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- Always read and follow label directions.
PRE-M* and LESCO" are registered trademarks of LESCO, Inc. CP-0173A

It's simple. PRE-M” is the country’s leading pendimethalin herbicide. And no wonder.
With over 12 years of proven performance and formulation improvements,
PRE-M is here to help your business grow.

What's more, PRE-M comes from the Ieadmg suppller in the professional
turf care industry, LESCO®

Talk to your LESCO
professional about new, special
rebates for PRE-M purchases, .
7 orcall 800-321-5325. And put : A
~ the leodmg edge fo work for you. =

The Leadlng Edge 2
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KUBOTA

What other mowers dream of hecoming.

Nestled in their sheds at night,
ordinary mowers dream of only one
thing: growing up to be a Kubota F-60

Series. And it’s easy to see why.

Kubota's advanced E-TVCS diesel
engines are designed to deliver maxi-
mum power with minimum vibration

and noise. Plus, these super-efficient

The Kubota F-60 Series features powerplants go a long way in cutting

our exclusive Auto Assist 4WD with fuel costs and emissions.
Available in 22, 25 and 30 horse-

power 4WD models, the Kubota F-60

Dual-Acting Overrunning clutch.

It automatically transfers power to the

rear wheels when the going gets  Visblity and manuverability will Series also comes in a 25 horsepower
ncrease your productiv,

tough. Or, you can manually engage "C7e@seyour productivily 2WD model.

4WD on the go. Either way, it gives you unequalled So if you're looking for a front-end mower that

traction and maneuverability while reducing the  handles like a dream, see your authorized Kubota
damage to your valuable turf. dealer today.

The durable, independent hydraulic PTO clutch For more information please write 1o

lets you engage and disengage PTO driven imple- I
i ments on the move. IJ o Q

A real time-saver in
KUBOTA TRACTOR CORPORATION
PO. Box 2992-IM
Torrance, CA 90509-2992
1-888-4KUBOTA ext. 403

tight situations.

Available with 60
or 70" side discharge Financing available through
Kubota Credit Corporation

E

mower or 60" or 72"

3
4

rear discharge mower. 1998 Kubota Tractor Corporation
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LEADLER

When professionals need superior results they know they can count on the
#1 line of gas powered blowers...Echo. Every Echo power blower is
designed to handle the toughest jobs from start to finish. Power blowers
that are quiet, comfortable and deliver maximum performance when you

need it most — every hard-working day. That's Echo Pro Performance!

Built by the team
that knows exactly
what professionals

need: quality, durability and power.

For more information call 1-800-432-ECHO (3246).

ACK
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Finally, the most
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Green Industry

information is at
your fingertips
24 hours a day.

(Isn’t that a bright idea?)
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A proud supporter of these green industry

ALCA
ANQ;{A

American Nursery &
Landscape Assoctation

P s Govener Wt
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professional organizations:

Associated Landscape Contractors of America
150 Elden Street, Suite 270, Herndon, VA 20170
(703) 736-9666; http://www.alca.org

American Nursery & Landscape Association
1250 I St. NW, Suite 500, Washington, DC 20005
(202) 789-2900

Independent Turf and Ornamental
Distributors Association

1217 Wayburn

Grosse Pointe Park, MI 48230

(313) 331-7739

The Irrigation Association

8260 Willow Oaks Corporate Dr. Suite 120
Fairfax, VA 22031-4513

(703) 573-3551; http://www.irrigation.org

National Arborist Association

The Meeting Place Mall, P.O. Box 1094,
Amherst, NH 03031-1094

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

Ohio Turfgrass Foundation

1100-H Brandywine Blvd.,PO Box 3388,
Zanesville, OH 43702-3388

(888) 683-3445

The Outdoor Power Equipment Institute
341 South Patrick St

Old Town Alexandria, Va. 22314

(703) 549-7600; http://opei.mow.org

Professional Grounds Management Society
120 Cockeysville Rd., Suite 104,

Hunt Valley, MD 21031

(410) 584-9754

Professional Lawn Care Association of America
1000 Johnson Ferry Rd., NE, Suite C-135,
Marietta, GA 30068-2112

(770) 977-5222; http://www.plcaa.org

Responsible Industry for a Sound Environment
1156 15th St. NW, Suite 400,

Washington, DC 20005

(202) 872-3860; http://www.acpa.org/rise

Sports Turf Managers Association

1375 Rolling Hills Loop, Council Bluffs, IA 51503-8552
(712) 366-2669; (800) 323-3875:
http://www.aip.com/stma

Turf and Omamental Communicators Association
P.O. Box 156, New Prague, MN 56071
(612) 758-5811

I[H ULTIMATE
WHEELBARROW

5 MEN AND A
WHEELBARROW

| MAN WITH THE
EXPRESS BLOWER

SIt our web site at

www.expressblower.com

Circle 107

Introductory price for model Y550, effective to March 31, 1999

Freight and setup extra. Some dealers may sell for less

Introducing the Farm King Triplex mower -
the gang mowing system with a new level of efficiency
in more ways than speed.
There's no better or faster way to trim a turf. There’s no
machine that will last longer, require less maintenance
or do more with less horsepower.

Three models - 13, 16/, and 19' cutting widths all for Cat. 1 hitches.

FARM KING

John Buhler Inc
301 Mountain Street S. Morden, Manitoba, R6M 1X7
PH. 204-822-4467 Fax 204-822-6348

Call for the name of distributor nearest you

Circle 109
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The reason you've never seen
the GMC emblem on a car is very
simple: we've specialized in trucks,
and only trucks, for over 90 years.
We've concentrated on commercial
issues like power, payload, operating
efficiency — all the important
details that matter to people like
you, who are running a business.

At GMC, we try to make every
little detail count on the bottom
line. Our advanced Dex-Cool”
coolant is designed to go 150,000
miles before a scheduled change.*
Our Vortec engines offer impressive
power — from the capable Vortec
4300 V6 to the mighty 290 hp
Vortec 7400 V8.

These Vortec gas engines have
a one-piece serpentine drive belt,
platinum-tipped spark plugs and
other long-life components that

N

allow you to drive 100,000 miles
before the first scheduled tune-up.*
These may be details, but they mean
your trucks can spend more time
on the road, less time in the shop.

We offer a full line of trucks for
a wide range of applications. When
you visit a GMC dealer, you'll find
salespeople as specialized as our
trucks who will help you with
information, recommendations
and ordering assistance. And you’ll
also find GM-trained technicians
providing expert truck maintenance.
For more information about
GMC, see your GMC dealer, call
1-800-GMC-8782 or visit us at
www.gmcforwork.com on the web.

You specialize in your business,
we specialize in trucks.

*Maintenance needs vary with different uses and driving
conditions. See owner's manual for details.

p— }
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Do one thing. Do it well™



http://www.gmcforwork.com

PUT US TO WOBK

Just tell us what materials you’re looking for and we’ll send them & ASAP.
(_J Light Duty Commercial [_] Safari®/Savana® Commercial Vans [_] C-Series (Medium Duty Conventional)

_J T-Series (Medium Duty LCF) [_)] W-Series (Light Duty LCF) [_J GMC® Personal-Use Trucks [_] Pontiac® Cars

Do you currently own a GMC? (] Yes () No Are you likely to lease or buy? [} Lease [JBuy [_JUndecided
If yes, selling dealer et = When? (] 0-3 months (] 7-9 months

J 1-2 years
If no, preferred dealer:

(J4-6 months (L] 10-12 months () 2+ years [_)Undecided
If we can do anything else for you, just call 1-800-GMC-8782. www.gmcforwork.com

LM0299
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' to arrange financing and leasing right at your GMC dealership.

GMC logo, and Dex-Cool are registered trademarks and Vortec is a trademark



OPENING SHOTS

Meet the new
'‘best and
brightest’

St %/m

SUE GIBSON

Executive Editor

12

his industry was built by the contrac-

tors and grounds managers who saw

opportunities for themselves, and

today is no different. Whether you

lead a large landscape organization or
are a newcomer, you are part of a tradition that
started humbly and succeeded because of hard
work and good business sense. Until now, the
best and the brightest in our industry could pretty
much claim this was their story. Our best and
brightest are comfortable both in suits and jeans.
They know about biology, equipment, operations
and keeping customers happy. They also know a
lot about finance, prof-
itability and productivity.
And, they still get outside
alot.

But now we're seeing a
change that’s driven by
our industry’s consolida-
tion. Despite all the fuss
about consolidation over-
taking our industry, we're
told that only about 5%
has been consolidated so
far. Participants in a Janu-
ary seminar [ just at-
tended on mergers and
acquisitions said there lit-
erally are “trillions” of dol-
lars in the investment world looking for a good
home in an industry like ours.

So now we're sexy, just like others who are
consolidating: real estate, construction and utility
management, to name a few. At the conference,
we met representatives of several new consolida-
tion groups who will soon announce their debut
into the green industry. And more will follow.

The big money coming into our industry
comes in the pockets of a new breed of best and
brightest. They're very smart, very educated and
very savvy investors, deal-makers and advisors.
They routinely handle transactions involving mil-
lions of dollars. They know due diligence, stock
swaps, tax minimization, business valuation and
all other aspects of mergers like they know the
back of their hands.
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Forget the fact that our best and brightest have
years of experience in the landscape business and
the new ones don'’t. Forget the fact that most of
them rarely work outside. The new breed is smart
enough to learn a lot about our operations and
learn it quickly.

So how will this affect you? Will you learn
about the consolidators as quickly as they've
learned about you? Will you understand how
these new consolidations will operate in your
markets and how they'll affect your firm? Will
you have enough savvy to make the right decision
when someone invites you to sell?

Some of the contractors at the meeting said
they liked this new breed because they bring
“professionalism” to our industry. I think they also
bring a whole new set of challenges and opportu-
nities to everyone — established firms and begin-
ners alike. And I'd recommend you learn as much
about them as you can. Next month, we'll look
more closely at consolidation and what it will
mean to you. LM

Ruppert Moves On

Craig Ruppert, founder of Ruppert Landscape in
Ashton, MD, has resigned his position as senior vice
president of the TruGreen-ChemLawn Landscape
Division, headquartered in Memphis. Chris Davitt,
also formerly of Ruppert Landscape, has also left
TruGreen-ChemLawn. Ruppert can be reached at
Ruppert Nurseries, also in Ashton.

Another national player

HOUSTON — GrowScape LLC, based here, is the
newest ‘national’ landscape company. This spring it
will announce its seven founding companies, with
estimated combined revenues of $75 million.
GrowsScape will integrate ‘vertically,’ offering instal-
lation, maintenance, foundation, perennial plant
materials, turf, irrigation, architecture and design.
The company hopes to be in top 25 U.S. metropoli-
tan areas within four years.
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Experience The Bobcat Advantage!

Ridc smoother. Lift more. Reach farther. Carry faster. Dump higher.
Bobcat extended-wheelbase skid-steer loaders give you all this — and
pride of ownership, too. That’s The Bobcat Advantage!

The Bobcat brand’s smooth ride, rugged reliability, ease of operation,
comfort, safety, dealer support, parts availability, service backup, choice
of attachments and high resale add up to total value that can’t be matched.

Check out The Bobcat Advantage at your local dealer — or ask any Bobcat owner.

For a FREE “Bobcat Advantage” video and 40-page Buyer’s Guide, call our
24-hour fax-back line: 1-800-662-1907 (Ext. 701).

291
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Tiller breaks up clumps,

Visit Booth A-228
CONEXPO-CON/AGG "99
)3.927 l\]tl{.l
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Sod Layer does the Landscape Rake grades,
Jjob quickly, effortlessly. levels and picks up debris. mixes material into soil.
MELROE
INGERSOLL-RAND Melroe Company « P.O. Box 6019 - Fargo, ND 58108-60

www.bobcat.com


http://www.bobcat.com

ASK THE EXPERT

BALAKRISHNA RAO
Manager of Research and
Technical Development

for the Davey Tree Expert
Company, Kent, Ohio

SEND YOUR
QUESTIONS TO:

“Ask the Expert”
Landscape Management
7500 Old Oak Bivd.
Cleveland, OH 44130

or contact Nancy Stairs
nstairs@advanstar.com
440/891-2623

Please allow two to three
months for an answer to
appear in the magazine.
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Eldarica pine problems

I have about 12 Eldarica pines
and about three or four are having
branches dying out from the center
to the base of the tree. Each year a
few more branches die, which
doesn't appear normal. There are
no indications of insects or other ob-
vious disease.

The pines are growing in a loca-
tion in the mountains about 4,000
feet high. The soil is sandy to silt.
Trees are watered every two weeks
during the hot, dry windy summer.
I planted these pines as they thrive
in heat, drought, wind and poor
soil.

—CALIFORNIA

Dr. Len Burkhart, Davey’s
resident horticulturist and tech-
nical adviser in California, said
that there is some confusion
over the naming of Eldarica
pine, both the common and the
Latin names. Trees labeled El-
darica pine (Pinus eldarica) in a
nursery may actually be Afghan
pine (Pinus halepensis eldarica)
or even mixed up with Brutan
or Calabrian pine (Pinus brutia).
Mondel pine also occurs in the
nursery trade in the West and
Southwest and is probably the
true Afghan pine. Due to the
confusion of these species in the
nursery trade, the actual identity
of your trees should be ques-
tioned.

In this situation, the impor-
tance of the specific species re-
lates to ability of the trees to
withstand cold. Calabrian pine
can not tolerate temperatures
below O°F, while true Afghan
pine can. Trees planted in con-
ditions to which they are not

February 1999

adapted are more prone to
stress and environmental condi-
tions, which in turn can make
them more susceptible to dis-
ease and pest problems as well
as simple decline.

The problem could be as
simple as cold injury or the
trees could be stressed and sub-
ject to increased branch loss.
Other possible problems for
pines in your area include pine
rust, pitch canker and other
cankers, bark beetles and vari-
ous needle diseases.

It would help if you had
confirmation of the species of
pine on your property but, for
now, removal of the dead and
dying branches is recom-
mended. Take photographs of
the trees from several angles, in-
cluding the trunk (especially if
you see excessive pitching,
holes, etc.). You should contact
your local county personnel
with the photos and a branch
sample (preferably dying, not
completely dead) or send your
sample to a diagnostic labora-
tory for further diagnosis.

Dogwoods declining

Some of the dogwoods in our
area show various degrees of de-
cline. The affected trees have
smaller, lighter-colored leaves and
they often develop fall color earty
and curl or shrivel in the summer.
On some trees, there are slightly
sunken areas at the soil line. We
cut open the area and found that
the bark is discolored. In some, the
bark is gone and the wood is ex-
posed. What causes this? What can
be done to control?

—PENNSYLVANIA

Based on your description,
the problem appears to be re-
lated to crown canker disease
caused by Phytophthora cacto-
rum. This disease can weaken
the affected plant and cause
smaller and light-colored leaves
which discolor prematurely,
with slight distortion. As the
disease progresses the problem
may be on one side first and
later spread.

Study the base of the trunk
at the soil line. The sunken
areas may be cankers produced
by the fungus. These cankers
can discolor and kill the cam-
bium. In addition, when the
bark sloughs off, it exposes the
underneath tissue. If these
cankers extend and surround
the trunks they can girdle and
kill the tree.

Crown canker is found
mostly on newly planted plants
because of basal bark injury or
other type of transplanting
wounds. Wounds can also result
from improper mowing or trim-
ming. Consider providing barri-
ers or mulching to protect the
trunks.

Avoid planting dogwood
plants where there was inci-
dence of dogwood mortality.
Consider treating affected dog-
woods with Phytophthora spe-
cific fungicides such as Subdue,
Aliette or Terrazol as needed. In
addition, examine the plants for
possible dogwood anthracnose
disease. This is also a potential
destructive killer disease.

Follow label specifications,
and treat as needed. LM
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You can spot the professionals
by the work they do...

When you see LESCO Commercial-plus™
equipment on the job, you know a profes-
sional is at work. That's because the
complete line of LESCO equipment is
designed and built to meet the demanding
requirements of landscape professionals.
Rugged and reliable, this equipment
minimizes maintenance costs and down-
time. And it’s engineered to reduce opera-
tor fatigue, so more gets done in a day.

You'll find everything you need at
LESCO. A full line of mowers including
walk-behind rotaries, outfront riders, a
zero-turn series and small trim units. As
well as the most complete line of spreaders
in the industry...rotary, pendulum and
drop styles.

And LESCO has sprayers ranging from
the smallest hand-held variety to the

and the tools they use.

versatile backpacks on up to 300-gallon
tank units. There’s also a renovator that
de-thatches, slices and seeds in one opera-
tion and a series of aerators in both walk-
behind and pull-behind models. And that’s
not all. LESCO also offers a complete line of
hand-held power tools, blowers and truck
vacs.

A great selection backed by incomparable
service and convenience. No wonder LESCO
Commercialplus equipment is the choice of
professionals everywhere. Stop by your
nearest LESCO Service Center® today and
see the selection for yourself. Or call
800-321-5325

 JESCO

GROW WiTtTH UsM™

BIE ol @

LESCO is a registered trademark

Commercialplus and Grow With Us are trademarks and LESCO Service Center is a registered service mark of LESCO, Inc
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ARBOR VIEW

What species
of trees are
you planting?

E—_

NANCY STAIRS
Technical Editor

eing a “tree person,” | have always no-

ticed trees — to the point of obses-

sion at times (at least according to my

friends). And I'm often amazed at

what people will do to their trees in
the name of ... maintenance? ...art? ...goodness
knows what?

But there are other things I notice as well, in-
cluding hazardous trees, to the point where there
are some places | won't park even my old beat-up
pickup.

[ also notice tree species — what is being
planted and where. In street tree situations I have
noticed that many com-
munities seem to pick a
few preferences and stick
to them. In our part of
the world, maples, ashes
and honeylocusts are fa-
vorites, with callery pears
and crabapples running
close behind.

There are a couple of
problems with planting
monocultures or a narrow
range of tree species. One
is that if a specific pest or
disease strikes a narrow
species range, it can drive
up the cost of mainte-
nance of the trees, even threaten the survival of
large numbers of them because the problem
spreads so easily from tree to tree. Dutch elm dis-
ease is a perfect example since it virtually wiped
out American elms in many communities.

The other concern that I have with planting a
limited number of tree species, and it is not one
which I have ever really heard discussed, is the
continual expansion of our suburban areas (let’s
include developments including golf courses in
this), particularly into formerly forested areas.

Very often, large tracts of land are essentially
denuded of the variety of native trees and re-
planted with a limited and often unimaginative
selection of species. This is not necessarily any
one person’s fault, since often these decisions are
made by people who aren't all that familiar with
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trees. Dealing with a tree nursery with a limited
selection of choices or trying to maximize the
number of trees by buying what is most common
and least expensive are not unreasonable deci-
sions; just short-sighted.

There are a lot of different species out there
which are valuable landscape trees. Granted, not all
native species will be appropriate to all aspects of a
newly developed area. But I think it's important to
begin thinking about this. [ am not trumpeting using
only native species BUT — there are species out
there that we are not seeing being planted nor are
they being left to reproduce in the landscape.

In my area in particular [ am thinking of the
hickories. They tend to be scarce in nurseries (but
they are out there) and, with their fruits, are cer-
tainly not appropriate for street situations. But there
are places where they can and should be considered,
including park areas, natural edges and other places
where maintenance levels tend to be lower.

You could make quite a list of neglected but at-
tractive species that we will miss if we continue to
limit our choices in the landscape. Sourwood, black
gum (or tupelo) or sassafras are some of my per-
sonal favorites. And all have their place.

For those of you who do some tree planting, and
where you have some choice in species selection,
consider what is native to your area and not being
planted. The architectural characteristics, fall color,
bark and leaf textures and the wildlife use of these
species are all valuable additions to the landscape. If
you aren'’t sure, ask your extension agent what they
would suggest and start asking the nursery you deal
with for the species you want. If they can't get it,
there are other nurseries that can.

This does take some extra effort on your part,
but not a lot and it is well worth it. Internet
searches are also very useful, as long as the source
of the planting stock is from a close hardiness
zone and elevation.

We aren'’t going to fall off the edge of the
earth if you don't, but if you at least try, I give
you permission to call yourself “visionary.” LM

Agree/Disagree? Comments/Questions? Col-
umn Suggestions? Let Nancy Stairs know at
440/891-2623. Fax: 440/891-2675. E-Mail:
nstairs@advanstar.com
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In ONE year, this GRASSHOPPER
will CUT and TRIM grass, mulch,
side-DISCHARGE and BAG clippings,
bul- DOZE dirt, THROW snow,
VACUUM leaves, SWEEP walkways,
and AERATE soil.

(For every thing there is a SEASON.)

And for every season, Grasshopper has just the right attachments.

* Year-round versatility. A full line of attachments lets your Grasshopper zero-radius
maneuverability work for you all year long. The exclusive Combo Mulching™ Deck",
with full-flotation option, lets you mulch, discharge or bag with the same deck for
superior results in varying conditions.

Other attachments include Quik-D-Tatch Vac® grass collection systems, angle dozer
blades, snowthrowers, rotary brooms, dethatchers and AERA-vator™. Quik-D-Tatch®
mounting system* permits removing and adding attachments in minutes without tools.

* Easy to operate. Even beginning operators get the feel of
Grasshopper's dual-lever steering in no time. So natural,
@ W operators can mow long hours without tiring.

* Built-in quality. Grasshoppers are built to last,
with robotic-welded steel construction and highest
quality components.

*patent pending

MOVE UP TO

GRASSHOPPERABILITY |

) ; X grass'hop'per abil'i'ty n.
Call or write for the name of
your nearest dealer and &
“hands on” demonstration.

/

the ability to make all

the right moves for /
mowing quality and :
timesaving productivity.

Heavy-duty multipurpose 48- and 60-inch dozer
blades move dirt, sand, gravel and snow quickly
and easily. The V-snow plow clears sidewalks.

PTO-driven 48- and 60-inch fixed angle rotary
brooms handle dirt, debris and clean up to
eight inches of snow. 60-inch bidirectional
broom available.

PTO-driven 48- and 60-inch snowthrowers
throw snow up to 20 feet away. Winter
enclosure for all snow removal attachments
provides protection from wind and snow.

40- or 60-inch AERA-vator™ penetrates hard,
dry soil without irrigation. ROPS with overhead
canopy is optional.

Durable 48- and 60-inch Tine Rake™
dethatchers remove thatch and surface aerate
soil. Vinyl sunshade canopy protects operator
from sun and heat.

First to Finish...Built to Last

i

YOUR NEXT MOWER

The Grasshopper Company
One Grasshopper Trail « P.0. Box 637
Moundridge, KS 67107 US.A.
Phone: (316) 345-8621 * FAX: (316) 345-2301
Circle No. 112 on Reader Inquiry Card
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FQPA opened industry’s eyes in ‘98

COLUMBUS, OHIO —Widespread indus-
try concern this past year over imple-
mentation of The Food Quality Protec-
tion Act of 1996 (FQPA)
had some positive effects,
said Anne R. Leslie, a for-
mer official of the U.S. En-
vironmental Protection
Agency (EPA).

This concern, expressed

Leslie, a speaker at the Ohio Turfgrass
Conference here in December. The
greatest fear by pesticide-using industries
like agriculture and turf/orna-
mental care is that the FQPA
will result in the loss of popu-
lar chemical control products.
The climax of this concern
in 1998 was a memo from
Vice President Al Gore to the

in letters and meetings with EPA in April. The memo in-

gies for affected pesticide users.

» make the regulatory process trans-
parent.

p consult with affected stakeholders.

Also, it led to the establishment of
the Tolerance Reassessment Advisory
Committee (TRAC) in 1998. TRAC
consisted of representatives from grow-
ers, pesticide registrants, food processors,
environmental groups and medical pro-
fessionals.

federal office-holders, fo-

cused on the EPA's meth-

ods for review of pesticide -
residues on foods, and e ¥
whether these methods Former EPA official

were fair and accurate, said  Anne R. Leslie

Playing the awards game

For 27 years, members of the Professional
Grounds Management Society have cele-
brated the importance of top quality land-
scape and grounds management through a rig-
orous judging system,
culminating in the Pro-
fessional Grounds Main-
tenance Awards. Grand
and honor awards are given for winners in a
variety of categories — many of which our
readers maintain: small residential sites,
commercial properties, institutions, multi-
family communities, public works and others.

To encourage industry participation in this
award program and build a higher consumer
awareness of the role of landscape and
grounds management, Landscape Management
has established a partnership with PGMS to
become the exclusive sponsor for these
awards.

As part of our sponsorship, Landscape
Management and Athletic Turf Maintenance &
Technology will promote the best our industry

18 LANDSCAPE MANAGEMENT

structed the EPA to:

p ensure that its decisions
are made based on the best
available science.

P ease the transition to
new pest management strate-

Although uncertainty remains about
FQPA's effects on the green industry, she
said that the EPA is trying to make its de-
cision making process more transparent.

While the FQPA attracted much of
the attention of professional pesticide
users, Leslie reported that
the EPA nevertheless regis-
tered 27 new pesticides this
past year. These included 14
“reduced risk” pesticides and
13 conventional chemicals. It

has to offer in our magazines, on our Website
(www.landscapegroup.com) and to the business
and consumer press.

Entry is not limited to PGMS members. In
fact, it is encouraged throughout the indus-
try. Those who win will survive multiple
rounds of judging by experienced, nonparti-

. san practi-
tioners.

The first
of several
award-winning landscapes is featured on page
66. Future issues of LM will include updated
contest entry instructions, more award-win-
ning landscapes, a guide on how to present
your projects in the best possible light for
judging and tips on how to get maximum
marketing benefit from your efforts.

Updated entry guidelines will be available
at www.landscapegroup.com or by contacting
PGMS at 120 Cockeysville Road, Suite 104,
Hunt Valley, MD 21030 or call 410/584-
9754.

also approved 12 biopesti-
cides and 2 antimicrobials,
said Leslie, who retired from
the EPA this past summer
and now consults on [PM
and pesticide issues.

Visit www.land-
scapegroup.com
to see our online
LM Reports, with
direct links to

manufacturers and

their products.
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~ AgriBioTech
takes cost cut-
ting measures

Henderson, NV — AgriBioTech Inc.
(ABT), late in 1998, shut down seven
facilities in four states, a move that's
expected to save the seed company
$750,000 per year. The action led to
the elimination of about 20 nonsales
jobs in units in South Dakota, Ohio,
Kentucky and Missouri.

“We expect better customer ser-
vice, increased operational efficiencies
and reduced cost, to the benefit of our
shareholders,” president and chief op-
erating officer Kent Schulze said in a
statement.

Also, on Dec. 23, 1998, the com-
pany said that it had completed the
sale of the chemical and fertilizer divi-
sion of Willamette Seed Co., with
about $20 million in sales, to Wilbur-
Ellis Co., San Francisco. ABT kept the
seed division of Willamette Seed CO.

ABT announced that it had in-
creased equity by about $18 million
through an $11.2-million private
placement and a $6.7-million volun-
tary warrant exercise. It has also re-
ceived commitments for at least $25
million of long-term debt, which it
expected to close before Christmas.

for the turf and ornamental market.
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Repeat of hopper invasion

in SW not likely in ‘99

A grasshopper isn't your everyday
turf or landscape pest, but millions of
them in a particular area can devastate
plants, any plants. The summer of 1998
saw grasshopper populations rise so dra-
matically in some areas of the Southwest
that they damaged turf and ornamentals.

“They'll eat anything green, killing

grass, landscape plants, trees and shrubs,”

said Dr. Cliff Hoelscher,

an extension specialist

with Texas A&M University. “We've
had 60 counties in Texas that

have had an unbelievable

problem.” And Hoelscher

wouldn’t rule out similar problems in
the Southwest this growing season, al-
though conditions shouldn’t be as favor-
able for infestations.

The El Nifio, blamed for about every
unusual weather occurrence last year, is
getting the blame for the grasshoppers
too — at least in part. Scientists theorize
that the wet ‘98 spring in the Southwest
in 1998 spurred plant growth and al-
lowed the hungry hoppers to multiply.

“Grasshoppers are going to move
around and find the greenest, most lush
things,” said Dr. John Jackman, an ento-
mologist with the Texas Agricultural Ex-

- Milliken teams up with Emerald Isle

SPARTENBURG, SC— Milliken Chemical, headquartered here, announced in Jan-
uary that it is acquiring the products and brands of Emerald Isle, Ltd., Ann Arbor,
MI. The acquisition includes a long-term agreement to codevelop new products

“It's a good strategic fit,” said Lawrence Kind of Milliken Chemical. “Milliken
Chemical and Emerald Isle can combine worldwide distribution and excellent
quality products for strong future growth.”

Added Bill Middleton, CEO of Emerald Isle: “We see this as an extraordinary
opportunity to collaborate with really top-quality people.”

tension. “As they move off dry pastures
to find something to eat, they are con-
centrated.”

There are ways to combat more local-
ized infestations. One is to try to exclude
them from a property or plant material.
Since grasshoppers like tall vegetation to
hide in, mowing a barrier 20 feet wide
around a property will reduce their num-

bers significantly. Also, a
plastic, small-mesh product called Row
Cover can be used to cover valuable
plant material.

For the few grasshoppers that cause
more annoyance to property owners
than landscape damage, Hoelscher sug-
gested that landscape managers can pre-
pare a bait made from Sevin XLR and
wheat bran bait. Sevin XLR is labeled
for turf and ornamentals, and the label
lays out the bait recipe. Hoelscher rec-
ommended that molasses be added to
the bait to keep it from drying out too
quickly during hot, dry weather.

“The bait needs to be placed in open
areas,” says Hoelscher. “You can't put it
in the grass because the hoppers can’t
find it. If you have open areas in orna-
mental beds it works quite well there.”

For a more info on grasshopper con-
trol, obtain the pamphlet Grasshopper
Integrated Pest Management, free from
the U.S. Animal Health and Plant In-
spection Service (APHIS), 4700 River
Road, Riverdale, MD 20737. Ask for
technical publication 1809. LM
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-877-ON-THE-JOB

Get out your scissors and go to work.
It’s that easy with our
On The Job program.
It gives qualified
commercial customers
special APR reductions
when financing
through
Chrysler Financial. We
also offer TRAC, Capital,
and Municipal Lease
options that allow customers
to tailor-make a deal based on

————

: AF 37900476
F6

cut out & save.

individual needs. Plus, depending on the
model, you can choose from a $300 cash

allowance, a 100,000-mile/5-year
Powertrain Care Plus™ service contract
with Road Hazard Tire Coverage,” or
select upfit package allowances.”

It’s not just any truck you're

financing, it’s a Dodge. Our line of

commercial trucks includes
Dakota, Ram Pickup,
Ram Chassis Cab,

Ram Passenger

Wagon. And they all
feature our Magnum®
engines—giving you plenty of power to
get the job done.

Juatudmba jrdn



owertrain service

o e

While power is important, having
the right equipment is crucial. With
help from your

local \
‘, Dodge N
| dealer, can make all the difference when you're
| you can on the job. To learn more about the
\ select the right combination of upfit program that’s built around you, call
| equipment to build a truck that’s a cut toll-free 1-877-ON-THE-JOB or visit our
above, too. Much like the way we help Web site at www.4adodge.com

| design the right finance plan. And this

*Offers exclude 4-cylinder Dakota. Service contract option 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. **Upfit package allowances not available on Ram Passenger Wagons, Ram

‘S10P.uU0d

Conversion Vans, or 4-cyl. Dakotas. Upfitters are solely responsible for after-market modifications and equipment

i The New Dodge &7
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In the world of
information overload,
it's hard to make an
impression. Here are
some of the products
that caught our

attention.

By RON HALL and
NANCY STAIRS

e test-drove new tractors
and mowers at the OPEI
Expo '98 in Louisville. We
cruised the show floor at the
GIE in Nashville, and talked
to dozens of suppliers at the
outdoor demo. We wore out the carpet at
the Ohio Turfgrass Show in Columbus,
Ohio. We were on the prowl for new
pmdu(t.\ that will catch your eye and h(‘lp
you be more productive this season.
A couple of trends jumped out and
smacked us right between the eyes (don’t
get any ideas), including the incredible

popularity, and growing number, of zero-
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radius-turn mowers, and the proliferation
of the multipurpose, mini-workhorse ma-
chines like the Dingo. It was the first intro-
duced into the United States and is now a
part of the Toro SiteWorks System™.

MOWERS THAT BITE AND GROWL

Exmark’s Rick Curlett, on the show
floor at GIE, showed us the new Lazer Z
72-in. mower, and explained the advantages
of the new liquid-cooled 22-hp Kawasaki
engine.

Encore's new front-cut Prowler features
52- or 61-in. decks, while Ferris Industries

touts the new IS™ independent suspension

February 1999

KANGA LOADERS

on its ProCut Z mowers.

Steiner’s new zero-turn-radius mower is
the ZTM325 with a 61-in. cutting deck.
Gravely points to the new maintenance-free
Gravely XL Spindles and tungsten carbide-
coated blades on its 260Z unit, and Bob-
Cat’s ZT 100 can finish off 20.4 acres in an
eight-hour day.

Scag's new Turf Tiger, with the black
stripes across its fenders, looked almost

menacing on the GIE show floor, but the

Tiger salesman assured us that it's “the

smoothest running cat” on turfgrass. And
how about these for names—the Great

Dane Chariot and its compact brother, the



RAMROD TASKMASTER
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Chariot Jr.? Both bright yellow zero-radius-
turn riders come with paw prints on their
fenders. Buying a new mower in 1999 could
be almost as exciting as buying a new car.

Some contractors are going to smaller
equipment to get jobs done. Smaller
equipment is easier to store, easier to trans-
port to job sites and, with an explosion of
attachments, some of these units perform
an incredible number of functions.

A number of mini skid-steer loaders
meet the needs for carrying out work in
smaller spaces, which, considering that lots
are getting smaller and condominiums can
often have fairly limited access, is valuable.

Kanga Loaders

The lastest model from Kanga
Loaders, Bixby, OK, has improved lift
capacity to 550 Ibs. with overload
protection; wider frame for mainte-
nance accessibility; steel hydraulic
lines; increased hydraulic reservoir ca-
pacity and fuel capacity; and 20-hp
engines, either gas or diesel. Attach-
ments include: carryall-leveller,
trencher, post hole and tree-planting
augers, 4-in-1 bucket, broom and two
new additions (an
angle backfll
blade and a
stump grinder).

Hans Schur-
mann of Anthos
Landscape Co.,
has had the
Kanga Loader for
about two
months and is
impressed by its
versatility. “Its
smallness is actu-
ally one of the
advantages. Many
of the soul-de-
stroying jobs —
like back-breaking digging — have sud-
denly disappeared and work has become
more fun and less tiring.”

For more information call 918/629-
7230, fax 918/461-0996, on the web at
www.kanga-loader.com

Circle No. 274
Ramrod Taskmaster

Ramrod, Minot, ND, promises a mini-
skid for any task, with its Taskmaster se-
ries. It offers over 20 attachment choices.

Tina Phillips of Landscape Connec-
tions, Harrison, OH, says that their Ram-
rod Taskmaster replaced a worker. “He
was going back to college and instead of
hiring somebody, we bought a Ramrod,”
she said. “We can unload the truck with
the Ramrod and carry the material to a

LANDSCAPE MANAGEMENT

specific spot in the yard instead of using a
wheelbarrow.”

Operating capacity ranges from 550 Ibs.
to 900 lbs., and most models are available
in either gas or diesel. The 550 T-G, when
equipped with 4-inch tires, is only 31
inches wide, which allows it to work in
very cramped situations. The more power-
ful 900s are equipped with a dual hy-
draulic pump, which is ideal for high-out-
put, multiuse attachments, but are still
only 36 to 42 inches wide. A stabilizer kit
is newly available as an option for the
backhoe, as is a dozer blade which can be
attached to the center of the backhoe.

For more information call 800/667-
1581, email sales@ramrodequip.com, on
the web at www.ramrodequipcom or

Circle No. 275
Toro

Toro, Bloomington, MN, has the Site-
Work Systems products, a line of rugged
equipment, including the Dingo® compact
utility loader and over 35 attachments. The
42-inch width can be reduced to a mere
33-inches when narrow tires are used and,
with four-wheel skid steering, the Dingo
can spin in its own radius.

It has been an exceptional investment
for Paul Ocheltree at British Landscapes,
Roseville, MN, who said their Dingo “re-
duced labor costs considerably and it re-
duced a lot of hand labor. It's allowed us to
do certain projects that [ wouldn't have
tackled in the past.”

Weighing in at 1,600 Ibs. makes it gen-
tle on established turf. And, one person
can pull the Dingo up to a trailor, install a
SiteWork Systems attachment in less than
60 seconds and be back to work. The
Dingo features a two-pump hydraulic sys-
tem and all the attachments fit on a spe-
cially designed trailor for easy transport.
MORE, MORE, MORE

Some of the other products we noticed
seem to be ideas whose time has come, or

cont. on page 26
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THE BEST WAY TO
MOVE YOUR BUSINESS
FORWARD IS TO MAKE

SURE YOU DON'T

GO BACK.

The rules are simple. Keep your customers
happy and you keep moving forward.
Otherwise, you go directly to a callback. And
the more you go back, the harder it is

to get ahead. 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 move your
business forward. Which puts you ahead of the
game. For more information, contact Bayer
Corporation, Garden & Professional Care, Box
4913, Kansas City, MO 64120. (800) 842-8020.

www.protect-your-turf.com

Circle No. 118 on Reader Inquiry Card
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New turf varieties keep sprouting

Turfgrass breeders and turfgrass seed
marketers aren’t slowing down. New vari-
eties continue to enter the marketplace.
Most new varieties have these characteristics
in common: darker green color, finer leaf
blade texture and better disease and insect
resistance.

The Roberts Seed Company, Tan-
gent, OR, introduces Racer, developed at
the Pickseed/Roberts Research Station.
Roberts claims it offers excellent disease re-
sistance and showed superior summer per-
formance and persistance in the Middle
Atlantic states and in the transition zone. It
will be available for use in Roberts’ blends,
and in mixes with Kentucky bluegrasses.

Pandora perennial ryegrass from
Western Productions, Woodburn, OR, is
a fast establisher. It has shown “outstand-
ing” overseeding qualities in the transition
zone, Western claims, although it also per-
forms well in a variety of climates.

cont. from page 23

Jacklin’s new perennial ryegrass is Top- in some cases, a new take on a good old
Gun, described as a high-density turf with standby. We didn't have room for every-
a medium-dark green color and medium- thing, unfortunately, but that is why we
fine texture. Jacklin also offers Arabia turf- have a monthly Products Review section in
type tall fescue, which is endophyte en- Landscape Management.
hanced and features top-net blotch Don’t move flowers, McStack them
resistance. It has a dark green color and can The McStack attracted a lot of attention
be planted in full sun or moderate shade. at the GIE Show in Nashville this past fall.

Medalist America says its Bluemoon The McStack is a system of racks that fit on
Kentucky bluegrass is the darkest of any the back of a truck. The racks can be |
Kentucky bluegrass with a rich green leaf loaded with plants and stacked. Then the |
color. It features a fairway performance entire racks, or “McStacks” as they are
down to one-half inch mowing. called, can be lifted off at once with a fork-

On the bermudagrass front, interest is lift or a loader with forks, pallet jack or
building for TifSport, a new hybrid McStack dolly. The system was developed
bermudagrass that's more cold tolerant a couple of years ago as an alternative to
than older hybrid varieties and more likely loading and unloading nursery stock one
to resist mole cricket damage. A unique plant at a time. Imagine how much time
growers cooperative has been formed to you could save at a big commercial flower
produce and market the grass that was de- job. Recently Bill Gerhardt, operator of
veloped by Dr. Wayne Hanna's program in Greenscape, Columbus, OH, has adapted
Georgia. the McStack for even more landscape uses.

Plant Health Care, Inc. m a comprehensive line of

mycorrhizal fungal inoculants, biostimulants, biopesticides,
biofertilizers and water management products, specifically
formulated to help maintain optimal growth and quality.

MYCORRHIZAL FUNGAL INOCULANTS

Mycor™ Mycor™ Mycor™ Healthy Start™

Palm Saver™ Tree Saver™ Plant Saver™ 3-4-3

Inoculant Transplant 4-7-4 Biofertilizer

6-3-6 + Micros Inoculant Planting A totally natural

A palm fertilizer Spores of Inoculant fertility system for

and organic soil endo- and Combines new flower and sod
conditioner with beneficial mycorrhizal ectomycorrhizal fungi mixed with Healthy Start™ Biofertilizer with installation. Healthy Start™ contains
fungi and Nitrogen fixing/Phosphorus Terra-Sorb™ planting gel, yucca extract, endo- and ectomycorrhizal fungi, NPK and a range of micronutrients
solubilizing bacteria to improve feeder seakelp, and humate soil conditioners. beneficial bacteria, biostimulants derived from organic plant and animal
root growth and survival of palms and Used to eliminate rework when planting | and humic acid to create ideal proteins, combined with humic acids
related species. Used at planting or as landscape trees and shrubs. growing conditions when planting to recondition poor soils, and Nitrogen
a vertimulch. containerized perennials, shrubs, fixing and Phosphorus solubilizing

vines and small trees. bacteria.

Circle 116




Contact McStack at 800/646-2782 or
visit its website at www.mcstack.com.
Circle No. 276
Many uses for porous pavement system
Jeff Martella, manager of Homestead
Village, Bellevue, WA, says that using
Geoblock® for emergency vehicle access
was a good move. “It looks like a putting
green. It's nearly invisible, you can't tell it’s
there at all.”

The porous pavement system has
additional benefits: more pleasing
aesthetically than pavement or ce-
ment, as well as slowing runoff and
allowing rain to percolate into the
ground. The Geoblock system creates a
flexible structural bridge within the topsoil
layer, promoting turfgrass growth and pro-
tecting it from vehicular and pedestrian
traffic. It provides the load support needed
and also increases green space.

For more information call Presto Prod-
ucts Co., Appleton, W1, 800/548-3424, or
try the web at www.prestogeo.com.

Circle No.277
For those hard-to-reach spots

The HM19S2 can get into places that
other mowers cannot. The Hover-
Mower™ won't take the place of riders
and walk-behinds, but this unit from East-
man Industries, Portland, ME, provides an
option for those hard-to-reach places, in-

cluding steep slopes and banks. The deck
design virtually eliminates scalping and the
constant cushion of air glides over the
ground allows operators to mow in any di-
rection at any time.

The aluminum cutting disc and three
Zytel composite metal-edged blades cut a
16-inch swath with the HM16R2 and 19
inches with the HM19S2, and cutting

THE HOVERMOWER™

lants already know how to
grow. Our job as horticulture
professionals is to create
those conditions that best
enable natural growth
mechanisms o perform

as desired.

beneficial bacteria for promoting root

spores of nitrogen fixing, phosphorus
solubilizing and growth promoting bacteria, together with
yucca, seakelp, humic extracts, amino acids and vitamins.

New! PHC™ BioPak™ Plus Biostimulant

PHC™ BioPak™ Biostimulant

A dry, water soluble biostimulant with

growth, branching and flowering of container,
omamental and bareroot plants. Contains

PHC™ BioPak™ Plus is a premium water soluble blend of beneficial
rhizosphere bacteria, chelated micronutrients, organic biostimulants
and yucca plant extract wetting agent. BioPak™ Plus improves the

nutritional health, color and vigor of stressed plants and turfgrasses.

PLMJT
HEALTH
CARE, INC.

[EMS

of PHC Royah

Yuccah™ Natural
Wetting Agent

A natural based soil
wetting agent and
microbial stimulant for
turf growing in dry,
compacted and hard-to-wet soils. Yuccah™ is
derived from Yucca schidigera plant extract.

Terra-Sorb™ Hydrogel Products
PHC™ is the sole manufacturer of Terra-Sorb™
products. Terra-Sorb™ hydrogel is used on sod,
new grass seed, potted plants and flower beds
o improve water refention.

Call Now and Receive a FREE
Sample of PHC™ BioPak™ Plus

All PHC Products are available from your local distributor
1-800-421-9051

Not vaikd with any ofher offers. Green lor Lile”, Yoocah™, PHC", MycorTree”, Mycor™
BoPam”, TemaPam”, A Natural Systems Approach”™, Tree Sever™ | Healthy Start” and PlantSaver™ are ndemars
y Corp. 01998

BioPak”, Tema-So”, Paim Saver”

A

a

\PPIO

TerraPam™ Tackifier

A polyacrylamide tackifier used to ensure effective
hydroseeding by binding together the various components of
the hydromulch, which improves water penetration and reten-
tion, and maintains a cool soil temperature. This results in
optimum germination and soil stability. Also an effective
binder on dirt roads, reducing erosion and dust problems.

BioPam™ Tackifier and Inoculant @
A tackifier/biostimulant used to ensure effective hydroseed-
ing by binding together the various components of hydro-
mulch while improving seed establishment. Also contains
BioPak”™, a dry soluble biostimulant with Nitrogen fixing
Phosphorus solubilizing and growth promoting bacteria.
55F99L1
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height is adjustable from 1 to 3 inches. In
addition, a unique air-mulching system
cuts and recirculates the grass and contin-
ues the mulching process, for a clean well-
mulched lawn.

The HM16R2 has a Robin 2-hp, 2-
stroke engine, a 12-inch impeller and
weighs 19 Ibs., while the HM19S2 has a
Suzuki 3.8-hp, 2-stroke engine, a 15-inch
impeller and weighs 37 Ibs. For more infor-
mation contact Eastman at 800/760-1680,
fax 815/363-0933 or

Circle No. 278
Stihl Power Scythe

The new FH 75 Power Scythe from Stihl,
Virginia Beach, VA, trims shrubs, grass and
weeds in close proximity to cars, windows or
people. It uses a “hedge-trimming” concept,
and shrubs, weeds and grass simply “lay
down” after being cut, as opposed to being
scattered by a traditional string trimmer.

A unique gearbox protects the FH 75
from concrete sidewalks and roadways and
the blade tip is protected. In addition, the

THE POWER SCYTHE™

unit will articulate to provide versatility in
cutting angles and application. It also features
the 4137 family engine with interchangeable
parts and is equipped with the Easy Start™
system consisiting of the Elastostart™ shock
absorbing handle and a fuel prime bulb.

For more information call 800/GO-
STIHL, visit www.stihlusa.com or

Circle No.279
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Hide more than your key under these

“It’s easier than trying to move a big (real)
rock and if you change your mind about the
location you can move it somewhere else,”
says Jay Janosz, J&L Materials, Thousand
Oaks, CA. He's talking about Mock Rocks,
artificial landscaping rocks made by Deko-
RRa Products LLC, Poynette, WL

These rocks are functional as well as
decorative. Mock Rocks have a hollow cav-
ity inside to cover well/septic vent pipes
and other unattractive items in the land-
scape. The Thermostone™ material looks
like natural rock, and is impact and abrasion
resistant. Mock Rocks weigh only 8 pounds

MOCK ROCKS

and come in two styles and three colors:
fieldstone, riverbed and quartzite,

The company is planning on broadening
the product line by creating rocks suitable
for unobtrusive lightscaping applications.

For more information call 888/635-
8585 or visit the web at www.dekor-
raproducts.com or
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Monster mulch mover

The Mulch Mule is the ultimate mulch-
moving machine from Green Industry In-
novators, Louisville, OH. Not only does
this mean no more forking or shovelling to
unload material, but the 15-yard capacity
Mulch Mule can be used to haul leaves,
snow and other landscape debris or materi-
als. It can be pulled with a 3/4-ton pickup
and has a dependable 11-hp Honda-pow-
ered electric start engine with charging sys-
tem. All components are hydraulically op-
erated. Material is moved by a steel-chain
web system and can be unloaded into a
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wheelbarrow/bucket out-front chute or
out the back swing gate.

Todd Pugh of Green Industry Innova-
tors points out, “It has a lot of practical en-
gineering on it. The features on the device
have been formulated directly by land-
scape managers in the field. It is not an en-
gineer behind a desk who's designing this.”

For more information call 330/875-0769.

Circle No. 281
All you expect from Cat ... only smaller

One of our editors traveled to North
Carolina this winter to learn more about
the new Cat® Skid Steer Loader with a
broad variety of work tools for nearly every
application. She was impressed.

Features include a coupler system for
quick secure work tool changes that is also
compatible with work tools from other
manufacturers; ease of accessibility and ex-
cellent visibility due to twin-tilt cylinders;
grab irons and skid-resistant steps; er-
gonomic design for low effort controls
using a joystick; both hand and foot throt-
tles for additional engine power; and easy
access for maintenance needs.

Six models will be available in 1999:
the 216 and 226 with 1,350 and 1,500

CAT SKID STEER LOADER

rated operating capacity and 49 and 54 hp,
respectively; the 228 and 248 High Flow
models with 1,500 and 2,000 rated operat-
ing capacity and 54 and 74 hp, respec-
tively; and the 236 and 246 with 1,750
and 2,000 rated operating capacity and 59
and 74 hp, respectively.

For more information contact your local
Caterpiller dealer or Cat Rental Store or

Circle No. 282
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Agri-Fab, Sullivan, IL, manufactures both tow-mount and push-
behind spreaders for professional users.

Befco’s Green-Rite aerator/overseeder aerates, seeds, agitates
seed to the ground and compacts the seed in a single pass.

Finn Corporation’s T30 HydroSeeder is an entry-level machine for
establishing new lawns. It has a 300-gallon capacity.
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SUCCESSFUL
SEEDING

Units to plant the seeds of success

By CURT HARLER, Contributing Editor

Whether you're in the market for a simple push-behind
seeding unit, a tractor-mounted machine, or you're looking for
a hydro-seeder, the latest crop of seeders is blooming with
units designed for every application.

Among the key statistics to check is the capacity of the hop-
per — the more seed the unit will carry, the fewer stops the
worker has to make. The exception to this rule is push-behind
units, where operator fatigue can become a factor if the
machine becomes too heavy to maneuver handily. A good stan-
dard of reference when buying a seeder is the number of square
feet or acres covered per hour.

It is possible to get two-for-one deals from a number of
firms. Combination machines provide an opportunity to get
more useful days out of one equipment purchase. Designed to
do a couple of different jobs, these units either perform multi-
ple functions on a single pass, or they can serve as backups to
other single-function machines.

217/728-8388
www.agri-fab.com

A 175-pound, rustproof poly hopper is available on the 45-0298 push
drop seeder from Agri-Fab, Sullivan, IL. This push spreader will cover 40,000
sq. ft. in one trip. It can be equipped with marker wheels to assure accurate
drop in difficult conditions. Several other push-behind and tow-mount seed-
ers are also available.
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www.befco.com

The Green-Rite one pass aerator/overseeder from Befco, Rocky Mount,
NC, comes in a 58-inch working width for use with tractors from 25 to 45
hp. In a single pass, it aerates, seeds, agitates seed to ground and compacts
the seed. It has a single 7.5 cubic foot seed hopper and precise seed cups to
meter seed. Optional front gauge roller kit is available.

Circle No. 251

BLUEBIRD INTERNATIONAL

800/808-BIRD
www.bluebirdintl.com

The new HS-15 SeedScaper from Bluebird, Englewood, CO, allows a single


http://www.agri-fab.com
http://www.befco.com
http://www.bluebirdintl.com

operator to install a 5,000-sq.-ft. lawn
in under two hours. Used with a qual-
ity hydroseeding mulch, the unit has a
seeding rate of 3,000 sq. ft. per hour.
Built-in loading platform lets users fill
the 15-Ib. capacity hopper easily. Unit
‘can also be used in flower beds for
Circle No. 252

888/252-7710

The multi-purpose T$-20 com-
mercial turf seeder comes with a
choice of 5-hp Briggs & Stratton or
5.5-hp Honda OHV engine with oil
alert. Versatile unit can put in a new
lawn, overseed an existing one or
be used as a vertical cutter. Seed
flow is adjustable for different types
of seed and is activated by a single
lever. One-eighth inch blades are set
on 1.5-inch centers.
hopper does not rust. Optional flail-
blade assembly made by Classen,
Norfolk, NE, will convert the unit
into a turf rake.
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717/288-9630

Renovate compacted soil, level
and seed in one pass with the Ro-
by Emrex, Kingston, PA. Models can
be adapted to most standard trac-
tors. The PTO-driven machine tums
stones under the soil and creates a
clean, smooth surface for seeding.
The combi-seeder drops the seed,
completing a one-pass operation.

Circle No. 254

The pull-behind aerator/spreader
combo from John Deere, NC, can
do two jobs at once. It perforates
the soil while the calibrated drop-
spreader follows with seed. Lime or
fertilizer can also be dropped. Unit is
40 inches wide with up to 2-inch
penetration. Unit has 132 steel tine
tips on 8-inch diameter tine stars.
Adjustable flow control and direct
drive for consistent performance
make this the right tool for smaller
jobs or use with a lawn tractor.
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www.finncorp.com

The T30 HydroSeeder from Finn,
Fairfield, OH, is designed as an
entry-level machine for establishing
new lawns and turf. It has a 300-
gallon capacity and applies mulch
up to 70 feet from the hose end,
covering 3,200 sq. ft. in as little as 8
minutes.

It offers simple controls for easy
one-man operation, hydraulic re-
versible mechanical agitator for fast
thorough mixing, and a unique
pump to handle heavy hydro-
mulching slurries.
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Combination dethatcher/over-
seeder from Gandy, Owatonna, MN,
has a rugged 7-gauge steel frame
and a 42-inch, covered steel hopper
that holds 3.5 cubic feet (or 100-125
Ibs. of seed). This 48-inch wide unit
drops seed on 2-inch centers through
24 outlets. It requires a 540-rpm trac-
tor with slip dlutch for tractors 18-hp
and up. Easily accessible tumbuckle
adjusts planting depth. Optional shoe
assembly puts seed right in the slit for
improved seed-to-soil contact. Trailing
3-section gang roller and brush as-
sembly also available.

Circle No. 257
JACOBSEN
800/727-JAKE
www.jacobsen.textron.com

The Aero King 1321 Verticutter-
Seeder from Jacobsen, Racine, Wl
holds over a bushel of seed, allow-
ing a seeding rate of 23,000 sq. ft.
per hour. It has an extra-wide 21-

inch seeding width and operates at
a speed of 2.5 mph. Seed outlets
are 1.5 inches apart, giving good
one-pass coverage. Regardless of
the unit’s ground speed, a uniform
seed rate is maintained. Unit has a
13-hp Honda engine, overhead-
valve design and 6:1 gear reduction.
Front-mounted verticut blades allow
verticutting and seeding one time.
Circle No. 258

Electric front-mount Broadcaster
Seeder/Spreader from JRCO, Min-
neapolis, MN, fits most commercial
walk-behinds and riding mowers.
Provides controlled 5- to 24-ft.
spread. Hopper has a capacity of
2.2 cu. ft. (@bout 130 Ibs.) and is
ideal for spreading fertilizer, seed,
fire-ant bait and ice-melting pellets.
The Broadcaster attaches to the
JRCO mounting bar with four clevis
pins and is controlled from the oper-
ator’s position.

Circle No. 259

425/885-0811
www.maruyama.co.jp

The MG-10 spreader from
Maruyama, Redmond, WA, dis-
tributes dry seed or granular chemi-
cals on difficult terrain. The spreader
has a translucent tapered tank that
constantly feeds material and allows
the operator to monitor the 3-gal-
lon, 15-b. tank. Agitating foot
keeps the spreader from clogging
and the ribbed, contoured disk con-
sistently delivers material over an
18-inch swath. Gear case is fully en-
closed for long effective life.
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www.ransomes.com
Overseed, dethatch or do both
at once with the Mataway Over-
seeder/ Dethatcher from Ryan, Lin-
coln, NB. Model 544873 has a 0.8-
cu.-ft. hopper which is fully
adjustable for all types of common
grass seed. There are 10 seed drops
on 2-inch spacing, 1-inch hardened
steel slicing reels and ten 8-point
slicing blades spaced on 2-inch cen-
ters. Unit is powered by an 11-hp,
4-cycle Kohler engine. Seed flow

stops automatically when the reel is
raised to cross cart paths or lanes.
Circle No. 261

www.reinco.com

A full line of HydroGrassers is
available from Reinco, Plainfield, NJ.
Ranging from the HG-5H for smaller
seeding jobs to the giant HG-30GX
which has up to 6-acre capacity,
these units can be truck or skid
mounted. The mid-sized HG-10GX
has a 35-hp Ford gas engine or a
33.5-hp Kubota diesel. It has a stan-
dard 130-ft. discharge range, or
400 feet with hose.

Circle No. 262

800/972-6130

Spyker of North Manchester, IN,
has two new broadcast mulch
spreaders. Model 296 is a 100-Ib.
walk-behind and the 297 is a 200-
Ib. pull-behind. With an eight-foot
swath of material and a pattern for
accurate application, they broadcast
seed and fertilizer, as well as the
new pelleted products on the mar-
ket. These models also include
Spyker's patented Accuway adjust-
ment, to adjust the spread pattern
from left to right on the fly to en-
sure a dead center spread.

Circle No. 263

612/888-8801
www.toro.com

The 205 Seeder from Toro,
Bloomington, MN, allows seeding
of a full 18-inches width, dropping
seed at 2-inch intervals. The Delta
Reel blades open a soil slit to receive
the seed. A flap on back of the ma-
chine covers the seed with a thin
layer of soil for better germination.
The 205 is powered by a 5-hp
Briggs & Stratton engine. For safety,
it has a handle-mounted automatic
safety clutch control.

Circle No. 264

Visit
www.landscapegroup.com
to see our online LM Reports,
with direct links

to manufacturers and their
products.
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If you really want to keep something

s, goosegrass, spurge, oxalis and other

It takes two fierce herbicides acting side by side to keep crabgras:
emergence herbicide combines Balan®

weeds from breaking into your customers' property. Team® Pro j
and Treflan® herbicides into the most consistent, fast-acting, long-lasting crabgrass preventer available.
re staining of spreaders, shoes or landscaping.

Team Pro protects lawns better than pendimethalin without se
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out of a yard, unleash the I'owe of Two.

And Team Pro won't harm established ornamentals, turfgrass or your reputation for a
good value. For information on fertilizers formulated with Team Pro, talk to your supplier.
Or call us at 1-800- 12

@ Dow / Sciences

Team Pro

6 or visit our web site, www.dowagro.com. Then stand back, and
unleash the Power of Two. Always read and follow label directions.
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NUTRITION
GUIDE

Build your fertility program
on the basis of soil and tissue
tests, and give your turfgrass
the right amount of nutrients

to allow it to perform as you

would like

By WAYNE KUSSOW, Ph. D.
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the plan

turfgrass plant does not

act like a sponge. The

roots of grass plants do

not take up soil nutri-

ents in solution the
same way that a sponge absorbs water. A
generation ago, many agronomists thought
this was so, but they were mistaken. We've
learned that the plant's processes are much
more complicated and precise than that.
This is significant as we build our turfgrass
nutrition programs.

One of our goals as landscape managers
is to provide the turfgrass in our care with
enough nutrients to achieve the results that
we desire, and no more. These results,
among others, may include greener color, a
denser stand to crowd out weeds or faster
recovery from traffic injury in the case of
turf for sports. Their order of importance
may be different, of course, depending
upon the types of grass that we manage
and the uses to which they are put.

For instance, our fertility program
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would be different for the turfgrass of a
busy youth soccer field than for a corporate
office park. The soccer field, subject to
more traffic and stress, is likely to require
more nutrition — indeed, a much different
total management program — than the of-
fice park where the goal is primarily to pro-
vide curb appeal, as in a home lawn. Like-
wise, a program for a warm-season turf
would be different than a program for a
cool-season turf.

Whether we're developing a fertility
program for athletic turf or a home lawn,
or for warm- or cool-season turf, we don’t
want to use any more nutrients than we
need for the results we desire. That would
be a waste of material and labor. That's
why, we must understand the basics of
how a turfgrass plant selects the nutrients
that it needs. And, remember, it doesn't
withdraw them from the soil solution as in
the model of a sponge.

In fact, research has shown that a turf-

grass plant tightly controls what it takes up.



The plant will “shut off” the roots or “tum
them on” when it needs nutrients. The
shoot of the plant communicates with the
roots through the use of hormones, nutri-
ent ion gradients and other plant processes.
The shoot, in effect, tells the roots, “I need
more potassium,” or “I don’t need more
potassium.” The root responds accordingly.
Who's in charge?

What controls this process? Plant de-
mand controls it.

And what causes plant demand? Shoot
growth is primarily responsible for plant
demand.

So how can we affect shoot growth?
Primarily, we stimulate shoot growth with
nitrogen (N).

It has long been shown that as we in-
crease the N rate we increase, in linear
fashion, turf shoot growth. We can mea-
sure this by comparing clipping weights.
Turf growth will peak and level off at a
rate of about 12 to 15 Ibs. of N/1,000 sq.
ft. annually. But, turfgrass is a unique
“crop.” Unlike most agricultural crops,
we're not seeking maximum biomass.
We're managing it for aesthetics such as
color and density and, in the case of ath-
letic fields, for durability and playability.
Therefore, the amount of N we apply to
turfgrass is substantially less than what we
would apply to encourage peak growth.
Know your nutrients

Nitrogen is one of the three major nu-
trients responsible for plant growth and
health. The others are phosphorus (P) and
potassium (K). There is a tight relationship
between the amount of nitrogen, phospho-
rus and potassium that a turfgrass plant
will use.

The challenge for managers is to find
the right combination of nutrients to satisfy
the demands of the plants under their care.
This is not as simple as picking up a bag of
product and applying it, even though there

is essentially a constant ratio of nitrogen,
phosphorus and potassium (N-P,04-K,0)
in turf clippings, a ratio of 4-1-3.5

Does that mean you should always use
a fertilizer with nutrients in those propor-
tions? Of course not. Soil samples may in-
dicate that the soil of the turf we are man-
aging already contains sufficient
phosphorus and potassium to meet the de-
mands of the turfgrass. We can only know
this by taking soil samples.

Playing with the numbers

If soil tests indicate that P and K levels
are low, we should use a fertilizer with
enough of each element to correct the defi-
ciency to meet the plants’ demands. If they
are already sufficient in the soil we want to
maintain these levels, and if they are high,
there is no reason to add additional
amounts since the plant won't use them.

We can, however, increase the turf’s
“demand” to use greater amounts of P or
K, for instance when we're establishing turf
or we're seeking rapid recovery of athletic
turf, by stimulating shoot growth with ad-
ditional nitrogen.

Anytime we change the N rate, we're
going to alter the demand for P and K. We
demonstrated this on turf plots to which
we had applied 2, 4, and 8 Ibs. N/1,000 sq.
ft. respectively. We applied no additional
phosphate or potash to the plots. After
three years we recorded that the plots that
had received 2 Ibs. of N showed a 6 ppm
reduction in soil phosphorus and a 25 ppm
reduction in potassium, the plots receiving
4 lbs. N showed reductions of 10 ppm P
and 37 ppm K, and the plots receiving 8
Ibs. N recorded a 19 ppm drop in P and a
57 ppm drop in K.

Anytime we change the nitrogen rate,
we are going to alter the demand for phos-
phorus and potassium.

Wayne Kussow, Ph.D. is with the Dept. of

Soil Science at the University of Wisconsin
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NUTRITION

GUIDE

NITROGEN CREATES

DEMAND FOR PHOSPHORUS

AND POTASSIUM

THE FUTILITY OF APPLYING
P AND K WHEN THERE IS
NO DEMAND

cont. on page 38
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You Can't Clean Up
This Season
If You Spend The Season
Cleaning Up.




Dimension® turf herbicide. It's the best value because of what it won’t cost you.

Like about thirty-five bucks to shampoo a fluffy white pooch. Or eighty-five to clean a white

Berber carpet. What's it cost to repaint a white picket fence?

Scrub a concrete walk or driveway? You'll learn first-hand, if your

turf herbicide stains those items. And that messy yellow stuff
could end up costing you even more: If

the herbicide you use doesn't

provide the best control
of crabgrass and oher , | y
weeds, you could be getting some s
unexpected calls from unhappy customers.
Dimension is labeled for use on ornamentals, so
you can use it on the lawn and landscape. It doesn't
stain, so you can apply
it with confidence right
up to concrete walks and driveways. Your customers won't
be seeing any more of those little fringes of crabgrass
along the edges of their turf. All they'll see is healthy, happy
lawn...and all you'll see is happy customers and a healthy
bottom line.
Clean up this season. Call 1-800-987-0467 or visit us at

www.dimensionpro.com for complete information.

DlMENSION GiE

R =R :m

ALWAYS READ AND FOLLOW LABEL DIRECTIONS. DIMENSION® is a registered trademark of Rohm and Haas Company.
©1999 Rohm and Haas Company T0-279

AR
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NUTRITION
GUIDE

Set your company apart

Differentiate yourself from
your competition by targeting
consumers interested in envi-
ronmentally friendly fertiliza-
tion methods

By CHUCK PAULSON AND
MIKE ARCHER

t's relatively easy today to build

turf programs capable of approach-

ing perfection, at least for a while.

But, even with customers’ desire

for high quality turf, there's also a
desire for methods that are considered “en-
vironmentally friendly.”

Many lawn care businesses are looking
for ways to differentiate themselves from
their competition in today’s fast-paced world
of new product development, and they are
watching for opportunities in the area of turf

management. One option is to focus on the
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changes that follow in the wake of a matur-
ing market and to take advantage of emerg-
ing opportunities for improving the quality
of turf and the bottom line.

A new approach?

For many companies, an organically-
based program is considered simply not
feasible, and even a solid Integrated Pest
Management (IPM) program has often
been considered to be difficult to imple-
ment and sell. It can be difficult to explain
the benefits to the clients and justify higher
prices, compared to less expensive com-
petitors.

Phil Catron of Natural.awn of America,
however, says that [PM is more than a pro-
gram; it’s philosophy and way of doing
business. “It has to do with your decision-
making process on whether you are treat-
ing the symptom or trying to solve the
problem,” he says, “and how you approach
solving the problem through prevention,
monitoring and control.”

Continued progress in the area of [PM
means new developments provide a
proven range of effective active ingredients
that reduce the impact they have on the
environment. By bringing valid attention to
a genuine desire to use safer products in re-
duced amounts, lawn care professionals
can reduce the active ingredient load in the
environment. This approach can be instru-
mental in gaining favor with the customer.
Fertilizer options

The basis of the lawn care programs of
Natural.awn of America are their organic-
based fertilizers, blended by Spring Valley
Turf Products. This is a good place to start
in differentiating from the competition.
While NaturaLawn of America has its own

cont. on page 40



Phocus on Phosphorus

As a landscape or grounds manager, shouldn’t you know
the basics about the products you use? Take phosphorus, for
instance. See how well you do on this quiz, based on an article
written by Dr. Peter Landschoot, Penn State University.

1. Phosphorus is extremely important in:

a. encouraging plant color
b. rooting, cell division and synthesis of chemical
compounds
c. enhancing water takeup in the plant
2. Phosphorus cannot move from one portion of a
plant to another
a. true
b. false
3. Turf that is deficient in phosphorus turns purple or red
a. true
b. false
4. Too much phosphorus may affect iron and zinc uptake
a. true
b. false
5. Phosphorus should be incorporated into the soil prior
to seeding or sodding
a. true
b. false

6. Phosphorus can enter surface waters via erosion and

runoff.

a. true
b. false

Answers:

1. B. Phosphorus (P) is extremely important in seedling de-
velopment, rooting, cell division and the synthesis of various
chemical compounds used by plants.

2. False. Phosphorus is available to turfgrasses as H,PO,
and HPO, and is mobile in plants — meaning that it can move
from one portion of the plant to another.

3. True. Deficiencies of this nutrient in turf are usually ex-
pressed as purple- or red-colored leaf blades and as reduced
growth and tillering.

4. True. Excessive P concentrations in plant tissue (greater
than 1.0% on a dry weight basis) may have adverse effects on
iron and zinc uptake and metabolism.

5. True. Phosphorus is largely immobile in soils — meaning
that it takes a long time to move from the turf surface into the
root zone. It may take months to move just a few inches in soil.

6. True. Although P is not readily leached from soils into
ground water, recent surveys have shown that it can enter
surface waters via erosion and runoff. Avoid applying P fertil-
izer where runoff is likely — such as on frozen soils and paved

surfaces.

The Landscape
Management
Handbook

Thie best single-source reference conlaining
the most current and comprehensive information
on the basics of turfgrass and landscape
management available today!

edited by
William E. Knoop e u%’,
125 pages, softcover s g!,g 0
Item #L.SMB830 f L ¥

$2495

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

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

\# 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. It's 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
Order on-line at www.landscapegroup.com

ADVANSTAR MARKETING SERVICES
Customer Service Dept. 131 W. 18t St., Duluth, MN 55802

Shipping/Tax: UPS—add $5 per order, plus $1 per additional book. International, Hawaii, Alaska,
Canada and expedited shipments—call for rates. Residents of CA, CT, GA, IA, IL, MN, NJ, NY, OH
and TX must add sales tax. Price subject 10 change. CODE: 950574
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specially blended products, which gives it
the additional marketing tool of uniqueness,
there is a range of products available to lawn
care companies looking for a way to sepa-
rate themselves from the pack. These in-
clude organic-based materials, a combina-
tion of natural-organic and

synthetic-organic materials, which allows

for maximizing the benefits of fertilizer ap-
plications. Organic-based products can
range from 25% organic material to 100%
organic. Anything less than 100% is organic-
based.

True, early organic products were often
ineffective and costly when compared to
the traditional approach. Many products

&
Superior

Bermudagrass.

Compared to Tifway, Tifsport™ Certified Bermudagrass gives you:

» Superior Cold-Hardiness-

extends growing area to the

northern transition zone
D Better Drought Tolerance
D Deeper Green Color
» Improved Traffic Tolerance

D Significantly Less Mole
Cricket Damage

» Genetically Uniform-
will only be grown and sold
as genetic certified sod/
sprigs to ensure purity

Visit us at the GCSAA Show Booth #4470

For new or reconstruction, contact a TifSport grower
in your area or call us at 1-888-584-6598.

Developed at the Coastal Plain Experiment Station, Tifton, GA by Wayne Hanna, USDA/ARS Geneticist.
©1999 TifSport. TifSport™ is a trademark of the Tift 94 Growers Association, Inc.
Circle 120
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were dusty, possessed an offensive odor,
had a limited shelf life or had use rates that
were simply impractical for broadcast ap-
plication. But now, some fertilizer formu-
lators blend complete N-P-K fertilizers
that contain both biological and traditional
components. The customer’s desire for
high product quality, availability, competi-
tive pricing and lower environmental im-
pact are being met and often exceeded. To
satisfy the needs of the turf professional,

Field studies indicate that
there is better interaction
between nutrients, tur/;
grass and plant microbes
in soils that have ade-

quate organic maitter.

manufacturers of these products must
specify ingredients that blend well, do not
degrade, are readily available and provide
definite environmental benefits.

Here are the benefits

According to Catron, most fertilizers are
designed to feed the turf. While this is nec-
essary, feeding the soil is often overlooked.
“It is old-fashioned agronomics. It is simply
understanding plant nutrition and under-
standing that you're dealing with a soil en-
vironment that's full of organisms. And if
you feed all these organisms, they, in tumn,
will feed the turfgrass.”

Catron looks at it as an investment into
the soil where you can get a healthier plant
that “withstands disease and insect prob-
lems and reduces the overall use of any
kind of controls, whether they’re biological
or synthetic.”

Field studies indicate that there is better
interaction between nutrients, turfgrass
and plant microbes in soils that have ade-
quate organic matter. As the nutrient pro-
gram approaches this balance in the soil,

cont. on page 42



TurfGrass Trends delivers . . .

. practical turfgrass management information you

can use today, from the #1 research digest for turf man-

agers. Begin your subscription right here, and see what
you've been missing! Each issue is written by field
experts, and includes leading-edge research and timely
information for practical, proven answers to the your
turfgrass challenges.
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the quality and health of the turfgrass im-
proves. Increased rooting and turf density
reduce the reliance on pesticide use also.
Economic benefits?

The price difference between organic-
based fertilizers and synthetic fertilizers has
narrowed, but organic-based materials still
tend to be more expensive. So can you jus-
tify a higher-priced product? Well, if a solid
program means that you can reduce your
use of other materials, the answer is yes.

Catron says that yearly comparative
data at NaturaLawn of America data indi-
cates that they use 80% less control materi-
als than a traditional lawn care company,
for weed and insect controls, and over 97%
of the applications that they do make for
insects are biologically based.

In addition, increases in earthworm
populations, mixing of organic materials
into the soil and decreases in thatch all
contribute to the condition of the soil, and
can only benefit the turf, which ultimately
will impact the types and extents of treat-
ments required.

How do you start?

Well, besides finding a supplier of or-
ganic-based products and updating your ad
in the Yellow Pages, it is important to have
a good understanding of the nutritional as-
pects of the turf you are dealing with.

Catron advises people to look down the
road and see the long-term benefits.
Changing your materials is an easy step, he
says. The tough change is adapting your
approach and training, and involving your
employees to make good decisions and not
to treat a disease symptom as soon as they
see it. If you are building soil as well as
turf, you want to give the soil organisms
and insects a chance to do their job.

Chuck Paulson is the National Sales Director
and Mike Archer is Product Manager for
Spring Valley Turf Products,

Jackson, WI.
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The American
work ethic

is not dead ¢
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And After 160 Years

Your to-do list just got a lot shorter. Gas or diesel, 2- or 4-wheel
drive, Gator® Utility Vehicles are great for most any job. Stable and

g surefooted, they haul more than their own weight (up to
1,400 pounds'), yet tread lightly on turf, with a psi of

only 7.1 to 7.5. For as little as $99 a month, you'll

=

A

*99 /month"
or just $5,995°

Fleet Owner’s

Discount

Get a minimum of $100 credit per unit when
you buy any combination of 3 or more John
Deere commercial walk-behinds (36-in. or larger),
commercial front mowers, Z-Trak zero-turning-
radius mowers and Gator utility vehicles. Ask
your dealer for complete details.

Z-Tr

/< 0 ‘
zero down” R

*214/month" | &
o=

.

*800 off F00s and F1145°

The savings? Industrial-size. Choose from six front mower models
— 20 to 28 hp, gas or diesel. Every one with patented two-pedal
control, power steering, and master brake pedal for the PTO.

me

and 6C
standard for use
Now, with the op

down (until May
F1145 has on-demand or full-time 4-wheel drive. See one today. about to do the :

o vl 30 st o Nothing Runs Like A Deere’



With Us,

Commercial Cutter Package Sale
For this package, the price is right. The thirteen- E
hp GS30 gear-drive mower with 36-inch deck, ."ﬂ
250-mph backpack blower, fast-cutting

commercial hedge trimmer, and
industry-best XT120 gas line trimmer
all mean business — lots of
business, for you.

$99 down/$99a month**

JOMN Digpe

When you test-drive any commercial
equipment in this brochure, you'll
receive a FREE John Deere mesh
trash bag. Empty, of course.

t part

A deal with a really long string attached. Buy a John Deere commercial F‘

m .
free, next-generation commercial-grade line trimmer (plus get zero-down — e _INe_w XT SEI"IES
financing).** Besides enjoying the advantages of superior decks - l’ nmmers

walk-behind (36-in. or larger) before May 31, 1999, and you'll receive a "

Deere M-Series engines
and fully enclosed transmissions, on our hydrostatic models, set the tone for power
you'll also get the opportunity of a ten-day test drive.** and sound quality. Their
extreme durability,
reliability,

and power make

WSl 57 3/month**
(ot 52,450 |

d * - > b the best way to
Zeroaown . |

arm yourself.

these new

handhelds
JOWR  DEERE

limited warranty
HD & GS transmlsswns

Perhaps the most vital part of a commercial
mower, John Deere wide-area walk-behind
transmissions come with the assurance of
a three-year limited warranty. So they'll be
part of your crew for a long time to come.

The XT120: A cool-running, highly efficient M-Series 1.2-hp

engine. Shock-absorbing grip. Noise-reducing intake silencer

and low-tone muffler. Advanced throttle control. Large capacity

tap-forcord line head. And lifetime ignition and shaft warranties.




SameAsCash
It's an advance on your future. Pay nothing

for 90 days for the John Deere commercial
parts, service and handheld products you
need to build your business now. Offer good
through October 31, 1999 ***

790 Iractor
*10,995°

lowest price in its classit!

*136/month'

The original workhorse: Now
with more horses. Hitching to
implements in under five minutes

Quality Decks

A great first impression. Most
John Deere decks are pressed
from a single sheet of heavy steel,
lending them a strength welded-
together rivals simply can’t match.
Underneath, a high-lift design, max-
imum blade overlap, and a wide-
discharge chute provide you the
precision cut that impresses the
first time — and every time.

It's Nowhere Nea

is just one of this 30-hp tractor’s
abilities. Others include easy
starts, and restarts, with direct

injection and an auto-bleed fuel

The best financing around.
These 20-hp zero-turning-radius
mowers with a choice of 48-, 54-
50-inch decks already set the
serfriendliness and ease-of-service.

system. Standard transmission is
a smooth sliding gear. Package
includes 4WD. (8.4% financing
available.)

option of buying one with no money
y 31, 1999)H, their financing is
e same.



PowerGard® Protection Plan

Security and value for the long term. Available for all new John Deere tractors, engine

and powertrain coverage can be purchased for 12, 24, or 36 months (with varying hour
combinations) beyond the John Deere Basic Warranty. This coverage transfers to subse-
quent owners, so it not only protects your investment, but adds resale value, too.

5210 Jracto
Lease for :199°°/month*
53 hp /45PT0hp

Power and economy.
This 45-PTO-hp package
includes standard

X CollarShift transmission
The quicker

with 9 forward/
hooker-upper. A 20-hp diesel

3 reverse speeds.
engine. HST automatic trans-
Ask your dealer about
upgrading to our 540/540E

PTO option. For light- to

mission with easy-to-use Twin
Touch® foot controls. 4WD.

Mid- and rear-PTOs. Power
medium-duty jobs, it saves fuel and reduces
steering. And really, really quick X
noise by operating 540-rpm PTO implements
implement hook up. Stop by

at a much lower engine speed.

4500
*399°°/month't

39np /33 PT0hp

package to set the pace in the industry for \\

- ——_——

your dealer to find out more.

: - &
Never lets work pile up. High breakout force, quick cycle

times, and a PowrReverser™ transmission (that lets you go

back and forth without clutching) allow this 39-hp tractor

loading and unloading. But e —

——

: z RE
don't take our word / i - JOnN DEE

1 ) 5 Z

for it, try one for (i - y/

yourself. (Price 4 . : '
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includes 460 !
Loader, 616 /
Rotary g
Cutter.)

/
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Im p lem ents The wait is over. Now you can RPM Parts Kit

finance John Deere implements
Perhaps the only time in-the-box

thinking is a good idea. This kit
contains almost everything you need
Rota ry Cutters exceptionally easy to hook up, to perform routine service on your
and perfectly complement the equipment. Pick one up when you buy
machines they attach to. Visit a machine, and you'll be all set for
s ° your John Deere dealer to find 500 hours of service.
T out more.

n

e
]

-

worth over $1,000 for one low
rate. These implements are

Loaders

1-888-669-7767/ www.deere.com
for a dealer near you.

Parts on time

After-hours. Weekends. Next-day
Service delivery. A 90-day warranty. Before

you ever install them, John Deere

Great workmanship and dedication to the quick fix. parts set themselves apart. Crafted

We put as much care into servicing machines as to meet the most exacting stan

we do building them. That's why for the past dards (ours), they're available both

160 years, expert technicians have always when you need them, and where —

stood by to perform repairs quickly and well. (" at your John Deere dealer.

Nothing Runs Like A Deere’

Now Through May 31,1999

DKE995102(98-12) Litho in U.S.A
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Ir target wants to see more from you&
48 \ |
AdvanstarDirect Mail Lists are precisely targeted.

Which means that regardless of what
you're sending, your target will receive it.

TARGETED. NAMES Call today:

' aea-RENT-LIST

UPDATED QUARTERLY— NEW.NAMES!

Art, Beauty & Fashion
Entertainment / Marketing
Energy & Environmental Management
Landscaping, Pest Control & Roofing
-Motor Vehicles
Telecommunications
~ Travel / Hospitality
e And More ...

GUARANTEED DELIVERABILITY:

HIGHLY SELECTABLE

ASK ABOUT 24 HOUR TURNARGUGIDS




OPERATIONS NOTEBOOK

Build a cost-effective
parts inventory

Support dollars for shelves, heating, lighting,
telephone and vehicle should be 25% of the on-
shelf inventory. For a $2,500 annual parts inven-
tory, turned over six times per year, this would
give $416 on-shelf maximum ($2,500/6).

2. Choose the right parts

New parts — Factory manufactured parts are
usually the highest quality, best fit, longest war-
ranted and most expensive. Aftermarket manu-
factured parts can be as good as factory manufac-
tured ones, but are often the equivalent of rebuilt
parts, and sometimes worse.

Rebuilt parts — These parts have been recon-
ditioned and tested. They are 30% to 50% less ex-
pensive than new parts. In most cases, you can
get good service from such parts, but they have
been used and therefore, to a certain extent, are
fatigued. Although they are less expensive than

Save yourself time and money by building the right
maintenance parts inventory for your operations.

Just follow these seven steps

By MARK NEIDICH

f you think the cost of an inventory is all parts
and supplies, think again. Parts are 30% of
equipment maintenance costs (not includ-
ing operating costs). Labor constitutes
most of the balance, although miscella-
neous costs may be as high as 10%.
These figures do not
reflect average down-

UNDERSTAND CARRYING COSTS
The breakdown of a typical inventory carrying

time of equipment, the
time spent getting re-

SRR placement parts when new parts, the service life is considerably less.
Cost of storage, rent, building breakdowns occur or The cost to consider here is the repeat labor
depreciation, maintenance & repair........... 4% other data which would  cost of installation associated with the shorter
Cost of inventory supplies, shelves, indicate the effective- component service life. One rule of thumb seems

bins, record, taxes 1% ness of the inventory to cover most rebuilt parts: They make sense
Gkt of loniraine 2% control system. when you can expect to get 75% of the original
The carrying costs of  life out of the rebuilt unit, but at 50% or more
Employee costs, salaries..............coeeurvriinnns 1% an average inventory are  below the cost of a new one.
Obsolescence, damaged or about 34% of the total A major drawback of a major use or rebuilt
nonreturnable parts, pilferage, inventory value. part is that the components don’t wear at the
time spent returning parts for 1. Understand the same rate, thus increasing the frequency of un-
credit and warranty claims............cceereeenen. 5% carrying costs scheduled repairs, since the unpredictability of
Money costs, lack of return on The figures in the the parts makes scheduled maintenance difficult.

chart at left will vary
somewhat, depending
on your fleet. Account-
ing figures estimate that
it will take between

Premanufactured parts — These are rebuilt
parts, repaired to original factory specifications.
They cost more than rebuilt, but less than new.

inventory and control investments
that otherwise produce income

(opportunity costs) 10%

Again, labor costs are a significant consideration.
Your goal should be to plan for scheduled re-

11% to 15% of a company’s annual parts expen-
diture to support the employee costs. If the an-
nual inventory is $2,500, expect those costs to

total from $300 to $375. This includes ordering,
receiving, pick-ups and delivery.

LANDSCAPE MANAGEMENT February 1999

pairs, thus saving the extra cost inherent in un-
scheduled repairs. Good quality parts replace-
ment helps you reach your goal. Poor quality
parts means more frequent failures and low
equipment availability.



3. Understand price vs. cost

Too often, price and cost are used inter-
changeably and in error. Price is what we pay in
dollars to acquire a product or service. Cost takes
into consideration all the factors that add up to
return on investment. We can spend a varying
number of dollars on similar types of products,
but real costs have a wide variation depending on
the benefits we receive in terms of life, economy
and quality of performance.

Ease of installation and frequency of service,
labor required and safety are only a few of the
considerations in determining cost. In essence, if
we are to justify the high initial price of a prod-
uct, we will have to do so on the basis of its cost.
4. Balance inventory vs. downtime

Anything that can be done to reduce the spare
parts inventory without sacrificing equipment
availability reduces your costs. However, as equip-
ment availability increases, inventory costs rise
sharply. If a large inventory is aimed at having
many vehicles available, cost reductions just won't
happen (although downtime costs drop and main-
tenance and labor costs remain about the same).

Parts should be replaced in inventory to mini-
mize equipment downtime. Because of the cost of
warehousing and maintaining our inventory, the
best theoretical policy would be no inventory at
all. But this is unrealistic because we know we
can't get parts instantly.

5. Buy wisely

There are several categories of discounts avail-
able to fleets. Most owner/operators don't know
what sort of discount they can reasonably hope
for or how favorable each one is.

Fleet — This is the best price small operators
can obtain with no inventory. It usually runs 5%
off walk-in prices.

Jobber — If you are going to stock some inven-
tory, this category will give you 15% off.

Distributor — This price is 25% to 35% off
counter, but will constitute a $2,500 to $3,000
monthly purchase of inventory.

Manufacturer — Purchase from the manufac-
turer usually is only possible when it is a fairly small
company, but the manufacturer can offer 50% to
75% savings. This would be vehicle parts only.
Small equipment manufacturers’ parts usually will
be higher than aftermarket suppliers.

Basic Items to Stock

Oils:
Engine — Universal fleet oil 1SW-40. Uses from small four-cycle to heavy truck.

Automatic transmission fluid — Dextron llI/Mercon Universal ATF.

Hydraulic — Hydra/Trans Universal in all AW32 through AW68 and tractor
transmission oil.

Note: Most small equipment hydraulic systems call for engine oil 10W-30,
10W-40 or a synthetic

Miscellaneous supplies: Nuts, bolts, washers, pin clips, clamps, electrical
terminals, wire tape.

Parts: Relative to your brand of equipment, your dealer will be able to
help you in the most commonly used parts to stock

Note: Small equipment — backpack blowers, string trim-
mers, hedge trimmers, etc. are units that
you can double-up on to allow rotation
for repair and maintenance. Also, this
will give you extra equipment for

weather-related increased production

6. Control your inventory

All inventories need some type of con-
trol system. The simplest system would be to
restock when the bin is empty. This system works
poorly because it leaves you without parts when
you most need them.

Establish an economical quantity that works
for your operations. This will reduce the cost of
purchase-order transactions, while also leaving
you with inventory.

7. Understand volume

Look at the item cost vs. the inventory vol-
ume. Fast-moving items will account for 65% of
your inventory. This is where you should concen-
trate your purchases and management to reduce
downtime or out-of-service units (which are
often caused by inexpensive parts).

Although oil filters and lubricants are not con-
sidered parts inventory, they are part of the pur-
chased inventory and vital to your truck and
equipment operation. It is these items that will
give you purchasing power at a warehouse dis-
tributor and allow you to start price negotiations
to reduce your cost on all items purchased there.

Mark Neidich is fleet manager at Groundmasters,
Cincinnati, OH, where he is responsible for 45
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Is your service mix
costing you money?

Add-ons can mean added expenses, not just added

profits. If your services aren’t up to snuff, use careful
analysis to find out why

By ED, TODD AND AARON WANDTKE

ou operate Mixed Mowing & Mainte-
nance Company, and you know some-
thing isn’t right. Although you've
added new services, it hasn't worked
out as you hoped. You're not alone.
Many firms have expanded their service mix, but
not all have found this means better profitability.

It's time to do some serious analysis to help you
decide if you need to drop the unprofitable services.
How can you determine if your service mix is deliver-
ing enough profitability? What can you do to return
your business to the profitability it had before? If labor
is tight, should you keep the current service mix?

We used a sample profit and loss

statement for a company that we con-

Under the microscope

To analyze Mixed Mowing's services, we separated the
revenue into operating service columns (Exhibit 2). This was
done on the basis of the employees that performed the
services. To understand how the services affect profitabil-
ity, we:

* Combined mowing maintenance with miscella-
neous service, as these services are performed by the
same people, with the same vehicles.

» Identified clean up, irrigation and lawn care as sep-
arate cost centers.

* Identified payroll by the individuals who performed each
of the applicable services.

 Separated subcontract cost, material purchases, taxes and other expenses
by service cost centers.
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sulted with previously. It may be like your opera-
tion. Here are the symptoms:

* [t experienced significant growth in volume
but, for two years, the owners didn’t seem to make
more money.

*They borrowed more money and it took longer
each year to become profitable.

® The company bought more equipment, which
caused the complication of moving to a new location.
Go back in time

By looking back at Mixed Mowing's last three
years (Exhibit 1), we can see that the company was
making money then, but as it experienced growth,
profits remained constant and even dropped. What
was the problem?

We examined the revenue from years 1 to 3 and
observed it increased 26% in year 2 and 27% in year 3.
The core business, mowing, was barely growing, but
the new services were growing rapidly.

On the other side of the ledger, total operating ex-
penses as a percentage of revenue declined in year 2
and rose in year 3. This suggests we need an analysis of
the component costs. Administrative expenses rose
3% in year 3. We need to identify the expenses di-
rectly attributable to the services. Finally, profit in-

creased from year 1 to year 2, but dropped in year 3.
Look at each service
After we identified costs by service, a profit and
loss statement was developed (Exhibit 2). You
can see that cleanup and lawn care made money
for the company, while irrigation lost money —
$52,150.

Next, we determine if any revenue was a
function of another service being performed.
(One relation was established: Cleanup
would not be a service center if the company

wasn't already doing the mowing services.)
We asked the owners how they provided the ser-
vices in prior years. Surprisingly, they had subcon-
tracted one service and started another because many
of its customers seemed to need it.

cont. on page 54



No, this isn’t a closeout sale. It’s a brand new line of string trimmers from Honda. And

thanks to some dramatic reductions, now you really can do more with less. JNeISERkEle Seiilels!

Honda's new trimmers take advantage of their 4-stroke engine’s combustion format to
dramatically decrease noise. -sTroke engines are well
known for producing fewer emissions tThan comparably sized 2-stroke engines, making
them very environmentally friendly. In fact, Honda's trimmers meet all EPA and CARB
emission standards. ondo's frimmers use straight
gasoline, eliminating the hassle of mixing gas and oil. And they can run two times longer
than comparable 2-stroke engines on the same amount of fuel! JlSsfelslit=Te[lexilelal
The engines also suppress spark plug carbon buildup and carburetor clogging. main-
taining like-new starting ease. STorTing under $320
Honda's hard-working. durable string fimmers are some of the

most efficient and cost-effective string trimmers available

HONDA
Lawn & Garden

For a free brochure and location of the Honda Lawn & Garden Dealer

nearest you call 1-800-426-7701

For optimum performance and safety, please read the owner's manual before operating your Honda Power Equipment. ©1998 American Honda Motor Co., Inc

Circle No. 117 on Reader Inquiry Card



cont. from page 52

MIXED MOWING & MAINTENANCE CO. EXHIBIT 1
PROFIT & LOSS STATEMENT

Revenue

Lawn Care

Mowing & Maintenance
Irrigation

Property Cleanup
Miscellaneous Services
Total Revenue
Operating Expenses
Payroll

Subcontract Labor
Materials

Gasoline

Vehicle Maintenance
Payroll Taxes

Employee Benefits
Operating Supplies
Uniforms

Depreciation

Total Operating Expenses
Gross Profit
Administrative Expenses
Payroll Administration
Payroll Service

Dues & Subscriptions
Education

Building Rent

Payroll Taxes

Employee Benefits
Insurance Auto/Gen Liability
Telephone

Office

Trade Shows
Advertising/Promotion
Vehicle Depreciation
Vehicle Expense

Travel

Entertainment
Professional Services
Interest

Total Administrative Expenses
Operating Profit

Year1$
$0
475,000
0
0
160,000
635,000

245,000
65,000
0
12,000
30,000
36,750
8,000
10,000
5,000
6,000
417,750
217,250

85,000
2,200
1,200
1,500
15,000
12,750
5,100
9,000
3,500

12,000

5,000
6,000
1,200
4,000
2,000
12,000
12,000
189,450
27,800
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Year2 $
$0
520,000
65,000
40,000
175,000
800,000

250,000
118,000
0
16,000
35,000
37,500
10,000
12,000
6,000
12,000
496,500
303,500

99,000
2,400
1,500
2,000

15,000

14,850
6,500

14,000
4,800
14,000

15,000
10,000
1,800
6,000
4,000
13,000
16,000
239,850
63,650
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Year3$
$122,000
550,000
167,000
92,000
85,000
1,016,000

308,022
32,000
140,000
22,450
48,000
46,203
18,000
28,400
7,625
24,000
674,700
341,300

145,000
2,700
2,000
2,600
15,000

21,750
9,600

20,000
6,000

20,000
2,000
12,000
12,000
2,400
8,000
6,000
15,300

22,000

324,350
16,950

Year 1%

0.%
74.80

25.20
100

38.58%
10.24

1.89
4.72
5.79
1.26
1.57
79

65.79
34.21

13.39
35
19
.24

2.36

2.01
.80

1.42
.55
1.89

4
.94
19
.63
31
1.89
1.89
29.83
4.38%

Year 2%

0.%
65.00
8.13
5.00
21.88
100

31.25%

14.75
0
2.00
438
4.69
1.25
1.50
75
1.50
62.06
37.94

12.38
.30
19
25

1.88
1.86
81
1.75
.60
175

1.88
1.25
23
75
.50
1.63
2.00
29.98
7.96%

Year 3%
12.01%
54.13
16.44
9.06
8.37
100

30.32%
3.15
13.78
2.21
4.72
4.55
1.77
2.80
W 4
2.36
66.41
33.59

14.27
.27
.20
.26

1.48
2.14
94
1.97
.59
1.97
.20
1.18
1.18
.24
79
.59
1.51
217
31.92
1.67%

cont. on page 58
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This simple comparison laun(

A little Talstar® controls common lawn pests as well as a lot of Dursban® or diazinon. Talstar label rates
for surface feeding pests are one-fourth the Dursban rate and one-tenth the rate for diazinon. So while
the impact on the environment is reduced, the impact on lawn pests remains the same: they’re gone.
With no odor but long residual. And if you compare Talstar to other pyrethroids like Tempo® or Scimitar®,
you’ll find that Talstar offers two additional benefits: true mite control and no skin irritation.

Find out why lawncare operators all over the country have made Talstar
the fastest rising star in the lawncare industry. Call 1-888-246-4125

for Talstar literature and labels. ’

Talstar at '/ oz.
per 1,000 square feet
controls these pests:

Annual Bluegrass Weevil
(Hyperodes, Adult)
Ants

Armyworms

Billbugs (Adult)

Black Turfgrass Ataenius (Adult)
Centipedes

Chinch Bugs

Cutworms

Fleas (Adult, Larvae)

Imported Fire Ants (Adult, Mounds)
Leafhoppers

Mealybugs

Millipedes

Mole Cricket (Adult, Nymph)
Pillbugs

Sod Webworm

Sowbugs

Ticks

Talstar* is a registered trademark of FMC
Tempo* is a registered trademark of Bayer Corp. Dursban’ is a registered trademark of Dow AgroSciences. Scimitar® is a registered trademark of Zeneca Inc



hed a sudden rise to the top

Talstar PL Granular and Talstar Lawn & Tree Flowable.
The rising stars of the lawncare industry.
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cont. from page 52

We also learned that their irrigation ser-
vices covered installation, service and light-
ing repairs. Analysis of this cost center
showed that Mixed Mowing should get out
of the irrigation business. However, on closer
look at the revenue and costs, we learned
that installation was the prime cause of the
operating loss in this cost center.

Based on the analysis, we asked the fol-
lowing questions:

* Does Mixed Mowing need to market
installation of irrigation systems?

e If the company only offered irrigation
and outdoor light service work, would
there be enough revenue possible for one
individual or would another trained individ-
ual be needed?

Based on our discussions, we leamed that
the individual who designed irrigation sys-
tems would not remain if the company only
remained in the service business. Mixed
Mowing chose to exit the irrigation business.
Pick the winners

That decision led to a new picture.
Mixed Mowing’s owners realized that by
realigning services, they could make more
than $50,000 more per year (operating
profit of $16,950 vs a new operating profit
figure of $69,100).

It’s possible your company may be losing
money in one service but it is not evident,
based upon the way you are keeping the
records. By following an analysis like ours,
you can see if there is an opportunity for im-
proving your profitability. Not all businesses
can be analyzed as quickly as this, but you
will learn more about the financial contribu-
tion from each service center.

This is a good time to analyze the in-
come statement for your company for last
year. You may find that you can improve
profitability if you eliminate services that
are not improving your overall financial
performance.

The authors provide green industry consulting
services for Wandtke & Associates Inc.,
614/891-3111.
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MIXED MOWING & MAINTENANCE CO. EXHIBIT 2

PROFIT & LOSS STATEMENT

Revenue Total
Chemicals $122,000
Mowing & Maintenance 550,000
Irrigation 167,000
Property Cleanup 92,000
Miscellaneous Services 85,000
Total Revenue 1,016,000
Operating Expenses
Payroll 308,022
Subcontract labor 32,000
Materials 140,000
Gasoline 22,450
Vehicle Maintenance 48,000
Payroll Taxes 46,203
Employee Benefits 18,000
Operating Supplies 28,400
Uniforms 7,625
Depreciation 24,000
Total Operating Expenses 674,700
Gross Profit 341,300
33.6%
Administrative Expenses
Payroll Administration 145,000
Payroll Service 2,700
Dues & Subscriptions 2,000
Education 2,600
Building Rent 15,000
Payroll
Taxes 21,750
Employee Benefits 9,600
Insurance Auto/Gen. Liability 20,000
Telephone 6,000
Office 20,000
Trade Shows 2,000
Advertising/Promotion 12,000
Vehicle Depreciation 12,000
Vehicle Expense 2,400
Travel 8,000
Entertainment 6,000
Professional Services 15,300
Interest 22,000
Total Administrative 324,350
Operating Profit $ 16,950
Operating Profit % 1.67%
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550,000

85,000
635,000

172,022
20,000

11,950
38,500
25,803
9,840
22,200
4,375
18,750
323,440
311,560
49.1%

125,000
2,700
2,000
2,600
15,000

18,750
8,400
14,000
5,500
19,100
2,000
10,000
12,000
2,400
6,000
4,000
15,300
17,900
282,650
28,910
4.55%

92,000

92,000

26,000
5,000
21,310
1,500
3,000
3,900
1,560
1,500
750
1,500
66,020
25,980
28.2%

2,000

200

1,200
3,400
22,580
24.54%

Mowing Cleanup Lawn Care

$122,000

122,000

42,000

26,840
3,500
3,500
6,300
2,520
1,200

1,750
88,110
33,890
27.8%

8,000

1,200

2,000

1,000

1,000
1,000

1,400
16,280
17,610
14.43%

Irrigation

167,000

167,000

68,000
7, 000
91,850
5,500
3,000
10,200
4,080
3,500
2,000
2,000
197,130
197,130
-18.0%

12,000

1,800
720
2,000
500
500

1,000

1,000
1,000

1,500
22,020
(52,150)
-31.23%



“

For those of you out there whose job it is to make things grow, UD TRUCKS has some enrichment in
the form of a truck. The UD 1200 light-duty truck to be exact. It comes with a very efficient 145hp
turbocharged and intercooled engine, a cabover design for a tighter turning radius for some of those
difficult residential and city streets, and is built for long lasting durability. The UD1200. A truck
built to help some other things grow: like your business. For more information about UD TRUCKS,
Western U.S. call 800-272-4831, Eastern U.S. call 888-680-8060.
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Yesterday’s smart landscape

managers knew that irriga-
tion was critical to land-
scapes. Today'’s trendsetters
understand how to make it
critical to their businesses.
This three-part series explores
past trends, today’s irrigation
contracting business models

and tomorrow’s technologies

By BRUCE F. SHANK
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he landscape industry really

is a package of industries

working together to provide

the plants, hardscape,

chemicals and equipment

that make our nation green.
Each segment has developed under the
leadership of visionary men and women,
largely in the last 50 years of the 21st Cen-
tury.

People like Ben Warren in the sod in-
dustry, Dick Duke in lawn care, Harry Gill
in sports turf, Eb Steinegger in the golf
course superintendent profession, Arden
Jacklin in the lawn seed business, O.J.
Noer in the fertilizer industry, and turf re-
searchers like Jim Watson, Jim Beard, Bill
Daniel and Fred Grau made our industry a
multibillion-dollar business. It's time the
landscape industry “Hall of Fame” included
the leaders in landscape irrigation.
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Unlike the lawn care industry, which
matured in less than 40 years after Duke
started ChemLawn in Columbus, OH, in
the 1960s, the irrigation industry has taken
nearly a century to develop into a billion-
dollar business. Irrigation innovators did
not create a common path on which others
could build. Instead, they developed the
market regionally. Only recently has con-
solidation started to pave a highway for
rapid growth for manufacturers, distribu-
tors and contractors.

Learn From the Past

To get a true perspective of how irriga-
tion has grown, we've included some of
the people who helped create today’s irri-
gation industry. It is by no means compre-
hensive, but hopefully, it will inspire you
to respect their progress and to make your
own legacy in irrigation.

History records that John D. Ross of



Pasadena, CA, in 1904 was the first person
to design and sell sprinklers for lawn and
garden use. He was followed in 1907 by
W. Van Thompson, founder of Thompson
Mfg. Co., now located in Ohio. A big
name in early irrigation was Charles Skin-
ner, who designed a simple, multi-nozzled,
above-ground system in 1908. Lewn Nel-
son, George Moody, Max Snoddy, W.A.
Buckner, Edwin Hunter and Karl Kah
were among the inventors who pioneered
the permanent subsurface irrigation sys-
tems of today.

John R. Brooks was the first recognized
landscape irrigation contractor in the coun-
try. From an office in Detroit, he designed,
constructed and installed irrigation systems
for Henry Ford, the Chicago Parks Depart-
ment and other wealthy industrial barons
of the 1920s. Thirty years later, Burt Sper-
ber's Valley Crest Landscape Company in-
stalled irrigation for the film industry and
the California Transportation Agency.

Every region has its tales and early irri-
gation stories. Irrigation grew up largely on
a regional basis. Some manufacturers re-
main regional to a large extent, choosing to
serve the customers they know best.

From a national perspective, irrigation
seemed to gel in the 1950s when Rain
Bird, Toro, Hunter, L.R. Nelson, Weather-
matic, Buckner and others gained momen-
tum. On the West Coast, manufacturers
had to install their own products at first. Ir-
rigation distributors didn't exist until after
World War II, but they are the ones who
built the foundation that enabled the mar-
ket to nationalize and take off — people
such as Ewing, Hodas, Moffet and Tiglio.
Irrigation in a Nutshell

Today, four United States manufactur-
ers represent more than $600 million in ir-
rigation sales — Rain Bird, Toro/Irritrol,
Hunter and Orbit. This is approximately
half of turf and landscape irrigation sales by
manufacturers in the United States. There

are midsized manufacturers on the move

as well, including Weathermatic, Storm
and K-Rain. In addition, some manufactur-
ers do considerable international business.

Three distributors have built substantial
chains, doing in excess of $300 million per
year in sales — Century Rain Aid, Ewing
Irrigation and United Green Mark. Like
manufacturing, acquisition and consolida-
tion in the middle ranks of distribution are
also taking place. Meanwhile, retail hard-
ware outlets are selling irrigation compo-
nents wholesale to contractors in some
areas. Service to contractors by distributors
and manufacturers selling direct to large
contractors are concerns that threaten con-
ventional distribution.

Finally, we have large, multiple-branch
landscape firms installing irrigation across
the country — Environmental Care/Valley
Crest, Brickman Industries and Service-
Master’s TruGreen-ChemLawn group. So,
in a sense, irrigation has caught up with the
landscape industries in the past decade.
Yet, most of us know little about irrigation.
Catching Contractors’ Attention

Contractors have a sixth sense that
alerts them to peculiar things normal peo-
ple miss, such as lines on a mowing pattern
that aren't straight, trees that were pruned
improperly, fading color in an annual bed,
a lawn suffering from a high grub popula-
tion or mulch that needs to be refreshed.
Contractors are now becoming sensitized
to irrigation symptoms, such as dry spots
caused by poor uniformity, overspray, wet-
ness resulting from poor scheduling and
sprinklers that operate during rainstorms.
The fact that irrigation is becoming part of
the consciousness of contractors is a signifi-
cant matter.

Although water shortages should be
worrisome enough to generate interest in
efficient irrigation to defend our valuable
landscapes, they are not the main reason
people invest in irrigation. More often, the
justification for irrigation is better control
and reliability of performance by the land-
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The main reason people invest in an irriga-
tion system is to protect and improve their
landscapes. Photos courtesy: Rain Bird

Contractors will need to strengthen their un-
derstanding of hydraulics and system design
as they compete for irrigation business.
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Expect the demand for certified irrigation
designers to jump in the coming decade.
Check with your local distributor about set-
ting up training in your area.

scape as an invest-
ment and source

Cover
the world

Irrigated Acres in the World:

nents. This will
become increas-

of enjoyment, ex- » World — 600 million acres ingly important
plains Kurt Mal- » China — 123 million acres as more irriga-
oney, director of P United States — 70 million acres tion systems
landscape mar- » United Kingdom — 267,000 acres mix low-vol-
keting for » Europe — 62 million acres ume irrigation,

Netafim Irrigation

It's not hard to get
our attention when the
value of irrigation in a land-
scape project exceeds 25 percent, ac-
cording Jon Ewing, president of
LandTrends in San Diego, CA. “You have
to take it seriously.” LandTrends has an ir-
rigation division for minor design work, in-
stallation and maintenance.

Segments of the industry

Contractors — As large contracting
firms acquire landscape companies with ir-
rigation divisions, they assume a greater in-
volvement in irrigation. To compete with
large national chains, smaller contractors
will need to increase their level of involve-
ment in irrigation.

Suppliers — In turn, more contractors
will seek services such as technician train-
ing and rudimentary design from distribu-
tors. Retail outlets mimicking wholesale
suppliers won't be able to provide these
services.

Experts — Meanwhile, irrigation consul-
tants, the engineers who design compli-
cated irrigation systems, are tempted to
focus on the big jobs of large chain contrac-
tors. This could leave the midsized and
small contractor without the design assis-
tance he or she needs as irrigation grows in
popularity. You can expect the demand for
certified irrigation designers to jump in the
coming decade.

Certification for irrigation contractors
can moderate some of the demand for de-
sign at the lower levels. Learning how to
use AutoCAD isn't enough. Contractors
should understand hydraulics and the
physical limitations of irrigation compo-
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P South America — 24 million acres
Inc. P Japan — 7 million acres
P Australia — 6 million acres

sprinklers and
weather-reactive
sensors and con-
trollers. You won't be
able to figure it out in the
aisle of a mega-hardware store.

Only a handful of states currently license
irrigation contractors. Most of these states
have used the help of the Irrigation Associa-
tion when building their tests and require-
ments. But you don't have to depend upon
state licensing to become certified. The
classes are taught by the best in the busi-
ness, and your local distributor can ask the
IA to help set up training in your area.

Those who fail to study history are
doomed to repeat it is a famous phrase that
applies to any business. Many painful
lessons can be avoided by talking with
those in your area with irrigation experi-
ence. Do surveys of your existing cus-
tomers about irrigation. Hire trained indi-
viduals and reward them for performance.
Be inventive when necessary. One size fits
all doesn’t work in irrigation.

There is a rich history to the irrigation
industry. It belongs as part of the history of
the landscape industry. It's time to make
irrigation a valued member of the land-
scape family.

Next month: Thinking of entering the irri-
gation business or expanding into larger, more
comprehensive accounts? LM will look at two
models for success. LM

—Bruce Shank owns Irricom, a
publications consulting firm in Palmdale,
CA, and Austin, TX. He can be reached at

800/455-4320 or irricom 1 @earthlink.net.



IS ABOUT
TIME!

Whenwyou use a YAZOO / KEES mower, you get the
dependability, performance and features to meet the
rugged day-in, day-out demands that Professional
Cutters and Landscapers face. That means less down
time. Your job is done on time. And that means more
time. More time for you. And couldn’t you use a little
more time?

To find out more about

our time saving

~ equipment, see your

b local dealer,

visit our website at
www.yazookees.com

or call
1-800-723-9496
extension 337.

YAZOO KEES

POWER EQUIPMENRT

YK "Your Kind Of Mower"
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A staff of about.22 at lllinois
State University handles turf
maintenance, tree and shrub
care, snow and litter removal,
brick and retaining wall installa-
tion, athletic field maintenance,
annual and perennial gardens
and others tasks on a college
campus that is busy year-round.
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[llinois State’s
Central Quadrangle

This complex campus was a 1998 Grand
Award Winner for the Professional

Grounds Management Society

isitors and students know the Central Quadrangle of

[llinois State University in Normal, IL, an eight-acre

area of turf, harboring more than 400 trees of 80 dif-

ferent species. About 300 shrubs and more than

6,000 annuals (totaling 5,600 sq. ft. in the Quadran-
gle alone) also challenge the grounds crew. The Quadrangle itself
includes several perennial beds and a native Illi-
nois prairie garden.

Each tree receives annual fertilization, aera-
tion, pruning and shaping, plus scouting for in-
sects. Several varieties of annuals are grown in the
Grounds Services' greenhouses. Plant varieties are
labeled; watering and weeding is done by hand.

The staff keeps turf at a three-inch height
throughout the season and IPM is used to control
grubs and other pests. Turf is fertilized twice a
year, with supplemental applications as needed.

A major element of this project was the re-

. - gizs Recent major
design of campus walkways to replace existing as-

- S rojects include
phalt ones with concrete, installed in a 5-ft. x 5-ft. P : g
Sy : replacin
pattermn. Other renovations include landscaping to ST
128,000 sq.ft. of

enhance pedestrian gateways, add attractive seat-
. e concrete surface,
ing and encourage visitors to study and explore
) as well as walls
the trees and plantings. {
= : 4 and seating.
I'rees have been inventoried, cataloged and
tagged by species and new species have been
added. A tree map of the Quadrangle was developed for those
taking a walking tour of the area.

Upcoming projects include “In Exchange,” an 80,000-sq. ft.
area nearby, combining sculpture, colored concrete and plant ma-
terial on a seasonal theme.

For more information about this project, contact the Profes-
sional Grounds Management Society, 120 Cockeysville Rd., Suite
104, Hunt Valley, MD 21030, 410/584-9754. Or contact ISU
Dept. of Facilities Management, Box 9100, Normal, IL. 61790,
309/438-2032.

LANDSCAPE MANAGEMENT

Property at a
glance:

Location: lllinois State Uni-
versity Central Quadrangle,

Normal, IL

Staff: ISU Grounds Services
Category: Urban University
Year site built: 1857

Total acres maintained:
125 (total campus)

Acres of woody ornamen-
tals: 20 (total campus)

Acres of display beds:
25,000 sq. ft. (total campus)

Total man-hours/week: 788

Maintenance
Challenges

P Busiest spot for pedestrian

flow on campus

P High-use area for public

events

P Deteriorating infrastruc-
ture: How to preserve or re-
pair existing structures with-

out damaging 100-year-old

trees?



Winter is good

for hort oil

(Smite mites before they strike)

Dormant-season applications pplications of 2% horticultural oil (two gallons of oil in 98 gallons of

of horticultural oil only work for

water) are used from late fall through early spring to control certain

pests. This is an “offensive strike” opportunity on overwintering stages

certain mites and scale species of pests that takes them out before they become active next spring
and damage plants during the growing season.
By DOUG CALDWELL, Ph.D. Oil applications work by suffocating, rather than poisoning, the pest. The oil

plugs up the breathing pores and soft tissues of targeted mites and scale insects.

PLANT SPECIES PRONE TO DAMAGE BY FALL AND
WINTER OIL APPLICATIONS

Species Type of Injury

Deciduous

Beech* Branch dieback (dead cambium)

Butternut* Branch dieback (dead cambium)

Citrus Occasional leaf and flower drop and “water spot” of rind
Hickories* Branch dieback (dead cambium)

Maples*, sugar and silver  Stunted and reddened leaves to branch dieback
(dead cambium)

Oaks, red and black Occasional branch dieback (dead cambium)

Redbud Late leaf emergence and branch dieback (dead cambium)

Walnut* Branch dieback (dead cambium)

Coniferous

Arborvitae Needle browning, defoliation and branch dieback

Chamaecyparis Needle browning and defoliation

Cryptomeria Needle browning, defoliation and branch dieback

Hemlock Needle browning and defoliation

Junipers Turns blue cultivars to green (alters wax layers that create
the blue color); occasional needle drop and branch dieback

Spruces (blue, white, Alters wax layers that create the blue color; needles turn

‘Dwarf Alberta’) purple brown then brown, defoliation and branch dieback

Taxus Occasional marginal browning of leaves

*High risk plants are noted. Fall-winter oil applications are NOT recommended for
these species.

NOTE: Injury is not always going to happen. Occurrence of injury tends to vary
depending on plant dormancy stage, degree of plant stress (vigor), moisture stress,
sudden temperature drops and high humidity following application. But most often it
is due to an application procedural-related error or an overdose mistake.
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What you hit is what you get!

It is important to remember that horti-
cultural oils are a contact treatment. But,
while thorough coverage is important,
soaking or saturating plant tissue can cause
phytotoxicity. These applications may not
be as effective on certain pest species as you
may think and should not be used as a gen-
eral dormant “cover spray.”

Know your mites

If you believe you can control two-spot-
ted spider mites with winter oil applications,
guess again. The two-spotted spider mite
overwinters as a female in litter, mulch or
other protected areas and is not normally
found on the plant. Therefore, this pest is
not controlled with the dormant oil strat-
egy. However, the spruce spider mite over-
winters on its evergreen hosts (arborvitae,
juniper, hemlock, pines, etc.) in the egg
stage, which makes it quite vulnerable to
oil sprays. Be aware, and notify clients, that
the oil will temporarily turn those prized
Colorado blue and specimen blue Moer-
heim spruces green, but that new growth
will not be affected.

The honeylocust spider mite overwinters on
its host as a mature female in bark and bud
crevices. Again, it is another prime target for
dormant applications.



Other species that are vulnerable to dormant season sprays are
the southern red mite and the boxwood mite. Both species overwin-
ter on their respective hosts in the egg stage. The southern red
mite can be targeted on its broadleaf evergreen hosts, Japanese
holly, azalea, Pieris, certain Vibumum spp., etc., on the underside
of leaves.

Soft and armored scales

Oil is an excellent product to reduce overwintering stages of

scales; primarily, the first and second instar nymphs of soft scale

species (magnolia, lecanium and cottony maple scales, etc.). A fol- MarCh 2-4 ’ 1999

low-up spray of 2% oil in late August or September is needed to . .
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Usually phytotoxicity occurs with higher rates of oil (three gal- and the University of Massachusetts

lons of oil per 97 gallons) and early fall (before dormancy) or late : 3
spring (at budbreak) applications. There are fewer problems when Watch your mail for your registration form or call

(401)848-0004 - visit us online at www.NERTE.org
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applications are made in late October
through February, when the plants are
“completely” dormant. A good guideline is
to wait until 24 to 48 hours of below-freez-

ing temperatures have passed during Octo-

ber before spraying, and start the applica-
tions, usually in mid- to late-November.
Use agitation and a clean tank

Avoid phytotoxic effects with agitation.
Recirculate the oil solution in the hose be-
fore spraying each property.
These oils are quick-breaking

emulsions, which means the

surface in three to four min-
utes. Otherwise, you might
spray concentrated blobs of
oil solutions, which could in-

jure the plants.

This overwintering Euony-
mous scale has been flipped
out of her teste or “shell.”
This stage is vulnerable to
winter oil applications.

oil separates, or “floats” to the

Tests have shown that fertilizer residue in
the tank, when combined with the oil solu-
tion, can cause a synergism that increases the
chances for plant injury. Make sure that the
fertilizer residue is completely rinsed out of
the tank before adding the oil solution.

When applied properly and for the ap-
propriate pests, horticultural oil offers an
opportunity to use a “soft” pesticide when
we have time to make applications, as well
as increase revenues during a slower time
of the year.

Doug Caldwell is the Landscape Entomolo-
gist for the Davey Institute, a division of The
Davey Tree Expert Company.
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FOOT
CONTROLLED
SPREADER

Mounts to almost anything.
Best motor in the industry.

EQUIPMENT
“The Turf Revolution

1-800-874-0253
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» No Rust
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your good judgment

Will tell you to select

turf type

Tall Fescue seed from Oregon

the beauty
of the blades

the strength
and durability

the tolerance
to drought & disease

the quality! TAI-I-
Look for the grown in Oregon label. It puts all F E SC U E

others in a lower class. A lush, healthy, deep
green turf is your reward for selecting superior r
seed. The world's leading turf grass breeders SEED FROM OREGON
have been perfecting it for more than 20 years. :
The tough, vibrant turf will not only tolerate drought,
but survive cold winters.

Oregon Tall
When you select Turf Type Tall Fescue seed from Oregon you Fescue Com m_i§5i0n
can be sure you will enjoy your “good judgment” decision 1193 Royvonne, Suite 11
year after year. So|em, OR 97302

503-585-1157
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Solve the WO rst
“Palm
Problems

Identify and treat problems
in palms before they become

serious because the cost of

alms are an important
component of the land-
scape in areas having
mild climates. They im-
part a distinctly tropical

producing and installing large ook that few other plants can provide.

specimen palms can be high

By TIMOTHY K.
BROSCHAT, Ph.D.

Unfortunately, because most palms have
only a single terminal bud or
growing point, diseases or
physiological disorders that
might merely weaken
broadleaf trees are often fatal
in palms.

1) Fusarium Wilt
One of the most serious
diseases of Canary Island date
palms in California, and more
recently Florida, is Fusarium

wilt. It is characterized by
death of the leaflets on one
side of an older leaf or the
leaves on just one side of the
crown. Symptoms typically
begin on leaflets near the base

» 1) Fusarium wilt of Canary Island date palm.
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of the leaf, progressing along one side of the
leaf to its tip and back down the other side
to its base. Once the majority of leaves in
the canopy have died, the remaining green
leaves will wilt and the bud will die. Unfor-
tunately, there are no effective chemical
controls for this disease and reducing the
rate of spread to healthy
palms is the best strategy.
Fusarium oxysporum f.
Sp. canariensis can sur-
vive for years in the soil
and can readily infect
new replacement palms.
Similarly, transplanted
field-grown palms from
infested fields can spread
this disease. However,
the primary means of
spread is via contami-
nated pruning tools.
Infected palms should
only be trimmed once
per year to minimize
spread, and all tools used
should be disinfected be-

fore moving on to the



next palm. Research at the University of
Florida has shown that soaking tools for 10
minutes in 25% chlorine bleach, 50% iso-
propyl or denatured alcohol, or 25% Pine-
Sol disinfectant are all effective in eliminat-
ing this fungus from pruning equipment.
When pruning, avoid cutting into green

leaf bases.

2) Lethal Yellowing

Lethal yellowing (LY) is one of the
most serious diseases of palms in Florida,
but it also occurs in the Brownsville, Texas
area, and parts of Mexico, Central America
and the Caribbean. This
microbe is spread only
by phloem-feeding in-
sects such as the
leathopper, Myndus
crudus. Approximately
30 species of palms are
susceptible to LY.

Symptoms of LY in
most coconut palms may
begin with mid-canopy
or older yellow leaves
that drop down against
the trunk, but in some
species such as Christmas
palm these collapsing
older leaves may not
show any yellowing. In
Malayan Dwarf coconut
palms, leaves appear
wilted, with little or no yellowing evident.
Blackening of the flowers and premature
fruit drop are also characteristic symptoms
of LY in coconut palms.

Lethal yellowing is best prevented by
planting palms resistant to the disease, but
it can be prevented in susceptible species
by trunk injection with oxytetracycline. If
the disease is diagnosed at a very early
stage, antibiotic injection results in recovery
for about half of the treated palms. Com-
mon palms known to be resistant to LY in-
clude paurotis palm (Acoelorrhaphe
wrightii), pindo palm (Butia capitata), Euro-
pean fan palm (Chamaerops humilis), areca
palm (Dypsis lutescens), thatch palms (Coc-
cothrinax and Thrinax spp.), royal palms

(Roystonea spp.), sabal palms (Sabal spp.),
queen palm (Syagrus romanzoffiana), and
Washington palms (Washingtonia spp.).

3) Ganoderma Butt Rot

Ganoderma butt rot is probably the
most devastating palm disease in the south-
eastern United States. Its range corre-
sponds roughly with that of the sabal palm
(Sabal palmetto) and extends from South
Carolina to Florida. Although this disease
has only been documented on about 40 or
50 species, it is believed that all palm
species are probably susceptible.

«4 2) Lethal yellowing of
coconut palm.

¥ 3) Ganoderma butt rot
on sabal palm.

Ganoderma butt rot is primarily a dis-
ease of mature palms in the landscape.
Symptoms appear as wilting and death of
the oldest leaves, but it gradually pro-
gresses up through the canopy until the
bud is killed. Unfortunately, there is no
chemical control for this fungus and fumi-
gation of Ganoderma-infected stumps or
root systems is not effective in eliminating
this fungus.

One of the earliest and most diagnostic
symptoms for this disease is the presence
of the fungal fruiting structure (conk) on
the lower portion of the trunk. These
conks start out as small white lumps but
quickly mature into brown woody brackets
up to 1 foot across, releasing millions of

spores capable of infecting dead palm
wood or healthy palms some distance from
the point of release. Although mechanical
wounding of palm trunks increases the
likelihood of infection, wounding is not
necessary for infection to occur.
Ganoderma zonatum, the causal organ-
ism, can also spread through the soil, living
on dead palm roots and wood. One of the
most common means by which Gano-
derma infects clumping palms is when ma-
ture canes of these palms are removed. The
resulting dead stump is quickly invaded by
Ganoderma spores. Once established on
the stump, this disease invades and kills
healthy living canes until the palm is killed.
Any palm tissue infected with Gano-
derma should be hauled to a landfill or in-
cinerated, but never chipped for mulch, as
this has been shown to transmit the disease

to healthy palms. Stumps remaining after
palm removal should be dug out. Also, any

new conks should be promptly and regu-
larly removed to prevent the production of
additional spores.

4) Potassium Deficiency
Potassium deficiency is probably the
most widespread and serious nutrient defi-

ciency of palms throughout the world.
Palms have rather high requirements for
potassium and since they often grow in
highly leached, sandy or nutrient-poor
soils, this element is deficient to some de-
gree in virtually all palms in the landscape.
Deficiency symptoms vary among palm
species, but usually begin with small
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translucent yellow to orange or necrotic
spotting on the oldest leaves, readily visible
if the leaf is held up to the light. As symp-
toms progress, these older leaves may take
on a yellow-orange to bronze color that is
visible from some distance. One of the key
symptoms on most species is the presence
of necrosis along the margins of the leaflets
of older leaves. As this becomes more se-
vere, entire leaflet tips become withered or
frizzled in appearance, yet upon close ex-
amination, the midrib of the leaf will re-
main alive, though perhaps discolored. The
gray frizzled old leaves typically found on
royal palms (Roystonea spp.) and the
golden-orange foliage of areca palms (Dyp-
sis lutescens) are common examples of
potassium deficiency.

Potassium is considered a “mobile” ele-
ment within plants. Under conditions of
deficiency, potassium will be removed

from older leaves and retranslocated up to

A 4) Moderately severe potassium deficiency
on areca palm showing frizzling of leaflet tips.

newly expanding leaves where it will be in-
corporated. Thus, potassium deficiency
symptoms are always most severe on the
oldest leaves and decrease in severity in
younger leaves. On a single older leaf, defi-
ciency symptoms are most severe at the
tip, but may be minimal near the base.
Since the palm removes potassium
from older leaves in order to continue new
growth, premature removal of discolored,

symptomatic older leaves by landscapers
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results in potassium being removed from
progressively younger leaves that were pre-
viously symptom-free. If this practice con-
tinues, the palm will quickly run out of old
leaves from which to remove potassium for
new growth and the palm then enters a
state of rapid decline. At this point, the
trunk diameter tapers to a point, all new
leaves emerge stunted, chlorotic and friz-
zled and death of the bud soon follows.
This late stage of deficiency is extremely
similar in appearance to manganese defi-
ciency and only close examination of the
symptoms of an individual leaf will reveal
which problem is present.

In addition to poor soils, one of the pri-
mary causes of potassium deficiency in
palms is the use of fertilizers having high
nitrogen content in controlled release
form, but low to moderate levels of potas-
sium in soluble form. This combination
forces rapid palm growth, yet provides in-
sufficient potassium to
do so. Thus, the use of
turf fertilizers in the
vicinity of palm roots is
a major cause of defi-
ciency in palms.

Treat severe defi-
ciency by broadcasting
sulfur-coated potassium
sulfate under the
canopy at a rate of 1.5
Ibs. per 100 sq. ft, every
three months for a year
or more. To prevent a
K-Mg imbalance from occurring under
these circumstances, it is also necessary to
apply a 100% coated palm maintenance
fertilizer at the same rate and frequency
starting six weeks after the first potassium
fertilizer application. (Mild to moderate
potassium deficiency can usually be cor-
rected by using only the maintenance fer-
tilizer.) A good palm maintenance fertil-
izer should have an N-P-K-Mg ratio of
about 2-1-3-1 and also contain essential
micronutrients such as Mn, Fe, Cu, B and
Zn. In order to prevent rapid leaching loss,
all N, K and Mg should be in controlled

release form.
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Injecting Palms
Made Easy

For many years, arborists have faced
numerous palm tree problems: nutri-
tional deficiencies, borers and lethal
palm yellows, to name a few. Recently,
many professionals have turned to
chemotheraputant treatments. Many in
the industry are using one of the many
microinjection technologies that are
available.

One problem in treatment exists,
however, and this stems from the differ-
ence between the anatomy of palms and
all other trees. Palm trees are mono-
cotyledons. This fact makes them more
closely related to grasses than to other
types of trees.

The configuration of the vascular tis-
sue is unlike that of any other type of
tree. Instead of a ring of conductive tis-
sue under the bark, the vascular tissues
of palms are made up of tight groups of
conductive cells known as bundles. These
bundles contain both xylem and phloem
tissue and are connected radially to
other bundles by live and woody, non-
cambial structures. Because of this vascu-
lar tissue orientation, palm trees translo-
cate fairly evenly throughout their entire
cross-section at any given point up or
down the trunk.

When you need to microinject a palm,
you must take into account:

* height of the palm tree when calcu-
lating the dose of the chemotheraputant;

« diameter of the microinjection holes
to be as small as possible;

 microinjection feeder tube to be
long enough to allow the material to
penetrate the spongy outer husk of the
palm tree;

* injection holes of palms to be made
to a depth of up to 1/3 the diameter of
the palm tree;

* injection sites to be made no lower
on the trunk than 2 feet above the
ground;

* spacing of injection holes to be
made as far apart as possible;

cont. on page 76
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following application, MAUGET’s active ingredients become part of the tree’s natural transport
system.
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cont. from page 74

* spacing to also include offsetting of
the vertical alignment, resulting in a spiral
type placement of the injection sites.

Unlike other trees, palm injection
holes remain active for up to one year, al-
lowing for multiple injections using the
same hole. Palm injection holes do com-
partmentalize, but the holes do not callus
over and it is possible to use an existing
inactive site by drilling the hole deeper.
However, the total depth of the hole
should not exceed more than 1/3 the di-
ameter of the trunk.

Remember: Because of the anatomi-
cal differences between palms and other
trees, understand that what is good for
other trees may be quite bad for palms.

Marty Shaw is a Certified Arborist, a
Certified Nursery Professional and Presi-
dent of TIPCO, Inc. in Knoxville, TN. His
email address is treeguru@treedoc.com
and the website is www.treedoc.com.

3) Manganese Deficiency
Unlike potassium, Manganese is “im-
mobile” within a palm, so deficiency symp-

toms occur on the youngest leaves. New
leaves emerge chlorotic, with longitudinal
necrotic streaks on the leaflets. As the defi-
ciency progresses, most of the leaflets ap-
pear withered or frizzled and the entire
leaf is greatly reduced in size. Leaflet friz-
zling symptoms are more severe at the base
of the leaf than at the tip, the reverse of
potassium deficiency patterns. If not
promptly treated, the next leaf may
emerge as only a necrotic petiole stub with
death of the bud quickly following. Old
leaves of Manganese-deficient palms will
usually remain full-sized and green.
Manganese deficiency is usually caused
by high soil pH, since manganese solubility
decreases sharply with increasing pH. It can
be treated by soil applications of manganese
sulfate (TechMangam) every three months
or so. Foliar sprays with the same product

A 5) Manganese deficiency of queen palm.

will also give good short-term results, but
will require frequent re-applications if soil
applications have not been made.
Timothy K. Broschat is Professor of Tropical
Omamental Horticulture at the University of
Florida at Ft. Lauderdale.
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The HS-15 SeedScaper:
As Easy as One, Two, Seed.

Connect a garden hose, pour in a
hydroseeding mulch, and begin seeding.
Creating thick, healthy, sod quality turf
has never been easier. BlueBird intro-
duces a revolution in hydroseeding
with the compact, portable HS-15
SeedScaper™ Now landscape pros
and do-it yourselfers alike can seed,
fertilize, mulch and water a 5,000

square foot lawn in under two hours
using one easy application. The HS-15
is the perfect solution to soil erosion
on slopes and is ideal

for seeding grass and

wildflowers. For more

information and a distributor

near you call 1-800-808-BIRD or visit
us at www.bluebirdintl.com (2/99).
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SUPPLIERS CORNER

Karl Kisner has joined Agrevo
as product manager for the
Green Industry Group. Kisner
will focus on promoting the
company’s new DeltaGard®
brand of insecticides
(pyrethroids) as well as its full
line of products for the Green
Industry.

pointed Bryan Muntz as turf
salesman, responsible for sales
of Barenbrug's professional
turf products in the US market.

quired full ownership and con-
trol of Sprint and Sequestrene
product lines from Novartis.
Both brands use iron chelate
products to correct soil and fo-
liar iron deficiencies. Sprint is
sold in the turf and ornamen-
tal markets, Sequestrine in cit-
rus, agricultural and other spe-
cialty markets.

Century Rain Aid has pur-
chased the turf irrigation divi-
sion of Koonz Sprinkler Supply,

Info ce

Irrigation Association and aimed at informin
the benefits and advances of irrigation for A
common format but with individual ideas
are free to IA members. For more information ¢

a major New England distribu-
tor. This new acquisition will
allow Century Rain Aid to pro-
vide service and supplies to irri-
gation professionals through-
out the southeast coastal areas
of New Jersey and Monmouth
County, PA.

named Keith Roach as commu-
nications manager of Turf, Or-
namental and Technical Prod-
ucts and Bruce Miehle as
general manager. Tony Brown
is the marketing manager for
turf, ornamental and retail
products.

EPCO Products, producer of
the Zero-Leak Gold Plugs and
Fittings, has appointed Roger
Metz as sales manager of the
Zero-Leak line.
www.epcoproducts.com

uid Solutions Company,” has a
new website that has helpful
tips, detailed product informa-
tion and university studies of
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their products.
www.growthproducts.com

have announced the merger of
the two companies, effective
Jan. 1, 1999. The company will
be headquartered in Phoenix,
AZ, and will have locations in
Arizona, Nevada, northern Cal-
ifornia, Oregon, Washington
and Mexico.

HCC, Inc. has received ISO
9001 certification for design
production and service from
American Quality Assessors.
HCC has spent the last two
years establishing the ISO 9001
Quality System and plans to
continue to improve quality.
MacKissic has appointed
Newton Distributing Company
to cover Kentucky and western
Tennessee as a full-service dis-
tributor.

Milliken Chemical has en-
tered into an agreement to ac-
quire the existing products and

brands of Emerald Isle, Ltd. of
Ann Arbor, Michigan, and into
a long-term agreement to co-
develop new products for the
turf and ornamental market.
PBl/Gordon has been issued
marketing rights to Velocity®
Insecticide by Valent. The fire
ant product will be marketed
through PBI/Gordon’s farm
store brands.

tablished the PHC™ Education
Center in Beaufort, SC. The fa-
cility is dedicated to the practi-
cal understanding of the physi-
cal, chemical and biological
requirements of plants in urban
landscapes and other man-
made environments. Four to six

workshops will be held yearly.

Shindaiwa has named
Carmelo Grenier as its new
Western Regional Sales man-
ager for the western states
and Bertil Albing as the Tech-
nical Services Representative
for the company.
www.shindaiwa.com

Specialty Products facility at
Johnson Creek, WI, has re-
ceived registration to ISO 9001,
the quality assurance stan-
dards developed by the Inter-
national Organization of Stan-
dardization. The design,
manufacture and distribution
of products, such as Bob-Cat
and Bunton mowers, fall
under the umbrella of ISO
9001 registration. The registra-
tion is part of an ongoing plan
by Textron to align its entire
organization with interna-
tional quality standards for all
its products. LM
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e'd like to show you the
weeds PENDULUM controls.
But they never showed up.

he reason they never showed up? Because PENDULUM®
T herbicide is a highly effective preemergent turf herbicide.
Compared to the competition, PENDULUM demonstrates
a higher level of control across a broader spectrum of weed species.
With PENDULUM, weeds won't ever see the light of day.
For the PENDULUM herbicide distributor nearest you,
call: 1-800-545-9525, Ext. 1676.

Herbicide Crabgrass Goosegrass Foxtail PoaAnnua Oxalis Spurge Henbit Chickweed

PENDULUM [+) o (+}

Barricade® o (] (+] (+] 7 A 0 7 Ui o

Dimension® @] O [#] - O_ 8] (+) () (+]

Team® #] (+] o (+] (+] (+] VN R NR

Ron—st;;‘ e [+} #] NR : () NR NR VNé ’
WSuEn; R D” ***--a— - [#] (; A [+ #] o

Level of control © Medium A Medium-High B High NR Not registered

“*Novartis “~Rohm and Haas Co. ““Dow AgroSciences “Rhéne-Poulenc

i PEND

® Registered Trademark, American Cyanamid Company © 1998 Always read and follow label directions.The Power of Cyanamid Pendimethalin
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ANNOUNCING: The Third
Annual LANDSCAPE MAN-
AGEMENT “Emerald
Awards.” LANDSCAPE
MANAGEMENT maga-
zine is offering a
$500 first prize to
the winner of a ran-
dom drawing to
be held on July
1, 1999. Second
prize is $300 and
third prize is $200
in cash. To be eligi-
ble for the drawing, sim-
ply fill out the question-
naire at right and return it
to our editorial offices.
Answers to the questions will determine
our “1999 Emerald Awards” winners, to be
revealed—along with the contest winner—in

P Lt 7.k R
100\

our August issue.

CONTEST REQUIREMENTS: Con-

testants must be owners or

employees of landscape main-
tenance companies, lawn care companies or landscape con-
tracting firms; or an athletic field manager or member of an
athletic field 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 filled. One entry per person. No more than five
entries from any one employer will be allowed. Entry forms
will appear in the February through June, 1999 issues of
LANDSCAPE MANAGEMENT.

Completed questionnaires should be mailed to: Emerald
Awards, LANDscAPE MANAGEMENT, 7500 Old Oak Blvd., Cleve-
land, OH 44130. They must be received by noon, July 1, 1999.

A random drawing of all eligible entry forms will be held
July 1, 1999. Winners will be notified within 24 hours.

oy

QUESTION:
What is your favorite
brand name of...

riding mower?

post-emergence herbicide?
turf insecticide?

turf aerator?

picli-ﬁp truck?

leaf blower?

CHECK HERE
IFYOU
DO NOT USE

1999 EMERALD AWARDS
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PRODUCT REVIEW

The Spade, you can dig it
The Spade is a reasonably priced, versatile at-
tachment for any brand skid loader. This unique,

Distance® Fire
Ant Bait

patented design is ideal for a variety of tasks. Dig- Valent introduces this
ging trenches for drain pipe installation or irriga- newly approved fire ant
tion, transplanting trees and shrubs and even re- bait that stops the queen
taining wall construction are all within the ability from reproducing. When
of this simple attachment. The boom-like design Distance is applied around
and chain attachment also allows easy unloading of the fire ant mound, work-
planting stock from trailer to planting site. ers take the bait granules
For more information contact Triple D Enter- back to the colony where
prises at 800/478-7077 or the queen and immature
Circle No. 265 fire ants feed. Degenera-
tion of the reproductive
organs causes sterility in
"""""""""""""""""""""""""""""""""""""""""""""" the queen and developing
. . ants. Within three to four
EZ dispensing systems etk 1
CCl Products, Inc. introduces a family of products colony mortality and
for the small equipment, power tool industry. The EZ within eight weeks the
Oiler and EZ Pumper containers measure and meter majority of the colony has
two cycle oil/gas ratios using a patented ratio/ounce been eliminated.
dial and pumping system for no math and no mess. Suitable for a variety of
Crankcases and gas tanks are filled with exact amounts locations, application can
from 2/10ths to 6 oz. The one-gallon containers also begin in early spring or
have a dial lock and a 24-inch extendible spout add to the ease of use. The EZ Pumper is also able to summer at the first sign of
drain fluids and is good for specialty additives. fire ant activity. Distance
For more information contact Sharon Suffolk, CCI Products, Inc., at 248/486-6901, fax 248/486- works best as a broadcast
6945, email ccipro@aol.com or treatment but can also be
Circle No. 266 used as a mound treat-
--------------------------------------------------------------------------- ment.
For more information
Animal repellent from Sweden contact Valent at 800/89-
Plantskydd™ is a Swedish-  an odor which is not offensive  gallons of water. The solution VALENT, on the web at
made, 100% natural, non- to humans. is applied by dipping the plant www.valent.com or
toxic animal repellent that of- Plantskydd is available in in or spraying, and it will stick, Circle No. 267

2.2 Ib. dry powder packages even under severe snow/rain-

which is combined with 1.5

fers up to six months of
protection against browse fall conditions, for six-plus

damage. Made from months over winter or

shrubs. For more information
contact Claude Boisvert, Tree
World, at 800/252-6051, fax
604/885-3535, email tree-
world@sunshine.net or

specially processed edi- four-plus months with a
ble animal protein, veg-
etable fats, salt and

water, animals avoid

spring or summer applica-
tion. Also available in a pre-
mixed 1-L spray bottle.
plants before they bite,
not after. Plantskydd re-
pels deer, elk, moose,

Forest companies, nurs-
eries and landscapers find
Plantskydd to be effective

for trees, flowers and

Circle No. 268

rabbits and possum with
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>PRODUCT REVIEW

Biofertilizer products Biostimulants from Growth Products for
from PHC PBI/Gordon plant growth

Plant Health Care, Inc. (PHC, Inc.) in- Two new biostimulant products are A variety of choices for crystal-
troduces Healthy Start™ biofertilizer now available: Focus®, formulated to en- clear liquid fertilizers from Growth
planting tablets. The 12-8-8 macro hance the vigor and stress tolerance of turf Products, Ltd., includes recent intro-
tablets contain spores of nitrogen-fixing exposed to intensive use or maintained at ductions:

a high quality level; and Launch®, for ap-
plication where seed-

and phosphorus-solubilizing bacteria to-
gether with a blend of slow-release ni-

o Starter Plus 8-32-5 (with 50%
Slow Release Nitrogen), a high phos-

troform fertilizer, natural organic nutri- ¥ ing, sodding or sprig- phorus solution, ideal for newly

ents and humic acid to enrich the soil ging are used to seeded areas and for hydroseeding.

and promote healthy, consistent plant | | establish or renovate e All Season K 8-4-24 (with 50%
| turf. Slow Release Nitrogen and 0.25%

| Focus contains cy-
tokinins and auxins
from cold water kelp,
humic and fulvic
acids, triple-chelated
iron and organo-mod-
ified siloxane surfactant. Launch is a ma-
nure-based product with the same biostim-

Products

growth. They will not burn or damage
tender plant roots. Healthy Start tablets
can be used in existing landscapes, on
balled-and-burlapped, bareroot and
containerized plants and on seedlings,
and are available in 21-, 7- and 3-gram
sizes that last up to two years.

BioPak and BioPak FE biostimulant
products with beneficial bacteria are
specifically designed to stimulate root
growth and reduce stress on trees,
shrubs and ornamental plants. They
were developed to provide the benefi-
cial bacteria, humic acids, amino acids,
vitamins and sugars naturally found in
healthy soil ecosystems. BioPak im-
proves water and nutrient uptake and
stimulates beneficial microbial activity
in the soil. BioPak FE is specifically rec-
ommended for lawns, trees and shrubs
which display iron deficiencies, with
10% chelated iron.

For more information, contact PHC
at 800/421-9051, fax 412/826-5445 or

Circle No. 269

ulants ingredients as Focus.
For more information call PBI/Gordon
at 800/821-7925 or
Circle No. 270

Update your older skid

steer loader
The “Uni-Hitch” Hitching System from

Kasco allows “universal hitch” attachments

to be used on older Case, Gehl, John
Deere, Mustang and New Holland skid

steers. The original attaching plates stay in
place so that the original attachments can

still be used.

For more information contact Kasco
Manufacturing Company at 800/458-9129,
on the web at www.kascomfg.com or

Circle No. 271
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Iron) is formulated for year-round fer-
tilization and provides a high potas-
sium to nitrogen ratio, immediately
available for uptake, and is good for
problem turf areas.

* Organic Iron 5% (Sugar Acid
Chelate) is derived from a naturally
fermented chelation process, is ex-
tremely stable and more effective
than EDTA in higher pH soils.

 pH Reducer (citric acid solution
with wetting agent) is for soil and
water applications where the pH
needs to be lowered to an acidic range,,
is natural and environmentally and has
no adverse effects on microflora.

For more information call
800/648-7626, fax 914/428-2780,
email PRInquiry@
GrowthProducts.com or

Circle No. 272
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Everywhere You Look
- There We Are!

Ranked Among the Best

Franchise Opportunities in America!

Success Entrepreneur Income Business
Magazine Magazine Opportunities Start-ups
GOLD Franchise | § Platinum The Top

100 500 200 150

* Proven Leaders in the Lawn Care Industry
« 17 year Track Record of Successes
* In-depth Training
» Exclusive Territory » Extensive Support

\Y/
nitro-green

Call Roger Albrecht at: 1 800-982-5296

Circle No. 127

NO
INVENTQRY

INTRODUCING THE ALL NEw PV-II
THE SWEEPERS ALTERNATIVE

AA-TACH

The PV-Il is the #1 selling slide-in sweeper in America.
More sweeping professionals prefer the PV-II than any
other slide-in model on the market. But don’t take
our word for it. Ask our competitors.

¢ Slide In Design $ 00
* Polyethylene Construction 1 3) 900‘
+ TAX/DELIVERY

1-888-922-8224

Circle No. 129

* Rust Free Hopper

“I earn 78% more with
a FINN HydroSeeder-”

Brian Kerber, The Lawn Firm, Excelsior, MN

“I bought my first hydromuiching HydroSeeder for as little as $149
machine for price. Butitsatoy  a month. You'll soon know why
compared to my new FINN
HydroSeeder. I've easily doubled
my production.”

the most successful contractors
agree, “Nothing makes money like
a FINN HydroSeeder.” Call today.

FiNN
HydroSeeder

loading, better coverage, longer Innovative Equipment Enhancing
: the World's Landscape

1-800-543-7166

9281 LeSaint Drive, Fairfield, OH 45014
Fax: (513) 874-2914
www.finncorp.com

No other machine compares to
a FINN HydroSeeder for high
production and long trouble-free

service life. You'll get faster

spray distance, and more reliable
performance. You can get a real

Circle No. 128

- real simple, well-built,
no-nonsense topdresser

The best choice for
spreading dry, flowable materials.

» Easy to operate! Pull-behind unit  * Affordable! Simple, exclusive design
turns on and off from the tractor seat.  and simplified components make these
«Versatile! Adiustable flow rates units cost effective to own and operate

Able to handle variable particle sizes  *SaweTime! Eliminate the backbreaking
commonly found in topdressings. work of shoveling topdressings by hand.

“ Simple, Well-bullt Products

TOLL FREE
1+888 - 693 - 2638

Circle No. 130
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PlanetAir Aerator

The Planet Air aerator, with its patented planetary motion and
unique coring tine design, relieves the hard pan effect. The 12
tines penetrate the earth to depth of 4 inches with a span of 48
inches wide. The tractor’s forward speed determines hole
spacing, making the Planet Air highly productive with low PTO

No other product

beats the durability horsepower requirement. Clean up is minimal due to its
1 and design flexibility pulverizing capability.
i VERSA-LO i
_i tai Of EI’} 'lf L ('tK solid Planet Air Specifications:
_____ (. retaining wall umts. Aerating Depth. . ...................... Upto4" Inches Deep
No exceptions. Only VERSA-LOK, with IR R I, e R 48 Inches Wide
its unique pinning system, permits construction of an Aerating Hole Pattern .................. Straight Rows With Holes Spaced
unlimited variety of curves, corners, at 4" Inches Apart
and steps without specification of Acrating Speed. . .. yramtessianases2 -5 to 5 MPH
special units ARIBE RIS < s o' o oix05 T v it > 0 415 5 A5 0 & Up to 105,000 Sq. Ft. Per Hour
p = Call (800) 770-4525 for Transport Speed. .. .......c0000nene . . Tractors road Speed
FREE Design DriveType ......... ‘ s o vewenams oo 40 PTO Drive
& Installation « Dealer Inquiries Iavited +
Guidelines. Planet Air Aerator (by Bjorge Manutacturing, Inc.)

VERSA- l.OK Retaining Wall Systems Office ’;\"?';EFZXN 5331‘%7'7796

David: 507-433-5788 * Scott: 507-455-0073
Oakdale, MN « (800) 770-4525 * www.versa-lok.com Patent registered to Bjorge Manufacturing Inc

Circle No. 131 Circle No. 132
129  AA-Tech, Inc. .. .. n va a sale Tt e s 85
106  American Cyanamid . : A e T R 79
121  American Cyanamid ...... ol N 41(reg)124
117  American Honda Power Equnpmcnt a T e
118 Bayu ............... 1 ... 24-25
132 10r%) NHEINC. i s e 985 s rs PR ; S e 80
125  Bluel \rd International ....... S TN S e
A ) R B A A IR e R T 2 SR 20-21
Dow Agrosumus TR e e Pt K
130 Earthand Turf.......... S reaten 85
105  Echo, Inc. b T e Sy S il v w0k i, v SAAD
PN A SRR e o .83
Eo Bl RS » 108 FMC Specialty Pmdu..ts o , . .56-57
o A R A 111 GMC Truck 3 . S8l
" oy o 112 (xr‘hshnr? ; A6V S ) 17
113 Howard Price Turf Equipment 55
PO e O % e mon 140 JJMaU%’ . AT S 75
109  John Buhler, Inc : 7
- .;:»h}:x DeTqrc R - b e ‘43-4;‘
When it comes to aeration, Millcreek gives you : UROLR LIActor LOIp s . . os S
more choices, faster delivery, and more ways to }‘I)E { E:((:g American Eyanamld) Cv 21' g
help you promote your aeration business. F14 - Melros Bobg A . iy T
133 Millcreek ... .......... : 86
Models to Fit Your Ewlmu_l With so many ~ New England T urfgra_ss Assoc . 77
models to c_hoose fro_m_‘ you'l _tmd a Millcreek 126 Nissan Diesel : 59
aerator to fit your existing equipment. { % U gxtm -Gr ]\ tl? }S orp & z_e?
Rugged Construction Milicreek Aerators are 101 pBrf ‘,’f,‘,d;?n escue Commission . Cv3
no-nonsense workhorses that get the job done 116  Plant Health Care : 26-27
LI 5 SO0 K0 T }82 glk\:(mlr:l: Poulenc A i i G, 64-65 'rcv;)
Atfordable Prices You won't find more 119 Rohm & Haas SRIEEs S R BTNT R b LW 3%-3,
competitive pricing anywhere in the market. s A }(2)3 '?:Ir(t‘,\ T s o s L\g
e C .o . .o . - » »
Guaranteed Fast Delivery Order by 120  Tifsport . : 40
1PM Eastern time, your aerator shipped next MILLCR[[K }_3)1 Qerls‘f L ukchmmn;., Wall Q)stcm b Syeles :g
: - 25 alker M ; i 2
:“""‘”‘ g e o 123 Yazoo KeesMfg .. .. - R0 .63
ree Offer Call today. We'll send you a FREE , '.
“Aeration for Profit” kit, with ad slick and Brdn »,".(.'1“;:: 17505 This index is provided as an additional service. The publisher
reproducible handout flyer. 1-800-879-6507 does not assume any liability for errors or omissions.
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MARKET SHOWCASE

LANDSCA p

management

Every month the Market Showcase offers readers of
Landscape Management a complete and up-to-date sec-
tion 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
dassified closing date. VISA, MASTERCARD, & AMERI-
CAN EXPRESS accepted. Send to:

Advanstar Marketing Services, 7500 Old Oak Bivd., Cleve-
land, OH 44130

BOX NUMBER REPLIES: Landscape Management, LM
Box #, 131 W. First St,, Duluth, MN 55802

FOR ADVERTISING INFORMATION AND AD PLACE-
MENT, CONTACT: BILL SMITH, 440-891-2670,
1-800-225-4569, (ext. 670), Fax 440-826-2865, Emailb-
smith@advanstar.com

BUSINESS OPPORTUNITIES

WHY DO NATURALAWN OF AMERICA FRAN-

CHISES GENERATE REVENUES IN THE TOP 12%
OF THE GREEN INDUSTRY?

* Proven Marketing Provides Accelerated Growth
¢ Large Exclusive Territories Eliminates

| Competition
* Differentiate Yourself Using Organic-Based

Fertilizers
¢ Customized Agronomy Programs Based On Your
Market }
* Industry Leading Training For You and Your |
Employees

| With up to 50% financing and discounted franchise fees for |
| qualified candidates, we can make it easy for you to join the |
‘ leader in otgom( -based lawn care. ‘

To learn more about becoming a NaturaLawn of
America franchise owner, call
800-989-5444 or contact us at

WWW. nI -amer.com

“DESIGN TO SELL” 2nd Edition:
A Complete Guide to Designing
And Selling Landscape Projects
Design To Sell will show you the process
of obtaining construction accounts,
preparing a landscape plan and
submitting a winning estimate. Newly
revised version now available

Send $24.95 Check or Money Order To
CLD DESIGN

PO BOX 125

North Andover, MA 01845

Money Back Guarantee

Shipping & Handling Included

EDUCATIONAL OPPORTUNITIES

r

" lan LANDSCAPING |
TRAIN AT HOME for an exciting hobby or profitable career swtyourl

l own spare or full time contracting business, work in the garden/nursery l
field or landscape your own property — we show you how. Diploma

[ awarded FREE BROCHURE describes opportunities. No salesmen. 1of)

Write or call tc todayl 1 800-326-9221

Lifetime Career School: Dept.
| wv Harrison St,, Archbald, PA 18403
crected Member Datarce Eoucation & Tranng Counct

----------bf,

: ourlg' ood reputation by selling and mstaihrg

CASTART™ rock waterscapes. Rock waterfalls
appeal to customers who demand the best

CASTART bucldm? -block systems allow you to install
Mother Nature's finest looking waterfeatures and
Iandscapln%rocks often in less than a day. No
crane, backhoe or heavy equipment is needed. With a
CASTART franchise you benefit from top-of-the-line
products, a protected territory, two weeks of training
and much more. www.castartinc.com

800-871-8838

CASTAIRT
1041 E. Miles St., Tucson, AZ 85719

EDUCATIONAL OPPORTUNITIES

SPANISH
for the
Green Industry
Workbook * Audiotape * Flash Cards
800-491-0391

Tire Changers For Small Wheels
Grounds Maintenance Equipment
www.wikco.com

Or Call 800-872-8864

——atlf~@ Wixco INDUSTRIES, INC. IEEED
4930 N 57th St., Lincoin, Ne. 68507

Applicator’s Friend’s " shields:

SPREADING

WITH

THE y

»lpplu‘alar s 7nznd

Applicator's Priend”

<

Our “Applicator’s Friend
Shields" are specifically
designed to protect the
applicator from the dust U
generated while applying -

granular pesticide control products.
Available for Lesco and Scotts commercial speaders

%rsfde Cardens

420 Old Mill Road, Vestal, NY 13850
1-800-595-2774 « E-Mail: apfriend @epix.net

LANDSCAPE

BUSINESS OPPORTUNITIES FOR SALE

Stamp sizes from 1/4" 10 1 :w"
$78.50 + $6 wh VISA, MasterCard, or
@ MO's shipped next C? Checks delay
oy shipment 3 weeks. add 7.75%Tax

: ® AMERICAN STAMP CO.
l o cale o 12290 Rising Rd. LM99, Wilton, CA 95693

916 6877102 Voice or Fax TOLL FREE (877) 687-7102
1 RCIdiI.I)®
by Motorola

NEW!
UHF 460 « VHF 150+ Low Band

Programmed To YOUR System!
[Compatible w/Other Systems]

“Talk te anyhedy from anywhere
on the ceurss er jebl”

Hand Helds from $155.00
Mobiles from $278.00
-Full Year Warranty-

CALL 800-231-0103

SAVE!

FLEET SALE - LAWN TRUCKS
1994 GMC Cabover
« Several to Choose *

14,000 GVW, auto, turbo diesel, 25 gal.
per min Warner pump, dry storage, 600
gal. tank, (2) 100 gal. drop tanks, dual
reels, low mileage, well maintained!
Replacement new $38,000
Asking $19,500

1994 Hann Riding Turf Sprayer Spreader
Low hrs., 250 gal. tank, booms.
New $15,000 - Asking $9,950
561-776-6216 » Fax 561-776-6218

40x60x 12
87,623

Build It Yourself And Save 10,000 Sizes, All Bt Together Al teel
Bulidings. Call Today For A Price Quote And A Brochure.

AGE BUILDING SYSTEMS
800-643-

WO W

5555
metalbldg . com

MANAGEMENT

Christmas Seminars '99

CHRISTMAS DECORATING SEMINARS
Espedially designed “EARLY-SEASON"
for Exterior Landscape Contractors! . bt

TWO DAY CRAM COURSE: ~
FRI. & SAT., MARCH 19, 20, 1099 &1 . ¢

Call Kathy Johnson at (412)281-6352 Fax(412) 281-4775
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CLASSIFIEDS

HELP WANTED

LANDSCAPE MAINTENANCE
SUPERVISORS

An established landscape mainten--
ance company seeks experienced
Supervisors in the Memphis, TN area to
begin work in March or April 1999.

Three (3) or more years experience
supervising landscape maintenance
personnel, knowledge of all phases of
commercial and residential landscape
maintenance including chemicals,
pesticide applicators license, great
motivational and organizational skills.
Excellent salary and benefits.

Fax resume to (901)754-4554 by 03/31/99
Your reply will be kept confidential.

LAWN CARE TECHNICIANS WANTED

Rapidly growing company seeks experienced
lawn care technicians. Must be career-minded,
dependable, clean driving record and all proper
licenses-pesticide and applicators required.
Possible management opportunities available.
We offer: Paid Vacations/Holidays, Year
Round Employment, Excellent Starting Pay.
This is a chance to join a growing team of
lawn care professionals. Home office based in
Hanson, MA.
Please fax or mail resumes to:
NaturaLawn of America,
Thomas E. Bates, Owner
P.O. Box 282, Halifax, MA 02338
Fax: 508-587-2494

LANDSCAPE MAINTENANCE
MANAGER

Established residential design/build land-
scape company on Long Island’'s South Fork
seeks an experienced manager to develop a
new full service maintenance division.
Candidates must possess strong communica
-tion and organizational skills, ability to train
and supervise others, be self motivated and
committed to integrity and professionalism.
Experience with organic management princi-
ples and mechanical ability a plus. Minimum
of 3-5 years in similar position necessary.
We offer an attractive salary/benefits pack-
age, a comfortable working atmosphere and
an opportunity to develop a rewarding career.
Mail or fax resume to:
LANDSCAPE ASSOCIATES LTD.
P.O. Box 2324 East Hampton, NY 11937
Fax: (516)329-5147

Landscape/irrigation Foreman: Fast growing
landscape construction and irrigation co. is seeking
experienced individuals to perform and supervise
others in the day to day operations of landscape
and irrigation installations and maintenance. Must
have strong communication skills, valid driver's
license, and knowledge of all landscape techniques
and equipment. Must be willing to learn, three
years of landscape or related field experience is
required. Supervisory experience preferred. Oppor-
tunity for fast advancement for the right person.
Salary competitive and based on experience. Fax
resume to: 978-276-3400, or mail to: DiCicco Land-
scape & Irrigation, 10 Marblehead St.,North Read-
ing, MA 01864 3/99

88 LANDSCAPE MANAGE

MENT

Fast paced Design-Build Firm needs
Landscape/Irrigation Foreman to install high end
residential projects. Year round employment,
salary plus bonus & benfits. Minimum 3 years
infield experience. Must have references, be self-
motivated & well organized. Charlotte, N.C.
(704)598-2266. 3/99

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: Hortsearch@aol.com. Website:
http://www.florapersonnel.com. 12/99

GREENSEARCH—Attention Employers...can't
find good managers and supervisors? Or maybe
you're a job seeker looking for a new opportunity?
We can help you! Serving Green Industry company
categories throughout the United States. Candi-
dates pay no fee. Complete an on line application
@ www.greensearch.com or call toll-free at
1-888-375-7787, Fax (770)392-1772.
GreenSearch, 6690 Roswell Road, #310-157,
Atlanta, Georgia 30328-3161. 11/99

DEPARTMENT MANAGER - CONSTRUCTION
AND MAINTENANCE: Full-service design-build
firm located in Northeast New Jersey seeks
dynamic self-starter to oversee landscape depart-
ment and sell and manage construction projects.
Require a growth-oriented, team player with three
to five years landscape sales/management/produc-
tion experience. Excellent leadership, organization-
al and communications skills a must. A degree in
Horticulture or Landscape/Grounds Management
desired. Responsibilities include estimating; sales;
scheduling and supervising crews; purchasing and
inventory; and budget and profit control. Excellent
career opportunity with growing, progressive com-
pany with outstanding 20-year service record.
Competitive salary and benefits. Send or fax
resume to: Jacobsen Landscape Design and Con-
struction, 41 Birch Street, Midland Park, NJ 07432,
201-444-4334. Attention: Personal Department
2/99

LANDSCAPE CONSTRUCTION
SUPERVISOR/IRRIGATION CONSTRUCTION
SUPERVISOR/LANDSCAPE CONSTRUCTION
FOREMAN/IRRIGATION CONSTRUCTION
FOREMAN. Krueger's Associated Landscape, a
full service landscape contracting company servic-
ing the beautiful Portland Metro area, is seeking
additional key personnel. Qualified applicants
should possess good communication skills, be cus-
tomer service orientated, have knowledge of
scheduling and planning projects, understanding a
financial statement, and have proven leadership
and interpersonal skills. Bilingual preferred, experi-
ence/education required. We offer excellent pay,
full benefits and advancement opportunities. For
immediate consideration please fax resumes to
(503) 647-9861, or call (503) 647-1000. 3/99

Landscape Maintenance Supervisor Responsi-
ble person needed to oversee lawn maintenance
operations. 3-5 years exp. Must be able to orga-
nize, motivate and work in the field with crews.
Salary 38-40K, vac., bonus, ret. plan. Fax or mail
resume to: Monroe Landscaping, Inc., 100 Foster
Street, No. Andover, Mass 01845
Fax: (978)989-0934 2/99
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Join The Company That Changed the Industry!
True or false: 1. You know you're better than what
the boss thinks. 2. You're tired of company
rhetoric. 3. Your ability to train and help others is
one of your strongest points. 4. You're a bit of a
“rebel” and believe in your opinion. 5. You like to
work hard but really enjoy playing hard. 4 Or More
True Answers? Then we want to talk to you. Natu-
raLawn of America’s continued growth has created
another regional manager position for
operational/technical support. If you enjoy people,
communicate well, and have experience in busi-
ness and training, we want you!!! Fax your resume
in strict confidence to (301)846-0320 or e-mail us
at natural @ nl-amer.com. www.nl-amer.com. 2/99

Landscape Foreman/Crew Leader Fast paced
design/build firm needs landscape foreman to
install hi-end residential projects throughout New
Hampshire. Year round employment, bonus plan
and benefits are offered. Seeking individuals that
are self starters, to plan, assign and direct work on
a daily basis. Applicants must hold a valid drivers
license. Send or fax resume to: Pellettieri Associ-
ates, Inc., 199 Old Pumpkin Hill Road, Warner,
N.H. 03278 (603)456-3678 FAX (603)456-3229.
2/99

JOIN OUR WINNING TEAM! Pennink Arrimour,
Inc. is an award-winning, premier landscape con-
tractor servicing Philadelphia and its surrounding
area, Northern and Central New Jersey, and West
Palm Beach, FL. We have immediate opening for:
Construction Forepersons, Branch Managers, Irri-
gation Technicians, Maintenance Forepersons,
Pesticide Applicators and Mechanics. We offer an
excellent salary and benefits package in an innova-
tive, team environment which promotes tremen-
dous growth potential! For immediate considera-
tion, call 1-800-886-1653; fax (215) 659-9317;
email dcarpinoxxxpennink-arrimour.com. Check us
out on the Web at www.pennink-arrimour.com.
EOE 2/99

Production Coordinator-For design/build firm.
Duties include working with sales staff in preparing
plans for harmonious flow of landscape projects, in
field training of landscape personnel and coordinat-
ing equipment usage. Candidate must be orga-
nized and well versed in construction/hardscape.
Salary commensurate with experience; benefits.
Mail or fax resume to Riepenhoff Landscape, Inc.,
3872 Scioto Darby Creek Rd., Hilliard, OH 43026;
1-614-876-4862. 2/99

LANDSCAPE SUPERVISOR Individual will lead
and manage landscape activities for multiple west-
side apartment communities. Applicant must be a
team player, possess strong communications,
organization, and interpresonal skills. Be detail-ori-
ented and have previous supervisor experience.
Requires knowledge and hands-on experience in
soil repair; fertilization; irrigation; weed control, pes-
ticides, chemical licensing, and diseases; and
equipment operation and repair. Will perform
grounds keeping duties including planting,
mulching, mowing, and clean up. Salary based
upon experience, competitive benefit package.
Please send resume to LM Box 530 2/99

Place your ad today!
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CLASSIFIEDS

ESTIMATOR/PROJECT MANAGER Large, fast
growing Colorado landscape installation contractor
seeking full-time estimator/project manager. Must
have experience estimating irrigation and land-
scape installation projects. Knowledge of golf
course development and landscape maintenance
industry a plus. Computer skills necessary. Aver-
age contract size $600,000.00. Health insurance
and profit sharing benefits included. Send salary
requirements and resumes to Urban Farmer, Inc.,
3232 S. Platte River Dr., Englewood, CO 80110 or
call 888-643-3276. 2/99

LANDSCAPE FOREMAN EASTERN LONG
ISLAND LAWN & TREE CARE COMPANY SEEK-
ING INDIVIDUALS WITH KNOWLEDGE OF TURF
AND/OR TREES FOR HIGH-END CLIENTEL.
EXPERIENCE WITH FRUIT TREES, ATHLETIC
FIELDS, PUTTING, GREENS AND MEADOWS
HELPFILL. SEND RESUME FOR THE 1999 SEA-
SON TO: PO BOX 10, AMAGANSETT, NY 11930
OR FAX TO 516-329-9798 3/99

BUSINESS FOR SALE

Commercial Landscape Maintenance & Snowplow-
ing firm in NY'S suburban area. 20+ years estab-
lished. Unlimited growth potential. Excellent reputa-
tion. Extensive list of quality equipment. Owner will
assist with transition. Serious inquires reply to
“Accountant” PO Box 9396, Bardonia, NY 10954
3/99

LANDSCAPE CONSTRUCTION & MAINTE-
NANCE CO. WELL ESTABLISHED 15 YEAR
COMPANY IN THE BOSTON, MA AREA. $2.5M
TO $2.9M VOLUME ANNUAL, PAST 3 YEARS
PROFITS HAVE BEEN IN THE SIX DIGIT FIG-
URES. COMPANY BREAKDOWN, 70% CON-
STRUCTION, 20% MAINTENANCE & 10% SNOW
OPERATIONS. WELL RUN ORGANIZATION, AND
WELL MAINTAINED FLEET. THE 1999 BACK
LOG EXCEEDS $1M TO DATE. MAIL RESPONS-
ES OF INTEREST WITH NAME AND FINANCIAL
BACKGROUND TO: CORPORATE VENTURES
271 CANTON ST., STOUGHTON, MASS. 02072
3/99

EDUCTIONAL OPPORTUNITIES

NOW...Learn professional Landscaping and Gar-
dening at home. Accredited program provides thor-
ough training in all phases of commercial and resi-
dential landscaping. Diploma awarded. Free
brochure describes program and opportunities in
detail. Call 1-800-326-9221 or write Lifetime Career
Schools, Dept: LFO1Y2, 101 Harrison Street, Arch-
bald, PA 18403. 12/99

Two year AAS degree program in Golf Course
Maintenance Operations, Landscape Contracting,
and one year Golf and Grounds Certificate. Fully
accredited, VA approved, expanded learning facili-
ties, new equipment. Graduate placement assis-
tance available. Contact Golf Course
Operations/Landscape Technology Dept., Western
Texas College, Snyder, TX 79549. 915-573-8511
ext. 305 1/99

Place your ad today!

BUSINESS OPPORTUNITIES

WANT TO BUY OR SELL
A BUSINESS?

Professional Business Consultants can
obtain purchase offers from numerous qualified
potential buyers without disclosing your identity.
There is no cost for this as Consultant's fee is
paid by the buyer. This is a FREE APPRAISAL
of your business.

If you are looking to grow or diversify through
acquisition, | have companies available in Lawn
Care, Grounds Maintenance, Pest Control,
Landscape Installation and Interior Plant
Care all over the U.S. and Canada.

P.B.C. 682 Phelps Ave., Lockport, IL 60446
708-744-6715 » Fax: 630-910-8100

FOR SALE

(2) 1996 WALKER MOWERS MODEL No.
MT48GHS7.0 (2) 48" MOWING DECKS, (2) 62"
MOWING DECKS - 865 Hours on one and 1,079
Hours on the other. UPGRADE: 25 H.P. KOHLER
ENGINE. OPTIONS: ARM RESTS, EXHAUST
DEFLECTOR & LIGHTS. NOTE: BOTH MOWERS
COMPLETELY OVERHAULED 10/98. CONTACT:
Edward A. Bayer or Heather L. Broadley at Tele-
phone No. 412-635-9445 $6,500.00 Each Mower
or Buy Both $12,000.00. 2/99

1987 FORD F-350 Spray Truck, 600 gallon stain-
less steel tank and plumbing (400/200 split), jet agi-
tation, hose reel, Meyers 12C PTO driven two
stage centrifugal pump. All output lines have
hydraulic fittings. Extensions on hard to reach
valves. Spreader mount. Ready for operation.
$9,500. 215-721-2810 ask for Bob Williamson. 2/99

Advanstar’s
LANDSCAPE
GRouP
IS on the web.

Visit your favorite titles
today!

TurRFGRASS TRENDS
LANDSCAPE MANAGEMENT
ATHLETIC TURF MAINTENANCE
news ¢ features * calendar
¢ on line subscription

www.landscapegroup.com

ISt
» 50,000 decision makers
» Highly responsive

» 98% deliverable guaranteed

» Selects available

FOR DETAILS CONTACT

Joe Gilliam
440-891-2773

targeted, influential audience:

LANDSCAPE MANAGEMENT
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Grab Bag

Dr. Pat Cobb

takes new path

Dr. Pat Cobb retired in
mid-January as Professor of
Extension Entomology at
Auburn University, Auburn,
AL, but she probably won't
be slowing down. Pat had
been in the position for 21
years.

“I've had the best of all
worlds,” Pat told LM a week
before her retirement from
Auburn, where she had also
earned her masters and doc-
torate degrees. “I've gotten
to teach some and get back
into the classroom a little
bit. I've gotten to research
and I've gotten to do exten-
sion and the reason I've got-
ten to do that is because |
didn’t have a research coun-
terpart and | was afraid that
| wouldn’t have something
to tell folks.”

Dr. Cobb insisted she's
going to remain in the in-
dustry. In fact, most of her
first month of retirement
promised to be busy, includ-
ing a stint helping out at
Penn State University and a
speaking engagement for
the Florida Turfgrass Associ-
ation.

“I'm a bug person and |
want to get back to being
an entomologist,” said Pat,
who insisted she’s going to
remain very active in the
green industry—at least for
a few more years.

GIE Emerald

Awards Draw

Have mowers, will work
Mark Silva has paraplegia; Bob Clen-
denin and Steve Ford have quadriple-

gia. All three are successful landscape

professionals through the use of modi-
fied zero-radius mowers

Clendenin’s career started several
years ago when he approached Larry
Boellner of A.J. Boellner, Inc., a
Grasshopper mower dealer in
Maumee, Ohio. Boellner hesitated to
sell Clendenin a mower, but he re-
lented after Clendenin insisted on a
test drive which he accomplished with
surprising efficiency

“ After we made sure he could oper-
ate the controls properly, he took off,” Mark Silva and his modified mower
remembered Boellner. After a few modi-
fications to the mower, Bob Clendenin was off and running.

“It's the best thing that ever came along for Bob,” said his mother, Linda Clendenin.
“Now, it's like he has a new purpose, and he's excited to get up in the mornings to get to
work."” Bob's ability to operate the mower and his willingness to work long hours have pro-
vided him with as many customers as he can service.

Inspired by Clendenin’s success, longtime friend Steve Ford is also realizing his dream of
owning and operating a custom lawn mowing business in northwest Ohio. Ford was selected
as the subject of the program to modify a Grasshopper zero-radius mower for use by an indi-
vidual with quadriplegia. The mower was equipped with a five-point harness, a dry chemical
suppression system in the engine compartment, a modified seat and extended control arms.

In North Attleboro, MA, Mark Silva is a common sight operating his zero-radius mower.
Silva, who has paraplegia, mows with a 48-inch cutting deck in season, loads and removes
leaves in the fall and plows snow in his neighborhood in the winter. “I’'m able to transfer
onto the (mower’s) deck from my wheelchair easily,” said Silva.

Landscaping, Yorktown, NY We're offering even more
money — $500. You could be

a winner too!

» Kenny Sprague of

Sprague’s Lawn Service, Inc. of
Your votes really do count. R
Ligonier, IN.

The two days of the GIE Show
in Nashville brought in a lot of
entries for our Emerald Award
choices for 1999. As promised,
we drew one name for each
day of the show, for a $150
prize. The winners are:

* Thomas Tarbox of Tarbox

90 LANDSCAPE MANAGEMENT February 1999

Thanks to everyone for
their votes. For those of you
who weren't at the show or
didn’t fill out a ballot with
your Emerald Award choices,
check out the ballot on page

80 of LM and mail or fax it in.

Grab Bag features brief
observations and prognosti-
cations throughout the

green industry. If you have

an llll\l\'lldl P])Olﬂ or com-

ment you'd like to share

with us, please send it in...



When a low profile is important . . .

URF ESTER
LOW ODOR

BROADLEAF HERBICIDE

Low Odor

New Low Odor Technology
Same Outstanding Weed Control

New Trimec” Turf Ester Low Odor Broadleaf Herbicide -
combines the penetrating power of a low volatile ester 8 Timic

T
with Gordon’s exclusive low odor technology. "5)'“‘ oED§nT ER

Trimec Turf Ester gives fast visual response on dandelions
and other common target weeds, including over-wintering
early-treatment targets such as chickweed and henbit. Trimec
Turf Ester maximizes your spectrum of control to include the
toughest weed control challenges like ground ivy, oxalis
and spurge.

And there’s no offensive odor to cause unnecessary concerns

or phone calls! ' _ ALWAYS READ AND FOLLOW
Circle No.101 on Reader Inquiry Card LABEL DIRECTIONS.
bi /cordon
1-800-821-7925 " A
y corporation
wwuw.trimec.com

An Employee-Owned Company

© PBI/Gordon Corporation, 1999 TRIMEC® is a registered trademark of PBI/Gordon Corporation T051/299


http://www.trimec.com

Variety / Blend

Alliance Brand
. BrightStar Il (2m3)
BrightStar
atalina
Chaparral
Charger
Charger Il
Citation Il
Manhattan 3
Navajo
Quickstart
Roadrunner (2£7)
Sunrye (246)

Characteristics

Traffic, heat and drought tolerant / A blend of top quality Turf-Seed perennial ryegrasses
A top variety in the 1995 NTEP trials. A unique leafy, decumbent, late maturing cultivar
Tops 1994 NTEP ryeqrass trials / Extremely dark color / Dwarf growth habit

Low growth profile and reduced clippings / 78% endophyte / Tested as GH-94

Very dense, low-growing, dark green turf, Lowest vertical growth in turf, Tested as 20LM
Good low fertility and cool weather performance / Improved disease resistance

Dark, dense, dwarf turf ranks high in winter overseeding trials. Experimental code 2QM.
Excellent heat and wear tolerance / Improved disease resistance / Rich, dark green color
Very dense growth habit / Rich color / Good mowing qualities / Contains endophyte
Dark qreen, disease resistant turf / Excellent for overseeding / Good shade tolerance
Heat tolerant / Establishes quickly / Disease resistant / Excellent for overseeding

Dark blue-green color ideal for winter overseeding and permanent turf / Contains endophyte
Dark green color / Dwarf growth habit / Contains endophyte / Disease resistant

Turf-Seed, Inc. uses the full recommended rate of Apron® XL™ LS seed treatment. Help your grass seed get a good, healthy start.

www.turf-seed.com e-mail: info@turf-seed.com

Circle No. 163 on Reader Inquiry Card




