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Always read and follow label directions. 
PRE-Mk 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 leading supplier in the professional 
turf care industry, LESCO® 

Talk to your LESCO 
professional about new, special 
rebates for PRE-M purchases, 
or call 800-321-5325. And put 
the leading edge to work for you. 

The Leading Edge. 
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F R O M ONE 
PROFESSIONAL TO 

ANOTHER. 
For more than 20 years, professionals like you have counted 
on Orthene® Insecticide. In recent years, Valent has added 

several other high-quality products to our Professional Products 
lineupy including Pinpointf a granular form of ORTHENE; 

Envof? your most practical grass herbicide choice; and Distancec 

Fire Ant Baity an effective new way to break the fire-ant life 
cycle and kill the entire colony 

For more information about our growing lineup of products 
andservicesy visit the Valent web site at www.valent.com 

or call 1-800-89- VALENT. 

A Company You Can Grow With 

Read and follow the labri instructions before using. DISTANCE, ENVOY, PINPOINT and TAME arc registered trademarks of Valent U.SA Corp. ORTHENE is a registered trademark of Monsanto Company. 
SUMAGIC is 2 registered trademark of Sumitomo Chemical Company Ltd. NOTE: TAME is a restricted use pesticide. ©1999 Valent U.SA. Corporation. 9900-PPG-ADTGC 

http://www.valent.com


"I earn 78% more with 
a FINN HydroSeeder 

Brian Kerber, The Lawn Firm, Excelsior, MN 
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7 bought my first hydromulching 
machine for price. But it's a toy 
compared to my new FINN 
HydroSeeder. I've easily doubled 
my production." 

No other machine compares to 
a FINN HydroSeeder for high 
production and long trouble-free 
service life. You'll get faster 
loading, better coverage, longer 
spray distance, and more reliable 
performance. You can get a real 

HydmScedcr* is a registered trademark 
oí FINN Cmpuratkm 

HydroSeeder for as little as $149 
a month. You'll soon know why 
the most successful contractors 
agree, "Nothing makes money like 
a FINN HydroSeeder." Call today. 

Innovative Equipment Enhancing 
the World's Landscape 

1-800-543-7166 
9281 LeSaint Drive, Fairfield, OH 45014 

Fax: (513) 874-2914 
www.finncorp.com 
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150 Eiden Street, Suite 270, Herndon, VA 20170 
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Don't Settle For 
Cheap Imitations 

Sometimes imitation is the fondest form 

of flattery. But when it comes to parts for 

your John Deere commercial equipment, 

flattery will get you nowhere. That's why 

John Deere has packaged its original 

equipment replacement parts for your 

specific machine into one convenient 

box. John Deere Recommended Parts 

Match (RPM) Kits* have everything you 

need for 500 hours of scheduled 

maintenance. Oils, filters, fluids, belts, 

blades and plugs. Get the real deal. Pick 

up an RPM Kit today. 

*Not available in Canada. 

Nothing Runs Like A Deere® 
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It's called "Leading By Example" — combining state-of-the-art design with 

unsurpassed reliability. We call it Echo Pro Performance. Echo trimmers 

make quick work of any tough job, with features that include a vibration 

reduction system, ergonomic controls and a world-class, two-stroke engine 

to deliver outstanding performance — every hard-working day. 



Built by the team that knows exactly what professionals 

need: quality, durability and power. 

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



OPENING SHOTS 

Whoa! 
down i 

Slow 
I l i t t le 

SUE GIBSON 
E x e c u t i v e E d i t o r 

We haven't heard much from you 
lately, probably because you're 
too busy to talk as the growing 
season gets into full swing. We 
know you're trying to squeeze 10 

hours of work into every work day, and we un-
derstand you don't have much extra time. 

That's OK. We have a busy season too — 
those weeks between Halloween and the New 
Year when several industry events, special issues 
and holidays collide. 
Keep your cool 

Although you may have anticipated this busy 
season, you probably still 
feel the pressure. After all, 
there is so much to do 
and so little time. But 
now is just exactly the 
right time to slow down 
and make sure your oper-
ation works right and is 
not getting out of kilter. 
Two things can easily get 
out of whack when every-
thing hits the fan: cus-
tomer service and your 
own work-life balance. 
Here's an example: 

I got a call the other 
day from a well-known 

green industry consultant who had just been 
jerked around by his lawn care company. Seems 
they provide continuous service year to year, and 
to maximize the season for themselves, made the 
first application up here in the north in February 
(way before it would be useful in this climate), 
which also happened to be before they mailed 
the annual renewal notice to customers. 
What's going on here? 

This might suit them fine, but if you're a cus-
tomer who does not want to renew, you're al-
ready stuck for the cost of the first treatment. In 
this case, our consultant was billed, then quickly 
received a rapid-fire, nasty collection letter from 
a California firm. After several contentious calls 
to the lawn care firm, plus calls to the collection 
firm (at his expense), he is clearly fed up. The at-

titude that we'll deliver service whenever we 
want and make life difficult for the customer' re-
ally set him off. And I haven't even told you 
about the customer service "specialist's" attitude. 

This company may provide a decent enough 
service, but in the rush to get the work done, get 
the bills out and get collections in, they forgot the 
customer. They forgot to offer quick and thor-
ough explanations of what they do and why. 
They forgot to make it easy for customers to re-
spond. And they forgot to be nice because they're 
in a hurry. 

This time of year can make you crazy with all 
the work that has to be done and all the new 
business you'd like to add. Just remember if you 
promise to see a potential client, do it. If you take 
on the work, make sure you do it right. If you 
claim to satisfy customers, don't disappoint them 
because you and your team are frazzled. 
Don't forget the family 

It's a delicate balance — maximizing work and 
your company's sanity. Which brings me to my 
last point. Don't forget about your own balance. 
It's easy to devote 90% of your waking hours to 
your operations this time of year. It's easy to 
promise you'll make up the time later. But too 
often, you miss those opportunities and suddenly, 
it's next spring's cycle again. 

Slow down a little! Too much work isn't bad 
for you if you happily embrace it, but be sure to 
balance it with alternatives that relax or energize 
you. Make them "quality" breaks and you won't 
need a six-month vacation next year to feel 
rested. Then you can get back into work with 
more energy for the next 10-hour day. LM 

Agree/Disagree? Comments/Questions? 
Column Suggestions? Let Sue Gibson know 
at 440/891-2729. Fax: 440/891-2675. 
E-Mail: sgibson@advanstar.com 
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YOU WANT A NEW LINE OF PROFESSIONAL PESTICIDES 

A V A I L A B L E AT H U N D R E D S O F L O C A T I O N S , 

S E V E N D A Y S A W E E K , 

WITH THE SAME FORMULATIONS YOU ALREADY USE 

AND YOU WANT IT TO COST LESS, TOO? 

OKAY. 

Introducing a whole new way to buy professional pesticides. SpectracidePRO." Now there's a line that's sized for the independent 
Lawn and Ornamental Operator at significant savings over what many distributors charge. SpectracidePRO has the same active 

ingredients and concentrations you already use. Plus, it's as close as the nearest Home Depot: That means convenient locations 
and hours. While you're there, pick up masks, gloves, sprayers and other supplies. You can also phone or fax-in orders for delivery 

or pick-up. Cost effective and convenient? Now there's an idea. With SpectracidePRO and Home Depot, you just might be able to 
concentrate on doing business instead of stocking up for it. For more information or technical support, call 1-877-SPEC-PRO. 

Available at 



ARBOR VIEW 

What 
know 

do you 
about 

your roots? 

NANCY STAIRS 
T e c h n i c a l E d i t o r 

Planting trees is time-consuming work 
when properly done, and can also be 
costly if the trees die while under 
guarantee. Enhancing tree survival is a 
priority, so the actual planting 

method, as well as how the plant is handled, is 
important to do properly. 

Retaining roots and promoting root growth is 
essential in establishing a tree. Root loss is a stress-
ful situation for any plant and it is compounded 
by poor handling practices. 

• A bare-root tree does not have many of the 
nonwoody or absorbing roots needed in good 
number to help establish the plant. The root hairs 

and associated mycorrhiza 
fungi access water and soil 
elements. Bare-root plants 
are susceptible to their 
roots drying out and dying 
due to improper handling. 

• A balled-and-
burlapped tree also loses 
many roots when dug up 
from nursery soil, which 
can put the plant at a dis-
advantage in a landscape 
where post-planting care 
is limited. Rough han-
dling tears and breaks 
roots. Excessive drying of 

the soil ball results in dead and dying roots. Lift-
ing and dropping the tree for positioning in the 
planting hole, or using the stem to leverage a tree, 
can break and damage more roots. 

• A container tree has an advantage in that 
the entire root system is transplanted. One con-
cern, however, is the likelihood that circling roots 
growing in the container will cause long-term 
problems. 

Always check the condition of the roots of any 
tree you buy or plant. Keep the roots of bare-
rooted plants moist and covered. Ensure B&B root 
ball burlap is at least damp, all roots are covered 
with soil and the root ball doesn't have large cracks. 
Container plants should be free from potential 
girdling roots, so check the outside and the top of 
the root ball. Look for evidence that transplanting 

to larger size pots was delayed and a series of cir-
cling roots exists. 

Another transplanting option is trees grown in 
fabric containers. Root control bags are placed in 
the ground so that tree roots will grow in native 
soil, which is usually heavier and more likely to be 
compatible with the customer's site than potted 
material. The bags act like a container in that root 
growth is restricted to within the bag. The bags are 
made of a heavy cloth-like material which does not 
degrade and must be removed at transplanting. 

Unlike a container, the roots do not merely 
circle the container but grow through the fabric 
where their growth is constricted. This method 
has two results: one, the initiation of more fine 
roots inside the fabric container; and two, energy 
is stored at the swollen nodes, where constriction 
occurrs, ready to initiate new roots upon trans-
planting. 

This type of root pruning is quite effective, 
both for controlling root extension and for limit-
ing the impact and loss of roots when the tree is 
removed from the nursery. At transplant, about 
95% of the tree's roots go into the ground with 
the tree, as opposed to low percentages of B&B 
stock. For species difficult to transplant, root con-
trol bags may be a reasonable choice to increase 
survival rates. 

There is debate over whether the use of root 
control bags results in more and faster top 
growth. This seems to vary among species and 
there may be a need for higher, short-term irriga-
tion for some species. 

The type of planting stock you choose should 
take into account how you will be handling it, 
what level of post-planting care can be expected 
and the handling and care of the trees at the nurs-
ery. Select your nursery and planting stock sup-
plier with care, not just based on price or conve-
nience, but also on quality and commitment. LM 

Agree/Disagree? Comments/Questions? 
Column Suggestions? Let Nancy Stairs know 
at 440/891-2623. Fax: 440/891-2675. 
E-Mail: nstairs@advanstar.com 

mailto:nstairs@advanstar.com


Kawasaki has a new l ine o f s t r ing 
t r i m m e r s , hedge t r i m m e r s and 
b lowers .They ' re qu ie ter , m o r e 
power fu l and l igh ter t han o t h e r 
b rands.Try one. A n d make l ight 
w o r k o f all you r heavy-duty t u r f 
care jobs. 

Call Toll Free 1-877-KAW-POWR 
for a Kawasaki dealer nearest you. 



ASK THE E X P E R T 

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 Blvd. 
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. 

Dallisgrass control 
I have noticed a lot of dallisgrass 

coming in lawns. Where does this 
grass come from ? What product do 
you know that might kill the seed 
and the plant? 

—WEST VIRGINIA 

Reportedly an introduced 
grass native to Uruguay and Ar-
gentina, dallisgrass (Paspalum 
dilatatum) may be coming from 
nearby lawns, pastures, road-
sides or ditchbanks. 

Dallisgrass is a tufted, sum-
mer-growing perennial grass 
that grows from a hardy crown. 
It can rapidly produce flower 
heads over nicely mowed lawns. 

Consider using herbicides 
such as Roundup, Finale, 
DSMA or MSMA. You may 
also want to overseed with de-
sirable turfgrass seeds after spot 
treating with herbicides. How-
ever, damage to untreated areas 
may occur if you walk from 
treated turf onto untreated turf. 

Many of the pre-emergent 
herbicides used for crabgrass 
control also will help manage 
dallisgrass. In the pasture areas 
either rotate with cultivated 
crops, dig the plant or spot treat 
with Roundup or Finale. Re-
seed the areas with desirable 
plants. 

The root of the problem 
We have an extensive popula-

tion of Northwest poplars and elms. 
Surface roots are damaging our 
mowers. To what extent can these 
roots be lowered or even eliminated 
without causing a great deal of 
damage to the trees? 

— ALBERTA, CANADA 

Generally I would not advise 
anyone to prune surface roots as 
this may not help alleviate the 
surface rooting problem. This 
practice will damage the tree 
and may cause it to die. 

While some tree species are 
more prone to having shallow 
roots, trees will produce surface 
roots if the growing conditions 
are not favorable for proper 
root development. Water-
logged, heavy clay or com-
pacted soils may be causes. 

Tree roots require sufficient 
amounts of oxygen and water 
so the roots grow where the soil 
has the conditions necessary for 
growth and, in these situations, 
that is at the soil surface. 

You can consider adding a 
small amount of topsoil (1 to 
1.5 inches) and a small amount 
of mulch (another 1 to 2 
inches), and keep it from touch-
ing the base of the tree. This 
will reduce the severity of the 
visual problem and mowing will 
no longer be required near the 
tree trunks thus reducing dam-
age to your mowers. 

One final note, having dam-
aged your mowers in this situa-
tion, it is possible that the trees 
have been damaged. Root rot 
and decay in the roots affect 
tree stability and increase the 
possibility of breakage in high 
loading situations. Trees that 
have had repeated severe dam-
age to their roots should be in-
spected by a professional ar-
borist familiar with hazard tree 
identification to evaluate their 
condition with respect to the 
potential targets. 

Herbicide movement 
Can lawn-applied broadleaf 

herbicides and pre-emergent crab-
grass herbicide leach in the soil? 

—PENNSYLVANIA 

There are several factors that 
dictate or determine the leach-
ing of herbicides. These include 
soil texture, how well the herbi-
cide dissolves in water, attrac-
tion of ions or molecules of her-
bicides to soil colloids (a process 
called adsorption) and the 
amount of available water. 

Herbicides, such as salt 
forms of 2,4-D which adsorb 
less to soil colloids, have a ten-
dency to leach readily in sandy 
or silt-loam soils. The dinitro-
aniline herbicides and many 
pre-emergent herbicides can 
readily adsorb to soil colloids 
and thus resist leaching. Reports 
indicate that the pre-emergent 
herbicide Dacthal can leach 
slightly in soil. 

Many herbicides bind to the 
organic matter and clay in soils. 
Adsorption is poor if the soil 
contains too much sand or silt. 
Increase organic matter in the 
soil to increase adsorption and 
decrease leaching. 

Herbicide leaching is usually 
not a concern if the applications 
were made per label specifica-
tions and guidelines, particularly 
in lawns with good organic mat-
ter. Often a herbicide-treated 
and an untreated lawn can be 
side by side without any weeds 
in the treated side and many 
weeds on the untreated side. 
This suggests that the herbicides 
did not move or leach laterally 
to the untreated area. LM 

mailto:nstairs@advanstar.com


Florists' Mutual, Complete Expert Coverages for Garden Centers and Landscapes 
Landscapers, Nursery Growers and Garden Center Operators nationwide depend on Florists' Mutual for a wide variety of 

insurance coverages and services. Florists' has served the needs of the horticultural industry for more than a century, 

so we understandyour business like nobody's business. 

no Years Experience Serving The Horticultural Industry 
Florists' Mutual is extremely cost competitive, financially solid and we'll work hard to earn both your trust and your 

business, h/e're uniquely qualified to meet and exceed your insurance needs. So don't let the name foolyou. 

It's time you did business with Florists'. 
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Does this guy 
do a lot of business 
with Florists'? 

You betcha. 



HOT T O P I C S 

Landscape M a n a g e m e n t , 
A th l e t i c T ï i r f w i n 9 TOCA A w a r d s 

ORLANDO, FL — For the third straight year; 

Landscape Management scooped up a winner's 
share of writing and design awards, presented 

at the annual meeting of the Turf and 
Ornamental Communicators Associ-
ation, held in Orlando earlier this 

month. 
TOCA members include edi-

tors and designers of many 
green industry publications, 

public relations and market-
ing directors for landscape 
and supplier firms, industry 

association representatives 
and advertising agency 
account supervisors. 
This year's contest was 

hotly contested, with a 
record 160 entries in writing, design 

and photography. 
Managing Editor Ron Hall won big with a 

first place award for his ornamentals feature 
article in November, 1998, "Disney's Grand 
Green Experiment." He also won three merit 

awards for writing (including one 
for Landscape Management's sister 
publication, Athletic Turf Mainte-
nance 8¿ Technology), and Execu-
tive Editor Sue Gibson also won a 
merit award for writing. 

Graphic Designer Lisa Bodnar 
again made a strong showing with 
three first place design awards: 
"June 1998 Table of Contents" 
(Single Page Design), and "Weed 
ID Guide," which tied with "Turf 
Manager's Guide to Insect ID" 
(Two-Plus Page Design). She also 
won two merit awards for design. 

Coincidentally, Hall's Disney feature was 
awarded just a day after the group toured the 
new Disney Animal Kingdom and the Wide 
World of Sports. Disney horticulturists and 
sports field managers conducted TOCA on 
behind-the-scenes tours of both facilities, de-

tailing the extensive landscape and field de-
sign, installation and maintenance practices. 

"This year's strong showing confirms our 
efforts to provide the most informative, useful 
and easy-to-read magazine in the industry," 
said Sue Gibson. "Both Ron and Lisa are enor-
mously talented people who bring a rare en-
thusiasm to Landscape Management. This 
shows through year after year because the 
judges keep changing, yet they recognize Ron 
and Lisa's excellence in writing and design." 

"Ron's articles always cut right to the meat 
of the topic, yet continue to be fun and inter-
esting to read," she continued. "Lisa's elegant 
designs for our contents page and both Weed 
and Insect ID Guides makes it so easy to find 
the information you need in the field. Person-
ally, I'm honored that the judges recognized 
the first editorial I wrote for Landscape Man-
agement 

Look for more TOCA presence at upcom-
ing industry events this year. TOCA will assist 
with RISE communication efforts. TOCA also 
sponsors a roundtable discussion of critical 
green industry issues during the Green Industry 
Expo; it is open to anyone attending the GIE. 

Leadership transition at Exmark 
BLOOMINGTON, M N —Toro announced 
that H. John Smith, president of Exmark, and 
Roger Smith, executive vice president of sales 
and marketing, stated that they will leave 
their current positions effective Oct. 31, 1999, 
and Nov. 30,1999, respectively. 

Dennis Himan, vice president and general 
manager of Toro's landscape contractor busi-
nesses, will be responsible for day-to-day op-
erations at Exmark and will direct the effort 
to identify the long-term leadership plan for 
the company. Himan was instrumental in 
Toro's November 1997 acquisition of Exmark, 
an important element in Toro's dual-brand, 
dual-distribution strategy for the fast-grow-
ing landscape contractor market. 



Deere cuts emissions in two-cycle 
RALEIGH, NC — Two-cycle engines 
using a new John Deere-developed tech-
nology could cut emissions by 75% com-
pared with current engines, the com-
pany claims. And since less fuel is lost 
into the exhaust and more of it is cap-

tured for combustion, fuel consumption 
is decreased by about 30%. 

Steve Peace, director, advertising and 
marketing support services consumer 
products for the Worldwide Commer-
cial and Consumer Equipment Division 

engines 
of John Deere, told LM that the engine 
"is based on a simpler design, very basic 
components, better emission perfor-
mance results and is less expensive to 
manufacture." The engines will be avail-
able starting in 2000, he said. 

Insure that 
valuable tree 
HARTFORD, CT — Insure a specimen 
tree that you maintain? You bet. 

Gulf Insurance Group, a member of 
Travelers Property Casualty Corp., of-
fers this new program to provide insur-
ance coverage specifically for trees and 
landscaping-related personal property. 
But your insurance agent can obtain it 
for you too, says Lester Edelman, of 
AFG Partners, the New York-based 
wholesale broker and program adminis-
trator of the program. 

Here's how the process works: 
You've got a stand of stately oak trees on 
the college quadrangle and you'd like to 
insure these trees. You contact your in-
surance agent, who contacts AFG Part-
ners and provides some bare-bones in-
formation about the trees. AFG 
determines a preliminary price to insure 
the trees. You then hire a certified ar-
borist to measure, inspect and determine 
the specific value of each tree. With this 
information, AFG can set the premium. 

The insurance covers trees against 
death or serious damage due to fire, 
lightning, wind, the weight of ice and 
snow and, in some regions, floods and 
earthquakes. Death caused by insects or 
disease is not covered. Insurance can be 
written to cover replacement costs, in-
cluding installation, or full value. 

You may not want to insure just any 
tree though. The minimum premium is 
$5,000. 

—Ron Hall 

preading mulch and compost by hand 
is a costly, labor intensive process. It 

limits production and puts workers at risk for 
injuries. The Express Blower will turn an 
inefficient process into a profit center and 
blow your competition away! 

The Express Blower can be operated by one 
person, with remote control, in any weather, 
on any terrain. Spread mulch, compost, soil 
mixes, playground chips or any number of 
other organic materials for landscaping, lawn 
restoration, erosion control and much more. 

With our ALL NEW Injection System, the 
Express Blower can inject seed, fertilizer or 
other additives WHILE BLOWING! Install a 
lawn with soil mix and seed, or blend weed 
inhibitors with mulch. You can even topdress 
and overseed turf with only one application. 

Get a jump on your competition. Gill today 
and find out how you can expand your possi-
bilities with an Express Blower! 

Visit our web site at 
www.expresablowar.com 
A division of Rexius Forest By-Products, Inc., Eugene, Oregon 

Circle 110 

5 MEN AND A 
WHEELBARROW 
A typical 5-person crew 
can spread 8 cubic yards 
per hour. 

I MAN WITH THE 
EXPRESS BLOWER 
One person, can blow 
30 to 100 cubic yards 
per hour. 

ULTIMATE 
WHEELBARROW 

http://www.expresablowar.com


> H O T T O P I C S 

What's all the racket about? 
Watch out for cicadas this spring! Some-
times incorrectly called the "17-year lo-
cust/' cicadas can be found somewhere 
in the eastern United States nearly every 
summer, with different groups (broods) 

hatching each year. There are 15 broods: 
12 hatch every 17 years (primarily 
northern states) and three hatch every 
13 years (primarily southern states). In 
the next 23 years, 19 broods will hatch. 

This year's activity (Brood V) will 
hatch in eastern Ohio, western Pennsyl-
vania, much of West Virginia and a 
small, northern portion of Virginia. 
Mother of a bug 

Cicadas neither bite nor sting, but 
their large size (1.25 to 1.75 in. long) 
and large red eyes are unnerving. 

For most of their lives, cicadas live 
underground as nymphs, feeding on the 
sap of roots. Their feeding activities are 
not particularly harmful. 

The most significant damage is from 
laying eggs in slits cut into twigs (usually 
0.25 to 0.5 inches in diameter). The 
subsequent dieback and breakage is un-
attractive, but not serious. Small and 
newly planted trees may be affected and 

may even die if used heavily for egg lay-
ing, since many of their branches may 
be the desirable size for egg laying. 

Control tactics 
The Ohio State University Extension 

recommends ways to reduce damage: 
• delay tree planting until after the ci-

cadas die, to avoid damage to newly 
planted trees; 

• prevent egg laying by covering trees, 
starting when the males begin to sing 
until the singing stops. Tie the small 
gauge nylon netting or cheesecloth to 
the trunk beneath the lower branches; 

• use chemical controls; labeled insec-
ticides carbaryl (Sevin) and chlorpyrifos 
(Dursban) can be applied once a week. 
Avoid blooming plants to preserve hon-
eybees and other pollinating insects. 

—Nancy Stairs 

Introducing Turfmaker Junior. 
Welcome to the family. 

Now you can get the productivity of a 
Turfmaker II in a compact machine. Proudly 

announcing the Turfmaker Junior — the 
latest in our line of high-capacity seeders 

that prepare the perfect seedbed to give you uniform germination. 

Turfmaker Junior's 11-bushel hopper delivers everything from bluegrass 
to fescues without bridging. Four- and six-foot widths make it exceptionally 
maneuverable. And thanks to the standard speed-up kit, you get the same 
high seeding rates that run in the entire Turfmaker family. 

Call us at 1-800-409-9749 or visit our Web site at www.brillionfarmeq.com 
for more information. Junior's waiting to come out and play. 

www.brillionfarmeq.com • Brillion Iron Works, Inc., Brillion, Wl 54110 
Phone (920) 756-3720 • (800) 409-9749 
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Flexible enough 

... to gather the 
best quality 

and technology 
available. 

. to respond to 
future market 
opportunities. 

... to deliver 
genuine 

value to the 
turf manager. 

No one is as strategically positioned and has the strength 
to look after the turf manager's best interests. 

United Horticultural Supply has earned a leadership role 
in discovering and delivering the best quality 

and technology available on the market. 

Competitors tied to limited resources or 
technologies cannot make that statement. 

That's why you can trust the performance 
and quality of all UHS products and services. 

Contact your local UHS representative for more information. 

United 
Horticultural Supply 

www.uhsonline.com 
800-847-6417 

http://www.uhsonline.com


While our 
company 
is national, 
our focus 
is local. 
United Horticultural Supply is your source 
for professionals who have the technical expertise 
and can provide all the products you need 
to be a success in today's competitive market. 

• Fertilizers 

• Herbicides 

• Fungicides 

• Insecticides 

• Turf Seed 

• Soil Amendments 

• Adjuvants 

: 2 5 U l i » 

• Equipment 

• Colorants 

• Aquatic Products 

• Micronutrients 

• Wetting Agents 

• Plant Growth 
Regulators 

Call today for a free product guide containing 
a comprehensive listing of available items. 

United 
Hortxulfrral Supply 
Working To Enhance Our World 
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Atlantic Division 
(302) 266-7580 

Great Lakes Division 
(517) 333-8788 

Mitfwest Division 
(402) 330-1910 

Southern Division 
(800) 457-0415 

Western Division 
(559) 253-5711 

www.uhsonline.com • national toll-free number: 1-800-847-6417 

http://www.uhsonline.com


>HOT TOPICS 

Lesco acquires new fertilizer technology 
CLEVELAND, OH — Lesco, Inc. recently acquired exclusive worldwide 
rights to a new matrix technology for controlled-release fertilizers that will 
compete in the turf market with other coated and premium fertilizers. 

"We are very excited about the technology," Ken Sekley, vice president 
marketing at Lesco, told LM. "It is a homogenous structure that has unique 
controlled-release properties. In addition, the nutrients in the matrix will be 
very efficiently used by the turf or other targeted plants." 

The patented technology was licensed from the Agri Nutrients Technol-
ogy Group of Disputanta, VA. At one time, Vigoro had rights to the tech-
nology, but, in the course of corporate restructuring, the rights reverted 
back to Agri Nutrients. Lesco moved swifdy and snagged the exclusive 
worldwide rights. 

"After we finalized the deal, we did get some calls from the other com-
panies who were interested in the technology. There was interest expressed 
in working with us," Sekley says. He didn't rule out that possibility. 

Product in limited quantities will be available later this year. Lesco is re-
portedly focusing on formulations for golf turf first, then other turf and or-
namental applications. 

Turf experts learn new fungicide 
awaits registration 
MELBOURNE, FL—In March, turfgrass scientists met here for a two-day con-
ference and learned of a new turf fungicide awaiting EPA registration. Com-
pass, from Novartis, is a broad-spectrum fungicide that combines contact and 
systemic properties, termed "mesostemic." 

Dr. Mike Agnew tells LM that this "reduced risk" compound is highly ef-
fective on fungal diseases which attack through leaf tissues, like brown patch 
and anthracnose. Compass also shows good control of gray leaf spot, red 

thread, rust and leaf 
spot. However, the 
low application rates 
(0.1 to 0.25 ounces) 
means that it is less 
effective on 
pythium, nor will 
the application rates 
be effective on dollar 
spot. 

Compass uses the 
same chemistry, but 

_ different mode of 
Joanne Hodge of Novartis talking to: (L to R) Dr. Larry 

action, as Heritage Stowell, Pace Consulting; Dr. Bruce Clarke, Rutgers Univer-
L . . . . . ~ . . . . . by Zeneca, Novartis 

sity; and Dr. Houston Couch, Virginia Polytechnic Institute, says. at the Novartis Vero Beach Research Station. 
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Terra selling service centers 
SIOUX CITY, IA - Terra Industries Inc., head-
quartered here, is selling its distribution busi-
ness to Cenex/Land O'Lakes Agronomy Com-
H« pany for $361 million. The sale is 

expected to close this summer. In-
cluded in the sale are Terra's 400 re-
tail farm service centers in the U.S. 
and Canada. Terra's distribution 
business, basically agricultural but 
some turf and ornamental, reported 
1998 revenues of $1.73 billion and 
employed 2,600. 

Grand jury slams blowers 
ORANGE COUNTY, CA - A grand jury here 
this spring recommended that local govern-
ments have maintenance workers use rakes 
and brooms rather than gas-powered leaf 
blowers. A news report in the Orange 
County Register said that members of the 
grand jury labeled blowers "noisy and pollut-
ing," based on California Air Resources Board 
estimates that 2.11 tons of combustion pollu-
tants are put into the county's air each day 
by blowers. 

We're not sure how CARB can measure 
one county's air vs. another's, but the bigger 
question: Why is a grand jury ruling on this? 

Rohm and Haas acquires Morton 
PHILADELPHIA - Rohm and Haas Company 
is acquiring Morton International, Inc. Rohm 
and Haas, a speciality chemical company, had 
nearly $4 billion in sales in 1998. Morton is a 
marker of speciality chemicals and salt prod-
ucts with sales of about $2.5 billion last year. 
Rohm and Haas received all the regulatory ap-
provals required to complete the transaction 
in late April. 

Dow boosts spinosad production 
INDIANAPOLIS, IN — Dow AgroSciences 
LLC is going to be able to spin out more spin-
osad, the key chemical component of Con-
serve insecticide, because of a recent agree-
ment with Integrated Genomics Inc., 
Chicago. 



Always read and follow label instructions. Roundup PRO* is a registered trademark of Monsanto Company. 
© 1999 Monsanto Company, pro-lco-99 

Controll ing weeds is serious business. You need a 

herbicide that always delivers. That's why we created 

Roundup PROR herbicide. 

W t t h its PROformance Technology, Roundup PRO penetrates the leaves 

and roots of weeds faster. That means more complete weed control with 

no regrowth. Rainfastness in 1-2 hours for wider windows of application. 

No weed control callbacks. And lots of satisfied customers. 

control 
P R O I o r m a t 



F o r all these reasons, Roundup PRO with PROformance 

Technology provides the weed control you need -

on your terms. For more details today, 
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on your terms. 



Supplier moves 
shake up marketplace 
Are consolidations good for 
the customer? Not if they 
raise prices, limit product 
availability or limit your 
buying options 

By A N G E L A B E N D O R F 

en your favorite 
dealer closes up shop 
or your favorite brand 
of seed, fertilizer or 

equipment isn't available anymore from 
your distributor, remember that this is the 
fallout from consolidation. 

Mergers, consolidations and acquisitions 
among manufacturers and suppliers in the 
professional landscape market continue at 
a rapid pace. This trend is likely to go on as 
long as the economy is strong and interest 
rates remain low. From consumer products 
and services to industrial components, the 
urge to merge seems contagious. 

"During 1998, the mergers and acquisi-
tions market surpassed all previous records 
with approximately 4,000 transactions val-
ued at over $770 billion," explains Scott 
Adelson, managing director of Houlihan 
Lokey's Mergerstat, a merger tracking firm. 

Today's belief that consolidation creates 

value leads to two common scenarios: 
• Large companies acquire small com-

panies because it's the best avenue for 
growth and sometimes the only way to 
grow at the rate investors want. 

• Midsize companies acquire and 
merge to be stronger competitors in their 
marketplace. 
The search for 'synergies' 

"Ultimately, companies are looking for 
synergies," explains Gene Hintze, director 
of Novartis Turf & Ornamental Business. 
"Research and development is so expensive. 
Small companies may not have the dollars 
they need to assure a strong future through 
the development of new products." 

Novartis is the result of a 1996 merger 
that brought together R&D efforts, as well 
as complementary product lines of Sandoz 
and Ciba, two Switzerland-
based life science compa-
nies. That merger is just one 
of many affecting the land-
scape and grounds manage-
ment industry in the past 
few years. One industry 
source counted more than 
20 chemical industry merg-
ers and acquisitions this 
decade. Others have oc-
curred among manufactur-
ers and distributors of fertil-
izers, seeds, equipment and Gene Hintze 

other green industry products. Key recent 
mergers and acquisitions on the chemical 
side alone include: 

• Rhone-Poulenc, maker of Chipco 
brands, joined forces with Hoechst to form 
a new global company called Aventis. Fi-
nancial funding for research and develop-
ment is reported to be more than $400 
million per year. 

• The Scotts Company acquired the 
non-Roundup consumer lawn and garden 
business (including the Ortho product 
line) from Monsanto; Sanford Scientific, a 
plant genetics research company for the 
professional turf market; and formed 
strategic biotech alliances with Monsanto 
and Rutgers University. 

• Rohm and Haas, maker of Dimen-
sion herbicide, signed a merger agreement 

with Morton International, 
maker of specialty chemicals 
and salt products. The transac-
tion is valued at $4.9 billion. 
Competitors unite 

Merger activity often 
brings together two compa-
nies that were once fierce 
competitors. Such was the 
case when Textron, parent 
company of Jacobsen, ac-
quired Ransomes. 

Phil Tralies, president of 
Textron Turf Care and Spe-



cialty Products Americas, says the com-
pany is rapidly developing a new corporate 
culture. "I'm extremely pleased, given the 
fact two strong competitors have come to-
gether in a market that wasn't very large to 
begin with," says Tralies. 

Textron established sales and marketing 
programs and achieved ISO 9001 certifica-
tion in all of its manufacturing plants in the 
year since the acquisition, a major accom-
plishment considering the size and com-
plexity of the merger. 

The company's distribution channel 
made up of over 400 distributors and deal-
ers for the Bobcat, Bunton and Ryan 
brands will not change. "Our distributors 
and dealers offer the service and support 
for this equipment and are a key ingredient 
to our success," he says. 
Reach out for contractors 

As landscape and lawn care companies 
consolidate, become bigger and spread out 
geographically, distributors are finding in-
novative ways to service them. 
Terra Industries has upgraded 
its web site (www.terraindus-
tries.com) and uses it to provide 
detailed information to cus-
tomers. 

Jeff Moberly, turf market 
manager for Terra, says cus-
tomers in the future will be 
able to order products on-line. 
The site currently offers prod-
uct labels, MSDS, DOT and 
worker protection information 
and features a dealer locator. 
Leveraging for lower prices? 

Do bigger landscape companies carry 
more weight and have the ability to leverage 
suppliers into giving them better prices? 

"Any time there's consolidation, you 
start to envision a monster carrying a big 
stick. We really haven't seen our larger cus-
tomers try to leverage us unreasonably for 
better prices," says Mark Barbera, vice 
president of sales and marketing for Nu-
Gro, a supplier of slow-release nitrogen. 

He says the reason is well-established 
relationships with customers who know 
they're getting quality material and service. 

"If you continually beat the daylights out of 
a supplier for the best price, somewhere 
down the road you'll have problems," he 
adds. 

Despite some consolidation among Nu-
Gro's customers who buy and formulate 
the raw material, the company had in-
creased sales of $30 million in 1998 — up 
50% from the previous year. 

Steve Wood, director of corporate busi-
ness development, Husqvama Forest & 
Garden Co., Charlotte, NC, says in the fu-
ture, bigger companies may not leverage 

companies for better prices, but will de-
mand better service. "The business will go 
to suppliers who offer more than just a 
product," Wood says. 

"Manufacturers will need to provide 
quality service through their dealers, train-
ing to companies that service their own 
equipment and replacement parts more 
quickly," he adds. "Manufacturers will 
need to do more than say, 'Hi, let me sell 
you some equipment.'" 
Is big always better? 

Bill Culpepper, president of SePRO 

Mergers change irrigation landscape 
Mergers, acquisitions and consolidation are changing the face of landscape irrigation 

in the United States. Rather than just taking advantage of economies of scale, contrac-
tors have increased the likelihood of some direct purchasing of irrigation components. 

Expect significant changes in the relationship between large contractors and irriga-
tion manufacturers in the coming months. ServiceMaster, the force behind TruGreen-
Chemlawn, has spent many years paring down two-step distribution for its other na-
tional businesses. Its acquisition of Ruppert Landscape, a significant irrigation force in the 

mid-Atlantic states, has injected TGCL with considerable ir-
rigation expertise and interest. If TGCL makes a major play 
into irrigation, its competitors will follow quickly (region-
ally if not nationally). 

Distributors, in response, have rallied with consolida-
tion efforts of their own. Century Rain Aid and Ewing Irri-
gation, who discarded the idea of using the Mississippi 
River as a territory boundary, have been joined in the 
growth war by expanding regionals, such as United Green-
mark and Horizon in the West, as well as McGinnis Farms 
and Hughes Supply in the Southeast. Florida and Texas are 
ripe for major mergers. Moves have been made in areas 
not generally considered irrigation hot spots, such as Out-
door in Missouri and Boston Irrigation in Massachusetts. 

On top of concern over large contractors going direct, 
distributors face the assault by the large hardware chains, including Lowes, Home Depot 
and Home Base. Contractor purchasing and financing programs are being established by 
certain branches. 

We have yet to notice the impact of direct purchasing by large contractors, although 
relationships currently exist. Such relationships provide an opportunity for mid-size man-
ufacturers to gain on the "Big Three." However, it is these same mid-sized manufacturers 
who provide unique products for the small irrigation distributor. They can also provide a 
unique product for contractors. And, if you think the big three are going to give up on 
opportunities that make financial sense, even though they virtually control irrigation dis-
tribution, you'd be wrong. They have stockholders too. 

— Bruce. F. Shank owns and operates BioCOM, Palmdale, CA. He can be reached at 
800/455-4320. 

LM'S TAKE ON IRRIGATION: 

Look for more consolidation 
both regionally and nationally in 
distribution. 

• Expect invitations from mass 
merchandisers to try their special 
contractor programs. 

• Keep an eye out for unicfue irriga-
tion products from both distributors 
and large contractors in the coming 
months. 
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Some annoyances we can't help you with. 

But handling hard-to-control weeds 

isn't one of them. Not if you use 

Confront* herbicide. It annihilates 

over 30 kinds of weeds, including 

dandelion, clover, chickweed, wild 

clients will appreciate. Try effective, 

low-odor Confront. For more information, 

call us toll-free at 1-800-255-3726 

or visit our web site at www.dowagro.com. 

Always read and follow label directions. 

Dow AgroSciences 

Confront 
•Trademark of Dow AgroSciences LLC 

violet, ground ivy, henbit, oxalis and 

plantain — on warm and cool season turf. 

All with one postemergent application 

that lasts from 8 to 12 weeks. That is 

something even your most sensitive 

W O R S E X N A L A W N T H A N B R O A D L E A F W E E D S . 

http://www.dowagro.com


Downsized associations 
learn to adapt to change 

Professional associations are feeling the 
impact of the consolidation trend. 

• PLCAA: "We've lost over $50,000 in 
dues since this trend started," says Tom De-
laney, executive vice president of the Profes-
sional Lawn Care Association of America 
(PLCAA). He believes the trend is both cycli-
cal and a sign of a maturing market. "The 
professional lawn and landscape market is ma-
ture and there are fewer customers. Businesses 
are finding other companies with a similar cus-
tomer base and buying them. If s not new 
technology that's driving consolidation in the 
green industry, just innovative thinking." 

Despite the flurry of consolidations, 
PLCAA had a good year in 1998. "It was one 
of the most profitable years PLCAA has had 
in terms of revenues and expenses," De-
laney says. He credits a strong economy and 
a strategy to diversify the membership base. 

• RISE: While the financial impact is 
minimal, RISE (Responsible Industry for a 
Sound Environment) Executive Director Allen 
James says the biggest loss is in member vol-
unteers. "Rarely are all employees retained 
in a merged company," James says. "As a re-
sult, several key association volunteers are 
lost. The remaining employees face in-
creased work responsibilities and may not 
have as much time to be involved." 

• ITODA: The Independent Turf & Orna-
mental Distributors Association responded to 
consolidation among its members by creat-
ing a new category of membership. The as-
sociation of independent distributors has 
over 100 members. Executive Secretary Erin 
Bruzewski says 10 companies have dropped 
or changed their membership since July. 

"You've got to roll with the changes and 
adjust," she says. "ITODA adjusted by creat-
ing a new 'Special Membership' category." 
The category is for distributor executives 
who were independent owners, but 
through acquisitions, consolidations and 
mergers are now part of a company that 

isn't independently owned. Bruzewski says 
AgriBioTech, a seed company focused on 
consolidating the turf seed industry, is in 
ITODA's Special Membership category. 

Will independent distributors remain 
strong through the green industry's acquisi-
tion frenzy? "Big companies will always buy 
the independents, but some will remain in-
dependent distributors because they pro-
vide good quality service, opposed to just a 
better price." Bruzewski says. 

• OPEI: "The impact on any association 
is tremendous, because where you got $2 in 
member dues and two people attending 
meetings, you've then got $1 and one per-
son attending meetings of two merged com-
panies," explains Dennis Dix, president and 
CEO of the Outdoor Power Equipment Insti-
tute. He also says consolidation: 

• makes the budgeting process much 
more difficult; 

• makes allocating association resources 
very delicate, considering OPEI's investment 
in supporting the industry on emissions and 
noise issues; 

• takes key companies who provide ac-
tive association support out of the system. 

• ALCA: When the first landscape con-
solidations appeared on the horizon, the As-
sociated Landscape Contractors of America 
established a task force to discuss how it 
would affect the association, reports Debra 
Holder, executive vice president. "One of our 
primary goals was to determine how we can 
try to lessen the impact (of these mergers) 
on ALCA, if it would be negative," she notes. 

Earlier changes in the dues structure, 
governance and efforts to involve more sup-
plier members left ALCA in a good position. 
And industry consolidation also has its posi-
tive side, Holder relates: "The consolidations 
and acquisitions have helped put landscape 
on a higher level in the public's eye." 

— Angela Bendorf, Mike Perrault 
Sue Gibson 

Corporation, struggles with the recent con-
solidation trend. "Is big always better?" he 
asks. "I'm not sure there's a tremendous 
amount of value in all mergers and acquisi-
tions. Good things don't always come out 
of big shops. Look at the high-tech indus-
try. Big ideas have come from small shops 
and then were sold to bigger companies." 

SePRO was formed in 1994 after 
Culpepper acquired the business from 
Dow AgroSciences, after Dow formed a 
joint venture with Elanco. The new com-
pany sold off some of its smaller, niche mar-
ket products rather than abandoning them. 

"There's a rule in business that no prod-
uct should be less than two percent of your 
total sales. After a merger, smaller products 
can become less important," Culpepper ex-
plains. "But at SePRO, we treat small 
products the way large companies treat 
large products, and the customer benefits 
from that approach." 
What 's in it for you? 

"Over time, we'll see fewer but larger 
basic manufacturers and distributors be-
cause of acquisitions," predicts Allen 
James, executive director of RISE (Respon-
sible Industry for a Sound Environment). 

Consolidation among manufacturers 
and suppliers has had little negative impact 
yet on the industry — often, more prod-
ucts are offered and distribution changes 
very little. And historically, consolidation 
hasn't resulted in higher prices. 

As we reach mid-year, the trend does 
not show any signs of letting up. Adelson 
from Mergerstat says, "We're in the eighth 
year of an up cycle and I don't see it ending 
anytime." 

— The author owns Communicopia 
Marketing Services Inc. in 

Raleigh, NC, and has experienced a few 
company mergers and acquisitions during her 

career. She can be reached at 
919/212-1088. 



g Other bluegrass varieties looked 
S like sissies in comparison as 
00 Rambo outranked top challengers 

in demanding transition-zone tests. While others whimpered 
and withered, Rambo withstood brown patch, leaf spot 
and melting out, and was virtually unscathed by necrotic 
ring spot. As you might expect, Rambo was also among 
the densest. Thick with fine leaf texture, it stood strong 
even when mowed down to 1/2 inch. If grass knew fear, 
Rambo wouldn't. For extreme confidence, put Rambo 
in your turf today. 

Circle No. 145 on Reader Inquiry Card 

IAGXLIN. 
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Simplot Turf and Horticulture 



High Tolerance At Short Cuts 
No matter how you gauge perfor-

mance, Award measures up. It 

handles disease pressure better 

than other Kentucky bluegrass 

varieties in its class, even when cut as short as 1/2 inch.* 

And trial after trial proves that Award maintains its intense 

dark green color under varying management regimes. 

Award has earned its status as an elite variety by raising 

performance standards to a whole new level. 

But, isn't that what you would expect from 

Jacklin's Five Steps Above" Program? 

*NTEP data available upon request. 5 3 0 0 West Rivcrbend Avenue • Post Falls. Idaho 83854-94QQ 
Phone: 1 - 8 0 0 - 6 8 8 - S E E D • Fax 2 0 8 - 7 7 V 4 8 - 4 0 • www.jatklin.com 
© N 0 8 Jacklin Seed • All rights reserved 
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WIN 
$500 

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 
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. 19
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S OFFICIAL ENTRY FORM 

QUESTION: 

What is your favorite 
brand name of... 

riding mower? 

CHECK HERE 
IF YOU 

DO NOT USE 

• 
walk-behind mower? • 
turf fertilizer? • 
pre-emergence herbicide? • 
post-emergence herbicide? • 
turf insecticide? • 
turf fungicide? • 
plant growth regulator? • 
compact tractor? • 
turf aerator? • 
pick-up truck? • 
leaf blower? • 
line trimmer? • 
chain saw? • 
Kentucky bluegrass? • 
perennial ryegrass? • 
turf-type tall fescue? • 
turfgrass mix or blend? • 
biological control product? • 

NAME: 

EMPLOYER: 

CITY/STATE: 

PHONE NUMBER: 

( ) 



The revolution 
in distribution 
Equipment dealers and 
distributors have one eye on 
the fallout from consolidated 
customers and another on 
new commercial, consumer 
niche opportunities 

LM S t a f f R e p o r t 

Lawn care equip-
ment dealer Jerrell 
Green once consid-
ered Home Depot's 
orange-decked 

warehouse stores as little more 
than indirect competition from an 
up-and-coming home-improve-
ment retailer. 

A lot has happened since then, says 
Green, owner of Cook's Mower Sales & Ser-
vice in Orlando, FL. "Like it or not, I've had 
to change my business strategy and go after 
the mass merchant service business," he says. 

Driving forces spurring Green's shift in 
business philosophy include recent mergers 
and acquisitions among major landscape 
contractors, some of whom have the new-
found clout to buy equipment and supplies 
via national purchasing accounts. That, 
coupled with a move by some outdoor 
equipment manufacturers to sell through 
Home Depot and other mass merchandis-
ers, has caused Green's mower and big-
ticket equipment sales to plummet. 

Green responded by aggressively selling 
more parts and servicing more equipment. 
He's even pursuing service business in an 
unlikely venue — from mass merchandis-
ers, his formidable sales competitors. It's a 
reluctant approach that Green and other 
dealers are taking, however, because the 
economics of servicing but not selling 

equipment are unfavorable and hard for 
proud dealers to swallow. 
Industry wide implications 

Beyond the microcosm of Green's deal-
ership world in Orlando, more far-reaching 
and complex economic forces are altering 
the way many lawn care equipment manu-
facturers, suppliers, distributors and dealers 
do business. 

Consider one example. TruGreen-
ChemLawn's Landscaping Division ac-
quired more than two dozen major inde-
pendent companies in 15 states last year, 
then purchased LandCare USA Inc. When 
the dust settled, TGCL was the nation's 
largest landscaping company, with more 
than 100 locations. 

Manufacturers see good reasons to deal 
directly with national companies: increased 
unit sales, the potential to expand into 
other markets and the prospect of addi-
tional market share. With a partnership 
with a growing landscape contractor, a 
manufacturer works through central pur-



Bob Walker 

chasing agents to project seasonal needs, 
then ships products to exact locations. 
Can't have it both ways 

Yet some manufacturers such as 
Walker Manufacturing Co. are "staying the 
course," opting to exclusively sell through 
distributors and dealers who they believe 
supply important aftermarket service, says 
Bob Walker. For his company, industry 
consolidation has forced a "fork-in-the-

road" decision. 
"It doesn't 

seem possible to 
have it both ways 
— sell direct to big 
customers (large 
landscape compa-
nies) and also sell 
through dealers, 
although some 
manufacturers will 
probably try to 

straddle the fence and say they can do 
both," Walker says. 

It's not that Walker is eager to turn 
down business from national landscape 
companies. He hopes they do purchase 
Walker mowers. 

"But if they do, they will be buying 
from a Walker dealer — not buying be-
cause it is the lowest fleet price available," 
he says. "Business strategy comes down to 
deciding who is your backbone or core cus-
tomer. At Walker, we believe our biggest 
opportunity and fortune rests with cus-
tomers who need dealer service. Therefore, 
we have made the decision not to sell di-
rect to national accounts." 
They need us 

Ron Kujawa, who is in the unique posi-
tion of heading both a major landscape 
company and an equipment dealership, 
says manufacturers aren't about to aban-
don their dealers; they can't afford to. 

"No matter how large the (landscape) 

companies are that are a result of mergers 
and acquisitions, they're still an insignifi-
cant part of the overall industry," says Ku-
jawa, whose Milwaukee-area landscape 
business is one of the largest in Wisconsin 
and who is also the exclusive dealer for 
Excel Hustler in the state. "There are so 
many contractors out there it is incredible. 
Every year, there is a number that comes 
into the business and a number that go out." 

It's these new contractors that a local 
dealer has a better chance of discovering 
and converting into customers. Manufac-
turers don't have the resources to find and 
sell to them. 

"Everybody knows who the big contrac-
tors are, the municipalities and the other 
big buyers. Everybody is knocking on their 
doors," Kujawa says. 

Another factor weighing in a dealer's 
favor is parts and service. Kujawa concedes 
that it's possible for a manufacturer to ship 
parts directly to end-users, but most land-
scapes, particularly start-ups and small 
companies, still don't have the expertise or 
facilities to do their own equipment repairs 
and service. 

Kujawa concedes that manufacturers 
will chase the business of the consolidated 
landscape companies by offering them bet-
ter prices than they offer small contractors, 

Dance with who 
'brung ya' 

As landscape contractors, manufactur-
ers, distributors and dealers work to find 
their place in the evolving distribution 
network, it behooves them to respect 
what each brings to the table, says Tom 
Walker, president of Outdoor Equipment 
Co. in Chesterfield, Mo. 

"All must recognize each other's 
needs and jointly craft their roles in each 
other's successes," Tom Walker believes. 
"I think it's time for some basic banners: 

• Manufacturer's motto: We'll dance 
with who brung us. 

• Distribution's motto: We only service 
what we sell. 

• Landscape contractor's motto: We 
profit from running equipment, not buy-
ing it." 

Keep options open with suppliers 
Bob Andrews might be like a lot you—he wants to maintain strong relationships with 

several suppliers. That way, if one is bought out or consolidated with another, he still has 
a source for products. 

"We try dividing our purchases to a variety of suppliers, " says 
Andrews, operator of The Greenskeeper with locations in Indi-
anapolis and southern Indiana. "We buy some fertilizer from 
Lesco, some from The Andersons and some from Knox. The same 
goes for pesticides." 

Nevertheless, Andrews says he's concerned that as the 
lawn/landscape industry continues to consolidate that product dis-
tribution will also consolidate. 

"Different distributors traditionally have different lines, and as 
they consolidate there are fewer distributors and less access to 
certain lines," he says. "It impacts how we buy, our choices and our available selection. 
We've noticed a smaller selection of materials already." 

Bob Andrews 



How strong is your dealer's future? 
As equipment dealers brace for change, they're carefully studying market niches and 

positioning themselves to provide unique services and solutions to commercial and con-
sumer customers. Is your dealer or distributor making any of these moves? 

• Getting away from expensive, high-volume, drive-by locations 
• Setting up multiple locations and superstores to reach a wider variety of customers 
I* Aggressively acquiring neighboring dealers to gain much-needed purchasing clout 

and qualify for various manufacturer programs 
• Taking on more commercial business because most landscape contractors depend on 

after-sale service 
• Adding more trucks and trailers to pick up and deliver equipment 
• Maintaining backup inventories for equipment loaners and rentals to eliminate cus-

tomer downtime 
• Extending evening service hours or even considering a night shift to ensure 

overnight turnaround 
• Marketing themselves better and/or adding outside sales representatives 
• Examining ways to hold down operating costs and gain economies of scale 
• Banding together to form trading associations or co-ops to purchase equipment and 

materials at prices that rival the nationals 

so what's new? Most 
dealers routinely 
sweeten offers to 
their largest and most 
loyal clients anyway. 
Are these savings sig-
nificant enough to 
give the big buyer 
that much of a com-
petitive advantage 
over another well-es-
tablished but smaller company? Not really, 
Kujawa believes. 
'Instant customers' 

Echo, the maker of commercial hand-
held power equipment in Lake Zurich, IL, 
is not unlike any other equipment, chemi-
cal or seed supplier that's eager to establish 
relationships with the management teams 
of the consolidated landscape companies. 

"Even though we estimate that the con-
solidations involve only a small percent of 
the industry, they represent huge cus-
tomers," a spokesperson at Echo tells LM. 
"We'll hear about a giant merger (the cre-
ation of which we call a 'superscaper') and 
they become a huge customer instantly." 

But, consolidation alone won't be 
enough to cause Echo to change the way it 
distributes its products. 

"Echo is committed to the dealers or 
distributors who have been loyal for a long 
time," the spokesman adds. For one thing, 
smaller firms continue to be the core of 
Echo's sales. "Also, the local dealer is more 
ideally equipped to handle a problem in 24 
hours than a company working from cor-
porate direct sales," he says. 

Yet distributors and dealers note that 
consolidation among landscape contractors 
is but one piece of a rapidly evolving indus-
try puzzle. Some frustrated distributors 
and dealers say they're more concerned 
about being limited by demands for large 
inventories and by shrinking margins. 

More important, some manufacturers 

have downplayed the significance of dealer-
based networks for the siren song of the mass 
merchants. In fact, several manufacturers 
have opted to disregard their dealer and dis-
tributor structure and sell to the newly con-
solidated companies on a direct basis. 
Changing distribution landscape 

At least one competing retailer — 
Home Depot — is testing its own in-store 
service centers, marking the first time it 
will compete head-to-head against lawn 
care dealers for service, not just equip-
ment. If the Atlanta-based giant goes na-
tional with its service strategy, smaller, 
consumer-oriented lawn equipment deal-
ers fear it will drive them out of business. 
They claim that Home Depot doesn't even 
have to be profitable; just stay in business 
long enough to eliminate competitors. 

Such changes have dealers who depend 
on consumer business moving into the 
commercial market, particularly small and 
medium size contractors who depend on 
after-sale service and warranty work. 

Companies such Van Water & Rogers 
Inc., Austin, TX, a leading distributor of pro-
fessional pest control products, is pushing to 
become a national presence among a handful 
of distributors such as Lesco, United Horti-
cultural Supply, Terra and Helena. Mean-
while, regional distributors such as Turf Part-
ners are acquiring companies, and local 
distributors are gobbling up market share by 
offering service solutions to customers. 
Will your dealer survive? 

What's clear is that a smaller network 
of dealers will be around in a few years, in-
dustry experts say. Those that survive will 
need to educate themselves to understand 
everything from the dynamics of profit to 
quality performance in order to stay com-
petitive, says Maynard Helgaas, president 
of the Equipment Dealers Foundation lo-
cated in St. Louis. LM 

—Mike Perrauk, Susan Gibson and 
Ron Hall 

Ron Kujawa 



For a super finish, start with 
fungicides from Griffin L.L.C. 
JUNCTION™ • CAMELOF • PENTATHLON™ • KOCIBE* 2000 

Always read and follow label directions. ©1999 Griffin L L C . 
Junction and Pentathlon are trademarks of Griffin Corporation. Camelot and Kocide are registered trademarks of Griffin Corporation. Cell-U-Wett is a trademark of CSI. 6007-01 

There's one to control just about every spot, blight, rot or mold you're likely 
to come across. Griffin fungicides are labeled for greenhouse and outdoor 
application on a wide variety of ornamentals. They are also labeled 

for most turf situations including sod farms, golf courses and professional 
application on residential and commercial lawns. To improve the 
performance of numerous insecticides and fungicides, apply with 
Cell-U-Wett™ spray adjuvant, anti-evaporant and humectant. It 
slows down the drying time of crop protection products to 
enhance uptake. 

For more information call 1-800-237-1854. 

Circle No. 134 on Reader Inquiry Card 

" Griffin L.L.C. 
Valdosta, GA 31601 



Landscapes 
'go native' 

Thoughtful design, proper 
plant selection and careful 
installation will give your 
clients a natural landscape 
that's pleasing to the eye 
and easy to maintain 

By J O H N C. F E C H , P h . D . 

As attractive as wildflowers can be, they are 
not the only choice (or even the most appro-
priate choice) for naturalizing a landscape. 

As maintenance dollars become 
scarce, landscape owners and 
managers are looking at the al-
ternatives. You might con-
vince the owner of the site to 

increase the maintenance budget. You 
could prioritize sections of the landscape, 
reclassifying them as low, medium and 
high maintenance, instead of treating all 
parts similarly. Or you could create a par-
tially or completely naturalized landscape. 
Going wild? 

You may picture a naturalized land-
scape as a house surrounded by a field of 
wildflowers or the removal of all improved 
or ornamental cultivars of shrubs, grasses 
and trees, allowing the seeds in the soil to 
take over. This is far from the truth and 
quite different from the actual realities of a 
well planned naturalized landscape. 

A naturalized landscape begins with 
sound, sustainable landscape design princi-
ples. It blends aesthetics, function and 
maintenance within existing land forms. It 
contains native, low-input plants and a 
framework for low maintenance when fin-
ished, including reduced chemical and 
water usage. It will provide habitat for 
wildlife and is an attractive alternative 
where low maintenance and subtle beauty 
are desired. 
Lots of benefits 

^ Native plantings can be beautiful, of-
fering color and texture not seen in exotic 
species. 

^ They contribute to diversity in the 
landscape, which is crucial in this age of 
"cookie-cutter landscape design." 

• Native plants offer food and shelter 
to wildlife. 



^ Native plants can highlight local and 
regional "best kept secrets." 

• They normally require low inputs of 
pesticides, fertilizers and water. 

^ Native plants, in a natural landscape, 
generally don't require much maintenance 
— pruning, transplanting, staking, etc. 
Right plant right place 

Naturalizing a landscape usually results 
from of a change in the plan for the site. In 
some cases, the owners or stakeholders of a 
landscape space noticed an attractive natu-
ralized landscape on a recent trip or even 
in another part of their neighborhood. 

A common mistake is to skip the design 
process and implement a quick and easy 
solution. For example, spraying the exist-
ing plants with Roundup and reseeding the 
entire landscape to native grasses would be 
a huge mistake. Besides the drastic impact 

Properly used native plants can add variety 
to a landscape, as well as providing food 
and shelter to wildlife. 

of such an approach, imagine the reactions 
of the neighboring property owners. It's 
crucial that you educate the owners about 
the importance of careful planning for ef-
fect and impact. 

Education must also take into account 
the actual site and the environmental fac-
tors. In all cases, the phrase, "right plant, 

right place" applies. Consider factors such 
as shade, sun, wind, views, soil pH and 
slope. Would you plant mountain wild-
flowers in Dallas? Or install a xeric land-
scape in Seattle? Of course not. Know the 
hardiness, color and textural features of 
each plant, as well as invasive qualities. 

Ideally, the overall design concept of a 
naturalized landscape will dictate a pro-
gram. A typical program statement for a 
naturalized design may include minimized 
turf areas, creation of ornamental beds 
containing native plants and screening with 
native trees, among others. Specific plants 
are chosen at the end of the design process, 
not at the beginning. 
Make the site right 

Site preparation is just as important in a 
redesign as in the initial installation. Elimi-
nate existing undesirable plants. Use herbi-
cides like Roundup, Reward or Finale to 
remove such plants without preventing in-
stallation of desirable plants soon after the 
application. In some cases, a rope wick-
type applicator is the best tool to use, as it 
limits spray drift to desirable native plants. 

The soils must drain well and be fertile. 
Add compost before planting grass and 
wildflowers to refresh nutrients and aid 
plant rooting. Once the site is prepared, 
the plants can be installed. The key con-
cept is to create a rooting area that allows 
for lateral expansion of the root system, 
aiding establishment. 

In general, the woodier the plant mater-
ial, the less effective it is to incorporate 
compost. Roots of herbaceous perennials 
seldom grow more than a few feet beyond 
the planting hole, making it feasible to 
modify the planting site with compost. 

Trees and shrubs, however, are likely to 
produce a lateral root system extending 20 
to 100 feet beyond the planting hole. In a 
typical residential landscape, the roots of a 
bur oak will fill the entire back yard. So it 
is generally not practical to amend soil to 
the planting area for trees and shrubs. 

A decade ago, seeding was the only real 
option for native plantings. Today, you can 
find native plants in the form of bedding 
plants, plugs or even sod. The choice to 
seed or install potted plants is less expen-
sive, but establishment can take two grow-
ing seasons. Plants are more costly but es-
tablish quickly in a naturalized landscape. 
Pay attention to maintenance 

Irrigation and weed control are the most 
important maintenance practices to estab-
lish a naturalized landscape. Many native 
plants require low levels of fertility and are 
tolerant of pests. Mulch new plantings to 
provide moisture retention and weed sup-
pression, particularly when installing plugs 
or pots of native plants. 

Seeded plantings are more difficult, 
since irrigation to encourage establishment 
of native species also encourages native 
weeds to germinate and compete. Herbi-
cides such as Plateau can suppress weed 
growth and allow desirable species, such as 
those in the Compositae family (Illinois 
bundleflower, plains coreopsis) to establish. 

Tell the property owners that the irriga-
tion requirements are much greater for in-
stallation than in the maintenance phase. A 
reasonable approach is to install a tempo-
rary irrigation system, which is designed to 
function for a year or two. In most cases, 
such a system is inexpensive and allows ad-
equate time for establishment. 

So why naturalize? Many landscape 
stakeholders are jumping at the chance to 
create a lower maintenance space while re-
taining color, texture and high aesthetic 
appeal. At the very least, the proper con-
sideration of a naturalized landscape will 
take the owner through a sound landscape 
renovation or rethinking process, which 
may lead to other enhancements or refine-
ments. LM 

—John Fech is with the University of 
Nebraska, Lincoln. 



Free preregistration 
Call 800-558-8767 
or 502-562-1962. 
http://expo.mow.org 

EXPO 99 is for 
fun AND profit. 
• New products from 600 companies 
• Outdoor demo area open every day 
• Caesar's new gaming boat 
• Free lawn & landscape seminars 
• Six Flags Kentucky Kingdom 
• Concert Saturday night, starring 

Crystal Gayle, Lee Ann Womack & 
Andy Childs 

• New irrigation and tree care pavilions 

SATURDAY, SUNDAY, & MONDAY 
JULY 2 4 - 2 6 , 1999 
KENTUCKY EXPOSITION CENTER 
LOUISVILLE, KENTUCKY USA 

Circle no. 123 for visitor information 
Circle no. 155 for exhibitor information 

http://expo.mow.org


nether you manage golf courses, lawns, sports 
fields or commercial properties, it pays to pay 
attention to the latest overseeding techniques 

and developments. This guide offers insight into overseed-
ing trends, from seed selection and seed bed preparation to 
critical t iming and application. 

PHOTO COURTESY OF GOLFOTO/MIKE KLEMME 



Great golfers play their games 
one shot at a time. They 
concentrate on making each 
particular shot exactly right. 
Then they use their skill and 
experience to execute it. 

We take the same approach 
with our grass. We concentrate on 
making every variety exactly right. 
Our skill and experience then 
produces extraordinary grasses 
that are bred and blended per-
fectly for your particular needs. 

Like the pros, our skills 
improve with practice and 
we learn to adapt to all types of 
conditions. The result is that we 
are at the top of our game— 
and getting better. 

RO. Box 888 
Tangent, Oregon • 97389 
Phone: (800) 547-4108 
Fax: (541) 928-1599 
Circle No. 108 on Reader Inquiry Card 

• High endophyte level 
• Handsome dark 

green color 
• Fast establishing 

Used for fine turf areas 
Improved drought and 
heat tolerance 
Resistant to variety of 
common insects 

Exceptional seeding vigor 
Quick establishing 
perennial 
Moderately fine leaf texture 

• Medium density 
• Lower growing grass 
• Excellent wear tolerance 

Elite turf quality & color 
Fast starting 
Low growth habit 
Excellent winter hardiness 

Natural resistance to leaf 
and crown feeding insects 
Outperformed 123 
varieties tested for 
drought tolerance 

Superior overall disease 
resistance 
Dark green color 
Lower growing grass 
with medium to 
fine texture 

Excellent mowability 
High endophyte level 
Superior turf quality, and 
persistence under summer 
conditions 

3 varieties blended for 
opt imum genetic diversity 
Rapid germination and 
establishment 
Very dark green color 

Excellent overseeding 
turf quality 
Very dark green color 
Lower growth habit 
Excellent seeding vigor 

Exceptionally fine 
leafed appearance 
Lower growth habit 
Drought and heat tolerant 
Excellent mowability 

Very good overall disease 
resistance 
Excellent shade tolerance 
and cold hardiness 



Overseeding 
'99 

Overseeding success 

depends on seed 

selection, timing, 

seed bed preparation 

and hands-on 

management 

By M I K E P E R R A U L T / 

A s s o c i a t e E d i t o r 

Don't underestimate 
overseeding details 

n the narrow Coachella Valley 
(1.5 to 3 mile wide by 30 mile 
long) in Southern California, 
superintendents take over-
seeding seriously. Very seri-
ously. 

In fact, for most superinten-
dents at the more than 100 

Palm Springs-area golf courses packed into 
the narrow desert valley, its the single most 
important project they undertake every year. 

"Your whole report card is based on the 
outcome," says Sam Zeigler Jr., superin-
tendent at The Lakes Country Club in Palm 
Desert, CA. 

Most courses close down anywhere from 
a week to a month every fall to overseed, 
with upscale courses spending more than 
$100,000 and other courses investing 10 to 
15% of their annual budgets. The stakes are 
high, and success can ultimately determine 
career paths. 
Evolving strategies 

Overseeding success is equally important 
to superintendents elsewhere across the 
country as they overseed fairways, roughs 
and even go wall-to-wall in many instances. 
Once reserved for resorts and professional 
tour stops, winter overseeding is a growing 
trend at private and daily fee courses from 
the deep South through the transition zone 
and northward. 

Superintendents say they must stay com-
petitive with neighboring courses and meet 
expectations of members or winter visitors. 

Yet overseeding is no panacea. As superin-
tendents work to establish a cool-season turf 
cover atop the dormant bermudagrass or 
other warm-season turfgrass, there are ever-
spiraling costs, inevitable problems with 
spring transition and unpredictable weather 
and occasional cries from the irate, incon-
venienced golfer. 

Overseeding trends are regional. For ex-
ample, while some areas report more over-
seeding of fairways, the practice has died 
down somewhat in the USGA Green Sec-
tions Mid-Continent region because pop-
ulations of creeping bentgrass have increased 
over the last decade, says Mid-Continent re-
gion director Paul Vermeulen. And greens 
are being overseeded after aerification with 
new varieties of creeping bentgrass. 

When USGA Green Section Southeast 
Region director Patrick O'Brien speaks at 
golf association meetings, he says no topic 
"stirs up the pot" more than overseeding 
dormant bermudagrass fairways for win-
ter play. 

Its a hot topic among golf course super-
intendents, too, whether its discussed over 
coffee or during an increasing number of 
local and regional overseeding forums and 
roundtable sessions. The only sure thing 
about overseeding is that its a constantly 
changing agronomic undertaking. Just con-
sider the fact that in the 16 years that su-
perintendent Cary Lee has overseeded Her-
itage Palms CC in Indio, CA, he has never 
done it the same way two years in a row. 
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Popular Poa trivialis 
For years, perennial ryegrass was the pre-

ferred overseeding grass on many golf 
courses, primarily because it germinates fast 
(typically five to seven days), has fine leaf 
texture, dark green color, seedling vigor and 
better disease and traffic resistance than an-
nual ryegrass. 

But fine fescues, creeping bentgrass, in-
termediate ryegrass and annual ryegrass are 
sometimes viable options, and Poa trivialis 
(Roughstalk bluegrass) is gaining fast in pop-
ularity. This year such options may be even 
more seriously considered by superinten-
dents in 20 mid-Atlantic states, who are 
looking for ways to cope with the serious 
outbreak of that perennial ryegrass-zapping 
gray leaf spot disease. 

Superintendent Mark S. Kubic now uses 
100% Poa trivialis to overseed greens at Fid-
dlesticks CC in Fort Meyers, FL, in part be-
cause he can mow it shorter than ryegrass, 
giving his golfers what they like: fast greens. 
Superintendents say they can set mowing 

heights at 5/32 of an inch even as Poa triv-
ialis establishes itself. 

Because Poa trivialis has 2 to 3 million 
seeds per pound vs. 270,000 seeds per 
pound for perennial ryegrass, it requires less 
preparation in order to germinate, superin-
tendents add, meaning less disruption to 
golfers. 

Poa trivialis and ryegrass mixes are also 
popular, especially for courses that must keep 
costs down. That's because Poa trivialis pro-
duction pales in comparison to perennial 
ryegrass production. In 1997, for example, 
the turfgrass seed industry produced and 
shipped approximately 185 million pounds 
of ryegrass, compared to 3 million pounds 
of Pro trivialis seed. 

Poa trivialis does have its weak points, 
however. It is susceptible to diseases, such as 
dollar spot, and has poor wear tolerance and 
a natural yellow-green color. Hot spots, or 
dry areas, may develop and require daily hand 
syringing, and it tends to die out earlier in 
the spring because of low heat tolerance. 

Overseeding overview 
For many operations, overseeding is a semi-annual ordeal: overseeding with cool-season 

grasses in the fall and trying to battle with those same grasses to get the bermudagrass up 
and running in the spring. 

• Overseeding golf courses is part-and-parcel with maintaining a year-round facility. 
• Overseeding sportsfields is essential to maintain turf density under high traffic situations and 

minimize the potential for injuries. 
• Overseeding commercial properties is deemed important for sales and identification by the 

clients with the high-end appearance of the property. 
• Overseeding residential property demands vary, based on the location, the expectations of the 

client and comparisons with other residential properties. 
You could probably wake up most people involved in overseeding in the middle of the night 

shine a bright light into their eyes and they could rhyme off the steps and timing required for a 
successful fall overseeding operation. According to North Carolina State University (www.cals. 
ncsu.edu/course/cs055/overseed.html), rules of thumb to follow include: 

• For tees and greens, basic procedures prior to fall overseeding include: reduce or discontinue 
nitrogen fertilization, core and aerify turf, verticut in several directions, topdress turf and reduce 
mowing height 

• For lawns, fairways and athletic fields, basic procedures prior to fall overseeding are much 
less intense with close mowing being the primary requirement although coring and/or vertical 
mowing should be considered if thatch is heavy. 

• For seed application for greens and tees: seed in at least two directions; light vertical mowing 
followed by topdressing; drag or brush topdressing and seed into turf canopy. 

• For seed application for lawns and athletic fields: seed in two directions; brush or drag seed 
into turf surface; topdressing helpful but may be impractical. 

-Nancy Stairs 

http://www.cals


Most common 
causes of 
failure on a 
golf course 

• poor seedbed preparation 

• planting too early or too late 

• seedling diseases 

• herbicide injury (pre- and 

post-emergence) 

• over- or under-watering 

• fertilizer burn 

• mowing with dull mowers 

A timing tightrope 
Superintendent Richard Sail at Tamarisk 

CC in Rancho Mirage, CA, lobbied his 
board of directors recently to delay over-
seeding by a week, until Oct. 12. That may 
not seem like a big concession, but to him 
it made all the difference in the world. 
Cooler temperatures and other favorable 
conditions increased the odds of success. 

Other Palm Springs superintendents have 
had to adhere to early or mid-September 
overseeding schedules despite 115°F day-
time temperatures, making establishment 
of overseeded ryegrass in competing 
bermudagrass difficult, if not impossible. 

In other parts of the country, timing is 
equally critical. Superintendents say seeding 
too early can result in excessive bermuda-
grass or zoysiagrass competition and the 
increased likelihood of diseases such as 
Pythium blight. Seeding too late in the fall 
may result in weak, delayed or reduced seed 
germination because of low temperatures. 

Optimum overseeding time is when late 
summer/early fall night temperatures are 
consistendy within the 50°F range. Or when 
soil temperatures at a 4-inch depth are in 
the mid-70s, or the average midday air tem-
peratures remain in the low 70s. Cool-sea-
son grass seed germination is favored by tem-
peratures between 50 and 70°F. Time 
overseeding at least 20 to 30 days before the 
first expected killing frost. 
Other important considerations 

• Plant growth regulators such as Primo 
and Embark are being used to smooth tran-
sitions by stifling the growth of overseeded 
ryegrass without retarding the bermudagrass 
green-up. In the Carolinas, for example, they 
use it in the fall to give overseeding grasses 
an advantage. In the spring, it allows the 
bermudagrass to emerge a little sooner. 

• To better shock the bermudagrass, some 
superintendents say its better to raise the 
height of cut on fairways to loosen the 
canopy. Then scalping or shocking will have 
more of an impact. 

• In Palm Springs, more superintendents 
are watering light and frequently on over-
seeded turf to discourage deep root systems. 
They're also going to lighter renovations to 
prevent seed from moving and having the 

RICHARD L DUBLE, TURFGRASS SPECIALIST, 

TEXAS AGRICULTURAL EXTENSION 

same bare spots show up every spring. Many 
are using flail mowers. 

• Three to four weeks prior to overseed-
ing, superintendents say its important to 
reduce or stop fertilization to minimize com-
petitive bermudagrass growth and avoid pre-
disposing the grass to winter injury. Four to 
six weeks prior to overseeding, they say it 
helps to cultivate the soil by coring and then 
allow the cores to dry. 

OVERSEEDING'S HIDDEN COSTS 
It takes more than seed to overseed. 
In fact, many superintendents underestimate overseeding costs by not con-

sidering all related items - water, labor, extra equipment, fertilizers, herbicides 
and growth regulators. Here are items to consider when budgeting for your next 
overseeding project Certified Superintendent Bill Anderson at Carmel CC in 
Charlotte, NC, compiled a line-item cost analysis for 18 holes (or 30 acres), 
showing he spent $ 137,050. 

• Seed - At 400 pounds per acre, figuring $1.10 per pound, Anderson 
spends $13,200 for 12,000 pounds of seed. 

• Fertilizers - Estimate 30 pounds at $50 per acre for a total of $1,500. 
• Herbicides - Estimate 30 pounds at $60 per acre for a total of $1,800. 
• Growth regulators - Estimate 30 pounds at $215 per acre for a total of 

$6,450. 
• Water - It obviously depends what you're paying, but Anderson spends 

about $4,500 in additional costs to irrigate 30 overseeded acres. 
• Labor - Anderson figures $2,500 in additional labor costs for a total of 

$45,000. 
• Equipment - Drop spreader, $2,000; verticut reels, $8,700; vacuum, 

$23,500; fairway mower, $30,400. 



Lawn care 
overseeding: 
room for growth 

Overseeding for 

commercial and 

residential clients is 

regional and offers 

additional $$$ 

opportunity 

By RON H A L L I 

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

Overseeding of commercial 
and residential proper-

H | ties is a service with re-
ft gional customer accep-

f tance. Lawn and 
f landscape companies 
often offer this service, but 

its reception by property owners varies 
widely, even in areas where overseeding is 
commonplace on golf courses and athletic 
fields. 

Winter overseeding of bermudagrass is 
so common its almost taken for granted in 
desert resort markets like Palm Springs, CA. 
Even the median strips dividing the boule-
vards in these communities get fresh rye-
grass seed each September or early October, 
not to mention resorts, commercial prop-
erties, multifamily complexes and, even, 
home lawns. 

"People who come down from the north 
to play golf and stay at the resorts in these 
communities expect to see green grass," says 
Ibson Dow with the Las Vegas Fertilizer 
Company 

Overseeding is done in markets like 
Phoenix and Tucson, AZ, but not to the 
same extent. "A lot of people here overseed, 
particularly from a commercial standpoint," 
says Kevin Killmer of The Groundskeeper, 
headquartered in Tucson. "Maybe 95% of 
our commercial customers do overseed, and 
its stayed pretty constant with the com-
mercial properties. It would probably be less 

Kevin Killmer 

in the residential 
market." 

But in other 
southern or south-
western markets, 
the practice of 
overseeding com-
mercial, multifam-
ily and residential 
properties isn't 
widespread. Not 
yet anyway This 
suggests a poten-
tially profitable add-on service that 
lawn/landscape companies might want to 
develop and market more heavily 

Gary LaScalea, GroGreen, Piano, TX, 
says that overseeding on commercial and 
residential properties "is all over the board" 
in the Dallas market. "We do some and con-
tract some out, and some of our customers 
do it themselves and we help them," he says. 

"Every year you see a little bit more," he 
adds, particularly on upscale retail and com-
mercial properties. "Because were not a 
mowing company, we don t actively market 
overseeding, but if a customer asks for it, 
we'll do it." 
New definition needed? 

Generally, most of us think of overseed-
ing as putting down perennial ryegrass (less 
commonly annual rye) in early fall to pro-
vide color and protection to a warm-season 
turf, usually bermudagrass, which either 



thins or goes dormant and off-color as win-
ter approaches. Is this definition too narrow 
for commercial and residential turf service 
markets, particularly away from the tradi-
tional bermudagrass markets? 

For example, in some transition-zone 
markets, lawn/landscape professionals rou-
tinely "overseed" turf-type tall fescue seed 
into tall fescue lawns each fall. 
Fescue over fescue 

Pete Giaque, an agronomist with AgriBio 
Tech, says that drought and disease take their 
toll on tall fescue properties in and around 
Adanta each summer. Fresh fescue seed must 
be applied to fill in these bare areas. 

"Its pretty much mandatory after a rough 
summer when there's been a lot of brown 
patch damage," says Giaque. "Its common 
to come in with three or four pounds per 
1,000 (sq. ft.) and reseed into an existing 
stand of tall fescue." 

Dick Bare, owner/operator of Arbor-
Nomics, Norcross, GA, says that his com-
pany doesn't promote overseeding of tall fes-
cue but, nevertheless, does a substantial 
amount, generally in conjunction with fall 
aerification. "We do it as a service because 

we have to," he says. The typical charge to 
the property owner is about $40 per 1,000 
sq. ft., and sometimes that doesn't seem like 
enough. 

"A lot of times here in September it stays 
hot, it doesn't rain and the ground's as hard 
as a brick," Bare explains. "If the property 
owner doesn't water the turf to prepare it for 
aerification, it's hardly worth all the effort." 
Bare says that if he can get a customer to 
make a down payment on the work, "then 
they'll go out and get the lawn prepared." 
What the customer wants 

Even so, many experienced lawn care 
professionals see only limited potential in 
offering overseeding. 

Scott Williams, Lawn Master Inc., Pen-
sacola, FL, says he can almost count the 
overseeding jobs his company does each year 
on one hand, and all of them are commer-
cial properties. Williams says that home-
owners in his market welcome when their 
St. Augustine and centipedegrass lawns slow 
down each winter. "Most people here mow 
from March to October, then they look for-
ward to not having to mow," he laughs. 

CHARACTERISTICS OF SELECTED GRASSES USED FOR WINTER OVERSEEDING. 
Grass Species Perennial 

Ryegrass 
(turf-type) 

Annual 
Ryegrass 

Intermediate 
Ryegrass 

Fine Fescue Roughstalk 
Bluegrass 
(Poa trivialis) 

Creeping 
Bentgrass 

Green Color Dark Light Intermediate Light-Dark Light to intermediate Intermediate 

Texture Med.-Fine 
(2-4mm) 

Coarse 
(3-5mm) 

Coarse-Med. 
(3-4mm) 

V. Fine 
(1 -2mm) 

Fine 
(1-4mm) 

V. Fine 
(1-2mm) 

Density Good Poor Fair Excellent Excellent Excellent 

Establishment Rate Fast 
(3-4 weeks) 

Very Fast 
(2-3 weeks) 

Fast 
(2-4 weeks) 

Slow 
(4-6 weeks) 

Slow 
(4-6 weeks) 

Very Slow 
(6-8 weeks) 

Winter Performance Good-Excellent Fair-Good Fair Fair Fair Fair 

Spring Performance Good-Excellent Poor Fair Good Excellent Fair 

Spring Transition Slow Medium Medium Fast Fast Slow 

Wear Tolerance Fair-Excellent Poor-Fair Fair-Good Fair Poor Fair 

Shade Tolerance Fair-Good Fair Fair Very Good Good Fair 

Putting Quality Fair-Excellent Poor Poor-Fair Good Excellent Excellent 

Competitiveness 
with Poa annua 

Very Very Very Not Very Not Very Not Very 

Leaf Fraying Moderate-minimum Heavy Moderate Minimum Minimum Minimum 

Disease Resistance Fair-Good Poor Fair Fair Poor-Fair Fair 
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How the Irish 
stay green 

verseeding is more of a 
playability and safety 
issue than it is an aes-
thetic issue," says Dale 

Getz, University of Notre 
Dame turfgrass manage. 

"The aesthetics come into play more in 
how you prepare the field — mowing 
patterns, striping, that sort of thing." 

Getz has his crews aerify, partially drag 
and break up cores and fill aerification holes 
about 3/8-inch from the top. Crews then 
broadcast seed, break up the rest of the cores 
and topdress when possible, he says. 

"That's our preferred method, because it 
gets the seed to the depth we need it for good 
seed-to-soil contact, and we know were not 
losing it to birds, wind and desiccation." 
Constant overseeding 

With athletic fields being used constandy 
for everything from football to lacrosse to 
soccer and even frisbee, its no small chal-
lenge to keep the turf vibrant. Seed is put 
down as much as every other week, in be-
tween official and recreational games. 

"Whenever we open up the ground for 
any reason, whether its for aerification, spik-
ing or verticutting, we'll put seed down any 
way we can to get that seed-to-soil contact," 
Getz says. "We go through a lot of seed." 

Getz broadcasts seed prior to practices 
and games to keep viable seed in the ground 
at all times to take advantage of favorable 
weather conditions for germination. 

With 7- to 21-day germination rates for 
most varieties of Kentucky bluegrass, keep-
ing plenty of seed in the ground increases 
the odds of success for the relatively ten-

der juvenile plants that may fall prey to des-
iccation in the first couple weeks. 
Why rye? 

Getz favors Kentucky bluegrass for his 
sports turf in South Bend, IN, but he finds 
that overseeding with pregerminated peren-
nial ryegrass gives him an edge in the fall. 
"When the fields start to get worn out, say 
a soccer practice field, you can get the rye 
to sprout and in two days you've got grass 
coming up. And rye, unlike bluegrass, is a 
pretty strong and tough juvenile plant. So 
it can stand a little bit of wear and tear." 

That means if the Notre Dame football 
team has a three-week stint away from 
home, Getz can grow a stand of ryegrass by 
the time the next home game rolls around. 
"Whereas with bluegrass, pregerminated or 
not, even if you do get it up, it's so tender 
when it's young that it just doesn't withstand 
the wear and tear." 

Getz exclusively overseeds with Kentucky 
bluegrass varieties each spring because it's 
the turfgrass he wants for fall sports. 

Pan of the challenge for Getz is carefully 
studying NTEP trials to determine which 
seed varieties best fit his needs. "For foot-
ball and other fall sports, I'm looking for a 
bluegrass that can maintain color late into 
the fall," he says. "And it has got to have 
good toughness after it quits growing late 
in the fall." 

As Getz surveys the frozen ground only 
days before his mid-March baseball opener, 
he notes that spring requires a different ap-
proach when selecting bluegrass seed. "Here, 
I'm looking for a bluegrass that will give me 
quick greenup." 



A WINNING SELECTION 
FOR TOP PERFORMANCE 

ON ANY COURSE, ANY SEASON. 
What makes Turf Merchants, Inc. the masters in overseeding? 

The difference is in the grasses we develop specifically for overseeding 

applications: Popular perennial ryegrasses such as Affinity and 

Blackhawk, specialty lines such as Cypress Poa Trivialis and Barracuda 

Redtop, a complete set of grasses to match your conditions. And a 

service commitment that sets TMI apart. Whatever your overseeding 

needs, we've got the choice to place you in the green. 

PERFECTING TURFGRASS PERFORMANCE 

33390 Tangent Loop / Tangent, Oregon 97389 
(541) 926-8649 / 1-800-421-1735 / fax (541) 926-4435 

email tmi@turfmerchants.com / www.turfmerchants.com 

mailto:tmi@turfmerchants.com
http://www.turfmerchants.com


Tom Burns, turf 

manager of The 

Texas Rangers 

baseball team, has 

learned that Mother 

Nature can throw a 

knuckleball when it 

comes to overseeding 

Transition 
can be tricky 
With nearly two 

decades of experi-
ence under his 
belt caring for 
sports turf in 
Texas, Arizona, 

Florida and Ohio, Texas Rangers turf 
manager Tom Burns knows that over-
seeding is rarely a cut-and-dried proce-
dure. Mother Nature can always throw a 
knuckleball. 

This spring in Arlington, TX, for exam-
ple, spring storms combined with prob-
lematic shade to cloud his overseeding op-
erations. Unusually warm temperatures 
caused the bermudagrass to break dormancy 
early, so Burns found himself overseeding 
later than ever — in mid-February. "You 
have to roll with the punches," says Burns, 
who believes flexibility may be a turf man-
ager s greatest overseeding strategy. 

Overseeding challenges and frustrations 
have contributed to his graying head of hair, 
Burns insists, but they wont deter him from 
overseeding altogether. The perennial rye-
grass provides wear tolerance to his dormant 
bermudagrass fields, enhances playability, 
and makes for better footing. 

To keep himself up to speed on the lat-
est overseeding techniques and develop-
ments, Burns moderates and participates in 
Sports Turf Managers Association over-
seeding roundtables. They're lively, infor-
mative and opinionated sessions, he says. 
"You can have 100 people at a roundtable 
discussion and you're going to have proba-
bly 95 different overseeding techniques," 
says Burns, who has his opinions, too. 

"The establishment phase of overseed-
ing is not the difficult part, generally," he 
says. "The hard part is getting the nice, 
smooth transition from the ryegrass to the 
bermuda. Some of the ryegrasses that are 
out there now are so heat tolerant, its hard 
to get rid of them. Its hard to get your 
bermuda back because it's got so much com-
petition from the rye." 

Burns says he'll likely go back to over-
seeding in the fall this year and face spring 
transition problems as ryegrass hangs on 
longer than he wants. "I think it's probably 
easier to know you're going into the start of 
the season with good turf. Its just more of 
a security blanket." 

Athletic fields 
On athletic fields, overseeding should 
be considered if the fields are used 
during the winter and/or early spring 
months. Coring, slicing prior to and top-
dressing following overseeding are 
necessary steps. A heavy seeding rate 
(from 30 to 60 lbs./1,000 sq.ft) is gener-
ally advised. But keep in mind that the 
higher the seeding rate, the faster the 
turf will die out in the spring due to 
seedling immaturity; but a lower seed-
ing rate will slow transition back to the 
permanent grass in the spring. Avoid 
fertilizing until the new seedlings are 
established or the competition will 
crowd them out 

ROBERT SEEDS AT WWW.ROBERTSEED.COM 

http://WWW.ROBERTSEED.COM


DON'T JUST DO SOMETHING 

SIT THERE. 
Sit there...and let CONFIDENCE K take the work out of turf-
grass overseeding. 

CONFIDENCE is a program of turfgrass blends and mixtures 
formulated for performance under the broadest range of 
conditions. It's comprised of premium varieties—Panther, 
Snowbird, Prizm and others proven superior at indepen-
dent trials. And each formulation is automatically upgrad-
ed whenever a newer, more advanced variety is released. 

Use CONFIDENCE anywhere. There's a blend or mixture 
specific for any area, including the environmentally sensi-
tive. Use them for high- or low-maintenance overseeding 
programs and on golf courses, sports fields and general turf. 

CONFIDENCE is available from local distributors selected for 
their knowledge and commitment to service. Ask them 
about time-saving, effort-saving CONFIDENCE. 

Then sit back.. .relax.. .and watch some great grasses grow. 

CONFIDENCE 
The Overseeding Program for Professional Turf Managers 

ZAJAC 
PERFORMANCE 
SEEDS, INC. 

175 Scravel Hill Road SE, P.O. Box 666, Albany, OR 97321 
541 926-0066 • Fax: 541 924-9720 
www.zajacseeds.com 

http://www.zajacseeds.com


It's hard to 
beat the 
performance 
of Stardust 
and Cypress 
Poa trivialis! 

33390 Tangent Loop / Tangent, Oregon 97389 
Phone (541) 926-8649 / Fax (541) 926-4435 

800-421-1735 / www.turfmerchants.com 

Perfecting Turf grass Performance ™ 

In multi-year trials from the East to the West Coast, these Poa trivs 
have been tops in color and texture since their release re-defined 
the overseeding market. An additional bonus, is their higher seed 
count which give superintendents more coverage for the money. 
Both are grown under the certification program and this makes 
the quality of these Poa trivs the standard by which other Poa 
trivs are measured But don't take OUr W O r d for it, 
take theirs: 

Cypress 50% Stardust 50% 
Best average weeky ground cover 

ebiimdieb ui dii rud tnvb in lebruiuverbiiy ui rid, u d i n e b v m e pu t t i ng 
green trials highest seed count of all Poa trivs -
University of Florida. -1997-98. 

"Highest density" 
Stardust 

1995-96 overseeded greens University of Arizona 

"Highest percent ground cover" 

"Highest mean ball speed scores" 

of all Poa trivs overseeded on tifway Bermuda-University of Ra. 1994-95 

"Highest seasonal average" 

"Highest mean for turf color" 
1996-97 putting green overseeding trial, Clemson Universit 

"Highest quality ratine" 
of all entries in the 1996 Bermuda Triangle Research Center, 
Palm Springs, California. 

http://www.turfmerchants.com


When bad things happen 
to good trees 
For urban landscape trees, 
it's just a matter of time 
before they are in the urrong 
place at the wrong time. 
Avoid many problems before 
they happen 

By N A N C Y S T A I R S / 
T e c h n i c a l E d i t o r 

The urban landscape is no place 
for a tree. We plant them be-
cause of the benefits they add 
to the landscape, but for trees, 
it's often just a matter of time 

before they're in the wrong place at the 
wrong time. 

Trees are meant to grow in groups 
where roots are shaded, soil compaction is 
minimal, nutrients are recycled and, should 
the trees fall, they damage only other trees. 
In the man-made landscape, very bad 
things happen from the start. A tree just 
dug from the nursery can undergo rough 
handling, planting delays, a dry root ball 
and more; all of which stress it consider-
ably. And that's before it's even planted! 
Urban jungle 

By the time the tree is actually placed 
in the planting hole, it is already in shock. 
Then there's the planting hole. 

Topsoil? More likely, we see compacted 
subsoils and, if not, a limited rooting area. 
Tree wells in the pavement do not offer 
anything to a tree. And, in most communi-
ties, tree roots and the sidewalk are cons-
diered to wage a constant battle in the tree 
lawns. Root pruning is common, and if 
there is any street construction, virtually no 

one tries to limit the damage to the tree 
roots. Vehicles, lawnmowers and other 
mechanical damage to the tree trunk take 
their toll. 

Add more insults — tree supports that 
are never removed or removed too late, 
poor pruning practices, drought, insects or 
disease —and you have a comprehensive 
list of the most common mistreatments af-
fecting the average urban tree. 
If you can't take the heat 

Trees are pretty tough, but they cannot 
withstand one stress after another without 
some negative results. Each of these things 
on its own would have an effect on a tree, 

Conks at the base of a tree are a sign of 
internal decay. Don't ignore these signs. 

Trees along roads and streets can suffer 
from compacted soil and lack of oxygen to 
roots, poor water movement through the 
soil, vehicle exhaust, winter road salt and 
the possibility of damage or vandalism. 

and a reasonably healthy tree could with-
stand many of them. But when many in-
sults occur repeatedly, it can be too much. 
Limiting some of these practices can go a 
long way in helping a tree survive and 
adding value to your site for a long time. 
Consider these pointers to help survival: 

1. Reduce potential for injury 
Repeated injury to surface roots or to 

the base of a tree opens it to decay organ-
isms, some of which are pretty serious (not 
just for the tree). Decay that affects the 
tree roots and/or the base of the tree is seri-
ous from a hazard point of view. It affects 
the structural stability of the tree and in-
creases the possibility for failure. Trees 
with decay at the base and cavities in the 
trunk should be inspected by a professional 
arborist with experience in assessing hazard 
trees. 

Pruning tree roots can affect the stabil-
ity, as well as reduce the rooting area of a 
tree, making it tough to get enough water 
and nutritional elements from the soil. All 
tree species are not affected to the same 
extent and some are more sensitive than 
others, but stability problems below 
ground and decline above ground are a dis-
tinct possibility. 



A Surface roots are prone to damage, 
which opens the stabilizing roots to decay. 

^ Fill added to a sloped site can bury the 
tree roots to a considerable depth. Virtually 
no tree can survive this treatment. 

An arborist's 
waking 
nightmare 

Observing annuals planted under 
a tree whose roots have been freshly ro-
totilled. 

Coming too close to large, bad-
tempered dogs chained to trees, nerve-
wracking for the arborist and damaging 
to the trees. 

Finding a tree girdled by a clothes-
line tied around the trunk. 

Noticing a piece of wood used to 
"push" a tree away from a fence. 

Seeing a large growing tree 
pruned to keep it small, "butchered" by 
the untrained. 

Watching a person bang a lawn 
mower into a tree. 

Telling people about the potential 
hazard and/or need to remove a tree 
with large dead branches or an enor-
mous cavity — in their park, playground, 
yard, parking lot, street — and being ig-
nored. 

2. Don't pile on the fill 
The addition of fill on a site is a com-

mon practice, especially during construc-
tion. When construction is in progress, lev-
els of fill can be as deep as 5 feet. If the tree 
is on a slope — even deeper fill levels are 
possible. In other cases, trees may have 
shallow, surface roots (which probably al-
ready have mower damage) and fill makes 
it easier to establish turf and mow. 

Why is fill a bad thing for most trees? 
Think about having a large person sitting 
directly on your chest. How much oxygen 
would you be able to get into your lungs? 
How long could you keep breathing in that 
situation? Put simply, the roots of the tree 
require oxygen in order to do their job. 
The addition of fill will reduce the avail-
ability of oxygen and, in essence, smother 

the roots. For some trees like tulip poplar 
or beech, the decline and death of the tree 
can happen fairly quickly. For others, it 
may take as long as three to five years be-
fore the tree finally dies. 

3. Plan ahead 
So what can you do? 
• When planning for new trees, know 

which tree species are good for specific sit- \ 
uations (size, light, moisture, etc.). Utility 
companies, state extensions and associa-
tions are good sources. 

• When planting trees, check the root 
ball for moisture and good root condition. 
Get the tree into the ground with minimal 
delay. Emphasize the need for regular wa-
tering. 

• Do not install support stakes unless 
the site requires it or the tree is large. 
Where support stakes are necessary, re-
move them after a year. 

• Maintain a mulch ring around the 
base of the trees — a ring two to three 
inches deep that doesn't touch the trunk. 
This reduces the chance of injury by mow- i 
ers or string trimmers. 

• Suggest perennials under trees so that v 
the root disturbance happens only once. 

• When relandscaping or during con- I 
struction, decide if the tree is valuable and 
should be saved and then protect the tree 
from as much damage as possible. Limit 
construction activity to outside the dripline 
of the crown and recognize that changing 
the grade, even away from the tree, can 
change the way moisture moves on the 
site. A certified arborist can help. 

• If you see conks, cavities, decay or 
dead limbs, advise that the tree be in-
spected by a certified arborist for potential -I 
hazard, particularly where a target exists 
(buildings, playground, etc.). 

Reducing damage and other insults to 
trees will help to increase their life and 
value. If you don't like trees, consider this a 
guide for saboteurs. LM 
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Goes hours and hours between stops 

The New F735 Diesel 
We're always 
restless to 
make something 

better. That's how the new F735 
Diesel Mower got its start. The 
latest in a long line of proven 
front mowers, i t makes the 
long-term reliability, rugged 
construction, and fuel efficiency 
of a diesel front mower extremely 

affordable. Like all John Deere 
front mowers, the F735 rivals 
the trimming ability of zero-
turning-radius mowers — yet 
offers far greater stability and 
performance on uneven terrain 
and hillsides. I t adapts to the 
landscape better in other ways 
as well. On-the-go weight 
transfer shifts weight to the 
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ground. While a foot-operated 
differential lock kicks in still 
greater traction. And rest 
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Serious fungal diseases 
are hard to control, 
follow these steps to keep 
turf plants healthy 
By ED A. B R O W N , P h . D . 

Bermudagrass 
with brown patch. 
Note the reddish 
brown discolored 
margin around 
the diseased area. 

brown patch 

Injury to warm-season turf by dis-
ease fungi can be significant, de-
pending on the susceptibility of 
the grasses. The impact of the 
disease depends on the cultivars 
you grow and the environmental 

conditions. 
First, consider disease control before you 

establish the turf. Select cultivars that are 
adapted for your area. Keep in mind that 
there are differences in disease susceptibil-
ity between different cultivars and even be-
tween varieties of the same cultivar. 

The five following fungal diseases are 
serious problems for warm-season turf and 
are hard to control for some turf types. 

1. Brown patch 
Brown patch, caused by the fungus Rhi-

zoctonia solani, attacks all major warm-sea-
son grasses in the South 
and is the most common 
disease fungus of turfgrass. 
St. Augustinegrass and 
zoysiagrass are the most 
susceptible, partly due to 
the way the grasses are 
managed, making this dis-
ease more difficult to con-
trol. 

Even the slightly more 
resistant centipedegrass and 
bermudagrass are fre-
quently damaged by this 
fungus disease, although 
they recover better. 

Brown patch develops with: 
• favorable environmental conditions 

which can occur from late April through 
October, 

• heavy nitrogen applications, 
• high moisture content in the turf and 

soil, 
• favorable combination of tempera-

ture, 80° to 85°F (but infection may occur 
at 73°F). 

The fungus remains active until the air 
temperature reaches 90°F. Since air tem-
peratures usually drop below 90°F for 
much of any 24-hour period, the fungus 
may continue to be active all summer, 
awaiting only a more favorable combina-
tion of temperature, nitrogen applications 
and water to cause visible symptoms. 
Brown patch symptoms 

This fungus kills the grass in a circular 
pattern a few inches to several feet in di-
ameter. Affected areas in bermudagrass, 
centipedegrass and ryegrass are brownish in 
color and straw-colored in St. Augustine-
grass. In the early morning, during hot, 
humid weather, you may see smoky gray 
to black, wilted, webbed grass around the 
brownish, diseased area. 

A limited attack may kill only the 
blades and the turf will recover in two or 
three weeks. However, if the temperature, 
nitrogen levels and water applications com-
bine favorably for disease development, 
the attack may kill the affected areas of all 
the grasses except bermudagrass, which 
usually recovers through new growth of 



the underground rhi-
zomes. 

Occasionally, the fun-
gus may thin a large area 
of turf and eventually kill 
it without the circular pat-
tern being evident. This 
type of symptom occurs 
primarily under shady, 
moist conditions. 
Control brown patch 

• Don't apply exces-
sive nitrogen — use only 
enough to maintain a rea-
sonably green, attractive 
turf. 

• Water only when 
the soil is dry, then soak 
the soil to a depth of 5 to 7 inches. Water 
in the early morning to allow the foliage to 
dry as quickly as possible. 

• Begin fungicide applications as soon 
as you observe the disease. A preventive 
spray schedule is usually not recommended 
for lawn grass disease control in home 
grounds because of the expense. Only two 
or three applications are necessary for ef-
fective control, if you monitor the turf 
dosely and make applications as soon as 
you notice the disease. 

2. Dollar spot 
The fungus that causes dollar spot, Scle-

rotinia homeocarpa, can attack a large num-
ber of grasses. However, it is serious only 
on bermudagrass and zoysiagrass in the 
south. Soil moisture, nitrogen levels and 
temperature determine the severity of dol-
lar spot 

This disease develops with: 
• turfgrass growing under dry soil 

moisture conditions, which is more suscep-
tible than when adequate soil moisture is 
provided, 

• low nitrogen, 
• sufficient surface moisture for dis-

ease, provided by dew, fog or watering, 

«dollar spot 
• mild weather (60° to 

80°F) during spring and fall. 
However, dollar spot can 

occur throughout the summer. 
Ideal conditions for dollar spot develop-

ment would be bermudagrass growing 
under low nitrogen levels with low soil 
moisture, a temperature of 60° to 80°F and 
early morning fog or dew. 

Dollar spot is characterized by circular 
areas only a few inches in diameter. Where 
infection is severe, spots may run together, 
causing large, irregular patterns covering 
several square yards. Infected areas take on 
a straw color. 
Controlling dollar spot 

• Add nitrogen but be aware that high 
nitrogen tends to favor the development of 
brown patch. Use discretion in applying ni-
trogen. 

• Soil moisture should be adequate 
enough for good growth of the turf as an 
aid in reducing disease severity; however, 
water only in the early morning so the fo-
liage can dry quickly. 

• If soil moisture and nitrogen levels 
are adequate, two or three fungicide appli-
cations at recommended intervals should 
be sufficient to control dollar spot. 

3. Pythium blight (Cottony Blight) 
Pythium blight is becoming more wide-

spread in the South, and this may be at-
tributed to increased watering practices. 
There are several Pythium species which 
can cause disease on turf. Susceptible 
grasses include bermudagrass and zoysia-
grass, but the most affected turf types are 
the overseeded cool-season grasses, which 
can cause a problem for golf courses and 
athletic turf areas. 

This disease develops with: 
• an abundance of moisture, 
• warm temperatures — the disease is 

negligible below 68°F, but increases with 
rising temperatures; maximum damage oc-
curs at 90° to 95°F, 

• fall and warm winter days on cool-
season overseeded grasses. Pythium blight 
is usually halted by cooler temperatures. 

Pythium blight occurs in small, irregular 
spots which may enlarge and appear dark 
and water soaked in the early stages. If it is 
active, there may be a white, cottony 
growth in the affected spots. The grass in 
affected spots dies rapidly, collapses and 
appears matted. 
Managing Pythium blight 

• Use treated seed. 
• Delay overseeding until the onset of 

cool weather or as late as possible. Water 
as little as possible during periods favoring 
disease activity. 

4. Gray leaf spot 
St. Augustinegrass is susceptible to the 

fungus Pyricularia grisea, a serious problem 
that has recently become the focus of con-
cern for many turf managers. 

Conditions favoring gray leaf spot in-
clude: 

• high humidity, warm temperatures 
and high nitrogen rates, 

• semi-shade, when frequent showers 
occur or where frequent irrigation pro-
duces high relative humidity, 

• higher amounts of nitrogen. 
Gray leaf spot causes round to oblong, 

cont. on page 46 

Dollar spot causes 
small circular (1 to 3 
inches) straw-colored 
areas which may coa-
lesce, causing large ir-
regular diseased areas. 
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straw-colored leaf blades with purple to 
brown margins. Severely affected leaf 
blades wither and turn brown. Death of the 
turf slows lawn recovery from this disease. 
Controlling gray leaf spot 

• Use nitrogen as sparingly as possible 
to give the desired turf appearance. 

• Water in the morning. Water as in-
frequently as possible and then water thor-
oughly. 

• If disease appears, use one of the 
fungicides recommended by your local co-
operative extension sendee. 

5. Spring dead spot 
Spring dead spot (SDS), Leptosphaeria 

korrae, is a serious disease of bermudagrass 
in the northern range of the southern 
United States, as it kills the entire turf 
plant. It occurs more often than in the past 
due to the increase in overmanaged 
bermudagrass, a result of increasing turf 
quality expectations. 

Once established on a site, the disease 
will occur year after year. It occurs in 
bermudagrass growing areas where freez-
ing temperatures are typical. It has not 
been observed in Florida or the southern-
most regions of Georgia. 

Spring dead spot develops with: 
• high nitrogen applications and potas-

sium deficiency, 
• heavy thatch, which encourages shal-

low root development 
and weakens turf, al-
lowing winter injury. 

Spring dead spot appears as circular 
dead areas ranging from 6 inches to several 
feet in diameter. While the damage actu-
ally occurs in the fall, the symptoms are 
not apparent until the early spring, when 
the bermudagrass starts to come out of 
dormancy and add green growth. 

Initial symptoms are a bleached color in 
greening bermuda turf. These areas may 
remain brown throughout the summer and 
may reoccur for several years in succession. 
The turf may cover these bare areas during 
the summer but the roots will not peg into 

the soil. 
These weak areas 

also allow weeds to establish and further 
complicate recovery by competition during 
reestablishment. 
Spring dead spot control 

• Remove thatch as needed to help 
prevent the buildup of disease-causing 
fungi. But avoid heavy thatch removal in 
early summer since stolons growing over 
affected areas may be removed. 

• Avoid excessive nitrogen. 
• Promote management practices to 

encourage slow, even growth to improve 
winter hardiness. 

• If the other management practices 
are not corrected, they can affect the re-
sults of fungicide treatments. 

• Aerifying and irrigation may help in 
reestablishment; follow soil test recom-
mendations and do not overfertilize. 

• There are specific fungicides that are 
labeled for control of spring dead spot. 

Other diseases that are a problem on 
warm-season turf include rust and 
Helminthosporium disease. They do not 
kill the plants but are common enough to 
cause management headaches. Remember, 
disease may still become a problem, even 
under the best management conditions. 
Fungicides should only be used along with 
good management practices to help en-
courage healthy growth. 

—The author is Extension Plant Pathologist 
at The University of Georgia, Athens, GA. 
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Cool-season diseases: 

Sometimes the most 
annoying turf problem 
isn't your worst 
nightmare 

By J O S E P H W. R I M E L S P A C H 
P h . D . and M I C H A E L J. 
B O E H M , P h . D . 

turfgrass disease that kills 
turfgrass plants' crowns and 
roots is generally a bigger 
problem than a disease that 
merely affects the leaf 
•lades. Keep in mind that 

the most frequent fungal disease is not nec-
essarily the most severe, and the most 
damaging may not occur often. Here are 
some to watch for on the leading grasses: 
Kentucky bluegrass diseases 

Twenty years ago, leaf spot/melting out 
was the most common disease on Kentucky 
bluegrass. Still common, its importance has 
decreased with the use of improved Ken-
tucky bluegrasses and increased use of other 
types of turfgrass. Also, applying higher 
rates of nitrogen in the fall rather than in 
the spring and avoiding lush spring growth 
in common bluegrass lessens the severity of 
this disease. So there is less leaf spot in the 
spring and fewer problems of melting out 
(the summer stage of this disease). 

Patch diseases occur less frequently, 
but with more severity. Patch diseases kill 

grass, as opposed to leaf spot/melt-
ing out, which simply affects the 
cosmetic appearance of the turf. 
Patch disease fungi invade the roots 
and crowns. Recovery is poor and 
often slow. 

Patch diseases occur in late spring or 
early summer under stressful weather con-
ditions. Once the disease is present it will 

continue to occur, although the severity will 
depend on the annual stresses on the turf. 

Sodded lawns with excessive thatch, 
poor quality soils and poorly prepared sites 
are often the first to show patch diseases and 
the most severe damage. Older seeded blue-
grass lawns with excessive thatch, poor soils 
and poor management are also at high risk. 

Keep the lawn healthy, avoid environ-
mental stress and encourage a deep, 
healthy root system. Maintain high mow-
ing heights, managing thatch through ex-
tensive core aeration (several times a year) 
and monitoring soil moisture to avoid 
drought stress. Soluble fertilizers are not 
recommended since surge growth may ac-
celerate disease development. Slow-release 



fertilizers (greater than 50% slow release) 
are recommended; the slower the better! 
Perennial ryegrass problems 

Red thread can occur on all cool-season 
grasses but, with the increased use of 
perennial ryegrass in home lawns, athletic 
fields and commercial landscapes, the oc-
currence of red thread has increased. There 
is variable susceptibility to red thread, but 
many cultivars of perennial ryegrass can 
have severe outbreaks of this disease. 

Cool to moderate temperatures, with 
long periods of wet leaves from heavy dew, 
light rain, fog and drizzle, are ideal for this 
fungus. Red thread is more severe under 
low soil fertility conditions, especially with 
low nitrogen, phosphorous, potassium and 
calcium. It is reported to occur every 
month of the year in many areas of the 
northern United States. The disease does 
not kill plants but may damage leaves back 
to the ground. 

Evaluate the soil fertility levels and the 
fertilizer maintenance program. Promote 
turf growth through core aeration, proper 
mowing and irrigation. On new installa-
tions where the soil is of poor quality, 
modify the soil with organic matter and 
select resistant varieties. Consider preven-
tive fungicide applications on lawns with a 
history of the disease and where there are 
expectations for high quality. 

Gray leaf spot is a relatively new disease 
on perennial ryegrass (and other turf-
grasses) and has been severe in some areas 
of the East Coast and mid-Atlantic states. 
Last year, the disease was found over much 
of the Midwest, to a lesser extent than the 
East Coast, but it is expected to increase. 
First reported on golf courses in the roughs 
and fairways, it can also be found on home 
lawns. This disease kills turf. 

Gray leaf spot usually develops in the 
summer and fall. It thrives under hot, 
humid weather when the leaves are wet 
for long periods of time. The entire plant 
may be killed in 48 hours. The disease may 
be a problem in the fall on new seedlings. 

Be on the lookout ifi 

• turf appears to be under drought 
stress, even with adequate soil moisture 

• perennial ryegrass is brown while any 
patches of bluegrass, bentgrass or fescue 
are not affected 

• leaf tips have dieback and a twisting 
or hooked appearance, like a fish hook 

• individual leaves may have dark spots 
or lesions which develop into tip dieback. 

Since this is a newly emerging disease, 
specific management strategies are not well 
understood, but maintain lawns to mini-
mize summer stress with proper irrigation 
(allow turf to dry between waterings) and 
core aeration. For severely damaged or 
dead turf, consider a different type of turf-
grass to limit the recurrence of the disease. 

Tall fescue troubles 
Brown patch on tall fescue can be a 

considerable disease problem during hot, 
wet and humid conditions, especially in 
the transition states. In northern areas, 
brown patch is usually only a problem on 
overirrigated lawns or during extremely 
wet summers. 

The disease is not usually a turf killer 
north of the Mason-Dixon line, although 
in the South, it may result in turf thinning 
so that reseeding is necessary. Avoid high 
levels or excessive soluble nitrogen in the 
summer. Manage irrigation to promote the 

continued on page 52 

snow mold 
leaf spot 

yellow patch 
red thread 
fairy ring 

snow mold 
red thread 

leaf spot/blight 
fairy ring 

melting out 
necrotic ring spot/summer patch 

dollar spot 
brown patch 

powdery mildew 
rust 

leaf spot 
red thread 

rust 
powdery mildew 

brown patch 
dollar spot 
pythium 

rust 

leaf spot/blight 

rust 
red thread 

leaf spot/blight 
gray leaf spot 

FINE FESCUE 
Spring Summer 

red thread red thread 
leaf spots dollar spot 
fairy ring 

red thread 
leaf spots 

*These are general time frames for disease occurrence. Depending on local weather 
and site conditions, disease outbreaks and the duration of activity may vary. 
Remember the genetic susceptibility of the grass and the environment are the pre-
dominant factors driving the occurrence of disease development. 

Note: All the above turfgrasses are prone to fairy ring when there are favorable 
weather conditions. 
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fine fescue, most frequently in overirri-
gated or wet conditions. Improve drainage 
in low-lying areas to lessen incidence. 

There are no disease-free turfgrasses. 
Make the best selection to match the fac-
tors at your site, maintenance programs 
and clients' needs. 

—The authors are with the Department of 
Plant Pathology at The Ohio State 

University, Columbus, OH. 
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maximum time to dry the turf. If soils are 
poorly drained or areas of the lawn stay 
wet, improve the drainage. Monitor lawns 
that have automatic irrigation systems so 
that the system does not automatically 
come on every day and create an overwa-
tered environment, ideal for the disease. 
More resistant new cultivars of tall fescue 
are being introduced. 

DISEASES OF COOL-SEASON 

Fine fescue failures 
Red thread is a major disease problem 

on fine fescue. The general symptoms and 
weather conditions described under peren-
nial ryegrass pertain to fine fescue. With 
low maintenance, these turfgr asses grow 
slowly. If they're damaged by red thread, 
recovery may be slow and patches may 
linger for weeks. 

Leaf spot may occasionally occur on 

TURFGRASSES 

BROWN PATCH/RHIZOCTONIA 
BUGHT (Rhizoctonia solani) 

Susceptible Grass* 
TALL FESCUE, Ryegrass, Kentucky 
bluegrass, Fine fescue 

Temperature/Moisture (that 
encourages disease development) 
hot/wet 

Management Strategies** 
1) avoid excessive nitrogen 
2) avoid excessive watering and 
poor drainage 
3) increase air circulation; remove 
surrounding vegetation and in-
crease sunlight 

DOLLAR SPOT (Sclerotinia 
homeocarpo) 

Susceptible Grass* 
BLUEGRASS, Fine fescue, Ryegrass 

Temperature/Moisture (that 
encourages disease development) 
moderate/wet leaves and dry soil 

Management Strategies** 
1) avoid nitrogen deficiency 
2) choose resistant grass varieties 
3) water to increase growth 

GRAY LEAF SPOT (Pyricularia 
grisea) 

Susceptible Grass* 
PERENNIAL RYEGRASS, Tall fescue 

Temperature/Moisture (that 
encourages disease development) 
warm/humid; wet foliage (often a 
late summer and fall disease) 

Management Strategies** 
1) avoid stress on turfgrass, a diffi-
cult disease to manage 

2) provide adequate water, but 
avoid extending time foliage is wet 
3) avoid high fertilizer in summer 
4) reduce soil compaction 
5) young plantings of ryegrass more 
sensitive than established stands 

LEAF SPOT/MELTING OUT 
(Drechsler & Bipolaris spp.) 

Susceptible Grass* 
KENTUCKY BLUEGRASS, Fine fes-
cue, Ryegrass, Tall fescue 

Temperature/Moisture (that 
encourages disease development) 
leaf spot — cool/wet (spring/fall); 
melting out — hot, dry (summer) 

Management Strategies** 
1) raise cutting height 
2) mow frequently to avoid stress 
3) avoid excessive nitrogen 
4) avoid light frequent watering and 
prolonged wet grass 

NECROTIC RING SPOT 
(Leptosphaeria korrae) 
(previously called Fusarium Blight) 

Susceptible Grass* 
KENTUCKY BLUEGRASS, Fine 
fescue 

Temperature/Moisture (that 
encourages disease development) 
warm/extremes in soil moisture 
(fluctuating from wet to dry soils) 

Management Strategies** 
1) avoid low mowing heights 
2) reduce excessive thatch 
3) use Kentucky bluegrass and 
perennial mixtures 
4) avoid excessive watering or 
drought stress 
5) use slow-release fertilizer 

POWDERY MILDEW (Erysiphe 
graminis) 

Susceptible Grass* 
KENTUCKY BLUEGRASS, Fine 
fescue 

Temperature/Moisture (that en-
courages disease development) 
moderate/high humidity; shade 

Management Strategies** 
1) reduce shade 
2) increase air circulation by remov-
ing surrounding vegetation 
3) use resistant Kentucky bluegrass 
varieties 

PYTHIUM BLIGHT {Pythium spp.) 

Susceptible Grass* 
PERENNIAL RYEGRASS - new 
seedling plants of all types 

Temperature/Moisture (that en-
courages disease development) 
very hot/wet 

Management Strategies** 
1) improve soil drainage 
2) increase air circulation by remov-
ing surrounding vegetation 
3) avoid excess watering 
4) avoid high rates of nitrogen 

RED THREAD (Laestisaria 
fusiformis) 

Susceptible Grass* 
PERENNIAL RYEGRASS, FINE 
FESCUE (reported on all cool-season 
grasses) 

Temperature/Moisture (that en-
courages disease development) 
moderate/wet foliage 

Management Strategies** 
1) balanced fertilization program 

2) promote growth by aeration, 
watering, etc. 
3) use resistant varieties 

RUST (Puccini spp.) 

Susceptible Grass* 
PERENNIAL RYEGRASS, Kentucky 
bluegrass 

Temperature/Moisture (that en-
courages disease development) 
moderate/wet foliage; dry soil 

Management Strategies** 
1) avoid nitrogen deficiency 
2) use resistant varieties 
3) water if dry; promote growth 

SUMMER PATCH (Magnaporthe 
poae) (previously called Fusarium 
Blight) 

Susceptible Grass* 
KENTUCKY BLUEGRASS, Fine 
fescue 

Temperature/Moisture (that en-
courages disease development) 
warm/extremes in soil moisture, 
(fluctuating from wet to dry) 

Management Strategies** 
1) avoid low mowing thatch 
buildup 
2) maintain soil pH between 6 and 7 
3) frequent watering during dry 
periods to avoid heat stress 
4) use slow-release nitrogen 
5) use Kentucky bluegrass and 
perennial ryegrass mix 

*Turfgrass(es) in all capital letters, 
highest potential for severe 
problems 
**For fungicide recommendations 
check with county cooperative ex-
tension office and state Land Grant 
university in your area. 



Good w e e d control, 
but wa i t until they all^ 

demand a ra ise at once. > 

There's good. There's better. Then there's 
the best: Snapshot* herbicide. It controls 
more broadleaf weeds and grasses than any 
other preemergent herbicide. I l l species, 
to be ^xact. For up to 8 months. Without 
damaging your ornamentals. Contact your 
distributor lor more information about 
Snapshot. Or, call 
1 -800 -255 -3726 . 
You'll control weeds. 
And labor costs. 



Use the "disease triangle" 
to help you protect 
valuable ornamentals 
By J A M E S A. C H A T F I E L D 

key concept in under-
standing infectious 
diseases (those involv-
ing pathogens such as 
fungi, bacteria and 

viruses) is the disease triangle. This concept 
is simple, yet powerful. It includes: 

• a host plant susceptible to a particu-
lar disease 

• a virulent disease-causing organism 
(pathogen) 

• an environment conducive to that 
disease. 

Without all three components, infec-
tious disease will not occur. For example: 

• For many fungal diseases, the number 
of hours of leaf wetness is the key environ-
mental condition necessary for infection. 
Imagine the pathogen involved in black 
spot of rose (Diplocarpon rosae) present on 

last year's leaves,which remain on the 
ground, where black-spot susceptible roses 
are grown. Two components of the disease 
triangle are present. However, if the 
weather is dry for two months, irrigation 
water is kept off the foliage and good air 
movement is provided by pruning and 
proper plant siting, black spot will not be 
severe, because the key environmental ele-
ment — leaf wetness — is absent. 

• If apple scab fungus is abundant, it is a 
very moist spring and there is a susceptible 
crabapple such as Malus 'Radiant,' all three 
components of the disease triangle are pre-
sent and significant scab disease will occur. 
However, if the cultivar is M. 'Prairifire,' 
with excellent genetic 
resistance, scab will not 
generally occur. The 
susceptible host is the 
missing component of 
the triangle. 

All three compo-
nents of the disease 
triangle must be pre-
sent for disease to 
occur. 

Using the disease triangle to highlight 
different control strategies in these cases, 
would involve using: 

• resistant varieties 
• quarantines to exclude the pathogen 
• cultural practices to modify the envi-

ronment. 
The disease triangle concept is a power-

ful tool, not only to understand disease, 
but to think about multiple ways to con-
trol diseases. 
Case study: Rose black spot 

As an example, here are some disease 
management strategies for rose black spot 
disease, caused by Diplocarpon rosae. 

Black spot is the 
most important infec-
tious disease of roses. It 
occurs only on roses 
(Rosa spp.), and is 
widespread among 
most rose species and 
cultivars. Many hybrid 
tea roses are very sus-
ceptible. Lists of black 
spot-resistant roses 



TOP AESTHETICALLY 
RATED CRABAPPLES WITH 
THEIR SCAB RATINGS 

often are variable due to localized races of 
the pathogen. 

The round to irregular black splotches 
with fringed margins occur mostly on up-
per leaf surfaces, and defoliation of infected 
leaves is common. Repeated defoliation 
weakens plants, leading to poorer blooming 
and greater sensitivity to other stresses. 

The fungus overwinters on fallen leaves 
and diseased canes. Microscopic spores are 
then splashed to newly emerged leaf and 
stem tissue in the spring. Under ideal con-
ditions of leaf wetness, humidity and tem-
perature, the spores can germinate and in-
fect in one day, cause symptoms in four to 
five days, and produce spores that can in-
fect additional leaf, flower and cane tissue 
within 10 to 11 days. Spores can easily 
spread to new locations by air currents. 

• Strategy 1: Keep foliage dry. Plant 
roses in sunny locations to encourage dry-
ing. Avoid sites with dense surrounding 
vegetation. Avoid overhead irrigation, es-
pecially late in the day. Black spot is most 
severe with sustained rainy periods. 

• Strategy 2. Keep it neat. Remove all 
black spotted leaves from and around 
plants, throughout the season. Before win-
ter or before leaves emerge in the spring, 
remove and clean up all diseased leaves 
and remove diseased canes where possible. 

• Strategy 3. Select for resistance. In spite 
of localized races of the fungus, lists of dis-
ease-resistant varieties should always be a 
part of plant selection decisions. For these 
lists, check references such as "Pest Resis-
tant Ornamental Plants," by D.C. Smith-
Fiola of Rutgers Cooperative Extension. 

• Strategy 4: Use preventive fungicide 
sprays. Fungicide controls are not success-
ful if you don't follow cultural and sanita-
tion practices. Make applications preven-
tively, providing a protective fungicide 
barrier to kill germinating fungal spores 
landed on plant tissue. If conditions for in-
fection are present and a high level of con-
trol is desired, start preventive spray pro-
grams as soon as rose foliage emerges in the 
spring and continue throughout the sum-
mer at frequent intervals (as frequently as 
every 7-10 days in wet weather). 

Case Study: Apple scab. 
It might be tempting to look at the dis-

ease triangle and ask, "Why not just use 
disease-resistant hosts — then you need 
not worry about anything else?" First, there 
is no such thing as a completely disease-re-
sistant plant. Second, even with a single 
disease, there may be no readily available 
cultivars with good resistance (like Botrytis 
gray mold on geranium). Third, disease re-
sistance is not the only consideration when 
selecting a particular cultivar. 

At Secrest Arboretum in Wooster, OH, 
we looked at 47 crabapple selections for 
the past six years. We have a replicated, 
randomized plot rate them on a scale of 0 
to 5, with O being no scab and 5 being ex-
treme scab, defoliation complete or near 
complete. We came up with a list of eight 
crabapples with no scab. 

We also rated the crabapples monthly 
for overall aesthetics, with 1 being an ex-
ceptionally ornamental crabapple (flower, 
foliage, fruit or form at time of rating) to 5 
as an ornamentally unacceptable crabapple. 

The monthly ratings were averaged, 
and the top eight crabapples listed. Apple 
scab, with its obvious effects on foliage, 
fruit and overall aesthetics, was a factor in 
these overall ratings. 

Many of the overall, top-rated crabap-
ples did get some scab over the years and 
only one of the top eight had no scab. 
Most of the crabapples with no scab were 
not the best in terms of overall ratings, 
most being rated as less attractive than 
many of the nonscab-resistant crabapples. 
For example, 'Dolgo' was one of the worst 
in the entire plot; no scab but large, messy 
fruits which severely restrict its use as an 
ornamental. Obviously, ratings for a partic-
ular disease are only part of the story. 

The disease triangle is central, not only 
to understanding how disease occurs but 
also in how to limit its occurrence. Like a 
three-legged table, the removal of one side 
of the disease triangle will reduce the oc-
currence and severity of a disease. But, as 
always, the best way to do that is to con-
sider these factors before installation of the 
plant in the landscape. 

Crabapple Aesthetics Scab 
M. 'Molten Lava' 1.8 1.3 
M. 'Mary Potter' 2.2 1.3 
M. 'Red Jade' 2.2 1.2 
M. 'Prairifire' 2.3 0.0 
M. 'Strawberry Parfait' 2.3 0.1 
M. 'Sugar Tyme' 2.4 0.7 
M. 'Donald Wyman' 2.4 1.3 

SCAB-FREE CRABAPPLES 
WITH THEIR AESTHETIC 
RATINGS 
Crabapple Aesthetics Scab 
M. baccata 'Jackii' 2.8 0.0 
M. 'Beverly' 3.5 0.0 
M. 'Bob White' 2.9 0.0 
M. 'Dolgo' 3.9 0.0 
M. 'Prairifire' 2.3 0.0 
M. sargentii 2.8 0.0 
M. 'Silver Moon' 3.0 0.0 
M. 'White Angel' 3.2 0.0 

—James A. Chatfield is the Northeast 
District Hortaculture Specalist with 

the Ohio State University Extension. 



WE 

GUARANTEE 

TA LS TAR-

INSECTICIDES 

WORK. 
{OF C O U R S E , T H E R E ' S N O L I V I N G P R O O F . } 



T H E T A L S T A R ® M O N E Y - B A C K G U A R A N T E E . 

When you use Talstar® insecticides, we'll 

guarantee long-lasting performance 

against a broad spectrum of insects, or 

your money back. That's because Talstar® 

insecticides have the longest 

proven residual in the 

industry, providing up 

to 6 months control 

of target pests. The 

active ingredient, 

bifenthrin, is the only 

biphenyl pyrethroid 

available in the industry. And 

since bifenthrin contains no alpha-cyano 

group,Talstar* insecticides won't cause the 

skin or throat irritation experienced with 

other pyrethroids. 

Talstar® insecticides can solve your 

toughest insect problems. In and 

around buildings, on lawns and 

ornamentals, even on golf courses, 

Talstar® insecticides control a broad 

spectrum of insects and mites. 

The water-based flowable and the 

granular formulations can both be safely 

applied to sensitive turf and ornamentals 

without damage or burning. Plus, they're 

easy to handle and are odor-free 

at label rates. 

Find out more about 

our new money-

back guarantee for 

Talstar® GC Granular 

Insecticide, Talstar® GC 

Flowable Insecticide/ 

Miticide, Talstar® PL Granular 

Insecticide and Talstar® Lawn & Tree 

Flowable Insecticide/Miticide* Contact 

your FMC authorized distributor or call 

1-800-321-1FMC. 

©1999 FMC Corporation The FMC* logo and Talstar* are registered trademarks of FMC Corporation. 
'See Program Guidelines tor details. •FMC 



Award-winning landscape 

Property at a 
glance: 

Location: Boise, ID 

Staff: in-house 

Category: Government Building 
or Complex 

Year site built: Statehouse, 1905; 
Capitol Mall 1960- 1980 

Total acres maintained: 35 

Acres of turf: 12 

Acres of woody ornamentals: 5 

Acres of display beds: 2.5 

Total man-hours/week: 240 

The 1998 Grand 
Award Winner of the 
Professional Grounds 
Management Society 
for Government 
Building or Complex. 

The Idaho Statehouse and Capitol Mall is 
located in downtown Boise, and is com-
prised of 11 state government office 
buildings within a 16-block parcel. The 
statehouse construction began in 1905 

and the mall was built between 1960 and 1980. An 
historic home, Alexander House, with a formal rose 
garden and gazebo, is also part of the property. 

Visitors and employees alike enjoy touring the 
well-manicured grounds. The heavy clay soils are 
prone to compaction and are aerified three to four 
times a year and spread with gypsum. The 35-acre 
site is maintained by a six-person crew during the 
growing season. 

Idaho Statehouse 
and Capitol Mall 



management 
* ! Maintenance 

' 'M \ challenges 
- ; • cleaning up after vandalism, 

! 
» including resetting monuments 

• keeping up with the sheer vol-
- • ! ume of traffic seven days a week 

• Christmas decorating 

• maintaining numerous up-
right planters through dry season 

Project checklist 
(Completed in last two years): 

• total landscape renovation of the 
park area directly to the front of the 
Capitol 

• installation of computer-con-
trolled irrigation systems 

• installation of 2,500 feet of 
concrete edging 

• 2 full-time staff, 4 seasonal, 
1 licensed pesticide applicator 

A A formal rose garden and gazebo near the historic Alexander House. 

<4 The Idaho Statehouse in downtown Boise, Idaho. 

^ A worker sweeps debris that was left behind after edging the side-
walks. They also clean parking lots and garages with this machine. 

Editors' note: Landscape Management is the exclusive sponsor of 
the Green Star Professional Achievement Awards for outstand-
ing management of residential, commercial and institutional 
landscapes. For more information on the 1999 Awards, contact 
PGMS at 120 Cockeysville Road, Suite 104, Hunt Valley, MD; 
410/584-9754. 

LANDSCAPE 
management 



Now the most comprehensive 
Green Industry information is at 
your fingertips 24 hours a day 

(How's that for a powerful creation?) 

ADVANSTAR'S LANDSCAPE GROUP PRESENTS 

www.landscapegroup.com 
Think about it, now in-depth industry profiles, case 

studies and expert reporting are just a click of the 

mouse away. Whether you're at the office or at home on 

your desktop, you now have instant access to even more 

of the leading-edge information you get in every issue 

of Landscape Management, Golfdom, Athletic Turf 

and Turfgrass Trends. 

So log on, plug in and don't forget to bookmark 

ww.Iandscapegroup.com. 

# ADVANSTAR LANDSCAPE GROUP 
7500 Old Oak Boulevard • Cleveland, OH 44130 

http://www.landscapegroup.com


Professional Grounds 
Management Awards 1999 

We're searching for the country's Best-Maintained Landscapes 
27th Annual Professional Grounds Management Awards 

You are invited to enter 
the 27th annual main-
tenance awards pro-
gram co-sponsored by 

Landscape Management maga-
zine and the Professional 
Grounds Management Society. 

The annual Professional 
Grounds Management Awards 
Program brings national recog-
nition to grounds maintained 
with a high degree of excel-
lence. The program comple-
ments other national landscape 
award programs that recognize 
outstanding landscape design 
and construction. This program 
salutes the landscape contractor 
or grounds manager responsible 
for maintaining a well-mani-
cured landscape year-round. 

Grand and Honor Awards 
are offered in 13 categories cov-
ering all types of private, public, 
commercial and industrial land-
scapes. To qualify for entry, a 
landscape must be at least four 
years old and under continuous 
maintenance for at least two 
years. See the entry form (page 
64) for complete details of eligi-
bility, categories and awards. 

The awards 
will be pre-

sented 
during the 

Professional 
Grounds Man-

agement Society 
Annual Meeting, Nov. 15 

in Baltimore, MD. Grand 
award winners will be featured 
in Landscape Management mag-
azine. Honor award winners 
will appear in the PGMS 
Forum. 

Deadlines 
The deadline for entries is 

Aug. 6, 1999. All entries must be 
submitted to the Professional 
Grounds Management Awards, 
c/o Professional Grounds Man-
agement Society, 120 Cock-
eysville Road, Suite 104, Hunt 
Valley, MD 21030. 

Entry Categories 
1. Small site (budget under 

$80,000) 

2. Residential landscape 
3. Public works sites (includes 

parkways & intersections) 
4. Shopping area 
5. Hospital or institution 
6. Government building or 

complex 
7. Cemetery or memorial park 
8. Industrial or office park 
9. Park, recreation area or 

athletic field OR — multiple 
sites under same management 

10. School or university 
grounds OR urban universities 

11. Condominium, apart-
ment complex or planned com-
munity 

12. Hotel, motel or resort 
13. Amusement or theme 

park. 

Judging 
A distinguished panel of 

judges selected by the Profes-
sional Grounds Management So-
ciety and Landscape Manage-
ment will determine the 
winners. 

Presentation of 
Awards 

Awards will be presented 
during the annual conference 
of the Professional Grounds 
Management Society, Nov. 15. 
This meeting will be held in con-
junction with the Green Indus-
try Expo '99 in Baltimore, MD. 

Purpose 
The aims of the Professional 

Grounds Management Awards 
program are: 

• To bring national recogni-
tion to grounds manicured with 
a high degree of excellence. 

• To recognize individual 
professional efforts leading to 
high maintenance standards 
and high quality appearance of 
the landscape. 

• To challenge those respon-
sible for maintenance of 
grounds throughout the coun-
try to achieve a higher level of 
excellence. In sponsoring this 

awards program, Landscape 
Management magazine and the 
Professional Grounds Manage-
ment Society wish to extend 
their mission in promoting well-
maintained landscapes through-
out the country. 

Eligibility 
An entrant must be profes-

sionally engaged in, and re-
sponsible for, the maintenance 
of grounds described in ENTRY 
CATEGORIES. Projects for which 
an entry was submitted in a de-
sign or construction award com-
petition are eligible in the Pro-
fessional Grounds Management 
Awards program, even if the 
project won an award, because 
maintenance is the criterion 
upon which an entry is judged 
in this award program. 

Grand Award winning pro-
jects in the Professional Grounds 
Management Awards program 
are ineligible to re-enter the 
program for a period of two 
years. For example, 1997 Grand 
Award winning projects are in-
eligible until 1999. 

Any size landscape for which 
the entrant has the main re-
sponsibility for maintenance 
and beautification may be en-
tered. The amount of money in 
the landscape operating budget 
is not a criterion for judging. 
Rather, the judges will consider 
the quality, challenge and per-
formance in maintenance of the 
grounds for a period of at least 



two years, beginning at least 
two years after construction. 

Awards 
There are two classes of 

awards: Grand Awards and 
Honor Awards. Only one Grand 
Award may be presented in 
each of the categories listed. 
The judges may grant as many 
Honor Awards as they deem de-
serving, and they may decide no 
entries are deserving in a given 
category. Awards will be in the 
form of certificates mounted 
under Lucite on walnut plaques. 

How to Enter 
All entries must include: 
1. Fifteen (15) color 35mm 

slides—ten (10) showing the 
overall beauty of the total land-
scape project and five (5) show-
ing the crew at work. DO NOT 
USE 'POSED' SHOTS. Furnish a 
descriptive caption for each slide. 

2. Ten (10) 5- by 7-inch color 
prints — five (5) showing the 
overall beauty of the landscape 
and five (5) showing how the 
grounds crew works in areas 
that are difficult to maintain. 
DO NOT USE 'POSED' SHOTS. 
Label each photograph with a 
descriptive caption containing 
all pertinent information. 

Important note: Put your 
best scenes on the slides, which 
are critical to both judging and 
final banquet display. 

3. One recent photograph of 
yourself, as the person in charge, 
working in the landscape. 

4. INDIVIDUALLY LABEL all 
slides and photographs with the 

name of the entrant and the 
site. DO NOT USE TAPE to 
mount photographs and/or 
slides. Please put in plastic or 
metal mounts. 

5. Include a brief descrip-
tion of the site. 

6. All entries must contain a 
COVER LETTER releasing the 
material for publication at the 
discretion of Landscape Man-
agement magazine. All entries 
become the property of the 
sponsors and may be published 
in Landscape Management 
magazine or used for other pur-
poses the magazine deems ap-

propriate. NO ENTRY MATERIAL 
WILL BE RETURNED. 

7. Enclose a check for the 
ENTRY FEE: $125 for mem-
bers of the Professional 
Grounds Management Society 
or $180 for non-members. 

For a reduced rate of $250, 
non-members can join PGMS 
and enter the contest. There is 
not limit to the number of cate-
gories an organization may 
enter. Each entry, accompanied 
by the entry fee, must be sent in 
a separate envelope. 

8. To qualify, all elements of 
the entry must be COMPLETE in 

one mailing envelope. 
9. Submit entries to: 

Professional Grounds 
Management Awards 
c/o Professional Grounds 
Management Society 
120 Cockeysville Road, Suite 104 
Hunt Valley, MD 21030 

Call 410/584-9754 with any 
questions. 

10. Entries must be re-
ceived by Friday, August 6, 
1999. 

SEE THIS YEAR'S ENTRY 
FORM ON PAGE 64! 

How to get bragging rights 
Winning a landscape services award can have an amazing effect on your employees, your cus-

tomers and your peers. Not only is your organization recognized for high quality work, but you can 
reap additional benefits by turning that award into more business. In fact, the process of preparing 
contest materials itself is a lesson in smart marketing. 

Several industry associations sponsor awards programs to honor outstanding workmanship and 
skillful management of landscape projects ranging from single-family homes to entire institutions. Al-
though many enter, only a few win, and that is often because they provide first-class entry materials. 

WHAT JUDGES WANT 
Judges look for certain criteria in all entered projects. But most of all, they look at quality of mate-

rials, workmanship and overall appearance. Both judging panels for the Professional Grounds Man-
agement Award study the property's description, its special challenges (such as excessive use, budget 
limitations, weather conditions, complexity, etc.), slides and photographs showing it and how all 
those elements come together. 

Judges see each project's best points through: 
• Clear statements of the property's characteristics and challenges. 
• High-quality photography depicting landscapes at their best times and professional looking 

staff working on them, wearing appropriate safety gear. (Hint: A sunrise, steam coming off of a pond, 
aerial view or night lighting will add drama to your presentation.) 

• Neat and complete materials. 
• Best slides placed first and last — they will be viewed the longest in the presentation. 
• Presentations that begin positively and end with a bang. 
• Concise but specific descriptions. 
• Maintenance project close-up shots; long shots of the plant material. 
• "Worthy" projects. Some aren't especially difficult or challenging. 
• Follow instructions and enter the right category! 
Frequent winner David Frank, president of David J. Frank Landscape Contracting Inc., German-

town, Wl, said entering an awards program adds some pizzazz to a job. "Some firms that are too 
busy or choose not to participate should be encouraged to participate, and I think they're missing 
something. They're missing a chance to celebrate." 

—Kristen Constantino 



The Real Test Comes A t Sunup 
New John Deere XT-Series Trimmers are the 

ones to have your hands on when day breaks. 

Our seven new XTs are powered by high-

performance M-Series engines with intake 

silencers and low-tone mufflers for quieter 

operation. And power-to-weight ratios among 

the best in the industry. By the way, our engines 

are also EPA and CARB compliant, something 

not all manufacturers can say. 

John Deere XTs will work hard 'til sundown 

and not take it out on you. A new comfort grip 

and our protected, wide trigger control help 

take the strain off job-weary hands and arms. 

But the greatest thing about owning a John 

Deere is having access to the best parts 

delivery system in the business. In most cases, 

we can deliver emergency parts to your door 

in 24 hours or less. 

Don't wait 'til dawn to see the light. Pick up 

a new XT Series Trimmer now. For the John 

Deere dealer nearest you, call 1-800-537-8233. 

Or visit us online at www.deere.com. 

Circle No. 144 on Reader Inquiry Card Nothing Runs Like A Deere 

In A Dark Shed At 5 a.m. 
All Line Trimmers 
Perform The Same 

http://www.deere.com


Professional Grounds Management Awards 1999 
Official Entry Form and Fact Sheet 

Please PRINT CLEARLY or type the information requested below. 
Check for accuracy. This information will be used for publicity pur-
poses and awards. 
Each entry must include this completed form and entry fee: 

* PGMS members —$125 
* Combination PGMS membership and entry fee — $250 
* Non-members — $180 

Make checks payable to the Professional Grounds Management 
Society. 

SEND COMPLETE ENTRY AND FEE TO: 
Professional Grounds Management Awards 
do Professional Grounds Management Society 
120 Cockeysville Road, Suite 104 
Hunt Valley, MD 21030 
Call 410/584-9754 with any questions. 

NAME OF SITE: 
State: Entry Category #: 
Name of company or agency owning this landscape: 

Address: 
City: State: Zip: 

SIGNATURE OF THE COMPANY OR AGENCY OFFICIAL 
CONSENTING TO THIS ENTRY AND A RELEASE FOR PUBLICITY: 

Signature: 
Title: 

WHO IS RESPONSIBLE FOR MAINTAINING THIS LANDSCAPE? 
• In-house staff • Outside contractor 
Name: 
Address: 
City: State: Zip: 
Telephone ( ) 

(IMPORTANT) Year site was built: 
Years I have maintained this site: 
Total acres maintained: 
Acres of turf: 
Acres of woody ornamentals: 
Acres of display beds: 
Total paved area: 

NUMBER OF EMPLOYEES: 
Full time (year round): Seasonal: 
Other (please specify): 
Licensed pesticide applicators: 
Total man-hours per week: 

ANNUAL EXPENDITURES: 
Total budget: (Including salaries) $ 
Equipment: $ 
Chemicals and fertilizers: $ 
Seed and plant material: $ 

SPECIAL MAINTENANCE CHALLENGES: 
1. 
2. 

3. 

SPECIAL PROJECTS COMPLETED IN THE LAST 2 YEARS: 
1. 
2. 

3. 

If selected a winner, I request the name on the award to be 
(check one or both): 

• Name of entrant (name which will appear on plaque): 
(please print) 

• Name of organization or agency: 
(please print) 

IMPORTANT: Please provide the name of the person who will ac-
cept the award at the banquet: 

(please print) 

I certify that all information provided on this form and in the accom-
panying entry is accurate to the best of my knowledge. I understand 
that no materials will be returned and that all material may be used 
for publication in Landscape Management magazine or for other 
purposes deemed appropriate. 

Signature of entrant 
Date 

ENTRIES MUST BE RECEIVED BY AUGUST 6, 1999 



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. 

• disease management • nutrients 
• insect management • genetic improvement 
• irrigation • weed management • so much more in 

every issue 

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

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

o Yes! Begin my subscription to TURFGRASS TRENDS 
U.S. & CANADA o 6 Months $96 0 1 Year $180 
A L L O T H E R C O U N T R I E S O $ 2 1 0 (1 Y e a r ) 

Payable in U.S. funds drawn on a U.S. bank. 
Back issues available at $15 each, prepaid. 

O My payment enclosed. (Make checks payable to TURFGRASS TRENDS.) 

O Please Bill Me 
O Charge my subscription to: O V |SA O MasterCard O American Express 

AN ACWANSTÀR PUBLICATION 

Signature, . Date. 

Account # . Exp. Date. 

Billing Address 

City . State . Zip/Postal Code 

Fax completed form with credit card information to 218-723-9417 or 9437, or mail coupon with your payment to 
TURFGRASS TRENDS, 131 West First Street, Duluth, MN 55802-2065. 
Charges will appear on your credit card statement as Advanstar Communications Inc., 

which publishes and distributes this magazine. 

Name (please print) 

Title 

Business, 

Address _ 

City . State . Zip/Postal Code 

Country _ 

Internet/E-Mail Address 



LM R E P O R T S 

Bush Hog 762H accepts either regular or heavy-duty buckets in 9-
, 13-, 16-, 24- and 36-in. widths. Maximum reach is 9'6". 

The Lowe Model 7 hydraulic trencher adds versatility to smaller 
skid steer loaders in the 800- to 1000-lb. class. 

CAN YOU 
DIG IT? 
Trenchers and backhoes get down 
and dirty 

By C U R T H A R L E R / C o n t r i b u t i n g E d i t o r 

Whether you're installing irrigation pipe or running accent 
lighting along a pathway, use the right equipment to speed the 
job, minimize damage to surrounding turf, shorten the time to 
refill the open trench and cut down on reseeding or sodding. 

Backhoes can be compared to chain saws: best used on big 
jobs (like placing irrigation mains or digging deep, long cuts for 
drainage pipe). They can dig down farther and faster than 
other machines, but count on spending some time filling in the 
trench and hand-raking a lot of soil and stone left behind after 
the excavated ground is replaced. 

On the other hand, trenchers are like hand-saws. They 
leave a smaller cut than a backhoe and are much gentler on 
the surrounding turf. In fragile turfgrass areas or in residential 
areas where a backhoe is too noisy or too cumbersome, a 
trencher is likely to be the tool of choice. 

Mini-trenchers are like pruning shears. They can get into 
even the smallest area. Lightweight and maneuverable, they 
weigh about half the standard walk-behind trencher's 700 to 
1,000 pounds. That makes mini-trenchers super for short-run 
jobs. 

Brown Manufacturing 
800/633-8909 
www.brownmfgcorp.com 

The BedEdger F-780H Trencher is designed for defining landscape beds 
or installing plastic or steel edging, saving time up to 90% over a shovel. 
Manufactured in Ozark, AL, the BedEdger is equipped with steerable rear 
wheels and an 8-hp Honda engine. 

Circle No. 250 

Burkeen Manufacturing Co. 
800/647-9824 
www.burkeen.com 

From Olive Branch, MS, the Burkeen B-30 Combination Trencher/Vibra-
tory Plow has a 30-hp diesel engine, features a two-speed transmission, 
plow self-centering system, sod cutter, bolt-on plow blades and a lifetime 
warranty. It is equipped with a rotary boring unit for tunneling under streets 
or sidewalks; a trencher attachment for trenching in large-diameter pipe or 
opening pits for boring applications; and a rotary-boring unit for installing 

http://www.brownmfgcorp.com
http://www.burkeen.com


products, made in Cape Coral, FL, 
dig at depths ranging from 6 to 12 
in. The push-forward disc blade type 
trencher can dig 20 to 30 ft. per 
minute. The 900-lb. winch design 

The Burkeen B-30 Combination 
Trencher/Vibratory Plow 

pipe of various types up to 2 inches 
in diameter. 

Circle No. 251 

Bush Hog 
334/872-6261 
www.bushhog.com 

The Bush Hog 762H is the 
Selma, AL, company's backhoe of 
choice for landscapes, electrical con-
tractors and golf course superinten-
dents. It is designed for operator 
comfort with a walk-through design 
on the operator's platform. The 
maximum digging depth is 7'6" and 
maximum reach is 9'6". Regular and 
heavy-duty buckets are available in 
9-, 13-, 16-, 24- and 36-in. widths. 

Circle No. 252 

Ditch Witch 
800/654-6481 
www.ditchwitch.com 

The Ditch Witch Model 5700 
trencher has 57 hp and an all-hy-
drostatic design. Made by The 
Charles Machine Works Inc., Perry, 
OK, it has a 20-degree swiveling op-
erator's seat for comfort during long 
jobs. A single handle controls the 
backfill blade, with a float function 
for easier job site restoration. A new 
long-arm steerable vibratory plow 
attachment and long-arm steerable 
combo attachment add versatility 
and offset plowing capabilities. 
Trenches can be as deep as 52 in. 
Backhoe attachment can dig as 
deep as 64 in. 

Circle No. 253 

Elite Trenchers 
800/223-5468 
www.elitetrenchers.com 

Elite offers four trencher styles 
ideal for installing sprinkler systems, 
bed edging, root pruning, cable in-
stallation, telephone cable installa-
tion and golf course drainage. The 

Elite offers four trenchers. 

and roller wheel body allows the 
machine to roll up and down easier. 

Cirde No. 254 

Glenncorp Inc. 
870/239-4796 

Glenncorp's GCI-500 3-Point 
Hitch Trencher has a 3-ft. digging 
depth, a reservoir, filter system and 
PTO pump. The Paragould, AR-
based company includes a two-spool 
control valve. Standard equipment 
includes open platform, joy stick 

weight keeps it from tearing up turf. 
The 6018 can be towed on a trailer 
behind a pickup truck. 

Circle No. 256 

JCB Inc. 
888/PICK-JCB 
www.jcbna.com 

JCB's Backhoe Loader from 
Great Britain uses a new tool-carrier 
coupler. It features a two-position 
loader linkage to maximize bucket 
or pallet fork performance. Larger 
diameter loader arm pipework and 
a detent for the third valve spool 
provide power for continuous-flow 
attachments like sweepers. All of 
the models (JCB 214S, 215S and 
217S) feature the Smooth Ride Sys-
tem to eliminate front-end bounce. 
Maximum backhoe dig depths 
range from 147" to 17'3". 

Circle No. 257 

John Deere 
800/537-8233 
www.deere.com 

John Deere's 47 and 48 Back-
hoes, when teamed with a John 
Deere 4000 series tractor, create an 
enhanced digging force with faster 

controls, outrigger guides, cush-
ioned seat, replaceable bushings and 
160-degree rotation. Digging depths 
range from 6 ft. to 12 ft. 

Circle No. 255 

Ingersoll Equipment Co. Inc. 
920/582-5000 
www.ingersoll-inc.com 

Ingersoll's 6018 LBH Loader 
Backhoe,from Winneconne, Wl, 
features power steering, single-lever 
shifting for forward and reverse, 
speed control with a right-mounted 
foot pedal and single lever control 
of the swing and boom. The lower 

cycling times. The Rockshaft Assist 
(RSA) mounting system uses tractor 
power to speed backhoe hookup 
which can be attached without 
tools or leaving the tractor seat. The 
control valve is mounted low so the 
console is narrow at the top for bet-
ter visibility. Digging depth ranges 
from 7'6" to 8'6", depending on 
the model. The product is manufac-
tured in Augusta, GA. 

Circle No. 258 

Kubota Tractor Corporation 
888/4KUBOTA ext. 900 

The Kubota B21 Tractor com-

bines power and compact size with 
the Kubota Backhoe Attachment. 
The two Japanese-made products 
together can dig to 9.2 ft. The four-
point, quick-attach mounting sys-
tem with reinforced frame provides 
worry-free backhoe operation when 
elevated by stabilizers. The B5550 
Trencher, designed for use with the 
B21, operates quietly and digs to 3 
ft. deep and from 3 to 12 in. wide. 
It has 11 trench size combinations 
with rapidly changeable boom and 
digging chain lengths. The gear box, 
rated at 20 hp, is easily accessible 
for normal service requirements. 

Circle No. 259 

Little Beaver, Inc. 
409/327-3121 
www. I ittlebeaver.com 

The Kwik-Trench Earth Saw is a 
portable trencher for residential 
sprinkler systems, cable TV, satellite 
dish drops, electrical, plumbing, 
telephone, gas lines, landscape edg-
ing, drainage lines and root pruning. 
It is easy to load and all rotating 
parts are shielded. The product is 
made in Livingston, TX. 

Circle No. 260 

Lowe Manufacturing Co. 
888/DIG-LOWE 
www.loweman.com 

The Lowe Model 7 hydraulic 
trencher is an economical and solid 
basic trencher attachment for most 
models of skid steer loaders. Made 
in Readstown, Wl, this unit adds 
versatility to smaller skid steer load-
ers in the 800- to 1,000-lb. class. In-
cluded are a 34,000-lb. digging 
chain, a removable spoil auger and 
seal bearings in the nose. Model 7 
has a 3,000-psi continuous operat-
ing pressure capability. Model 21C 
trenching attachment is designed 
for larger skid loaders and hydraulic 
flows between 13 and 25 gallons 
per minute. It has a 50,000-lb. anti-
back flex digging chain. 

Circle No. 261 

Melroe Ingersoll-Rand 
701/241-8700 
www.bobcat.com 

The Bobcat 607 Backhoe At-
tachment has a digging depth of 
nearly 8 feet and operates with 
Bobcat 751, 753, 763, 773 and 863 
Skid Steer Loaders. It has a single 
bucket mounting position for 
straight wall and power digging. 
Standard 6-inch curb clearance and 

Glenncorp's GCI-500 3-Point Hitch Trencher can dig three feet. 

http://www.bushhog.com
http://www.ditchwitch.com
http://www.elitetrenchers.com
http://www.jcbna.com
http://www.deere.com
http://www.ingersoll-inc.com
http://www.loweman.com
http://www.bobcat.com


The Landscape 
Management 

Handbook 
Thie best single-source reference containing 

the most current and comprehensive information 
on the basics ofturfgrass and landscape 

management available today! 

edited by 
William E. Knoop 

125 pages, softcover 
Item #LSMB830 

$2495 

Provides an overall 
understanding of turf 
and landscape care and 
management and covers 
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.landscapegmup.com 

ADVANSTAR MARKETING SERVICES 
Customer Scrvice Dept. • 131 W. 1st 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 to change. CODE: 950574 

> L M REPORTS 

Toro SiteWork Systems with backhoe 

the optional vertical sta-
bilizers are ideal for 
working in tight areas. 
The Bobcat LT204 
Trencher Attachment for 
700- and 800-size Skid 
Steer Loaders is made 
for light to medium jobs, 
has digging depths from 
2 to 4 feet and features 
hydraulic side shift capa-
bility to trench close to 
buildings or fences. 

Circle No. 262 

Steiner Turf Equipment Inc. 
330/828-0200 
www.steinerturf.com 

The Steiner Trencher TH300 fea-
tures a visible depth indicator, vari-
able depth control, and quick chain 
tension adjustment. The product, 
made in Dalton, OH, has a debris-
free trench with a crumb scraper, a 
front mount and a quick hitch. The 
TH300 also has a heat-treated car-
bide tip chain. It attaches to a 
Steiner tractor. 

Circle No. 263 

Thomas Equipment Ltd. 
800/561-5623 
www.thomasloaders.com 

The BH108 Side Shift Backhoe 
Attachment has a narrow profile, a 
vertical stabilizer design and side 
shift capability, for work close to 
walls and obstructions. It offers inter-
nal or external control systems. Inter-
nal controls allow you to sit inside 
the loader cab, out of the weather 
and controls have easy access and 
flip up and out of the way allowing 
easy entry and exit from the loader 
cab. External control provides visibil-
ity to the full 8.5 ft. digging depth. 

Circle No. 264 

Toro 
800/476-9673 
www.toro.com 

Toro SiteWork Systems includes 
the Dingo compact utility loader 
and more than 35 attachments in-
cluding a trencher and backhoe. 
The Bloomington, MN, company's 
Dingo is 42-in. wide, and fits 
through four-foot gateways allow-
ing it to take hydraulic power to 
areas previously open only to hand 
labor. The trencher attachment digs 
trenches up to 3 ft. deep and up to 
12 in. wide. 

Circle No. 265 

Vermeer Manufacturing 
Company 
888/VERMEER 
www.vermeer.com 

Vermeer's V-8550A Hydrostatic 
Trencher/Plow has a 90-hp Cum-
mins engine, a backfill blade with a 
floating position and patented creep 
override in forward and reverse. 
Made in Pella, IA, the V-8550A fea-
tures higher torque curve and im-
proved performance. An enclosed 
wet disc service and parking brake 
automatically apply when the en-
gine stops and an operator presence 
system shuts down the machine 
when the operator leaves the seat. 

Circle No. 266 

Woods Equipment Company 
800/289-3067 
www.woodsonline.com 

Woods Groundbreaker Back-
hoes are available in 6.5-, 7.5- and 
9-ft. digging depths. The products, 
manufactured in Rockford, IL, are 
available for three-point mounting 
on tractors ranging from 15 to 70 
hp. They also mount on most skid 
steer machines. Subframe kits allow 
easy mounting of the Ground-
breaker series on more than 50 
compact tractor models. 

Circle No. 267 

Yazoo Kees Inc. 
800/723-9496 
www.yazookees.com 

Yazoo Kees, Jackson, MS, has 
improved the Millennium Series Dig-
It TLB (tractor/loader/backhoe) mod-
els: the Dominator M2208, Domina-
tor Diesel M2208D and the Tiger 
M2008. Dominators have a 22-hp 
Kohler Command PRO TM or a 21-
hp Kohler D722-E diesel engine. The 
Tiger comes with a 20-hp Kohler 
Command engine. 

Circle No. 268 

http://www.landscapegmup.com
http://www.steinerturf.com
http://www.thomasloaders.com
http://www.toro.com
http://www.vermeer.com
http://www.woodsonline.com
http://www.yazookees.com
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management 
May 1999 
This card is void after July 15, 1999 

NAME (please print) 
TITLE 
FIRM 
ADDRESS 
CITY _STATE. _ZIP_ 
P H O N E ( _ 
INTERNET/E-MAIL ADDRESS . 

J - _FAX(_ 

I would l ike to receive (cont inue receiving) LANDSCAPE MANAGEMENT free each month: O Yes O no 

Signature: Date: 

Fill in ovals as shown: • 
1 My primary business at this location it: (fill in ONE only) 
CONTRACTORS/SERVICE COMPANIES 
02 O 255 Landscape Contractors (installation and maintenance) 
03 O 260 Lawn Care Service Companies 
04 O 265 Custom Chemical Applicators 
05 O 270 Tree Service Companies/Arborists 
06 O 275 Landscape Architects 
07 O 280 Land Reclamation and Erosion Control 
08 O 285 Irrigation Contractors 

C Other Contractors/ Service Companies (please specify) 
INSTITUTIONAL FACILITIES 
09 O 290 Sports Complexes 
10 O 295 Parks 
11 O 300 Right-of-Way Maintenance tor Highways. Railroads or Utilities 
12 O 305 Schools. Colleges Universities 
13 O 310 Industrial or Office Parks/Plants 
14 O 315 Shopping Centers Plazas or Malls 
15 O 320 Private/Public Estates or Museums 
16 O 325 Condomimums/Apartments/Housing Developments/Hotels/Resorts 
17 O 330 Cemeteries/Memorial Gardens 
18 O 335 Hospitals/Health Care Institutions 
19 O 340 Military Installations or Prisons 
20 O 345 Airports 
21 O 350 Multiple Government/Municipal Facilities 

O Other Groundscare (please specify)_ 
SUPPLIERS AND CONSULTANTS 
22 O 355 Extension Agents/Consultants for Horticulture 
23 O 360 Sod Growers Turf Seed Growers & Nurseries 
24 O 365 Dealers, Distributors, Formulators & Brokers 
25 O 370 Manufacturers 

O Other (please specify) 
2. Which of the following best describes your title? (fill in ONE only) 
26 O 10 Executive/Administrator - President, Owner, Partner, Director, General Manager, 

Chairman of the Board. Purchasing Agent. Director of Physical Plant 
27 O 20 Manager/Superintendent - Arborist. Architect. Landscape/Grounds Manager, 

Superintendent. Foreman, Supervisor 
28 O 30 Government Official - Government Commissioner, Agent. Other Government Official 
29 O 40 Specialist - Forester, Consultant. Agronomist. Pilot, Instructor, Researcher, 

Horticulturist. Certified Specialist 
30 O 50 Other Titled and Non-Titled Personnel (please specify) 

3. SERVICES PERFORMED (fill in ALL that apply) 
40 O A Mowing 45 O F Turf Fertilization 
410 B Turf Insect Control 46 O G Turf Disease Control 
42 O C Tree Care 47 O H Ornamental Care 
43 O D Turf Aeration 48 O l Landscape Design 
44 O E Irrigation Services 49 O J Turf Weed Control 

AN ACWANSTAR * PUBLICATION 
996 Advanstar Cofranuraubom Ine AN rights rtticvid 

50 O K Paving. Deck & Patio Installation 
51 O L Pond/Lake Care 
52 O M Landscape Installation 
53 O N Snow Removal 
54 O 0 Other (please specify) 

4a. Do you 
75 

purchase or influence the selection of landscape products? 
Yes 76 O No 

4b. If yes, check which products you buy or specify: (fill in ALL that a; 
55 O l Aerators 
56 O 2 Blowers 
57 O 3 Chain Saws 

62 O 8 Herbicides 
63 O 9 Insecticides 
64 O 10 Line Trimmers 

58 O 4 Chipper-Shredders 65 O 11 Mowers 

15 Sweepers 
70 O 16 Tractors 
71 O 17 Truck Trailers/Attachments 
72 O 18 Trucks 

59 O 5 De-icers 66 Q12 Snow Removal Equipment 73 O 19 Turfseed 
60 O 6 Fertilizers 67 O 13 Sprayers 74 O 20 Utility Vehicles 
61 O 7 Fungicides 68 0 1 4 Spreaders 
5. Do you have Internet Access? 77 O A Yes 78 O B No 

5a. If so. how often do you use it? 
79 O A Daily B0 O B Weekly 81 O C Monthly 82 O D Occasionally 

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

BUSINESS REPLY MAIL 
FIRST-CLASS MAIL PERMIT NO 950 PITTSFIELD MA 

NO POSTAGE 
NECESSARY 

IF MAILED 
IN THE 

UNITED STATES 

POSTAGE WILL BE PAID BY ADDRESSEE 

management 
ADVANSTAR COMMUNICATIONS INC 
PO BOX 5054 
PITTSFIELD MA 01203-9697 
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NO POSTAGE 
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ADVANSTAR COMMUNICATIONS INC 
PO BOX 5054 
PITTSFIELD MA 01203-9697 

May 1999 
This card is void after July 15, 1999 

NAME (please print) 
TITLE 
FIRM 
ADDRESS 
CITY 
PHONE (__ 

.STATE. . Z I P . 
J - _FAX (_ 

INTERNET/E-MAIL ADDRESS 
I would like to receive (continue receiving) LANDSCAPE MANAGEMENT free each month: O Yes O no 
Signature: Date: 

pFill in ovals as shown: • 
1. My primary business at this location is: (fill In ONE only) 
CONTRACTORS/SERVICE COMPANIES 
02 O 255 Landscape Contractors (installation and maintenance) 
03 O 260 Lawn Care Service Companies 
04 O 265 Custom Chemical Applicators 
05 O 270 Tree Service Companies/Arborists 
06 O 275 Landscape Architects 
07 O 280 Land Reclamation and Erosion Control 
08 O 285 Irrigation Contractors 

O Other Contractors/ Service Companies (please specify) 
INSTITUTIONAL FACILITIES 
09 O 290 Sports Complexes 
10 O 295 Parks 
11 O 300 Right-of-way Maintenance for Highways, Railroads or Utilities 
12 O 305 Schools, Colleges, Universities 
13 O 310 Industrial or Office Parks/Plants 
14 O 315 Shopping Centers, Plazas or Malls 
15 O 320 Private/Public Estates or Museums 
16 O 325 Condominiums/Apartments/Housing Developments/Hotels/Resorts 
17 O 330 Cemeteries/Memorial Gardens 
18 O 335 Hospitals/Health Care Institutions 
19 O 340 Military Installations or Prisons 
20 O 345 Airports 
21 O 350 Multiple Government/Municipal Facilities 

O Other Groundscare (please specify) 
SUPPLIERS AND CONSULTANTS 
22 O 355 Extension Agents/Consultants for Horticulture 
23 O 360 Sod Growers, Turf Seed Growers & Nurseries 
24 O 365 Dealers. Distributors, Formulators & Brokers 
25 O 370 Manufacturers 

O Other (please specify) 
2. Which of the following best describes your title? (fill in ONE only) 
26 O 10 Executive/Administrator - President, Owner, Partner, Director, General Manager, 

Chairman of the Board, Purchasing Agent, Director of Physical Plant 
27 O 20 Manager/Superintendent - Arborist, Architect, Landscape/Grounds Manager. 

Superintendent, Foreman, Supervisor 
28 O 30 Government Official - Government Commissioner, Agent, Other Government Official 
29 O 40 Specialist - Forester, Consultant, Agronomist, Pilot, Instructor. Researcher 

Horticulturist. Certified Specialist 
30 O 50 Other Titled and Non-Titled Personnel (please specify) 

3. SERVICES PERFORMED (fill in ALL that apply) 
40 O A Mowing 45 O F Turf Fertilization 
4 1 0 B Turf Insect Control 46 O G Turf Disease Control 
42 O C Tree Care 47 O H Ornamental Care 
430D Turf Aeration 48 O I Landscape Design 
44 O E Irrigation Services 49 O J Turf Weed Control 

AN ADVANSTAR • PUBLICATION 
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aving Decl 
51 O L Pond/Lake Care 
52 C M Landscape Installation 
53 O N Snow Removal 
54 O 0 Other (please specify)_ 

81 O C Monthly 82 O D Occasionally 

4a. Do you specify, purchase or influence the selection of landscape products? 
75 O Yes 76 O No 

4b. If yes, check which products you buy or specify: (fill in ALL that apply) 
55 0 1 Aerators 62 O 8 Herbicides 69 O 15 Sweepers 
56 O 2 Blowers 63 O 9 Insecticides 70 0 1 6 Tractors 
57 O 3 Chain Saws 64 0 10 Line Trimmers 71 0 17 Truck Trailers/Attachments 
58 O 4 Chipper-Shredders 65 0 1 1 Mowers 72 0 1 8 Trucks 
59 O 5 De-icers 66 O 12 Snow Removal Equipment 73 O 19 Turfseed 
60 O 6 Fertilizers 67 O 13 Sprayers 74 O 20 Utility Vehicles 
61 O 7 Fungicides 68 O 14 Spreaders 
5. Do you have Internet Access? 77 O A Yes 78 O B No 

5a. If so, how often do you use it? 
79OA Daily 8 0 O B Weekly 

101 113 125 137 149 161 173 185 197 209 221 233 245 257 269 281 293 305 
102 114 126 138 150 162 174 186 198 210 222 234 246 258 270 282 294 306 
103 115 127 139 151 163 175 187 199 211 223 235 247 259 271 283 295 307 
104 116 128 140 152 164 176 188 200 212 224 236 248 260 272 284 296 308 
105 117 129 141 153 165 177 189 201 213 225 237 249 261 273 285 297 309 
106 118 130 142 154 166 178 190 202 214 226 238 250 262 274 286 298 310 
107 119 131 143 155 167 179 191 203 215 227 239 251 263 275 287 299 311 
108 120 132 144 156 168 180 192 204 216 228 240 252 264 276 288 300 312 
109 121 133 145 157 169 181 193 205 217 229 241 253 265 277 289 301 313 ; 

110 122 134 146 158 170 182 194 206 218 230 242 254 266 278 290 302 314 
111 123 135 147 159 171' 183 195 207 219 231 243 255 267 279 291 303 315 
112 124 136 148 160 172 184 196 208 220 232 244 256 268 280 292 304 316[2] 



S U P P L I E R S CORNER 

AgriBioTech Inc., named 
Tony Blum to the newly cre-
ated position of Vice President, 
Director of Communications, 
Planning and Development. 
Blum was formerly Director, 
Planning and Development. 

Aimcor, manufacturer of Tur-
face® Sports Field Conditioner 
and Profile™ porous ceramic 
conditioners, is now Profile 
Products LLC. 

Bayer has a new website for 
turf and ornamental questions: 
www.protect-your-turf. com 

Century Rain A id purchased 
Rain Control, a Midwest dis-

tributor of irrigation equip-
ment. This expands the range 
of products, geographic diver-
sity, locations and delivery ser-
vices and increases technical 
expertise and product support. 

G row th Products has added 
Patrick Carney, CGCS, as a tech-
nical sales representative. His 
sales territory includes KY, IN, 
IL, IA, W l and MN. 

Bill Gonyea was named man-
ager of customer service by 
Harmony Products Inc. 

Joe Ernst was named director 
of commercial sales and tech-
nical services for Howard 

Johnson's Enterprises Inc. 
The company also named Jerry 
Schroeder territory manager 
for its Western Region. 

Tom Childers was promoted to 
Eastern regional sales manager 
for Irritrol Systems. Childers 
will implement sales programs 
and promotions in states west 
of the Mississippi River. 

Lesco opened a new 90,000-
sq.-ft. fertilizer production fa-
cility in Sebring, FL, which in-
corporates the most advanced 
quality control methods and is 
producing standard and mini-
size fertilizers and combination 
products. 

The Maryland branch of Lofts 
Seed is relocating to Savage, 
MD, to accommodate produc-
tion and distribution needs for 
the mid-Atlantic states and fu-
ture growth. This is a com-
bined operation of Seed Cor-
poration of America and Lofts 
Seeds Maryland branch. 

Pursell Technologies is ex-
panding its plant in Sylacauga, 
AL, to keep up with increased 
demand for such products as 
POLYON® fertilizer coating 
technology. 

Seed Research of Oregon 
has a new office/warehouse fa-
cility in Glendale, AZ, to serve 
as a central office and to en-
hance the Arizona operation's 
shipping, receiving and ware-
housing abilities. 

James A. Wier was named 
president and chief operating 
officer of Simplicity Manu-
facturing Inc. 

Stihl was the first platinum 
sponsor ($10,000 and above) 
of the Equipment and Engine 
Training Council (EETC) and 
challenges all other power 
equipment manufacturers to 
also support the EETC finan-
cially. 

Harold C. Pinto has been 
named managing director of 
Textron Turf Care & Spe-
cialty Products - Europe. He 
is responsible for manufactur-
ing operations and sales facili-
ties in England, Germany, 
France, Italy and Australia. Pre-
viously, Pinto was senior vice 
president of sales and market-
ing at Textron Turf Care & Spe-
cialty Products - Americas. LM 

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

SOIL AND PLANT ANALYSIS LABORATORY REGISTRY... for the United States and Canada 
provides up-to-date information about public and private laboratory services: name, 
address, telephone and fax numbers, contact person, analytical services provided (soil 
testing, plant analysis and water analysis) and sampling and consulting services. From 
CRC Press for $49.95 plus S&H, 2000 NW Corporate Blvd., Boca Raton, FL, 33431-
9868, 800/272-7737 or www.crcpress.com 

SAFETY PRODUCTS CATALOG... from Compliance Safety Inc. has virtually every work 
protection need, including body, face/eye, respiratory, ears, hand and foot. Products 
range from hand cleaners, decontamination, pesticide safety kits, first aid, signs, spill 
response/sorbants, chemical storage, grounds maintenance, ergonomics, heat stress, 
falls, emergency preparedness, sunscreen and repellents as well as training and refer-
ence materials. Contact 800/340-3413, fax 800/304-9857 or email WPSplace@aol.com 

ALTERNATIVE TO WOODEN BULKHEADS... can be seen in a videotape from Crane Plastics 
Company about its C-LOC® engineered vinyl sheet piling, an erosion control product 
that replaces conventional bulkhead materials. For a copy of the video contact Robyn 
Snider, Crane Plastics Company, 800/690-2562. 

EQUIPMENT CATALOG... from Husqvarna shows the full product line of lawn and garden 
equipment for 1999 and includes safety equipment, information about association 
sponsorships and chainsaw safety tips. For a copy of the catalog call 800/HUSKY 62. 

LIGHT UP YOUR LIFE... with the 1999 NightLife Landscape Lighting catalog from Hadco. 
The catalog includes all the information needed to design and specify a complete land-
scape lighting installation. Call Hadco at 717/359-7131 or www.hadcolighting.com 

http://www.protect-your-turf
http://www.crcpress.com
mailto:WPSplace@aol.com
http://www.hadcolighting.com


PRODUCT R E V I E W 

Inject dry materials 
The Land Pride DryJect™ injects high volumes of dry material 

into the soil, combining aeration, amending and topdressing in a 
single pass. You can aerate and inject up to 8 cu. ft. of amend-
ment per 1,000 sq. ft., at 10,000 sq. ft. per hour. Injection depth 
can be adjusted from 2 to 10 inches with spacing from 2 to 8 
inches. The DryJect is ideal for high-efficiency subsurface injection 
of liquid or dry fungicides, biological products, insecticides and 
amendments. 

The aerator is powered by a 4-cyde, air-cooled Kohler engine 
with 13-hp and has an electric start. Speed control is adjustable by 
hand control in both forward and reverse and it has a disc-type 
parking brake. For more information contact Advanced Agro 
Technologies, Inc. at 800/270-TURF, www.dryject.com or 

Circle No. 269 

Mole and gopher chaser 
R.J. Advantage, Inc. has added ReJeX-iT 

Mole and Gopher Chaser to its line of prod-
ucts for controlling nuisance animals. It uses 
castor oil as the active ingredient, combined 
with an agent for deep soil penetration. It is 
easy to use and lasts up to 60 days. One 
quart will cover 10,000 sq. ft. 

Other ReJeX-iT products include AG-
36 for repelling Canada geese and other nui-
sance birds from turf areas; TP-40 for spray-
ing on impoundments, decorative ponds or 
temporary pools of water; and TP-40 (com-
mercial fogging use) for repelling birds from 
roosting sites or other areas. For more infor-
mation contact R.J. Advantage, Inc. at 
800/423-2473 or 

Pinpoint approved for 
broadcast applications 

Pinpoint® 15 Granular Insecticide, a granular 
Orthene® with lower odor, has been approved for use as 
a broadcast treatment. The Valent product provides true 
systemic action and up to four weeks of control. The 
granules dissolve quickly with no visible residue and areas 
treated with Pinpoint can be re-entered immediately. For 
more information contact Valent Professional Products at 
800/89-VALENT, www.vcdent.com or 

Circle No. 271 

Smooth Air Ride sulky 
Tru-Cut Lawnmowers presents the ultimate sulky, the 

Air Ride. The large air shocks make for a smooth ride, never 
on hard wheels and easy on your knees. Dual wheels provide 
a stable ride and the wide track means less lines on the turf. 

The sulky can be dis-
connected quickly 
with one pin and the 
adjustable hitch al-
lows it to be attached 
to almost any brand 
of equipment. For 
more information 
contact Jack Ball at 
323/258-4135, fax 
323/258-3376 or 

Circle No. 272 

Little Wonder blowers continue to improve 

Circle No. 273 

Circle No. 270 

Little Wonder High-Output blowers now feature a strengthened back panel 
with deeper ribs to cut down on vibration and commercial grade 5 hardware for 
longer, trouble-free performance. A safety 
guard has been added to the patented dis-
charge chute to meet stringent standards. 

The line of blowers includes nine differ-
ent models ranging from 5 to 11 hp. An op-
tional 10-in. diameter intake hose and either 
a disposal bag or a 20-ft. discharge hose al-
lows the Little Wonders to be adapted for 
vacuuming use. For more information con-
tact David Navroth at 215/357-5110 or 

http://www.dryject.com
http://www.vcdent.com


Back pack blowers 
The new 155BT back pack blower from Husqvarna is quiet lightweight 

and powerful. Powered by a 49-cc engine and a maximum air velocity of 183 
mph, it is ideal for landscape contractors and grounds management crews. 

The blower has a lightweight frame, lower vibrations design, 
quick adjust straps and a unique hip/waist sup-

port to stabilize the 
blower and reduce 

weight on the shoulders. The 
throttle is designed for control and lighter weight with 

a pistol-grip handle mounted on the tube. For more information contact 
Husqvarna Forest & Garden Co. at 800/HUSKY-62, www.husqvarna.com or 

Circle No. 274 

Bayer improves mini-drum packaging 
The packaging for Bayleton® Fungicide and Merit® Insecticide has 

an added feature to improve the integrity of the mini-drum packaging. 
Water-soluble packets that come in the mini-drum are now enclosed in 
protective bubblebags for added protection. For more information call 
816/242-4749 or 

Circle No. 275 

Cut closer, use less power 

The new Model 914A midmount, rear-discharge 
mower for New Holland Boomer™ tractors, in 60-
and 72-in. cutting widths, mulches grass clippings to 
avoid the need for raking or clipping disposal. In ad-
dition to excellent mulching action, other features in-
clude a lower power requirement and — since there 
is no side discharge chute — the operator can trim 
close to trees and other obstructions from either side, 

and the clip-
pings aren't 
blown out over 
driveways and 
walks. For 
more informa-
tion contact 
New Holland 
at 717/355-
1371 or 

Circle No. 276 

Team Turfco 

http://www.husqvarna.com


Rob McCoy, Lawn Tech 
Custom Care, Chadds Ford, PA 

FREE VIDEO 800.346.2001 
Mfg. by Perma-Green Supreme 
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Events 
JUNE 

3 Pruning Trees & Ornamentals 
University of Massachusetts, Am-
herst, MA; 413/545-0895 

10-1: Snow & Ice Symposium 
Airport Marriot Hotel, Pittsburgh, 
PA; 814/456-9550 

11 Trees & Utilities Seminar 
Charlotte, NC; National Arbor Day 
Foundation, 402/474-5655 

15 Turf Seed Annual Field Day 
Pure Seed Testing Research Facility, 
Rolesville, NC; 919/556-0146 

15 Tree Hazard Evaluation Work-
shop UCR Extension Center, 
University of California, Riverside; 
909/787-5804; wunv.unex.ucr.edu 

18 Pennington/Seeds West Interna-
tional Warm-Season Turfgrass Re-
search Tour Seeds West Arizona Re-
search Facility, Maricopa, AZ; 
520/783-2050 

25 Selecting« Planting and Maintain-
ing Trees to Save Money, Time and 
Effort UCR Extension Center, Univer-
sity of California, Riverside; 909/787-
5804; www.unex.ucr.edu 

JUIY 

1 ALCA Landscape Contribution 
Awards deadline ALCA, 800/395-
2522; www.alca.org 

13-15 Turf & Landscape Field Days 
Virginia Tech Campus, Blacksburg, 
VA; 504/231-5897 

19-20 PLCAA Legislative Day on 
the Hill & Arlington Renewal and 
Remembrance Project Holiday Inn 
Capitol, Washington, DC; PLCAA, 
800/458-3466; www.plcaa.org 

21-2: Turfgrass Producers Interna-
tional Summer Convention & Field 
Days East Lansing Holiday Inn, MI; 
847/705-9898; www.turfgrasssod.org 

23 Conference on Woody Plants 
for the Landscape & Garden Center 
Industries The Lang Performing Arts 
Center, Swarthmore College, Swarth-
more, PA; Longwood Gardens, 
610/388-1000x516 

23-2! Masters in Management for 
the Landscape Industry Seminar 
Hilton Chicago O'Hare Airport; 
ALCA, 800/395-2522; www.alca.org 

24-2< International Lawn, Garden 
& Power Equipment Expo Kentucky 
Exposition Center, Louisville, KY; 
502/562-1962; EXPO.mow.org 

26-3' Perennial Plant Assn. Sympo-
sium Lansing, MI; 614/771-8431; 
www.perennialplants.org 

27 Midwest Regional Turf Field 
Day West Lafayette, IN; 765/494-
8039; www.purdue.edu 

27-2Í Penn Allied Nursery Trade 
Show Fort Washington Expo Center, 
Fort Washington, PA; 717/238-1673; 
www.pantshow.com 

1-4 International Society of Arbori-
culture Conference Stamford, CT; 
217/355-9411; www.ag.uiuc.edu/~isa 

6 Landscape Management /PGMS 
Grounds Management Awards 
Deadline Professional Grounds Man-
agement Society, 410/584-9754; 
www.pgms.org 

6-fi TAN-MISSLARK Nursery, Gar-
den, Landscape Supply Show 
Dallas Convention Center, Houston; 
Texas Assn.of Nurserymen,800/880-
0343; www.growzone.com 

7-9 Southern Nursery Assn. World 
Showcase of Horticulture Georgia 
World Congress Center, Atlanta; 
770/973-9026; www.sna.com 

8-11 Soil & Water Conservation So-
ciety Annual Conference Biloxi, MS; 
515/289-2331; www.swcs.org 

10-1:? Florida Turfgrass Assoc. Con-
ference & Show, O 'Connel l Center, 
Gainesville; 800/882-6721 LM 

http://www.unex.ucr.edu
http://www.alca.org
http://www.plcaa.org
http://www.turfgrasssod.org
http://www.alca.org
http://www.perennialplants.org
http://www.purdue.edu
http://www.pantshow.com
http://www.ag.uiuc.edu/~isa
http://www.pgms.org
http://www.growzone.com
http://www.sna.com
http://www.swcs.org


rsn 

The new approach 
designed for grounds managers. 

• Precise Control! On/off switch allows »Reduce Labor! Minimize the time 
regulating of mulch flow from vehicle, and backbreaking work of distributing 

. Versatile! Easily attaches to tractors m u l c h i n 9 m a t e n a l s bV wheelbarrow, 
with 3-point hitches, popular front mount • Simple ! Hi-torque electric motor easily 
commercial mowers, or tow vehicles, plugs into vehicle's electrical system. 

TOLL FREE 1 •888•693•2638 

Circle No. 143 

MASCO 
S W E E P E R S 

MODEL 1600 
PARKING LOT SWEEPER 

Start A Parking Lot Sweeping Business! 
Free info on how to start a sweeping business. 

8 0 0 - 3 4 5 - 1 2 4 6 
w w w . m a s c o s w e e p e r . c o m 

LOW 
J H H H H 

INTRODUCING T H E ALL N E W P V - I I 
T H E S W E E P E R S A L T E R N A T I V E 

AA-TACH 
S P E C I A L I Z E D E Q U I P M E N T 

The PV-II 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 $ 1 ^ 9 0 0 — 
• Polyethylene Construction 
• Rust Free Hopper + TAX/DELIVERY 

1-888-922-8224 
Circle No. 140 

LTIMATE 
(ir i/ìic/e SULKY 

LU 
O < 

Make the change to 

. fii< f / t u / e 
it's worth it! 
• Ride on air never hard wheels 
• Fatigue free save your knees 
• Quickly disconnects uses 1 pin 
• Adjustable hitch service all operators 
• Wide track less lines 
• Dual wheels stable ride 

TRUCUT 
323-258-4135 phone 
323-258-3376 fax 
Los Angeles, CA 

http://www.mascosweeper.com


M A R K E T S H O W C A S E 

F O R SALE 

Radius® 
by Motorola 

N E W ! 
UHF460 • VHF150 • L o w Band 

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

Talk t« inytmfv trim anywhere 
•ntfie ceurse erlebr 

| Hand Helds from $155.00 
Mobiles from $278.00 

-Full Year Warranty-

CALL 800-231-0103 

SAVE! 
Tire Changers For Small Wheels 

Grounds Maintenance Equipment 
www.wikco .com 
Or Call 800-872-8864 

^ • Wucco INDUSTRIES. INC. • • 
4930 N S7th St., Lincoln, Nm. 68507 

Let Your Classified Ad 

S T N D O T 
From The Crowd! Try the Impact of 

Color!Contact Cindy Moran 
800-225-4569 ext'. 627; 

440-891-2627; 
Fax 440-826-2865; 

or Email cmoran(fradvanstar.com 

SUPER TOUGH 
STEEL BUILDINGS 

Perfect for use as a 
landscaping business location. 
• 20 year roof & wall warranty 
• Plenty of room for storage & a workshop 

1 - 8 0 0 - 7 1 3 - 8 4 2 1 EXT 7 5 

MISCELLANEOUS 

40 x 6 0 x 12 
I g $7,523 

BoH Together All Steel 
,nd A Brochure. 

Build It Yourself And Seve 10.000 Size«. 
Buildings. Call Today For A Price Quote Ai 
HERITAGE BUILDING SYSTEMS 

800-643-5555 
w w w . m c t a I b I ( I H . c o i n 

Put the Power of 
Direct Marketing 

to Work for You! 

P D i r e c t Mai l List; Use the 
Landscape Management targeted list to 
mail, phone or fax to over 50,000 highly 
responsive decision makers in the land-
scape industry! 
Target your message according to your 
specific needs...demographic selects are 
available—our data is also available for 
database enhancement or overlay. 

For List counts and pricing contact: 
• Joe Gilliam 

440-891-2773 or 888-RENTLIST 

The Landscape 
Management rapid response card deck 
is another cost efficient direct marketing 
tool. Use this deck to introduce new 
products, test products and markets, 
and direct prospects to your website. 

For Card Deck details contact: 
Jim Knaggs 
440-891-2665 

llli'.UJJJJ 
management 

C L A S S I F I E D S 

H E L P W A N T E D 

CAREER OPPORTUNITIES 
Are you ready for a change? Come join our team 
in the beautiful southwest. We are searching for 
top quality people in the following positions: 

• Project Manager 
• Landscape Designer 
• Crew Leaders 

Qualified candidates will possess experience 
in their respective position as well as excellent 
communication skills, self-motivation and a 
strong desire to succeed. Excellent benefits, 
profit sharing and relocation allowance. 
Please mail or fax resume to: Heads Up 
Landscape Contractor, Inc., 7525 Second 
Street NW. Albuquerque, NM 87107 Fax 
(505)898-2105. www.headsuplandscape.com 

EOE/Drug free 

LANDSCAPEJOBS.COM 
888.729.LAND 

LA and MS s #1 Landscape & 
Irrigation Contractor... 

seeks experienced commercial PM. 
Excellent salary, benefits and 
advancement opportunities. 

Mail resume to: Human Resources Dept. 
894 Robert Blvd., Slkiell, [A 70458 

or Fax to: 504-643-2691 
or E-mail to: kerry@jackslandscape.com 

PROJECT MANAGER • SALES DESIGNER 
CONSTRUCTION FOREMAN 

Award winner for high-end residential installations 
in Northeast Ohio seeks quality individuals to join 
and enhance our organization Diverse and exciting 
positions offer attractive salary and benefits package 
to experienced, dedicated and career-minded 
persons. Degreed candidates in horticulture, 
landscape architecture, and/or business with trade 
experience preferred. Contact by mail, fax or phone: 

OHIO LAND DESIGN, INC. 
7331 Aurora Rd., Aurora, OH 44202 • 330-562-2224 

Fax: 440-519-9817« E-mail: Olandesign.aol.com 

Commercial Estimator familiar with Landscape 
& Irrigation needed for award-winning multi-

branch landscaping company. Excellent growth 
opportunities and competitive salary. 

Fax or mail resume to 
Attn: Kerry, Jack's Nursery Inc. 

894 Robert Blvd., Slidell, LA 70458 
or fax to: 504-643-2691 

or E-mail to: kerry@jackslandscapc.com 

http://www.wikco.com
http://www.headsuplandscape.com
mailto:kerry@jackslandscape.com
mailto:kerry@jackslandscapc.com


C L A S S I F I E D S 

HELP WANTED 
LANDSCAPE ARCHITECT/DESIGNER 'EXCEL-
LENT OPPORTUNITY* Looking for a creative, self 
motivator with strong plant knowledge. Responsibil-
ities include design, estimating and sales for resi-
dential and commercial. 'Commission & Benefits* 
Please send resume, fax or call Buckley's Prairie 
Landscaping P.O. Box 75, Springfield, IL 62705. 
(217)787-5033 fax (217)787-8691 

5/99 

Sports Complex Superintendent City of Aurora, 
Parks & Open Space Dept., Aurora, CO Application 
Deadline: Open Until Filled. Performs administra-
tive and supervisory work in construction, 
maintenance and repair of City sport and athletic 
fields for the Parks Division of the Parks & Open 
Space Department. Requires: Bachelor's degree in 
Agronomy, Horticulture, Landscape Architecture, 
Parks Administration or a directly related field. 
Selected applicant will be required to submit proof, 
in the form of official transcripts, of any and all 
education attained by the applicant that is indicated 
on the application and/or resume. At least 4 years 
of progressively responsible experience in parks 
construction, operations and maintenance plus at 
least 2 years of supervisory experience. An equiva-
lent combination of education, traning and experi-
ence may be considered. Licenses or Certificates 
Required: Colorado Driver's License with a good 
driving records. Salary Ranges $37,820 -
$53,438/year. Call Tom Barrett, Manager of Parks. 
For more information (303)739-7172 or e-mail at 
tbarrett@ciaurora.co.us. 5/99 

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-motivat-
ed & well organized. Charlotte, N.C. 
(704)598-2266. 

5/99 

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.g reensea rch .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 

LANDSCAPE CONSTRUCTION & MAINTE-
NANCE CO. WELL ESTABL ISHED 15 YEAR 
COMPANY IN THE BOSTON, MA AREA. $2.5M 
TO $2.9M VOLUME ANNUAL, PAST 3 YEARS 
PROFITS HAVE B E E N IN THE SIX DIGIT 
FIGURES. 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 

5/99 

HELP WANTED 
POSITION: Combined Golf Course/Landscape 
Technology Instructor-Golf Course/Grounds Super-
intendent. DEPARTMENT: Vocational Ed Division 
and Physical Plant. EMPLOYMENT: Full-time 
SALARY: College Scale QUALIFICATIONS: 
BS/MS Degree, preferred; Golf course superinten-
dent or assistant superintendent experience 
required with assistant's experience under a Golf 
Course Superintendent Association of American, 
Class A or Certified superintendent. Valid pesticide 
applicator's license and Texas State Irrigator 
License preferred. DUTIES: Instruct in credit golf 
course operations and greens industry classes, 
supervise labs, and participate in other 
college/community functions; supervise operations 
oif all golf course and campus grounds mainte-
nance operations DEADLINE FOR RECEIPT OF 
APPLICATIONS: May 1, 1999 or until filled. SEND 
RESUME TO: Ms. Terry Busby, Director of Human 
Resources, Western Texas College, 6200 College 
Avenue, Snyder, TX 79549-9502. WESTERN 
TEXAS COLLEGE IS AN EQUAL OPPORTUNITY 
INSTITUTION AND IS IN COMPLIANCE WITH 
THE AMERICANS WITH DISABIL ITIES ACT. 
APPLICATIONS ARE ACCEPTED AND CONSID-
ERED WITHOUT REGARD TO RACE, COLOR, 
CREED, SEX, AGE, NATIONAL ORIGIN, VETER-
ANS STATUS, OR DISABILITY. 5/99 

BUSINESS FOR SALE 

Well established landscape, lawn maintenance, 
snow removal and tree removal business in eastern 
Pennsylvania. Owner wants to retire after 47 years 
of servicing residential and business accounts. All 
equipment and accounts included in sale. Owner 
available to stay for limited time in advisory 
capacity to aid in transition. Interested and qualified 
persons only reply to P.O. Box 102, Mountain-
home, PA 18342 6/99 

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, I 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. 19 W. 555 Central Ave, Downers Grove, IL 60516 

708-744-6715 • Fax: 630-910-8100 

Let ALCA Be Your Business Partner! Join ALCA. 
the national association for landscape contractors 
and take advantage of our outstanding resources: 
publications, seminars, conferences, and national 
networking. Contact ALCA at www.alca.org or call 
1-800-395-2522. 7/99 

MARKETING OPPORTUNITY Energetic persons 
needed to network market Conklin products nation-
wide. A very lucrative part-time, home based busi-
ness. $799 investment for the product and training. 
Call 1 -800-832-9635 for free catalog. 5/99 

BUSINESS OPPORTUNITIES 
ATTENTION LAWN MAINTENANCE COMPA-
NIES: *Tired of working long hours? 'Can't find 
good, dependable help? "Problems keeping 
accounts? 'Insurance too expensive? *Want to 
keep your expenses down? *Want to maximize 
your growth potential? TLM has the solution to all 
of your problems. Over 32 years of experience 
thats works. Unique concept that can produce 
millions. Free information available. Send $3.00 for 
shipping and handling to: Team Landscape 
Management P.O. Box 936276 Margate, Florida 
33093 5/99 

NOW...Learn professional Landscaping and 
Gardening at home. Accredited program provides 
thorough training in all phases of commercial and 
residential landscaping. Diploma awarded. Free 
brochure describes program and opportunities in 
detail. Call 1-800-326-9221 or write Lifetime Career 
Schools, Dept: LF01Y2, 101 Harrison Street, 
Archbald, PA 18403. 12/99 

Become a landscape designer. Approved home 
study. Create plans for lawns, estates, courtyards, 
walkways, gardens, shubbery. P.C.D.I., Atlanta, 
Georgia. Free Career Literature. 800/362-7070. 
DEPT.GTF694. 5/99 

EDUCATIONAL OPPORTUNITY 

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 5/99 

FOR SALE 

LAWN CARE COMPANY LIQUIDATING ALL 
ASSETS. Over 20 autos, trucks, & spray trucks. 
Also, computers, lawn care software, lawn 
equipment (no mowers), shop equipment, holding 
tanks and much more. GREAT PRICES 
Call: 914-769-6710 for info or leave 
your fax number:. Or see web site http//mem-
bers.aol.com/lmi10532/lmi4sale/lmi4sale htm. 5/99 

Advanstar's 
LANDSCAPE GROUP 

is on the web. 
Visit your favorite titles 

today! 

TURFGRASS TRENDS 
LANDSCAPE MANAGEMENT 

ATHLETIC TURF MAINTENANCE 

news • features • calendar 
• on line subscription 

www.landscapegroup.com 

mailto:tbarrett@ciaurora.co.us
mailto:Hortsearch@aol.com
http://www.florapersonnel.com
http://www.greensearch.com
http://www.alca.org
http://www.landscapegroup.com


Grab Bag 
Wanted: CPAs 
with green thumbs 

Consultant Ed Wandtke 
received a lot of interest in 
his recent article, "Is your 
service mix costing you 
money?" (February LM, 
pages 52-58). And the callers 
were CPAs, of all things. 

Seems that Ed's examples 
of analyzing a mythical com-
pany's (Mixed Mowing & 
Maintenance Co.) service 
mix and separating profit 
and loss information by ser-
vices was a bit too compli-
cated for some CPAs. Our 
readers understood it how-
ever, and liked it. 

"I 've had CPAs call me to 
explain how we did it be-
cause their clients (contrac-
tors) wanted to do it this 
way," he explains. "I 
walked them through the 
P&Ls in the column." 

Wandtke, a CPA himself, 
is a little mystified. "They 
know how to put the infor-
mation into columns but 
don't understand how to 
put the types of work into 
the proper columns." 

Does your accountant or 
financial person truly under-
stand your operations? W e 
hope so. Just to be sure, you 
might ask them if they un-
derstand the difference be-
tween maintenance and in-
stallation services, or 
chemical lawn care and 
lawn maintenance. It might 
be a real eye-opener! 

Why is Brad 
Hauter standing? 
Maybe it's because on 
June 10, Brad Hauter will 
cruise into Santa Monica, 
CA, on this Yard-Man trac-
tor after having ridden it 
4,500 miles in 60 days. He 
started his journey April 7 
in Atlanta. Hauter, spon-
sored by Yard-Man by 
MTD, is making the ride to 
raise over $200,000 for the 
Keep America Beautiful 
Great American Cleanup. 
Brad, 33, is the soccer 
coach at St. Mary's 
University in Minnesota. 
You can follow his ride at 
www.yardman.com. 

Fill your gas cans the correct way or risk a kaboom! 
News reports tell of fires spontaneously igniting when people attempted to fill portable metal 

or plastic gas cans. The situation linking these events was that the cans were either in the back of a 
pickup truck equipped with a plastic bed liner or in a car, set on a carpeted surface. Serious burns 
and other injuries have resulted. 

The cause of these fires is the buildup of static electricity. The 
insulating effect of the bed liner or carpet prevents the static 
charge generated by gasoline flowing into the container from 
grounding. A static discharge to the grounded gasoline dispenser 
nozzle can cause a spark and ignite the gasoline. 

When filling a portable gas can, you can dissipate the static 
charge by: placing the can on the ground before filling; touching 
the with the gas dispenser nozzle before removing the cover; 
and keeping the dispenser nozzle in contact with the can while 
filling. 

For more information contact the National Institute for Oc-
cupational Safety and Health at 800/35-NIOSH or check it out 
on the web at www.cdc.gov/niosh/homepage.html. 

Way to go Bert! 
Congratulations to Dr. Bert 

McCarty, a frequent contribu-
tor to LM. McCarty received 
the "Outstanding Young Scien-
tist Award" from the Weed Sci-
ence Society of America, the 
highest society award, for a sci-
entist 40 years of age or 
younger. McCarty was selected 
for his research on weed man-
agement in turfgrass. 

http://www.yardman.com
http://www.cdc.gov/niosh/homepage.html


Broadleaf Weeds PLUS 

CRABGRASS, GOOSEGRASS, NUTSEDGE 
Trimec® Plus Broadleâf and Select ive 
Grass Herb ic ide can take out both 
broadleaf and grass weeds plus nutsedge 
in bluegrass, tall and fine fescue, ryegrass 
and bermudagrass turf — without harming 
thèse desirable grasses! 

' ' »'• '.r'tif ' 
Trimèc Plus is Gordon's exclusive formula 
containing a Trimec® herbicide complex 
with MSMA. Unlike MSMA alone, which 
essential ly acts topical ly to burn back 

grassy weeds, Trimec Plus has systemic 
activity. Combined with Trimec, the MSMA 
is also carried into thé weeds, causing 
activity inside the plant as well. This allows 
Trimec Plus to control grassy weeds with 
less MSMA and less risk to desirable tu>f 
spec ies . For a convenient so lu t ion to 
post-emergent grassy weed and broadleaf 
control, get Trimec Plus! 

ALWAYS READ AND FOLLOW. LABEL DIRECTIONS: 



For extended powertrain 
1-877-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 
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 Cargo Van, and Ram Passenger Wagon. And they 
all feature our Magnum® engines-giving you 
plenty of power to get the job done. 

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

ler, you can select the right combination of upfit equipment to build a 
it's a cut above, too. Much like the way we help design the right finance 
And this can make all the difference when you're on the job. 

To learn more about the program that's built around you, call toll-free 
r 077 IE-JOB or visit our Web site at www.4adodge.com 

; 4-cylinder Dakota. Service contract option not available in AL, FL, MS, OK, or UT. No 
iceled. Some vehicles ineligible. There is a 5100 deductible for each covered repair visit, 
rage covers only complete or pro-rated replacement for original four tires, excluding 
See plan copy and full details at dealer. **Upfit package allowances not available on 
1 Passenger Wagons, Ram Conversion Vans, or 4-cyl. Dakotas. Upfitters are solely 
^sponsible for after-market modifications and equipment. 
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