better security because we 
can lock it up, and everything is protected 
from the elements. Things like fertilizer 
don't need to be tarped and covered-up 
when it rains." 

Box van maneuvering: "At first, our 
drivers were hesitant and didn't want to 
drive the box van because of the height — 
they were real concerned about that. Two 

years ago we had to break those people of 
only driving a truck and teach them to 
drive a truck and trailer combo. They be-
came confident with that, then had to 
switch again. But, after a week, nobody 
wanted to back to the half-ton trucks." 

Likes his Fords: "We have worked the 
'big three': Dodge, GMC and 
Ford vehicles. We have looked 
at the strength and power of 
the vehicles — the durability 
behind the truck. In the half-
ton class our people have been 
pleased with either the Ford or 
Chevy truck. When you get into 
the larger work trucks, one-ton 
and ton-and-a-half, there is no 
doubt that our people have 
been more impressed with the 
Ford. Why? I can't answer that, 
but they have been. We've 
worked some of these trucks, 
the Dodges, Chevy's and GMC's 

for 10 to 12 years. We've only been work-
ing the Fords for about four to five years. 

"Overall, the guys are much more 
pleased with the Ford product in the heavy 
trucks. These are all gasoline powered 
trucks, too." 

Configurat ion: "Our one-tons are typ-
ically a 12-foot dump bed. They're flat-
beds with a hydraulic dump and remov-
able sides. We usually buy the cab and 
chassis and have them done locally." 

Racks: "We are installing racks that ex-
tend over the cab on our dumping trucks. 
We can put tools and wheelbarrows up 
there and not have to unload them when 
we want to dump. Also, around the bed, 
we have welded 12- to 14-inch lengths of 
pipe that the tool handles can slip into and 
stay in place while we dump. This elimi-
nates a lot of the time that was spent load-
ing and unloading when we used to pile 
the stuff on top of the load. We've also 
fastened water-proof tool boxes to the 
under frame. On the front bumpers we 
have a rack we built to hold the plastic 
traffic safety-cones." 



Pirates like 
durable Mules 
John Adler, Pittsburgh Pirates, Asst. 
Superintendent Bradenton, FL 

Infield team player "We have two 
2500 Kawasaki Mules and one 500 
Kawasaki Mule 
that we use. 

"The main 
thing we use 
them for is haul-
ing the packing 
clay for the in-
field. We do this 
on a daily basis 
because we are 
continually hav-
ing to pack all 
the bases and 
mounds. We also 
use them for 
edging our fields. We use the Mules to haul 
the debris and for other general clean-up." 

Considerations: "Other than price, 
the most important consideration was 
durability. 

"We opted for the hydraulic dump-bed, 
which is not a standard option. Also, we 
went for the 2500 because it is wider than 
others we looked at so we can sit two peo-
ple comfortably. Lights, too, were impor-
tant because we start work very early in the 
morning and end late at night. 

"I like the air-intake on the Mule. They 
route it through the roll-bar. Obviously, on 
a ball-field, it gets rather dusty when we 
move all that clay and debris, so this is re-
ally a nifty way to keep clean air going to 
the engine and help with maintenance." 

proved 7.3-liter diesel engine. 
The new Super Duty trucks will offer 

over 44 vehicle configurations, compared 
with the 24 currendy available. Among 
the choices are: pickups or chassis cabs 
available as Regular Cab, Super Cab, or 
Crew Cab models; a 19,000-pound gross 
weight vehicle offering designated as the F-

550; two- or four-wheel drive; short-or 
long-box configurations and a box-delete 
option; and transmission choices ranging 
from a 4-speed automatic, heavy-duty 5-
speed manual, or a 6-speed manual stan-
dard with the diesel engine. 

The redesigned Dodge Ram Series 
trucks have only been on the market a few 
short years but have been making serious 
inroads in the contractor market. One of 
the reasons is the wide choice of power 
trains. Five different engine options, a 
choice of 5-speed manual or 4-speed auto-

The Dodge Ram Series offers a variety of powerful power train options. 

matic overdrive transmissions, and a wide 
variety of rear axle gear ratios allow you 
choose a drive train that will provide you 
with optimum performance. 

Engine options include a 3.9-liter V-6, 
5.2- and 5.9-liter V-8's, an 8-liter V-10, 
and a 5.9-liter straight-six Cummins turbo 
diesel. The V-10 gives the Ram 2500 a 
towing capacity of 13,200-pounds — more 
than the diesel and more than other trucks 
in that weight class. If you are looking for a 
good towing vehicle the Dodge Ram is def-
initely worth looking at. 

Another interesting feature of the 
Dodge Ram series is the design of their 
crew-cab. The Quad Cab, as it is called, has 
rear doors that swing opposite of the front 
doors, creating a large, single, pillarless 
opening for easy passenger access and cargo 
loading. Another nice design feature takes 
into account that people who work with 
their truck often wear gloves. Many of the 
controls inside of the cab are designed to be 
easily used while wearing gloves. 

Toyota has long been a favorite of light 
truck aficionados. In 1993 they rolled the 
T-100 out into the full-size truck market. 
Since then, they have proved themselves 
to be reliable work trucks for contractors in 
spite of the limited number of configura-
tions available. 

Engines available with the T-100 are ei-
ther a 190 hp V-6 or a 150 hp in-line 4-
cylinder engine. The 4-cylinder engine al-
lows a payload capacity of 1,650 pounds 
and a towing capacity of 4,000-pounds. 

The V-6 provides 
a payload up to 
2,150-pounds and 
a towing capacity 
up to 9,500-
pounds. 

The T-100 is 
available in an ex-
tended-cab version 
in both the 4- and 
6-cylinder pack-
ages. Other fea-
tures include side 
impact airbags and 
door impact 



The power of diesel 
Cornelius Brady, Community Landscape Services; Chantilly, VA 

Ford loyal: "Our entire fleet is made up of Ford trucks. We have a variety of F-250, F-
350 and F-450's. We also have several larger trucks in the 600 and 700 series (over 10,000 
lbs. Gross Vehicle Weight)." 

Diesel power: "All of our trucks are diesel. The diesel engines have more power 
which is important. And, all of our trucks are four-wheel drive. We do a lot of snow plow-
ing in winter, so we need that and so we purchase the trucks with plow kits." 

Attachments: "The fleet-sides are easily available when we need them, are not as costly 
as a custom body and they're easier to sell when we want to trade them for a new truck." 

beams, three point seat belt restraints and 
anti-lock brakes. 

TILT-CAB TRUCKS GAINING 
Compact, tilt-cab trucks, usually config-

ured as delivery vans, have been a common 
sight on our roads for quite a few years. It 
has only been in the last few that landscape 
contractors have turned a serious eye to-
wards them .These trucks are easy to drive, 
maneuverable, and offer superior visibility 
to the driver. 

One of these is the Mitsubishi/Fuso FG 
4-wheel drive. According to Mitsubishi, 
this is the only medium-duty cabover with 
4-wheel drive available in the United 
States. Body options for the 
FG include dumpers, 
utility, tool carriers, 
drop-side stake bodies 
and dry vans up to 
14-feet in length. It 
seats three passengers 
in the cab. 

The FG comes with 
a 135-hp, 4-cylinder, 
turbo diesel engine and a 
5-speed manual transmis-
sion with a 2-speed transfer case. The gvw 
is 12,000 pounds and it can carry a payload 
of 6,590-pounds. 

Isuzu's NPR Series of tilt-cab trucks 
offer both a gasoline and diesel versions in 
two different sizes. The gas NPR's are 
available in either 11,050- or 14,050-
pounds GVWR, and come with a 250-hp 
V-8 engine coupled to a 4-speed automatic 
transmission. The diesel NPR's come in a 
12,000- or 14,500-pound GVWR version, 
powered by either a 142- or 172-hp turbo-
charged engine, coupled to your choice of 
a 5-speed manual or 4-speed automatic 
transmission. The payloads for these vehi-
cles range from 4,700- to 9,880-pounds. 

SUPER UTILITIES 
A utility vehicle may not be the most 

expensive purchase a grounds superinten-
dent might make, but it can be one of the 
most important. Because of the wide vari-
ety of situations they are put to use in, 

utility vehicles need to be more flexible, 
and able to perform more jobs, than ever 
before. 

Tilt-cabs like this 4-wheel drive Mit-
subishi/Fuso are gaining in popularity 
among landscapes. 

Dependable 
pick-ups 

Marc Ames, Ames Lawn & Landscape 
Svc., Inc., Huntsville, AL 

Two brands: "We've got four 
Chevy's, two GMC's and a Ford. The 
Ford's a one-ton, one of the Chevy's is a 
ton, one is a %-ton, and the GMC's are ]A-

tons. All of the one-tons are dumps and 
the rest are fleet-sides." 

Can it do the work: "When choos-
ing a truck, the most important consider-
ation is dependability and workability. 
By workability, I mean how functional 
and how easy the truck is to use on the 
job site." 



Variety for multi-
service company 
Eric Spalsbury, Albuquerque Grounds 
Maintenance, Inc., Albuquerque, NM 

Dual axles: "For the maintenance divi-
sion we primarily use Ford F-250 pickup 
trucks with an extended cab so our crews 
can ride comfortably. Our landscaping di-
vision uses one-ton Ford dual-tire axles, 
usually with a stake body. Our chemical 
spray rigs are also mounted on one-ton 
Ford 'duallies.'" 

Racks are neat: "We have an irriga-
tion division as well and for that we use 
Chevy %-ton vans, with interior racks. We 
find that it gives a neater appearance on 
the job-site and it eliminated the problem 
of parts walking away from the trucks 
crews had their backs turned. Our interior 
division also uses Chevy vans, which we 
also use for all of our color installation be-
cause they have slide-out interior rack that 
can hold the flower trays." 

Ut i l i ty vehicles: "We have a couple 
of on-site, full-time jobs that we maintain 
with utility vehicles. At one we use a gas-
powered Cushman with a pickup con-
tainer on the back. The other site is a mall 
where we don't haul as much material 
and we use a gas-powered E-Z Go there." 

No down t ime: "Dependability is the 
most important factor for us, by far. A 
down day costs us so much money." 

Go w i t h gas: "All of our vehicles are 
gasoline-powered. That's what we started 
with and I've stayed with it because I 
didn't want to switch horses mid-stream." 

Configuration: "Our maintenance divi-
sion uses the fleet-side pickup truck body 
while our maintenance division uses stake 
beds. On the stake beds we installed 
Tommy-Lifts [lift gates], and the trailers for 
the maintenance trucks have Trimmer-Traps 
installed on them. We had tried to make 
our own but that didn't work out too well." 

Snow removal: "We have a combina-
tion of two and four-wheel drive vehicles. 
We have a total of 27 trucks and of those 
seven are four-wheel drive with plow kits." 

The options available on many of today's 
utility vehicles include everything from live 
hydraulic hook-ups for hydraulic tools, to 
scissors lifts that can help with tree-trim-
ming duties. They can operate a variety of 
attachments like aerators and core-harvest-
ing using a variety of PTO systems or do 
double duty as a spray rig. Take a good look 
at all the options before you decide. And 
before you make that decision, go through 
the same question and answer process out-
lined for trucks earlier in this article. 

E-Z-Go/Textron' s Workhorse was intro-
duced in 1996. The Workhorse 800 turf ve-
hicle is a new addition to this line. It is 
powered by a 9-hp gasoline engine coupled 
to an automatic, continuously variable 
transmission. If you prefer an electric vehi-
cle, the 800E is powered by a heavy-duty 
36-volt, high-efficiency motor. The 46 x 
35 x 10-inch cargo bed has an 800-pound 
payload capacity which, when combined 
with the dump option, makes material 
handling quick and easy. 

Features include a heavy-duty bed liner 
for durability, a center console with drink 
and radio holders, and rack-and-pinion 
steering. Options include a cab with doors, 
flatbed, light package (headlights, taillights 
and brake lights), light bar, power dump 
bed, top, trailer hitch, and an all-weather 
enclosure and windshield. 

Club Car's latest offering is the Carryall 
Turf II. Powered by an 11-hp gas engine, it 
has a top speed of 15 mph when married to 
its synchromesh directional-shifting trans-
mission. It has 1,200-pound payload capac-
ity and has a 49 x 50-inch cargo box with 
15 cubic feet of cargo space. 

Standard features include: an anti-sway 
torsion bar, a differential guard, synchro-
mesh transmission, maintenance-free rack 
and pinion steering, reduced speed reverse, 
pedal start, and dash-mounted instrument 
package. Another important feature of the 
Carryall is its rustproof, welded aluminum 
frame and rear body. 

Available with a choice of either gas or 
electric power, the Cushman Hawk fea-
tures a heavy-duty steel frame, reinforced 

Club Car's Carryall Turf II has a 1,200-
pound payload. 



The Jacobsen SV's can now be fitted with the 
new SDI turf spraying system. 

front suspension and rack-and-pinion steer-
ing to make it both stable and maneuver-
able. The gas version comes with a 14-hp 
air-cooled engine equipped with a mainte-
nance-free remote air intake system. The 
electric version has a powerful 6.5-horse-
power, 4 8-volt industrial electric motor 
supplied by eight 225-amp batteries. 

The Hawk's payload is rated at 1,200-
pounds and comes standard with a 40 x 
48-inch wide cargo box. Other features in-
clude: a 50-amp alternator to allow the use 
of electrical accessories; a drum-type park-
ing brake and rear-wheel hydraulic brakes 
for added stopping power; and powerful 
35-watt halogen headlights. 

Jacobsen/Textron produces the SV Se-
ries of utility vehicles. They're available 
with either diesel or gasoline engines and 
rated for payloads up to 2,800-pounds. In 
addition to the standard dump box, SV's 
can be mounted with sprayers, spreaders 
and topdressers for turf work. SV's come 
equipped with hook-ups for hydraulic 
landscaping tools which also is available 
from Jacobsen. Other options include a 
R.O.P.S. cab; a fully enclosed cab with 
heater and detachable doors; hydraulically 
driven mechanical PTO kits; and mounting 
kits for aerators and core harvesters. 

New for the SVthis year is the SDI line 
of sprayers. They come in 100-, 160-, 225-
, and 300-gallon capacities. All are vehicle 
mounted except for the 300-gallon trailer 
mounted sprayer. The others offer easy to 
install with a choice of skid or pin-mount-
ings. Customers can choose between di-
aphragm and centrifugal pumps; a choice 
of one manual and two electronic-lift 

Longevity of service 
Curt Hart, Alderwood Landscaping, Mead, WA 

Big trucks: "We have a couple of Ford one tons, a one-and-a-half ton, and we also 
have an International that is rated at 48,000 lbs. GVW." 

Important factors: "We look for how long its going to last in our fleet. For that 
reason we go with the bigger trucks and choose diesel engines. The diesels last longer 
and have more power. We look for whatever truck is going to give us the best value for 
durability, whether its a Ford or any other make." 

"We like the dump capable flat-beds or stake -beds." 
Builds racks: "We build our own racks for the sides of the trucks. They're remov-

able so that we can get plant material or whatever we are hauling, in and out easier. 
We don't buy equipment racks or anything else, though." 

booms; and boom lengths of 15- or 20-
feet. The SDI sprayers come with a host of 
other features to ensure easy and efficient 
spraying. 

John Deere's Gator Series of utility ve-
hicles offer superintendents a utility with a 
heavy payload as well a low ground pres-
sure to minimize turf damage in sensitive 
areas. Although available in four and six-

The Cushman Hawk comes equipped with 
a 50-amp alternator for running electric 

wheel versions, the six-wheeler provides 
the weight distribution that many find so 
important, especially when loaded to its 
1,200-pound capacity. It is available with 
either a gasoline or diesel engine and can 
reach speeds of 15-mph. 

The Gator can be set up for many dif-

Smaller vehicles 
get the job done 

Robert Berglund, Superintendent, Pine 
Crest Golf Club, Sharon, MA 

Price & power: "We have two Cush-
man three-wheel Trucksters, two 
Yamaha's and a new Cushman Hawk. 
We've also just ordered another Truckster. 

Price, strength and reliabil-
ity were the most important 
factors in choosing them." 

Versati l i ty: "We like 
the Cushman because you 
can use it for a lot of differ-
ent things. For example we 
use it for core-harvesting 
when we aerate. We use it 
for general clean-up on the 
course and other things as 
well; its just an all-utility ve-
hicle. it has the features we 
need. I don't think you can 
beat a Cushman." 

Cushman PTO: "The Cushman's have 
the hydraulic PTO hook-ups for using the 
core harvester and 110 AC plugs so we 
can use electric trimmers and stuff like 
that. The new Truckster that we have on 
order also has the hydraulic plug-ins for 
hydraulic tools. We don't have any hy-
draulic tools at this time, but we'll be 
looking into that." 



itruck Series. The Util-
itruck is available in both 
gas and electric versions. 
The GUXB uses a nine-
hp engine that gives the 
vehicle a top governed 
speed of 15 mph (the 
GU4 electric version at-

The Che Tech Groundforce 150 is equipped with an automo-
tive style transaxle. 

tains the same speed). 
Payload capacities range 
from 1,100- to 2,400-
pounds and come with a 
variety of dump and 
flatbed cargo options. 
Options include van en-
closures; dump beds; 
back-up alarms; suntops; 
and a direct tracking trailer with a 1,000 
pound capacity. 

Toro manufactures the Workman utility 
vehicles. 

The 
Kawasaki Mule 

routes i f s air intake through the roll bar to 
keep clean air going to the engine. 

and top-dressing, to tree and aerial work. It 
can be fitted with a variety of hydraulic, 
pneumatic and electrical power units for 
using power tools of all types. 

Some of the Workman's options in-
clude a choice of gas or diesel engines; 
dump, flat and stake-beds; spreaders, aera-
tors and core harvesters; remote hydraulic 
and PTO kits; elevating work platforms; 
and a variety of different sprayer options, 
to name a few. 

Smithco's Red Rider has 
been around for quite a 
while, and probably will be 
for some time to come. 
The Red Rider has been 

providing superintendents 
with a versatile, low-cost util-
ity vehicle for years. Using a 
tricycle design and low-to-the-

ground rear bed, it is excellent 
for transporting mowers and per-

sonnel from one job to another. It comes 
fully-equipped from the factory except for 
an optional lighting package. 

ferent uses including as a fire fighting vehi-
cle that can handle emergencies in stadi-
ums or on the course until help arrives. 
Options for the Gator include: a power 
dump; a bed liner; a rear towing hitch; a 
72-inch front mount blade; seeder, 
spreader and sprayer attachments; a tail-
gate ramp; back-up alarm kits; alternate 
fuel conversion kit; and equipment racks 
from Green Touch Industries. 

Kawasaki's Mule Series range from the 
550 which can fit in the back of a full-size 
pickup truck, to the 2520 Turf model. The 
2520 is powered by a 617cc V-Twin en-
gine, has a payload capacity of 1,330-
pounds and a towing capacity of 800-
pounds. Each model comes with a 
dual-mode differential that can be un-
locked to minimize damage to turf, or 
locked to provide better traction. 

Among the Mule's many features are: a 
continuously variable belt-drive trans-
mission; a dual mode differential; full 
four-wheel suspension; high flotation, 
low pressure tires; noise insulated 
engine compartment; and a tilt 
steering wheel. In addition to the 
standard tilt-bed, stake-bed 
gates are available as are cargo 
baskets, toolboxes and tool 
holders. To keep things se-
cure and out of the 
weather a locking van 
box is also available. 

The Groundforce 
150, new from The 
CheTech Company this 
year, has an impressive 
1,500-pound payload 
which is moved with the help 
of 16-horsepower Vanguard V-Twin en-
gine. The drive system uses an infinitely 
variable clutch and a Dana automotive-
type transaxle for smooth operation and 
fingertip shifting. A dual tubular frame 
chassis with dual front and rear shocks pro-
vide a smooth stable ride as well. Options 
include a heavy-duty alternator; hydraulic 
bed lift; modular cab enclosure; and light-
ing package. 

Columbia Par Car produces the Util-

Equipment authority Daniel Ingham 
resides in Desert Hot Springs, Calif 

These versatile utilities come in two and 
four-wheel drive versions, can reach speeds 
over 20-mph, and have payload capacities 
up to 2,500-pounds. The Workman can be 
configured to perform an almost endless 
variety of functions ranging from spraying 



MANUFACTURERS OF TRUCKS, UVs & ACCESSRORIES 
Trucks 

For more information of the vehicles dis-

cussed in this article you should visit the fol-

lowing websites: 

Chevrolet; www.chevrolet.com 

Dodge; www.4dodge.com 

Ford; www.ford.com 

GMC; www.gmc.com 

Isuzu; www.isuzucv.com 

Mitsubishi/Fuso; www.mitfuso.com 

Toyota; www.toyota.com 

Util i ty Vehicles 

American Power Products; (714) 633-7613. 

American Pride Golf Products; (800) 932-4227. 

Bel-Air Turf Products, Inc.; (800) 279-2233. 

Che Tech Co., The; (715) 924-3192. 

Club Car Inc.; (800) 643-1010. 

Columbia Car, Inc.; (800) 248-5278. 

Country Home Products; (800) 446-8746. 

Cushman; (800) 228-4444. 

E-Z-Go/Textron; (800) 241-5855. 

Haul-Master, Inc.; (800) 848-4285. 

Jacobsen/Textron; (414) 637-6711. 

John Deere; (800) 537-8233. 

Kawasaki Motors Corp.; (616) 949-6500. 

Kimball Products, Inc.; (800) 358-4586. 

Polaris Industries; (614) 471-4800. 

PWTI Inc.; (800) 843-9273. 

Smithco; (610) 688-4009. 

Taylor-Dunn Mfg.; (714) 956-4040. 

The Toro Co.; (612) 888-8801. 

Yamaha USA; (800) 843-3354. 

Truck & Uti l i ty Vehicle Accessories 

Access Rack Systems; (800) 862-9954. 

Action Fabrication; (800) 330-1229. 

Adrian Steel Company; (800) 677-2726. 

Alum-Line; (800) 446-1407. 

American Truck Equipment; (800) 852-0528. 

BackRack; (800) 256-8137. 

BG Industries; (800) 446-9271. 

BH Workman & Son; (800) 422-4069. 

BL Industries; (701) 549-3838. 

B&M Sales; (800) 338-2236. 

Bil-Jax; (800) 537-0540. 

Bloomfield Mfg.; (800) 233-2051. 

Cambridge Industries; (810) 616-0500. 

Daws Mfg.; (800) 366-8269. 

Dee Zee; (800) 799-2102. 

Delta Consolidated; (919) 832-6351. 

Diamond Liners; (213) 567-1032. 

Donovan Enterprises, (800) 327-8287. 

Dyna-Hoist, (414) 362-3928. 

D&S Sales/Western Mule; (800) 288-6853. 

Duraliner USA; (810) 664-0850. 

Easy-Up Ind.; (800) 795-2736. 

Emmett Equip.; (800) 659-5520. 

Executive Auto Desk; 612-888-4106. 

Extendo Bed; (800) 752-0706. 

Geoquip; (800) 834-0271. 

Green Touch Ind.; (800) 621-6919. 

H&H Sales Co.; (800) 551-9341. 

Handy Ramp; (800) 783-1069. 

Highway Products; (800) 866-5269. 

Hitch Quick; (602) 829-1039. 

Innovative Industries; (800) 374-1134. 

Klipping King; 308-635-1511. 

Jungle Jim's; (502) 244-7934. 

Masterbuilt; (800) 489-1581. 

Maxi Products; (608) 755-1199. 

Modern Inc.; (409) 833-2665. 

Nation Wide Ladder & Equip.; (800) 228-2519. 

Ohio Steel Ind.; (614) 471-4800. 

Oxlite, Inc.; (800) 256-2408. 

Phenix Enterprises; 800-736-9790. 

Phoenix USA; (615) 526-6128. 

Prairie Vifew Ind.; (800) 554-7267. 

Pultarps Mfg.; (800) 368-3075. 

Rack-It Truck Racks; (800) 445-7666. 

Ramparts; (800) 342-7267. 

Ramp Solutions; (800) 969-7267. 

Rawson-Koenig; (713) 688-4414. 

Reading Body Works; (800) 458-2226. 

Rhino Linings; (800) 447-1471. 

Roll-Rite; (800) 297-9905. 

Stahl; (800) 392-7251. 

Stor-lt Company; (800) 545-1848. 

System One; (800) 627-9783. 

Tommy Gate Co.; (800) 543-8428. 

Trimmer Trap, Inc.; (800) 279-8727. 

Util-A-Top Products; (414) 857-2614. 

Valley Mfg.; (800) 233-5532. 

Wabasso Products; 800-658-2322. 

Wilcox Bodies, Ltd.; (905) 826-3722. 

http://www.chevrolet.com
http://www.4dodge.com
http://www.ford.com
http://www.gmc.com
http://www.isuzucv.com
http://www.mitfuso.com
http://www.toyota.com


6: ASCA Arbor icul tural Consult ing 
Academy, Arbor Day Farm (Lied Con-
ference Center), Nebraska City, Neb. 
Call ASCA 301/947-0483. 

1B Garden Fair & Plant Saler U.S. 

National Arboretum, 3501 New York 
Ave., N.E., admission free. 

19 22 Nor th American Snow Con-
ference, sponsored by the American 
Public Works Association, Edmonton, 
Alberta, Canada. Call 816/472-6100; 
816/472-1610. 

25-26 Eighth Annual Leesburg 
Flower & Garden Festival, Leesburg, 
Va.; Leesburg Parks & Rec, 703/777-

2f> 30 American Society of Golf 
Course Architects Annual Meet ing, 
Los Angeles, Chad Ritterbusch, 312/ 
372-7090. 

2-4: Turf & Ornamental Communi-
cators Annual Meet ing, Wyndham 
Hotel at Playhouse Square, Cleveland; 
612/758-6340. 

4 Equipment and Engine Training 
Council, Briggs & Stratton Distribution 
Center, Menomonee Falls, WI. Contact 
EETC at 512/442-1788 or email: 
opecert@io.com. 

4-6: Southeastern Turfgrass Confer-
ence, Rural Development Center, 
Tifton, GA. Call 912/386-3177 or email: 
whanna@tifton.cpes.peachnet.edu. 

5-7 Soil Erosion and Sediment 
Control, Program 1: Utilizing the Basic 
and Revised Standards, Rutgers Univer-
sity, New Brunswick, NJ. Contact Cook 
College Office of Continuing Profes-
sional Education at 732/932-9271. 

7 Color Magic Florida Nurserymen 
& Growers Assn., Epcot/Orlando; 
Marry Mott, 407/295-7994; 407/295-
1619. 

18-1S Sports Turfgrass Manage-
ment fo r Professionals, University of 
California Extension-Davis. Call Uni-
versity Extension, Davis, 530/757-8899 
or 800/752-0881. 

18 2( Storms Over the Urban For-
est National Conference, Arbor Day 
Farm's Lied Conference Center, Ne-
braska City, NB. Contact The National 
Arbor Day Foundation at 402/474-
5655. 

jAV1. 

1 
4 

Unwanted grasses, 
nutsedge PLUS 
broadleaf weeds 
removed from turf! 

ALWAYS READ & FOLLOW LABEL DIRECTIONS. 

EPA r e g i s t e r e d for u se in 
K e n t u c k y b l u e g r a s s , t a l l 
fescue (including turf types) 
zoys iagrass and b e r m u d a -
grass. 

p b i / G D R c l o n 

c o R p o R a t i o n 
An Employee-Owned Company 

H 

I r i m e c P l u s 
Postemergent Grass & Broadleaf Herbicide 

TRIMEC* is a registered trademark of PBI/Gordon Corporation. © 1996 PBI/Gordon Corporation T019/498 
Circle 139 

2( Nor th Carolina Turf & Land-
scape Research Field Day, North 
Carolina State University, Raleigh, 
N.C.; Gene Maples, 910/ 695-1333; 
910/695-1222. 

21 Pond Dredging, Maintenance 
and the Natural Landscape, Cook 
College, Rutgers University, New 
Brunswick, NJ. Call Cook College at 
732-932-9271. 

mailto:opecert@io.com
mailto:whanna@tifton.cpes.peachnet.edu


SUPPLIERS CORNER 

Bandit Industries web site: 
www.banditchippers.com. 
Customers can learn about and 
review specifications for Bandit 
products. It also provides infor-
mation about Bandit dealers. 
Bandit also can be reached via 
e-mail: brushbandit@world-
net.att.net. 

As of February 1, Biobarrier 
Root Control system will cost 
20 percent less than it has in 
the past, reported its manufac-
turer, Reemay, Inc., Old Hick-
ory, TN. Biobarrier uses a time-
release system to create a zone 
on either side of it which de-
flects roots. "We've really con-
centrated on our manufactur-
ing efficiencies in the last year, 
working to find ways to 
streamline the process while 
still producing the highest 
quality product, and our 
greatly increased sales volume 

has also contributed to our re-
duced costs," said Harry 
Barnes, Biobarrier manager at 
Reemay, Inc. (The price of Bio-
barrier II Weed Control System 
will not change.) 

Briggs & Stratton, the 
world's largest manufacturer 
of small engines, recently 
sponsored a Small Engine 
School for WSD Small Engine 
Repair teachers. Eleven teach-
ers attended the 3-day school 
at Engine Warehouse in Hous-
ton. Bruce Radcliff, national 
training director for B&S, con-
ducted the training. He was 
helped by Andy Caldwell of 
Engine Warehouse and Al-
bert Herron, service manager 
for Texas Outdoor Power 
Equ ipment Georgetown, TX. 

A.H. Hoffman, Inc., a leading 
provider of high-quality pot-

ting soils, soil conditioners and 
fertilizers since 1934, has relo-
cated its corporate headquar-
ters to production and ware-
house facilities in Lancaster, Pa 
New address: 167 Greenfield 
Rd., Lancaster, PA 17601; 
717/293-9521; 800/877-0848. 

JacklinGolf named Lee Het-
rick as manager of marketing 
and golf development. He 
joins Hiromi Yanagisawa, Jim 
Connolly and Dr. Eric Nelson 
on the JacklinGolf team. Lee 
will be working directly with 
architects and builders devel-
oping grass seed specifications 
for golf courses. He will also 
coordinate golf course turf-
grass marketing and sales pro-
grams for JacklinGolf and 
Medalist America. 

The Lange-Stegmann Com-
pany, a St. Louis-based fertil-

izer formulator, is offering 
POLYON-coated controlled-re-
lease fertilizers throughout the 
central U.S. Michael Stegmann, 
vp of Lange-Stegmann, said 
POLYON-coated nutrients will 
soon be available in many of 
the company's fertilizer blends. 
The patented POLYON fertil-
izer is manufactured by 
Pursell Technologies, Inc., 
based in Sylacauga, AL. 

Price/McNabb, Charlotte, NC, 
is the new public relations 
agency of record for Husq-
vama Forest & Garden Co. 
The agency has been Husq-
varna's ad agency for more 
than seven years. Handling the 
public relations duties are 
Sherri Oosterhouse and Tom 
Scharfe. 

The Scotts Company's Pro-
fessional Turf Division has re-
aligned its marketing depart-
ment and expanded its 
resources to become more re-
sponsive to market needs. The 
company has also appointed 
managers for particular new 
product lines. Dan Paradiso 
leads the Professional Turf 
group as director of market-
ing. Wayne Horman is market-
ing manager of seed and fertil-
izers for the US and Canada. 
Mike Bandy is marketing man-
ager of control products, in-
cluding herbicides, fungicides, 
insecticides and mechanicals. 
Tina Marshall is marketing as-
sistant for the Professional Turf 
Division since 1995. Nikie 
Schooley is a marketing coordi-
nator for the Professional Turf 
Division. LM 

Info center 1 
V I D E O S A N D L I T E R A T U R E FOR T H E G R E E N I N D U S T R Y 

EXCELLENT GARDEN VIDEOS... f r o m T h e Larkspur C o m p a n y . Five available: G r o w i n g 

G o o d Roses, T h e G r e a t G a r d e n s of England, English C o t t a g e and C o u n t r y Gardens , 
G a r d e n i n g w i t h S u m m e r Perennials and, t h e latest , G a r d e n s of N o r t h e r n Cal i fornia ' s 
W i n e C o u n t r y . T h e latest v ideo exp lores n ine ou t s t and ing wine ry gardens and covers 
garden design, plant ings, re la t ionship t o t h e winer ies and gardeners ' v iewpoin ts . Cos t 
$ 1 9 . 9 5 each . C o n t a c t : T h e Larkspur C o m p a n y , P .O . Box 938 , Larkspur , C A 9 4 9 7 7 . 
8 0 0 / 7 7 2 - 4 8 8 4 or e-mai l : l a rkspur@hooked .ne t . Larkspur ' s garden w e b site: 
w w w . h o o k e d . n e t / ~ l a r k s p u r . 

"1998 NEWLY REVISED INSECTICIDE, HERBICIDE, FUNGICIDE QUICK GUIDE"... 
cross re fe rences pes t ic ides to regis tered usage and lists t h e pes ts t h a t each individual 
mater ia l will cont ro l . C o s t is $ 1 8 . 5 0 plus tax . C o n t a c t T h o m s o n Publicat ions, P .O . Box 
9335 , Fresno, C A 9 3 7 9 1 . T e l e p h o n e : 2 0 9 / 4 3 5 - 2 1 6 3 . Fax: 2 0 9 / 4 3 5 - 8 3 1 9 . 

"SAFE AND EFFICIENT LAWNMOWING TECHNIQUES"... 
t ra in ing/safe ty video. English and Spanish versions, 4 0 - m i n u t e s . Va luab le safety infor-
ma t ion . Proven t ips for m o r e e f f ic ien t m o w i n g in all condi t ions . Easy f in i sh -up t ech -
niques . Free h a n d o u t w i t h t ex t and answers inc luded . Cos t $ 5 9 . 9 5 plus $ 5 S&H. 
C o n t a c t : Progress Products , 5 0 7 4 M a s h e e n a Lane, C o l o r a d o Springs, C O 8 0 9 1 7 - 2 6 7 5 . 

P h o n e / f a x 7 1 9 / 6 3 7 - 0 8 1 1 . 

http://www.banditchippers.com
mailto:larkspur@hooked.net
http://www.hooked.net/~larkspur


PRODUCT REVIEW 

Liquid injection system from Ransomes 
The Cushman Envirojet 160 liquid injection system delivers turfgrass pesticides, liquid or-

ganic fertilizers, wetting agents or polymers directly into the subsurface soil structure, at the 
root zone. Because products are distributed directly from the system's tank into the soil, it vir-
tually eliminates waste, personnel contact, runoff, UV degradation, and surface and airborne 
contamination. 

Mounted on a Cushman Turf-Truckster, the Envirojet 160 uses high pressure pulses of 
water to create a small elongated hole on the turf surface. It then creates subsurface fracturing, 
the patented"jetation" sequencing process, of up to six inches in diameter. This pattern allows 
for nearly 100 percent distribution of chemicals and other products within the root zone and 
soil structure. 

• Features of the unit include: 
• A 16-jet, 64-inch-wide injection platform, 
• Power brush, 
• Mechanical tank agitation, 
• An 8.7 gpm high pressure positive dis-

placement pump, 
• Low maintenance mechanical pulse se-

quencer 
• Easy mounting/dismounting for Turf-

Truckster use. 
Appropriate for use on golf greens, tees, fair-

ways or sports fields, the unit's subsurface shat-
tering process also helps reduce soil com-
paction, increase microbial activity and improve 
percolation. 

The Envirojet 160 is equipped with a large 
external filter to allow fill up from any clean 
water source. Its 160-gallon tank can also be 
filled and used for effective spot irrigation in 
places where a water source is not available. 

For more information on the Envirojet 
160, contact Ransomes America Corporation 
at 800/228-4444, or 

Circle No. 268 

Rain Bird weather 
station aids irrigation 

The WS-PRO series weather stations 
from Rain Bird's Golf Division deliver the 
sophisticated meteorological data needed 
to optimize golf course irrigation sched-
ules and reduce watering costs. Two mod-
els are available: WS-PRO-SH (short-
haul) and WS-PRO-PH (phone modem). 

They can be used with most Rain Bird 
central control systems, including the 
new Windows-based Cirrus system. The 
weather station provides data such as air 
temperature, solar radiation, relative hu-
midity, wind 
speed, wind di-
rection and rain-
fall. This informa-
tion is continually 
collected by cen-
tral control to au-
tomatically adjust 
watering sched-
ules. 

The WS-
PRO's built-in 
micrologger can 
collect, record 
and analyze up to 
three months 
worth of meteo-
rological data. Additionally, the weather 
station's state-of-the art instrumentation 
can accurately calculate evapotranspira-
tion (Et) rates. 

BEST's herbi-
cide choices 

The new range of BEST 
products containing Dimension 
turf herbicides are designed 
for reliable pre- and postemer-
gent control of crabgrass, up 
to the four-leaf stage. The 
products also control gooseg-
rass, chickweed, spurge and 
other tough-to-kill annual 
grasses and broadleaf weeds. 

Dimension helps provide 
BEST products with the widest 
application window in the tur-
fgrass industry, up to 13 
weeks. I f s available as a stand-
alone product, granular Di-
mension 270-G, or with two 
fertilizer formulations for 
healthy turf growth; BEST 24-
3-8 with 2 percent Dimension; 
and BEST 16-8-8 with 2 percent 
Dimension. The mini-sized fer-
tilizer combinations are cre-
ated to have uniform distribu-
tion and deliver more pellets 
per square inch, thus reducing 
the chance of skips or break-
throughs. 

The BEST Dimension granu-
lar formulations, which work 
at rates up to 12 times lower 
than similar herbicides, bind 
tightly to soil, have low solu-
bility and won't harm adjacent 
trees, shrubs and ground 
cover. 

Available throughout the 
western United States and the 
Pacific Rim, the BEST product 
line includes many 
fertilizer/herbicide combina-
tions. Contact BEST/J.R. Sim-
plot Company, 800/992-6066; 
www.bestfertilizer.com, or 

Circle No. 270 

http://www.bestfertilizer.com


Improved commercial 36" 
spreader 

a The PrizeLAWN Pro-
Classic 36" fea-

tures larger 
13" pneu-
matic tires 
and an im-
proved han-

dle which re-
duces operator fatigue. The dual stainless steel 

agitators ride in ball bearings. Dual agitators also mean turning 
corners with this 100-lb. capacity unit is never a problem. The 

spring-loaded on-off lever assures immediate opening at the begin-
ning of the pass and positive shut-off at the end. Spread width is 36". 

The hopper bottom has a diamond grid screen which prevents fertilizer 
lumps from reaching the ground. Frame paint is heavy duty epoxy powder-
coat. All fasteners and metal components touching fertilizer are stainless 
steel. The hopper is welded steel. 

For more information, contact PSB Company 614/228-5781 and mention 
Landscape Management, or 

Circle No. 271 

Retaining walls with style 
The Versa-Lok segmental retaining wall system is a permanent attrac-

tive alternative to ordinary retaining wall types. 
Versa-Lok walls are economically installed without mortar and do not 

require concrete footings. In addition, the standard unit is used to build 
straight walls, inside corners, outside corners, curves and steps. No special 
units need to be ordered or estimated. These walls display a natural split-
face texture. Once installed, they are virtually maintenance free. 

To get information about Versa-Lok, visit the web site: www.versa-
lok.com/wall or call 800/7704525. 

Parker Truck Loader moves 
bulk debris 

Parker Sweeper 's 16-hp Truck Loader picks u p 
large quantities of leaves, grass clippings, mulch and 
other bulk debris. Its high-speed, 4-blade impeller is 
made of computer-balanced steel to provide maxi-
m u m vacuum power and durability. T h e housing is 
made of 12-gauge steel and the frame with 1 1/8" 
tubular steel. Features a 16-hp Briggs & Stratton 
twin overhead valve Vanguard engine. 

T h e 16-hp Truck Loader is equipped with a 
durable 10" X 15" steel ribbed flexible industrial 
pickup hose and two operator comfort handles. 
Stacking 18" extensions provide an efficient discharge 
system. Additionally, its exhaust chute can swivel 
360 degrees to discharge debris in any direction and 
features an adjustable locking deflector. T h e unit is 
available with a wide variety of accessories. 

Contact Parker at 630/627-6900, and say you 
saw their loader in Landscape Management , or 

Circle No. 274 

Circle No. 272 Liquid plant nutrient products 
Tessenderlo KERLEY, Inc., offers a new line of liquid plant nutrient prod-

ucts under the f irsTurf liquid fertilizer label. These products have been espe-
cially formulated for the golf course, sports turf and lawn care markets. 

The f irsTurf line consists of seven different formulations that provide a va-
riety of nitrogen, phosphorous, potassium, sulfur and other nutrients. The 
plant nutrient line includes KTSR (0-0-25-17S), as well as 5 different formula-
tions containing slow-release triazone nitrogen. These are: N-SURER (28-0-0-), 
N-SURER-PRO (30-0-0), N-SURER-LF (26-0-0), N-SURER-KS (15-0-12-8S), and N-
SURER-TG (9-6-8). Rounding out the line is NFE (14-0-0-4Fe), a liquid combina-
tion of nitrogen and iron for the correction of iron def iciencies in turf, trees 
and ornamentals. 

Contact Tessenderlo KERLEY at 602/528-0607, or 
Circle No. 273 



>PRODUCT REVIEW 

Kubota's two new small tractors 
Kubota's two new lawn and garden tractors, the TGI860 

and TG1860G, are equipped with either a 48" or 54" mower 
and are powered by liquid cooled engines. Rated at 18 hp/35.7 
cubic inches, the Kubota TG1860G offers the convenience of 
fuel-efficient, quiet gasoline engine power. The TGI 860 fea-
tures Kubota's 18-hp diesel engine. 

Kubota's electronic rack-and-pinion steering is introduced on 
the TG-Series. The speed-sensitive steering system allows precise 

control without loss of horsepower while turning. Also standard 
on the TG series is Kubota's Cushion Ride suspension system, 
two spring-loaded shocks connected to the flat operator's deck. 

Kubota markets a complete line of tractors from 12.5 to 91 
PTO horsepower, along with a line of performance-matched 
implements and related equipment. For more information, con-
tact Kubota at 888/458-2682 or 

Circle No. 275 

New central control system 
Cirrus, the newest computer-based central control system from 

Rain Bird's Golf Division, uses the latest technologies for golf course 
irrigation management. 

Cirrus uses Global Positioning Sys- fiPjA/JV^*B/RD 
tem technology and CAD to produce 
detailed, on-screen course images. It 
also can alert the superintendent of 
conditions favorable to pests and 
various turf diseases. 

Cirrus is designed to run on the Microsoft Windows 95 operating 
system. It uses all the features of the Stratus and Nimbus central con-
trol system series introduced in 1995 and 1996. 

For more information, call 626/812-3600 and tell them you read 
about it in Landscape Management, or 

Circle No.276 

a Arrus 

WaterStax cleans golf course 
wastewater 

Landa, Camas, WA, acquired WaterStax, a bioremediation 
wastewater treatment system for golf courses. 

The WaterStax, with nearly 50 installations nationwide, consists 

Fungal antago-
nists at work 

of three tanks, a grass clipping removal assembly, and automated 
pumps for controlling the use of BioStax GC, the proprietary solu-
tion of microbes that breaks waste like oil, grease, hydrocarbons, 
and grass clippings into harmless substances consisting mainly of 
carbon dioxide and water. The resultant water can either be dis-

charged to the sanitary 
sewer or irrigated back onto 
the course. 

The WaterStax processes 
Soil Technologies Corp.'s wash water at a rate of 1,000 

TurfTech Bio combines the gallons per day with peak 
proven effectiveness of flow capacity at up to 15 gal-
TurfTech II with a selection of Ions per minute, well within 
fungal antagonists. It's the ideal the ranged needed for a typi-
product for those seeking a bio- cal wash operation, 
logical alternative to improve For more information 
soils and plant health. about WaterStax, contact 

TurfTech Bio comes in an Landa at 800/547-8672, and 
easy-to-use dry, dormant form tell them that you saw their 
which is mixed with water for product in LANDSCAPE 

spraying or injecting into irriga- MANAGEMENT, or 
tion systems. When compared circle no. h i 
with expensive on-site fer-
menters, TurfTech Bio is an 
excellent choice for enhancing the rhizosphere and optimizing 
plant health. 

When applied in the soil TurfTech Bio's blend of beneficial 
organisms goes to work enhancing the rootzone and improving 
soil and plant health. By preventing the growth of harmful soil 
fungi such as Pythium, Fusarium and Rhizoctonia, fungicide 
usage can be minimized. 

For more information contact Soil Technologies Corp. at 
515/472-3963 or e-mail: soiltech@lisco.com, or 

Circle No.278 
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LANDSCAPE 
management 

April 1998 
This card is void after June 15, 1998 

NAME (please print). 
TITLE 
FIRM 
ADDRESS 
CITY 
PHONE( 
INTERNET/E-MAIL ADDRESS. 

_FAX (_ 
STATE_ 

— ) 
. Z I P . 

I would like to receive (continue receiving) LANDSCAPE MANAGEMENT free each month: O Yes O no 

Signature:. 

Fill In ovals as shown: • 
1. My primary business at this location is: (fill In ONE only) 
01 O 250 GOLF COURSES (Also fill in Questions #3 & #4) 
02 O 255 Landscape Contractors (installation and maintenance) 
03 O 260 Lawn Care Service Companies 
04 O 265 Custom Chemical Applicators (ground and air) 
05 O 270 Tree Service Companies/Arborists 
06 O 275 Landscape Architects 
07 O 280 Land Reclamation and Erosion Control 
08 O 285 Irrigation Contractors 

O Other (please specify) 
09 O 290 Sports Complexes 
10 O 295 Parks 
11 O 300 Right-of-Way Maintenance for Highways. Railroads or Utilities 
12 O 305 Schools. Colleges. Universities 
13 O 310 Industrial or Office Parks/Plants 
14 o 315 Shopping Centers. Plazas or Malls 
15 O 320 Private/Public Estates or Museums 
16 O 325 Condos/Apartments/Housing Developments/Hotels/Resorts 
17 O 330 Cemeteries/Memorial Gardens 
18 O 335 Hospitals/Health Care Institutions 
19 O 340 Military Installations or Prisons 
20 O 345 Airports 
21 O 350 Multiple Government Municipal Facilities 

_Date:_ 

O Other (please specify) 
22 O 355 Extension Agents/Consultants for Horticulture 
23 O 360 Sod Growers/Turf Seed Growers/Nurseries 
24 O 365 Dealers/Distributors/Formulators/Brokers 
25 O 370 Manufacturers 

JO Other (please specify) 
2. Which of the following best describes 
26 O 10 Executive/Administrator- Presi 

ur title? (fill in ONE only) 
ent. Owner. Partner, Director. General Manager, 

Chairman of the Board. Purchasing Agent. Director of Physical Plant 
27 O 20 Manager/Superintendent- Arborist. Architect. Landscape/Grounds Manager. 

Superintendent, Foreman, Supervisor 
28 O 30 Government Official- Government Commissioner, Agent, Other Government Official 
29 O 40 Specialist- Forester, Consultant. Agronomist. Pilot. Instructor. Researcher. 

Horticulturist. Certified Specialist 
30 O 50 Other Titled and Non-Titled Personnel (please specify) 

3. Is your golf course: 
31 O A Public 32 O B Semi Private 33 O C Private 34 O D Hotel/Resort 35 O E Municipal 

4. If you work for a golf course, how many holes are on your grounds? 
3 6 O 1 9 3 7 O 2 18 3 8 0 3 27 3 9 0 4 36* 

5. How many acres art maintained at your facility? 
6. SERVICES PERFORMED (fill in ALL that apply) 
4 0 0 A Mowing 45 O F Turf Fertilization I 
4 1 0 B Turf Insect Control 46 O G Turf Disease Control 
4 2 O C Tree Care 47 O H Ornamental Care 52 O M Landscape Installation 
43 O D Turf Aeration 48 O i Landscape/Golf Design 53 O N Snow Removal 
44 O E Irrigation Services 49 O J Turf Weed Control 54 O 0 Other (please specify). 

50 O K Paving. Deck & Patio Installation 
51 O L Pond/Lake Care 

7a. Do you specify, purchase or Influence the selection of landscape products? 
O Yes O N o 

7b. If yes. check which products you buy or specify: (fill in ALL that 
55 0 1 Aerators 
56 O 2 Blowers 
57 O 3 Chain Saws 

62 O 8 Herbicides 
63 O 9 Insecticides 
64 O 10 Line Trimmers 

58 O 4 Chipper-Shredders 65 0 1 1 Mowers (reel/rotary) 
66 0 1 2 Snow Removal Equipment 73 0 1 9 Turfseed 59 O 5 De-icers 

60 O 6 Fertilizers 
61 O 7 Fungicides 

15 Sweepers 
70 O 16 Tractors 
71 0 1 7 Truck Trailers/Attachments 
72 O 18 Trucks 

67 O 13 Sprayers 
68 0 1 4 Spreaders 

74 0 20 Utility Vehicles 

8. Do you have a modem? O Yes O No 

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

BUSINESS REPLY MAIL 

NO POSTAGE 
NECESSARY 

IF MAILED 
IN THE 

UNITED STATES 

FIRST-CLASS MAIL PERMIT NO 950 PITTSFIELD MA 

POSTAGE WILL BE PAID BY ADDRESSEE 

i 1 3 7 31 management 
ADVANSTAR COMMUNICATIONS INC 
PO BOX 5054 
PITTSFIELD MA 01203-9697 
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BUSINESS REPLY MAIL 
FIRST-CLASS MAIL PERMIT NO 950 PITTSFIELD MA 

N O P O S T A G E 
N E C E S S A R Y 

IF M A I L E D 
IN T H E 

U N I T E D S T A T E S 

POSTAGE WILL BE PAID BY ADDRESSEE 
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management 

A D V A N S T A R C O M M U N I C A T I O N S I N C 
P O B O X 5 0 5 4 
P I T T S F I E L D M A 0 1 2 0 3 - 9 6 9 7 

| ^ 1 1 S 3 management 
April 1998 
This card is void after June 15, 1998 

NAME (please print) 
TITLE 
FIRM 
ADDRESS 
CITY 
PHONE ( _ 
INTERNET/E-MAIL ADDRESS. 

J - _FAX (_ 
STATE. ZIP 

I would like to receive (continue receiving) LANDSCAPE MANAGEMENT free each month: O Yes O no 

Date: Signature: 
Fill In ovals as shown: • 
1. My primary business at this location is: (fill In ONE only) 
01 O 250 GOLF COURSES (Also fill in questions #3 & #4) 
02 O 255 Landscape Contractors (installation and maintenance) 
03 O 260 Lawn £are Service Companies 
04 O 265 Custom Chemical Applicators (ground and air) 
05 O 270 Tree Service Companies/Arborlsts 
06 O 275 Landscape Architects 
07 O 280 Land Reclamation and Erosion Control 
06 O 285 Irrigation Contractors 

O Other (please specify) 
09 O 290 Sports Complexes , 
10 O 295 Parks 
11 O 300 Right-of-Way Maintenance for Highways. Railroads or Utilities 
12 O 305 Schools. Colleges. Universities 
13 O 310 industrial or Office Parks/Plants 
14 O 315 Shopping Centers. Plazas or Malls 
15 O 320 Private/Public Estates or Museums 
16 O 325 Condos/Apartments/Housing Developments/Hotels/Resorts 
17 O 330 Cemeteries/Memorial Gardens 
18 O 335 Hospitals/Health Care Institutions 
19 O 340 Military installations or Prisons 
20 O 345 Airports 
21 O 350 Multiple Government Municipal Facilities 

O Other (please specify) 
22 O 355 Extension Agents/Consultants for Horticulture 
23 O 360 Sod Growers/Turf Seed Growers/Nurseries 
24 O 365 Dealers/Distributors/Formulators/Brokers 
25 O 370 Manufacturers 

O Other (please specify) 
2. Which of the following best describes your title? (fill in ONE only) 
26 O 10 Executive/Administrator- President, Owner, Partner. Director. General Manager. 

Chairman of the Board Purchasing Agent, Director of Physical Plant 
27 O 20 Manager/Superintendent- Arborist. Architect, Landscape/Grounds Manager. 

Superintendent. Foreman, Supervisor 
28 O 30 Government Official- Government Commissioner. Agent. Other Government Official 
29 O 40 Specialist- Forester, Consultant, Agronomist, Pilot. Instructor, Researcher. 

Horticulturist. Certified Specialist 
30 O 50 Other Titled and Non-Titled Personnel (please specify) 

3. Is your golf course: 
31 O A Public 32 O B Semi Private 33 O C Private 34 O D Hotel/Resort 35 O E Municipal 

4. If you work for a golf course, how many holes are on your grounds? 
36 O 1 9 37 O 2 18 38 O 3 27 39 O 4 36* 

5. How many acres are maintained at your facility? 
6 SERVICES PERFORMED (fill in ALL that apply) 
40O A Mowing 45 O F Turf Fertilization! 
4 1 0 B Turf Insect Control 46 O G Turf Disease Control 
42 O C Tree Care 47 O H Ornamental Care 52 O M Landscape Installation 
43 O D Turf Aeration 48 O I Landscape/Golf Design 53 O N Snow Removal 
4 4 O E Irrigation Services 49 O J Turf Weed Control 54 O 0 Other (please specify). 

50 O K Paving. Deck & Patio Installation 
51 O L Pond/Lake Care 

7a. Oo you specify, purchase or influence the selection of landscape products? 
O Yes O No 

7b. If yes. check which products you buy or specify: (fill in ALL that apply) 
55 O 1 Aerators 62 O 8 Herbicides 69 O 15 Sweepers 
56 O 2 Blowers 63 O 9 Insecticides 70 O 16 Tractors 
57 O 3 Chain Saws 64 O 10 Line Trimmers 71 0 1 7 Truck Trailers/Attachments 
58 O 4 Chipper-Shredders 65 0 1 1 Mowers (reel/rotary) 72 O 18 Trucks 
59 O 5 De-icers 66 0 1 2 Snow Removal Equipment 73 O 19 Turfseed 
60 O 6 Fertilizers 67 O 13 Sprayers 74 O 20 Utility Vehicles 
61 O 7 Fungicides 68 O 14 Spreaders 
8. Oo you have a modem? O Yes O No 

101 113 
102 114 
103 115 
104 116 
105 117 
106 118 
107 119 
108 120 
109 121 
110 122 
111 123 
112 124 

125 137 
126 138 
127 139 
128 140 
129 141 
130 142 
131 143 
132 144 
133 145 
134 146 
135 147 
136 148 

149 161 
150 162 
151 163 
152 164 
153 165 
154 166 
155 167 
156 168 
157 169 
158 170 
159 171 
160 172 

173 185 
174 186 
175 187 
176 188 
177 189 
178 190 
179 191 
180 192 
181 193 
182 194 
183 195 
184 1% 

197 209 
198 210 
199 211 
200 212 
201 213 
202 214 
203 215 
204 216 
205 217 
206 218 
207 219 
208 220 

221 233 
222 234 
223 235 
224 236 
225 237 
226 238 
227 239 
228 240 
229 241 
230 242 
231 243 
232 244 

245 257 
246 258 
247 259 
248 260 
249 261 
250 262 
251 263 
252 264 
253 265 
254 266 
255 267 
256 268 

269 281 
270 282 
271 283 
272 284 
273 285 
274 286 
275 287 
276 288 
277 289 
278 290 
279 291 
280 292 

293 305 
294 306 
295 307 
2% 308 
297 309 
298 310 
299 311 
300 312 
301 313 
302 314 
303 315 
304 316 



1998 
EMERALD 
AWARDS 
ANNOUNCING: the third annual LANDSCAPE MANAGE-
MENT " E m e r a l d A w a r d s " . LANDSCAPE MANAGEMENT 

magazine is offering a $500 first prize to the winner of 
a random drawing to be held on July 1, 1998. Second 
prize is $300 and third prize is $200 in cash. To be eli-
gible for the drawing, simply fill out the questionnaire 
at right and return it to LM's editorial offices. 

Answers to the questions will determine our "1998 
Emerald Awards" winners, to be revealed—along with 
the contest winner—in our August issue. 

WIN 
CONTEST REQUIREMENTS: Contestants must be owners or employees of 
landscape maintenance companies or lawn care companies; or mainte-
nance employees of a golf course or country club, including superinten-
dents and assistant superintendents; or an athletic f ield manager or mem-
ber of an athletic f ield maintenance crew; or manager or member of a 
facility landscape management crew. 
Product selections must be currently used by entrant. 
Employees of Advanstar Communications or their families not eligible. 

All questions on this entry form must be completed, and all blanks 
fi l led. One entry per person. No more than five entries f rom any one 
employer wil l be allowed. Entry forms wi l l appear in the February-June, 
1 9 9 8 issues o f LANDSCAPE MANAGEMENT. 

Completed questionnaires should be mailed to: Emerald Awards, LAND-
SCAPE MANAGEMENT, 7500 Old Oak Blvd., Cleveland, OH 44130. They must be 
received by noon, July 1, 1998. 

A random drawing of all eligible entry forms wil l be held July 1, 1998. 
Winners wil l be noti f ied wi th in 24 hours. 

OFFICIAL ENTRY FORM 
QUESTION: 
What is your favorite 
brand name of... CHECK HERE 

IF YOU 
DO NOT USE 

riding mower? • 
walk-behind mower? • 
turf fertilizer? • 
pre-emergence herbicide? • 
post-emergence herbicide? • 
turf insecticide? • 
turf fungicide? • 
plant growth regulator? • 
compact tractor? • 
turf aerator? • 
pick-up truck? • 
leaf blower? • 
line t r immer? • 
chain saw? • 
Kentucky bluegrass? • 
perennial ryegrass? • 
turf- type tall fescue? • 
turfgrass mix or blend? • 
biological control product? • 

NAME: 

EMPLOYER: 

CITY/STATE: 

PHONE NUMBER: 

(AC ) 





Attention Landscapers! 
N E E D A N U P G R A D E ? 

W E S T L A W N R S I I & W E S T L A W N W P 2 0 0 
Genetically Improved Finebladed Perennial Ryegrass. 

'Seed fax t6e 'Piofa&Aiotuxl. NEW T-60 Series II 
HydroSeeder® 

rns purchase pri 
little as 8 acres. 

• Returns 
in as 

• The ideal machine for. 
residential and small 
commercial projects. 

• Optional operator: 
platform expands ;pa: 
your opportunities. 

C a l l 1 -800-543-7166 
f o r a F R E E I n f o r m a t i o n Ki t ! 

«NN. 
C O R P O R A T I O N 

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.HydroSeeder* is a registered trademark of Finn Corporation. 

Circle No. 141 Circle No. 142 

Spring Special — 25% Off! 
Order colorful BLOOMERS* 100% wildflower seed (no filler) ideal for 

roadsides, parks, golf course roughs and vacant lots. Wide area of 
adaptation. 1 lb. covers 4,500 sq. ft. 5 lb. minimum. 

5 lbs. BLOOMERS $105.00 / 50 lbs. BLOOMERS $995.00 

Call 800-247-6910 today! 

TURFSEEOINC. 
www.turf-seed.com 

P0 Box 2 5 0 1 Hubbard, OR 97032 / 503-651-21301 fax 503-651-2351 

The Ultimate 
Wheelbarrow 

Ibarrows! Add speed, efficiency, productivity and profit t 
landscaping ana erosion control projects with an 

No more wheelbarrows! Add s\ 
your 

• Blows organic mulch with a range of up to 350 ft with a flow rate of up 
to 55 cu. yds. per hour. 

• One man operates the system by remote control for "on demand" 
adjustments in flow rate. 

• Features automatic feed & dust suppression systems (patents pending). 

800-285-7227 
For product information: 
expressblower.com 

http://www.turf-seed.com


You Got Nuisance 

Fruit? 
We have 

the answer 

Florel 
Fruit Eliminator 

Lawn and Garden Products, Inc. 

^ O N T E R E C t J 209/499-2100 
M j V l l y www.montereyiawngarden.com 

Circle No. 145 

Oakdale, MN • (800)770-4525 • http://www.versa-lok.com/wall 

Circle No. 146 

It's Time To 
Some Brass! 

WEST AG IRRIGATION PRODUCTS 
PH: 213-224-3760 • 800-521-4377 
FX: 213-223-4297 • 800-237-3807 
Made and assembled in the USA 

No other product can beat the durability and 
design flexibility offered by VERSA-LOK 
solid retaining wall units. 

No exceptions. 

Call (800)770-4525 to receive FREE Design & 
Installation Guidelines 

and learn about the 
advantages of our 

solid units. 

V E R S A - L O K . Retaining Wall Systems 

^ Our business is growing yours/ 

If you want help growing your lawn maintenance business, 

you owe it to your future to look at a U.S. Lawns franchise. 

Our team will provide you with, step-by-step systems to grow your 

business, maximize efficiency, cut costs, and even satisfy the toughest 

customers. And as part of the U.S. Lawns family, you'll be recognized 

as a company with a reputation for getting the job done 

right the first time. Which can mean more quality time 

for you and your family. For more information on becoming 

a U.S. Lawns franchisee, call us today at 1 -800-US LAWNS. 

After all, our business is growing, yours should be too. 

) 

http://www.montereyiawngarden.com
http://www.versa-lok.com/wall


M A R K E T S H O W C A S E 

m 0 m 
management 

Every month the Market Showcase offers readers 
of Landscape Management 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, 
& AMERICAN EXPRESS accepted. Send to: 
Advanstar Marketing Services, 7500 Old Oak Blvd., 
Cleveland, OH 44130 
BOX NUMBER REPUES: Landscape Management 
LM Box #, 131 W. First St., Duluth, MN 55802 
FOR ADVERTISING INFORMATION AND AD 
PLACEMENT, CONTACT: BILL SMITH, 
440-891-2670, 1-800-225-4569, (ext. 670), 
Fax 440-826-2865, Email bsmith@advanstar.com 

EQUIPMENT FOR SALE 

TOR SALE 

Control 
fertilizer 

costs! 
Kelway 

SST 
Soluble 

Salts Tester 
& Soil Bridge 
> Sturdy • Quick 

Portable • Easy to read 
KELWAY SST Soil Salinity Tester performs the 
same important conductivity tests for soil salinity as 
elaborate instruments costing far more Increase your 
profits, save money on fertilizers. KELWAY SST 
tester, scientifically engineered for the professional 
grower, tells you when to leach Quick easy test with 
direct reading chart explains soil condition Use PPM 
scale for tests of water salinity or to regulate 
HYDROPONIC nutrient solutions Comes complete 
with built-in cell, battery and carrying case 
Guaranteed. See your local distributor Write for 
FREE KELWAY bulletins 

Kel Instruments Co., Inc., Dept. N 
P.O. Box 54, Wyckoff, NJ 07481 

FOR SALE 

NEARY Model #300 lapping machine 
w/materials. Used twice. Asking 200.00. 

Contact: 
Tom S p r a g u e , 7500 Old Oak Blvd. , 

M i d d l e b u r g Hts., O h i o 44130 
440-891-2774 

SHREDDERS 

L A N D S C A P E D E S I G N KIT 3 
48 rubber stamp symbols of trees, 
shrubs, plants & more 1/8" scale 

Stamp sizes from 1/4" to 1 3/4" 
$78 50 - $6 s^h VISA. MasterCard, or 
MO's shipped next day Checks delay 
shipment 3 weeks CA add 7 75%Tax 

AMERICAN STAMP CO 
Demand] 12290 Rising Rd. LM98. Wilton. CA 95693 

Phone or PAX orders to: 916- 687 7102 
Ft* On 

INSTANT 5 PAGES of 
STAMP INFO. Call From YOUR PAX 707-429-0999 Doc»319 

"WE'RE NOT JUST PARTS" 

Equipi 
Acce*'orie* 

Engines 

Free 200 + Page Catalog 
Call: 1-800-222-4303 

MISCELLANEOUS 

4 0 X 6 0 X 1 2 

a $7,523 
Build tt Yourself And Save 10,000 Sizes. All BoM-Together All Steel 
Bu i l d i ngs . Cal l Today For A Pr ice Quo te A n d A Brochu re . 

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 

W w v v . m e t a l b l d g . c o m 

For Class i f ied Adver t i s ing In fo rma t ion 

Call Bill Smith: Phone: 
440-891-2670, 

Fax: 440-826-2865 or 
Email: bsmith@advanstar.com 

Topsoil Shredders 
THE SCREEN MACHINE" 

800-837-3344 

7001 Americana Parkway 
Reynoldsburg, OH 43068 

SOFTWARE 

TRIMMER 
S o f t w a r e f o r t h e L a n d s c a p e C o n t r a c t o r 

A n Es t ima t ing , 
B i l l i n g , 

R o u t i n g , 
S i t e S c h e d u l i n g , 

a n d 
C u s t o m e r T r a c k i n g 

Too l to M a k e 
Y o u r L i fe Easier! 

P r i c e d a t j u s t $495 .00 

For a FREE Demo Disk contact us at 
TRIMS Software International, Inc. 
3110 North 19th Avenue, Suite 190 

Phoenix, AZ 85015 
(800) 608-7467 • Fax: (602) 277-8029 

Www.trims.com 

(Bk 
G o p h e r 9 8 

(Bk Bill ing & Schedu le 
Sof tware for W indows 95 

Only $ 2 4 9 
| ( 8 8 8 ) 6 0 6 - 5 1 5 0 www.gophe r98 . com 

I i i VI» 
management 

1 9 9 8 CLASSIF IED ADVERTISING 
r all ads under $250, payment must be received by the classified closing date. We accept 

VISA, MASTERCARD & AMERICAN EXPRESS. Credit card orders are accepted by phone. 
ISSUES CLOSING DATES 

June 1998 5-8-98 
July 1998 6-10-98 

August 1998 7-9-98 
September 1998 8-10-98 

October 1998 9-10-98 
November 1998 10-8-98 
December 1998 To Be Announced 

(Please call Sales Rep to confirm dates.) 
For Classified Advertising Call: Bill Smith, 440-891-2670, 1-800-225-4569 (ext. 670), 

Fax: 440-826-2865, e-mail: bsmith@advanstar.com 

U 'L HOE® 
Goes Where Big 

Tillers Can't 
•NEW Hefty 2 hp engine 
•Meets EPA standards 
•Folds up, hangs up, Fits in trunk 
•Eight inch bolo tines 
Perfect for weeding and cultivating raised beds, borders, landscaped 
areas or gardens. Optional attachments: Digging Tines, Border/Edger, 
De-thatcher and Aerator Available gas or battery-powered. 

F R E E C A T A L O G M f f f f f C n 
1-800.999.8161 

358 NW F St. • Richmond, IN 47374 2297 
www.hoffcocomel.com 

mailto:bsmith@advanstar.com
mailto:bsmith@advanstar.com
http://Www.trims.com
http://www.gopher98.com
mailto:bsmith@advanstar.com
http://www.hoffcocomel.com


C L A S S I F I E D S 

HELP WANTED 

Join America's leading irrigation and landscape 
lighting distributor, Century Rain Aid. as we continue 
to grow. Century Is now accepting applications for 
branch management positions in the Northeast and 
Mid-At lant ic markets . I rr igation exper ience and 
a college education are preferred. Century offers 
industry competit ive wage and benefit programs. 
Please send your resume and salary requirements to: 

Century Rain Aid, 3 1 6 9 1 Dequindre Rd.. 
Madison Heights. Ml 4 8 0 7 1 . Attn: Wayne Miller. 

Pre-employment drug screening required. 
Century is an Equal Opportunity Employer. 

Moon Landscaping, a thirty-year-
old landscape/maintenance 
company currently operating in an 
area of southeast Pennsylvania, 
New Jersey and northern Delaware 

is seeking a high-end, quality-oriented individual to 
manage its rapidly expanding landscape and site 
management company located in Bucks County, PA. 
This person must be capable of running all aspects of 
the business and have a strong commitment to quality 
and qrowth. Salary is commensurate with experience 
plus incentives based on P/L, gross margin and overall 
company direction, The position offers Blue Cross/Blue 
Shield, dental insurance, life insurance. 401(k), 
vehicle allowance or company car, and a potential for 
promotion. 

Please send resume to: 
MOON LANDSCAPING 

P.O. Box 672, Chesapeake City, MD 21915 
Attn: John Pursell 
Fax: (410)755-6152 

Western States Reclamation, Inc. 
is one of Denver, Colorado's leading environmental 
contractors involved in commercial landscaping, 
irrigation, revegetation and erosion control projects 
Our new and expanding Irrigation Division needs 
employees immediately. Top pay and benefits for 
qualified individuals. 

Irrigation Superintendent - Requires up to 5 yrs. 
exp. with large comm'l irrigation systems. Exp. on 
golf course construction beneficial. 

Irrigation Pipefitters A Installers - Requires exp. on 
large commercial projects including mainline up to 8", 
wiring, network satellite systems, valves, etc. Also, 
need operators for large trenchers and backhoes. 

Irrigation Techs - Must have good experience with 
trouble shooting, programming clocks, valve repair, 
etc. 

Send resume with salary history/req to 
WSRI 
11730 Wadsworth Blvd, Broomfield, CO 80020 
or fax to (303)465-2478 EOE by choice 

SERVICE TECHNICIAN / S M A L L ENGINE 
MECHANIC - We are a growing NE Ohio Outdoor 
Power Equipment Dealer serving the professional 
Green industry and seeking a talented, organized, 
self-driven individual with 2 & 4 cycle engine expe-
rience. INSIDE & FIELD SALES- Also seeking 
energetic, motivated & knowledgeable individuals 
to sell products, tools, & equipment to the tree & 
landscape industry Horticultural/arborculture train-
ing & experience medical, disabilty, life insurance, 
vacation & holiday benefits. Ongoing training 
opportunit ies. Valid driver's l icense with clear 
record, phone & own t ranspor ta t ion a must! 
Drug free workplace. EOE. Please submit to 
LM Box 526. 4/98 

General Manager/Golf & Sports Turf 
Well-established, full service landscape maintenance & 
construction company located in the St. Louis area is 
currently seeking a General Manager for its Golf & 
Sports Turf Division. 
Successful candidates must be sales-oriented with 
strong management skills and a background in Golf 
Course Management, staffing, scheduling, estimating, 
business strategy, and overall department profitability. 
This is and excellent opportunity for a results-driven 
individual with 5 plus years management experience 
who is ready to manage a $3+ million department 
experiencing strong growth. Qualified candidates must 
also possess excellent organizational, communication, 
and leadership skills. We offer an excellent salary and a 
comprehensive benefits package. 
To be considered for this challenging and exciting new 
position, please forward a resume and cover letter, 
with salary history to: 

Munie Company 
Attn: HR Manager 

1000 Milburn School Rd. 
Caseyville, IL 62232 
Fax (618)632-5475 

MAINTENANCE SUPERVISORS 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: 
The Br ickman Group, Ltd., Corporate Off ice, 
375 S. Flowers Mill Road, Langhorne, PA 19047, 
215-757-9630, EOE. 12/98 

Seeking the Green Industry's Best Sales Man-
ager An established Southeast-based leader in 
professional landscaping and maintenance has an 
immediate opening for a fully qualified and produc-
tive sales and business development professional. 
The ideal candidate will possess a proven track 
record of success in commercial and high-end resi-
dential sales and a bias toward building long-term 
relationships. Skill and experience in estimating 
and design would be helpful. Interested and quali-
fied candidates should either telephone, fax or mail 
their resume to: GreenSearch, 6690 Roswell Road, 
Suite 310-157, Atlanta, Georgia 30328-3161. 
Toll-free 1.888.375.7787 Fax 770.392.1772. 4/98 

For Classified Advertising Information: 
Bill Smith 

« Phone: 440-891-2670, 
Fax: 440-826-2865 

Email: bsmith@advanstar.com 

^ Send Box Number Replies to: 
Landscape Management, 

LM Box #, 
131 W. First S t , 

Duluth, M N 55802 

SALES OPPORTUNITIES- Sales Manager, Con-
t r a c t e d M a i n t e n a n c e S a l e s p e r s o n , 
Architect/Design Salesperson. Sales Manager to 
coordinate & enhance sales efforts for Mainte-
nance, Construction & Nursery Operations. Moti-
vate, train & manage our sales force w/some per-
sonal sales expectations. Cont rac ted Mainte-
nance Salesperson to build relationships & pro-
cure the opportunity to bid multi-family and com-
mercial/ industrial accounts. A rch i tec t /Des ign 
Salesperson- target volume $600,000 in residen-
tial/comm design-build work. Excellent opportunity 
to join a growing Chicagoland industry leader. We 
offer a generous salary w/commissions & great 
benefits (co. vehicle, insurance, 401 (k), etc.) all in a 
friendly environment w/advancement potential. 
Work out of either our Naperville or Wauconda 
office. For immediate confidential consideration, 
please call Maureen (847)526-4554 or fax/send 
resume & salary history to: 610 W. Liberty St., P.O. 
Box 448, Wauconda, IL 60084. (847)526-4596. 
EOE. 5/98 

FLORAPERSONNEL, INC. In our second decade 
of performing confidential key employee searches 
for the landscape/horticulture industry and allied 
trades worldwide. Retained basis only. Candidate 
contact welcome, confidential, and always free. 
1740 Lake Markham Road, Sanford, FL 32771. 
PHONE (407)320-8177. FAX (407)320-8083. 
Email : Hor tsearch@aol .com. Websi te : 
http://www.florapersonnel.com. 12/98 

G r e e n S e a r c h — A t t e n t i o n Emp loye rs . . . can ' t 
find good managers and supervisors? Or maybe 
you're a job seeker looking for a new opportuni-
ty? We can help you! Serving Green Industry 
company categories throughout the Southeast 
U.S.Candidates pay no fee. Call GreenSearch 
toll-free at 1-888-375-7787, Fax (770)392-1772. 
G r e e n S e a r c h , 6690 Roswe l l Road, 
# 3 1 0 - 1 5 7 , A t l an ta , G e o r g i a 3 0 3 2 8 - 3 1 6 1 , 
www.greensearch.com. 4/98 

BUSINESS FOR SALE 

Iowa Grounds Keeping Company Fpr $ale. 
$300,000 in annual sales. Located in a 

College community with a diverse popula-
tion and numerous activities. The town is 

known for it's excellent school system. 
Sale includes all contracts and equipment. 

Fax inquires to 319-337-2894 or 
e-mail: Amative2@AOL.COM 

Well established medium size $500K landscape 
and snow removal business in the north suburbs of 
Chicago, is for sale to an energetic, ambitious, 
knowledgeable person, who would work the busi-
ness on a buy-out basis. We are retiring after 40 
years but will stay on to train. Reply in confidence 
and fax background to: (once in a lifetime opportu-
nity) to 847-634-3910. 4/98 

Ten year old Richmond, VA based lawn mainte-
nance and landscape company for sale. $220,000 
gross 1997. Asking 45K for commercial and resi-
dential contracts and equipment. Owner retiring but 
will stay during transition if needed. PO Box 35900 
Richmond, VA 23235. 4/98 

FOR SALE: Established Landscape Construction 
Company located on the beautiful Central Coast. 
Annual average sales 450-500,000 with room for 
expansion. Includes trenchers, backhoes, tractor, 
misc. equipment, contracts. $120,000. Serious 
inquires to: Landscape P.O. Box 15935, San Luis 
Obispo, CA 93406-5935. 4/98 

mailto:bsmith@advanstar.com
mailto:Hortsearch@aol.com
http://www.florapersonnel.com
http://www.greensearch.com
mailto:Amative2@AOL.COM


EDUCATIONAL OPPORTUNITIES FRANCHISE OPPORTUNITIES AD INDEX 
NOW...Learn professional Landscaping and Gar-
dening at home. Accredited program provides 
thorough training in all phases of commercial 
and residential landscaping. Diploma awarded. 
Free brochure describes program and opportuni-
t ies in detai l . Cal l 1 -800 -326 -9221 or wr i te 
Lifet ime Career Schools, Dept: LF01Y1, 101 
Harrison Street, Archbald, PA 18403. 12/98 

Two year AAS degree program in Golf Course 
Maintenance Operations, Landscape Contract-
ing, and one year Golf and Grounds Certificate. 
Fully accredited, VA approved, expanded learn-
ing facilities, new equipment. Graduate place-
ment assistance available. Contact Golf Course 
O p e r a t i o n s / L a n d s c a p e T e c h n o l o g y Dept . , 
Western Texas Col lege, Snyder , TX 79549. 
915-573-8511 ext. 305 12/98 

rOR SALE 
Radios - Half Price Motorola - Radius - Johnson 
- Kenwood Escape NEXTEL go 900 for $225 per 
truck call 800-779-1905 4/98 

KEEP YOUR CREWS BUSY ALL YEAR LONG. 
LANDSCAPERS...Buy manufacturer direct pro-
fessional synthetic turf putting greens for home 
and commercial use. Dealer Program includes 
Exclusive Distribution Area, Market Research 
Repor t , ca r ry NO i nven to r y , many ex t ras 
FREE VIDEO 1 -800-334-9005 4/98 

Th ree 1994 N i ssan D iese l 14 ,500 G . V . W . 
Cabover—Low Mileage. Each truck equipped 
with: Two Tuflex fiberglass tanks (one 600 gal-
lon/one 100 gallon), Two complete electronic 
Hannah hose reels, Pumps are PTO driven, One 
large a luminum fert i l izer box direct ly behind 
cabs (44" tall x 31" wide x 91" long). Super clean 
and beau t i f u l l y se t - up on c o m p l e t e 10 
foot aluminum bed. Selling at a steal for $27,500. 
Call for photographs. Green Thumb Lawn Care, 
I nc . , D a l l a s , TX ( 9 7 2 ) 7 2 7 - 9 5 9 5 - O f f i c e , 
(972)727-1806-Fax 4/98 

M O W E R R E P L A C E M E N T P A R T S . FREE 
200 page catalog SAVE $$$ on mower parts, air 
& oil filters, trimmer line, belts, plugs, oil, tools, 
water garden suppl ies. Mow More Suppl ies 
1-800-866-9667 Order free catalog MM98LM. 

5/98 

MKI THE L A N D S C A P E R S S U P E R S T O R E ™ 
WHOLESALE PRICES PARTS & SUPPLIES 
CALL FOR A FREE CATALOG 1-800-724-2229 
BUY DIRECT & SAVE!!! 9/98 

Call Bil l S m i t h 
t o m a k e s u r e 

y o u r a d is in t h e 
nex t ava i l ab le 

i s sue ! 
800-225-4569 

ext 670 

FRANCHISE OPPORTUNITY Tired of running your 
business without any support? With a NaturaLawn 
of America franchise, you not only get comprehen-
sive agronomy support through the use of our pro-
prietary natural, organic-based fertilizers and bio-
logical controls, but you get to use our proven mar-
keting strategies to easily grow your lawn care cus-
tomer base to v i r tual ly the size you want. 
For info call us at 800-989-5444; e-mail us at 
natlawn@erols.com: or contact us on the internet at 
www.nl-amer.com. 4/98 

SERVICES 

SPANISH TRANSLATION Business, technical and 
legal documents. Training manuals, notices, safety 
gu ide l ines, benef i ts, company rules. 10 yrs' 
exper ience as Spanish t rans lator for major 
Cal i fornia landscape management company. 
LANGUAGE EXPRESS. TEL: (408)395-5917 
FAX: (408)395-3457 evialo@compuserve.com 4/98 

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. 12/98 

T H E V O I C E O F T H E G R E E N I N D U S T R Y 

I k11 • 
management 

D I R E C T M A I L 

List 
targeted[ influential audience: 

• 50 ,000 decision makers 

• Highly responsive 

• 9 8 % deliverable guaranteed 

• Selects available 

FOR DETAILS CONTACT 

Michael Balzano 
440-891-2697 
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Grab Bag 
Family business 
succession facts 

According to the Arthur 
Andersen/Mass Mutual Ameri-
can Family Business Survey '97, 
two-f i f ths of the family busi-
nesses in the US are expecting 
to change leadership by the 
year 2002. Therefore, says Ross 
Nager, executive director of 
the Arthur Andersen Center 
for Family Business, succession 
has taken on greater impor-
tance. The survey of more than 
3000 family business owners 
revealed that 79 percent of re-
spondents want the business 
to stay in the family. Seven-
teen percent of respondents 
said they are not confident of 
the next generation's commit-
ment to the business. 

The year in golf 
should be big 

The National Golf Founda-
t ion reports that the US golf 
industry will have a record 
number of new courses built in 
1998, "if history repeats itself." 
A record 932 courses were 
under construction in the US 
as of Dec. 31, 1997, reports 
NGF. 728 of those are due to 
be finished this year, but 
based on history, about 35 
percent will be pushed into 

1999. Still, we can look for 
about 485 new courses to be 
ready to go this year, the NGF 
estimates. 

OLCA's Man of the Year' 
Steve Bailey (right), owner and operator of 

Grassroots Lawn & Irrigation, Upper Arlington, 
Ohio, the Ohio Lawn Care Association's "Man 
of the Year". Phil Fogarty (left), OLCA's first 

president, made 
the surprise pre-
sentation at the 
Ohio Turfgrass 
Conference this 
past winter, and 
warmly thanked 
Bailey for his hard 
work in OLCA's 
founding years. 

Paul Wolfe new NAA 
president 

Paul Wolfe II was installed as president of 
the National Arborist Association in February. 
Wolfe has a BS in soil science from Michigan 
State University. He founded Integrated Plant 
Care, Rockville, Md. in 1988. 

Pine-straw for the Midwest? 
Researchers at the University of Missouri-

Columbia are searching the world to f ind 
pine varieties that will thrive in Missouri and-
make good pine-straw mulch. 

A cross between the pitch pine and the 
loblolly pine is the farthest along, and it 
looks the most promising, says Steven Kirk, 
MU forestry research specialist. 

Another variety being grown at the re-
search center is Apache pine. 

Special effects landscape project 
An award winner in the California Landscape Contractors Association 39th Annual 

Beautification Awards was this residential design by Pierre Charles Landscape. 

Highlights of the "Excelsior Award" winning project were stylish paving stones lined 

with ornamental plants, a rustic wagon and inviting, soothing night lighting. 

Grab Bag 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... 



Kentucky Bluegrasses 
Victa Bristol 
Abbey Buckingham 
Coventry Ascot 

Bentgrasses 
Procup I 
G-1 I 
Backspin I 

Penncross 
Penneaele 
Pennlinks 

Perennial Ryegrasses 
Achiever Majesty 
Divine 

Fescues: 
Banner II 
Molinda 
Brigade 

Adobe 
Aztec 
Mirage 

Scotts Platinum Tag Seed. 
The pure leader in every field. 

You want purity? Scotts, Platinum Tag seed is the 
highest purity testing standard in the industry, using 
screening samples 2 times larger than accepted 
Gold Tag sampling sizes. 

You want value? Scotts exceptionally high purity 
gives you more live seed with a higher germination 
rate...and that means a much better per-bag value. 

You want quality? The wide range of Scotts award-

winning seed varieties grew from a history of innovative 
technology and outstanding performance...the reasons 
why "Scotts" means healthier, 
greener turf worldwide. 

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

...The Scotts Difference, 
www. scottscom pany. com 

© Copyright 1998. The Scotts Company. All rights reserved. ™ — trademarks are the property of The Scotts Company. 



You've Just Spent 
$404)00 to 

Build a Green 
Now invest $90 in the right bentgrass seed. 

At $4 to $7+ per square foot, a 6,000 foot green can 
cost $24 to $50 thousand. No matter how you figure it; 
design, grading, tiling, gravel, sand and manpower, 
building a green is the most important part of any 
course. It would be foolhardy to plant an unproven 
bentgrass on a whim, or because it's a few cents a 
pound cheaper. Of course you're going to be cautious 
when your reputation's on the line. You're going to 
insist on the stellar new Penn A and G series bents 
from Tee-2-Green®, developed by Dr. Joe Duich, then 
tested—and selected—by some of the best superin-

tendents on some of the finest courses in the world. 
Or, you won't go wrong with time-proven Penncross, 

PennLinks or PennTrio blend. With hundreds of 
thousands of pounds sold around the world, 
Penncross remains the best-selling bentgrass ever. 

Oregon's best and most experienced bentgrass seed 
producers grow these exceptional creeping bents to 
the highest certification standards; free of any objec-
tionable weeds. 

It's good economy to seed with the new Penn A's and 
G's from Tee-2-Green®—the icing on the cake. 

Better built greens deserve the better bentgrasses. Insist on 
the genuine 'Penn Pals'™: Penncross, PennLinks, PennTrio, 
Penn A-l, Penn A-2, Penn A-4, Penn G-l, Penn G-2, Penn G-6; 
plus Penneagle, Pennway and Seaside II for fairways. 

Number 16 Penn A-4 green,The Estancia Club, Scottsdale, AZ ©1997Tee-2-Green Corp. 

TEE-2-GREEN® 
P0 Box 250 

Hubbard, OR 97032 USA 
800-547-0255 
503-651-2130 

FAX 503-651-2351 
bentinfo@tee-2-green.com 

mailto:bentinfo@tee-2-green.com

