Wilt not

want
no

Are you winning the war against winter kill, sum-
mer scald and transplant shock? Thousands of
growers, nurserymen, grounds maintenance men,
landscapers and foresters minimize wilting losses
with WILT PRUF. The world’s number one anti-
desiccant, WILT PRUF was proved 40 to 50
times more effective in stopping excess water-loss
than leading substitutes. Test details on request.
Write on your letterhead for 50-page technical
manual of applications.

WiLT PRUF

NURSERY SPECIALTY PRODUCTS, INC.
410 Greenwich Ave., Greenwich, Conn. 06830 / (203) 661-5840
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Of course, you save all of the issues of WEEDS WEEDS

TREES and TURF magazine! But just in case sucruste, 1160 TREES

you're a rare throw-away type — this is the point:
Please don’t throw away this issue. The manu-
facturers of practically every product you use
are listed in the Suppliers’ and Equipment Guide,
beginning on page 17. They're listed under the
name of the product. They're listed again in alpha-
betical order and with complete addresses. Want
to look up an article in a jiffy? Turn to page 45.
The Article Index lists last year’s content alpha-
betically by title and subject matter, with cross
references. Chances are good you'll wear this is-
sue completely out by December, 1970 — at the
very time we plan to publish the 1971 guide!
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EDITORIAL

Permit us to engage in a bit of educated specu-
lation about 1970 and how we think your business
will be affected.

Next year will bring a public clamor (that is,
as much noise as the “great silent majority” makes
about anything) for environment purification and
beautification. This is good and bad news.

It’s bad news because you can expect more at-
tacks on chemicals. “Cancer-causing . . . poisonous
residues . . . water and air pollutants” will be the
scare words. Headline hunters will probe deeply
into data being collected as the basis for setting
new residue tolerances. The deadline for re-regis-
tration at the new tolerances is Dec. 31, 1970.

More restrictive legislation can be expected.
Licensing of applicators will be more widespread.
For the most part, this will be a good thing. It will
place chemicals in the hands of applicators who
know what they’re doing. And it could mean more
business for the best in the business.

Caution: One well-publicized mistake by a li-
censed and professional applicator could conceiv-
ably put him out of business and jeopardize the
entire industry of his state or region.

Not much easing of the “tight money” situation
can be expected. Industries that need vegetation

In 1970, Your Windfall or Your Downfall?

maintenance, therefore, will be looking for the
best — and “guaranteed” — results from money
spent. They should turn more to the experts whose
business it is to control weeds and insects and to
enhance trees and turf.

More municipal contracts are in store for com-
mercial arborists to handle the Dutch elm disease
burden.

Homeowner contracts will continue to be the
fastest growing segment of turf-management busi-
nesses. The homeowners who want immaculate
landscaping are also the ones that have neither the
time nor the know-how — nor the desire in many
cases — to produce the perfection they want.

New wage contracts for many trade unions are
almost unbelievable. This means the stiffest com-
petition yet for help. Explore “share the profit”
plans, such as commissions or bonuses for work
crews that turn up new business.

Despite occasional furors over chemicals, we see
the labor problem bringing on greater chemical
use along highway, utility, railway and pipeline
rights-of-way, on industrial and institutional
grounds — anywhere it will reduce hand labor.

But above all, this is the year to be chemi-
cally careful.

PATENT APPLIED FOR

roll atter roll

siab after siab, .
day atier day

The Nunes Mechanical Sod Harvester and 3 men
can lift, roll or slab and palletize up to 1000 sq.
yds. of sod per hour. Field conditions, terrain,
soil, sod, are easily and quickly adjusted for, while

in operation, with hydraulic controls.

Write for detailed brochure.

Orders now taken for spring delivery.
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THE JOHN NUNES MECHANICAL HARVESTING CO. 2006 Loquot Ave., Patterson, California 95363, Phone (209) 892-8776
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The Mitts & Merrill Brush

Chipper . . .

most efficient way to reduce branches, limbs, brush

These exclusive features:

e Staggered knife pattern . . . means more cuts
per revolution, smoother cutting action, smaller
chips of uniform size (reusable as mulch)

e New folding feed chute extends to 60" overall
length, eases maneuverability and protects
cutting chamber.

e Reversible knives . . . give you twice the service
between sharpenings; also self-adjusting with
positive lock pin to prevent throw-out

e Heavy duty construction . .. coil spring, torsion
type suspension; all tubular steel trailer frame

e Torque converter . . . available on all models

For complete information and list of specifica-
tions, contact dealer nearestyou or write us direct.

SUBSIDIARY

|

WALCO AMERICAN
CORPORATION

mitts ¢ merrill

There’s a Mitts & Merrill Brush Chipper deaier near you — ready to serve.

ARKANSAS, Littie Rock

Moody Equipment & Supply Company
CALIFORNIA, Los Angeles

SABCO

CALIFORNIA, Sacramento

Action Equipment Company
COLORADO, Commerce City
Macdonald Equipment Company
CONNECTICUT, Stamford

Muench Company, Inc.

FLORIDA, Jacksonville

Florida Equipment Co. of Jacksonville
ILLINOIS, Rosemont

Ilinois FWD Truck & Equipment Company
ILLINOIS, Springfield

Drake-Scruggs Equipment, Inc.
LOUISIANA, Baton Rouge

General Equipment, Inc.
MASSACHUSETTS, Needham Heights
E. J. Bleiler Equipment Co., Inc.

MICHIGAN, Detroit

Contractors Machinery Company
MICHIGAN, Franklin

Cannon Engineering and Equipment Co.
MINNESOTA, Minneapolis

Road Machinery and Supplies of Minneapolis, Inc
NEBRASKA, Omaha

Omaha Body & Equipment Company

NEW HAMPSHIRE, S. Merrimack
Consolidated Utility Equipment Service, Inc.
NEW JERSEY, Lodi

Dianem Company

NEW YORK, Masapegua Park, Long Island
Equipment Sales & Service Co.

NEW YORK, Albany

R. B. Wing & Son Corporation

NEW YORK, Syracuse

State Equipment Company, Inc.

NORTH CAROLINA, Charlotte

Baker Equipment Engineering Company
OHIO0, Massillon, Karl Kuemmerling, Inc.

OKLAHOMA, Enid
Bert Smith Road Machinery Co., Inc.
OREGON, Portland
Cal-Ore Machinery Co.
TENNESSEE, Memphis
Utilities Equipment Company, Inc.
UTAH, Salt Lake City
Truck Equipment Sales Company
VIRGINIA, Richmond
Baker Equipment Engineering Company
WASHINGTON, Seattle
Sahlberg Equipment, Inc.
WISCONSIN, Brookfield
Utility Equipment Company
CANADA, Cooksville, Ontario
A. E. Joslin Machinery & Equipment Limited
Winnipeg, Manitoba
Howard F. Powell (1963) Limited
Montreal, Quebec
Aird Equipment Limited

or contact Mitts & Merrill, Inc., 109 McCoskry St., Dept. WT-85, Saginaw, Michigan 48601
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What's Happening

HE GOLF BOOM continues! More

than 11 million golfers from all
economic levels of our society play
the game regularly and their num-
ber is increasing at the rate of about
10% a year.

Despite the tight money situation
and high interest rates, developers
continue to build new golf courses.
Regardless of the type project — be
it a housing development, high rise
condominiums and apartments, mo-
bile home sites, ski resorts, hunt
clubs and equestrian operations or a
summer theater venture — some-
where in the master plans will be
golfing facilities. More than 430 new
golf courses are in some stage of
construction throughout the nation
today.

Public Growth Phenomenal

For many years, the majority of
the nation’s golf courses were pri-
vate country clubs. It was only dur-
ing the past decade that this picture
changed. A study of NGF facility
statistics for 1958 and 1968 reveals
the following:

Semi-private courses experienced
a meteoric rise of 115% during the
10-year period ending Jan. 1, 1969.
Municipal operations increased 45%
and private clubs 42% during the
same decade.

The overall growth for all types
was 67% — going from 5,745 courses
in 1958 to 9,615 in 1968. Active golf-
ers now total more than 11 million,
up from about four million a decade
ago. A recent NGF study as to
where golfers play gives the follow-
ing picture: 45% use municipal
courses; 35% semi-private and 20%
private.

6

NGF's New Speedy Program

In an effort to help the nation’s
public golf course operators speed
up snail-paced play reported on
many courses, NGF initiated a na-
tionwide Speedy Play program in
1968. This program included a series
of posters and information sheets.

The posters depicted various vio-
lations of etiquette which induce
slow play. A precocious little rabbit
named Speedy was created to sym-
bolize NGF’'s attack on slow play.
Speedy is pictured as correcting
these breaches of etiquette, for ex-
ample — leaving carts or cars in
front of greens and looking too long
for a lost ball.

Trends in Operational Policies

Many public golf courses are im-
plementing policies and programs
designed to increase golf play, espe-
cially for weekdays.

Public golf courses located in
heavily industrialized communities
have found that assisting various
industries in organizing golf leagues
and making their golf facilities
available for league play on certain
days has increased play and income
materially. One municipal course in
the greater Albany, N.Y. area re-
ported that 40 industrial golf leagues
were using its 18-hole facility in
1969.

Some courses are catering to spe-
cial company and organizational
events such as golf outings and pic-
nics and are making their golfing
facilities available either on a daily
rental basis or individual green fee
charge. A semi-private golf course
operator in the greater Pittsburgh,
Pa., area states his course served 97
days of such golf outings last year.

Likewise numerous private golf
associations use public golf courses
for their golfing activities. One New
York county reported that 17 pri-
vate golf associations were using its
five 18-hole municipal facilities as
their home courses.

Semi-private courses frequently
have a low-cost annual membership
arrangement which requires mem-
bers to pay a green fee each time
they play. A Mid-Atlantic course
operator has the following scale of
annual membership fees: single per-
son $50; husband and wife $75; each
additional family member $15. Hold-
ers of such memberships may play
18 holes on weekdays for $3; week-
ends and holidays $4. They may
bring guests who may play 18 holes
by paying $1 more than the quoted
fee for card-holding members.

Use of powered golf cars has be-
come an accepted practice at all
types of golf courses in the United
States. A well-managed, well-main-
tained fleet of golf cars can be one
of the golf course’s best sources of
income. The golf car industry re-
ported on June 30, 1969 (end of
fiscal year) that a total of 42,260
golf cars were manufactured during
the year — an increase of 15% over
the 36,760 units produced in 1968. It
is estimated there were 147,000 golf
cars in use in 1968.

Courses for Specific Uses

Another trend to help speed up
play is to provide different types of
facilities which may appeal to golf-
ers of varying playing capabilities.
The pattern that is emerging is for
27 or 36 holes of golf—18 regulation
length and 9 or 18 regular par-3 or
executive type (some par 4 holes).
Such variety of facilities will be
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By Harry C. Eckhoff
Facility Development Consultant
National Golf Foundation

inG

challenging and interesting to golf-
ers at all levels of capability.

The recent trend to build and
operate golf courses for kids only is
another movement to ease the pres-
sure on crowded golf courses. Nine
such facilities are known to be in
operation in the United States to-
day. Six are a part of private club
facilities; the other three are
municipal.

Bangor, Me., operates—in addition
to its 18-hole regulation length lay-
out — a 4-hole, 335-yard course for
voungsters ages 6 through 12. Play
1s free. However, in order to be eli-
gible to use it, youngsters must take
at least one golf lesson (also free).
Lessons are given every Saturday
morning. Juniors up to age 16 may
also attend these classes. A special
city employee supervises play on
the kids’ course. Bangor municipal
golf course officials report an aver-
age play from 25 to 30 a day by
youngsters during the golfing season.

Lincoln’s Junior Golf Course
(Nebraska) is for golfers 15 years
of age and under. Here the rules
read “Adult golfers may play only
during hours when school is in ses-
sion or after 9:00 p.m.”

More than 100 youngsters age 17
and under regularly play the Hazel-
tine National Junior Golf Course at
Chaska (near Minneapolis), Minn.
This is a 9-hole, par-3 layout about
820 yards long and built adjacent to
the regular 18-hole course.

One very familiar use is the
course designed as a recreational
focal point for a cluster of subdivi-
sion homes. Some recent high rise
apartment and condominium proj-
ects also include golf facilities for
use of the occupants. About 24% of
all the new courses opened in the

nation in 1969 were part of real es-
tate ventures.

Similar projects for mobile homes
are under development in many
areas. One such golf and country
club, part of a planned huge mobile
home community in Florida, cur-
rently has an 18-hole regulation
layout and a 9-hole, par-3 under
construction. The project provides
for 4,000 mobile homes. Purchasers
of sites for their mobile homes must
agree to a monthly maintenance fee
which provides full maintenance for
the lawns, grounds and the golf
courses.

Many schools, colleges, industries,
fraternal oranizations, military and
Veterans Administration installa-
tions throughout the country own
and operate golf courses. There are
also courses for use of male golfers
only.

A northern New Jersey golf
course developer opened a new
18-hole facility in June, 1969
(Princeton Hills Golf Academy and
Country Club), which is being used
solely for golf instruction and golf
outings. From mid June to Aug. 30,
the facility is used to accommodate
five two-week golf schools serving
150 students each. Facilities include
motel-type accommodations suffi-
cient to house the student body and
faculty. No memberships or daily
fee play are contemplated for this
operation. When not being used for
the golf academy, the entire facility
is available on a daily rental basis
to industries and other groups wish-
ing to hold golf outings.

Golf courses are springing up
these days in many small rural
areas of the nation where until a
few years ago country clubs of their
own existed only in the wishful
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thinking of a few residents. Chief
assist here has come from long term
(up to 40 years), low interest rate
loans available to nonprofit associa-
tions in rural communities of 5,500
or less population for recreational
purposes through the Farmers Home
Administration, U.S. Department of
Agriculture. Since the program’s in-
ception in 1963, FHA has approved
800 such loans through fiscal 1968
for a total of $88 million. About 600
of these projects included golf
courses. Loans often cover 80% of
the costs of such ventures.

The major airlines in the United
States are using golf as an aid to
their business. United Air Lines has
a five-year contract with Arnold
Palmer and offers commuters be-
tween Chicago and New York golf
quizzes written by him and awards
golf balls as prizes.

Eastern Airlines has its Flying
Golfers Club now numbering 20,000
members with Jack Nicklaus as its
flying pro, who expects to increase
club membership to 50,000.

American Airlines solicits key
business accounts to participate in
its annual Astrojet Golf Tournment.
It also pushes special golf tours to
Phoenix — says it will have about
500 of them in 1969 (150% more
than last year).

National Airlines sponsored a new
$200,000 open golf tourney this year.
Pan American set up a VIP Execu-
tive golf school. Julius Boros super-
vised six week-long instruction ses-
sions at the school located in the
Bahamas.

Golf Growth Will Continue

There is every indication that golf
course development will continue

7



to grow in the 1970s. Some 346 new
regulation length facilities opened
for play in 1969 (NGF’s fiscal year
ended Sept. 30). Another 381 were
in some stage of construction. In
addition, NGF files indicate 681 new
regulation course prospects and 124
new par-3 prospects for the fiscal
year.

Leading states in new golf courses
opened for play in 1969 were: Flor-
ida (27); Texas (23); Ohio (22);
Michigan (17); New York, North
Carolina and Pennsylvania (each
15); Illinois (13) and 12 each for
California, Georgia, Kentucky, Min-
nesota and Wisconsin.

Good golf courses are expensive
to build. While the cost may vary
from $200,000 to $2 million, an
18-hole regulation length facility—

Outlook—'70

Irrigation

OOK TO 1970 for accelerated use

of modern irrigation principles

for expanding turf acreage in rec-
reation and beautification.

Automatic sprinkler irrigation has
grown tremendously and, undoubted-
ly, will continue to be a major fac-
tor in encouraging the expansion and
improvement of golf courses and
other recreational areas, as well as
beautification of cities, highways,
and industrial areas.

Many things point to the sharply
expanded use of automatic irriga-
tion, including the constant search
for lower maintenance costs, more
efficient controlled use of water, and
accurate night watering.

The landscape architect’s first
concern is that everything planted
in accordance with his design can
and will be properly maintained. He
is, also, aware of the difficulty and
cost of any labor, wasted water, or
awkward restrictions on the use of
water; and he knows that accurate
and regular applications of water are
the best assurance of superior land-

8

completed and ready for play —is
seldom accomplished for under
$500,000. Golf courses are also ex-
pensive to maintain. Annual main-
tenance budgets for 18 holes run
anywhere from $50,000 to $100,000
or more.

There is no indication that there
will be any significant decline in
interest rates, prices of land or con-
struction costs. If market research
results for a specific golf project are
favorable, the time to build is NOW.

Golf has become a big business
getting bigger each year because it
fits snugly with the Leisure Age. It

‘takes about five hours to get around

the average golf course. These hours
spent getting from the first tee to
the 18th green provide creative use
of leisure with the out-of-doors and

scaping results. These factors can
apply to a school; small business,
such as restaurants, motels; an en-
tire shopping center; or highway and
city street plantings.

Many new golf courses already
are in the planning stages for 1970.
As a result of the proved advantages
of automatic systems, these new
courses, as well as many existing
golf courses with manual irrigation
systems, undoubtedly, will get mod-
ern automatic irrigation this coming
year.

The trend to retire the old man-
ual and waterwagon methods of ir-
rigating city and highway planting
that started in a small way with the
advent of dependable automatic ir-
rigation equipment a few years ago
is now in high gear.

We will see great strides in 1970
in increased production, sales, and
installation of automatic irrigation
on both new and old landscaping.

With the rapid increase in the de-
mand for automatic sprinkler irri-
gation equipment, manufacturers

exercise thrown in.

Spending by U. S. golfers for golf
products will top $1 billion in 1969
— more than is spent on any other
sport. Costs for golf are increasing—
initiation fees and dues are rising as
are green fees—to help offset
mounting labor costs which were up
about 8% last year.

Women golfers are increasing
rapidly and now number more than
two million in the nation. More are
taking up the game each month. The
number of junior golfers, growing
faster than any other division, is
just under a million.

The United States, with more
than 11 million golfers and about
9,800 golf courses, leads the world in
the continuing and apparently limit-
less expansion of the game of golf.

By H. M. CLARK
Buckner Sprinkler Co.
Fresno, Calif.

have constantly had their research
departments keyed to better auto-
matic valves, a wider range of de-
pendable underground rotary sprin-
klers with improved quality, larger
diameters, and better water distri-
bution patterns. Controllers with
features to meet many specialized
watering requirements and simpli-
fied installation are presently or
soon will be on the market.

Another factor required in this
fast-growing market was the train-
ing and experience necessary to de-
velop knowledgeable automatic
sprinkler system installers. This is
quite a new field, but, from only a
few knowledgeable installers 10
years ago, the number has now
grown to a point where there are
dependable, experienced contractors
readily available throughout the
country.

Unless there are drastic changes
in the present economy, 1970 will
be the largest to date in the sprinkler
irrigation industry for turf and gen-
eral landscaping projects.

WEEDS TREES AND TURF, December, 1969



DO IT RIGHT THE FIRST TIME!

If breezes threaten to blow your herbicide off target, and maybe onto desirable
plant growth...

If rainy weather keeps your crews off the roads, inflicting costly delays on
your already tight schedule.

If youare spending too much time in pre-mixing your herbicides, or in refill-
ing your tanks, and you end up with a lot of wasted material and money...

Or, If you'vesprayed, and the broad-leaved weeds and grassesstillabound...

Then, you should have done it right the first time with Visko-Rhap* invert
emulsion herbicides.

Visko-Rhap, in special formulations of 2,4-D, 2,4,5-T, and Silvex, from
Hercules.

*TRADEMARK OF HERCULES INCORPORATED

~ Agricultural ChemtcalsDwfsion Synthetncs Department Hercules !ncorpo ted,W(lmmgton Delaware 19899

_BOSTON, MASSACHUSETTS » CHICAGO (OAK BROOK), ILLINOIS '+ DALLAS, TEXAS + GREENVILLE, MISSISSIPPI
KANSAS CITY (OVERLAND PARK), KANSAS + LOUISIANA, MISSOURI = MINNEAPOLIS, MINNESOTA » MONTGOMERY,
HERCULES ALABAMA SCOTTSDALE,AR]ZONA'PORTLAND OREGON * RALEIGH, NORTH CAROLINA SAN FRANCISCO, CALIFORNIA




Sod Industry

Y

Outlook—'70

i
B

By DR. HENRY W. INDYK*

OOKING at the future of the sod
industry obviously is a more dif-
ficult task than reminiscing about its
past. A more comfortable and posi-
tive position would be to observe
rather than predict.

It is evident, from a brief look into
the past, that the progress and de-
velopments of the sod industry are
of rather recent date. One of the
most striking developments has been
the rapid emergence of sod produc-
tion as a highly specialized and so-
phisticated industry from the “pas-
ture stage” of long standing. The
primary stimulus for such rapid ad-
vancement was the realization that
there was a demanding market for
a high-quality sod. The industry
quickly and successfully responded
to satisfy this market.

Striking improvements in sod
iyl
Indyk B {

* Extension specialist in turfgrass man-
agement, Rutgers University. Executive
Secretary of the American Sod Produc-
ers Association.

)

quality were achieved through the
adoption of intensive turfgrass cul-
tural practices, improved turfgrass
varieties of known genetic purity
and high-quality seed. The improved
quality of sod more than any other
single factor stimulated the surging
interest in the use of sod.

A continued increase in the use
of sod as a means of establishing
home lawns and other turfgrass
areas can be expected as long as
the sod industry continues to pro-
vide high-quality sod of improved
turfgrass varieties. Statements of
this nature should not be misinter-
preted to mean that there shall be
or there presently exists a large un-
satisfied demand. The industry has
kept pace with the demand and
there is every reason to expect it
will continue to do so.

The need for more efficient pro-
duction will become increasingly
critical. In view of the rising costs
of all factors of production whereas
the price tag on the sod has re-
mained somewhat stable, it will be-
come increasingly difficult to main-
tain a desirable profit margin. Un-
der this type of “squeeze” that is
presently in effect, it becomes high-
ly essential to take a critical look
at the total operation to seek out
more efficient means of production.

Mechanization will become a
prime consideration in achieving
more efficient production. Consid-
ering not only the high cost of labor
but also the difficulties encountered
in obtaining satisfactory labor, sod
production must become a mechan-
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ized industry. Furthermore, there
is no immediate hope for improve-
ment in the labor market. The area
in many sod operations that is most
in need of mechanization is the har-
vesting and handling. Great and
rapid advancements in the harvest-
ing and handling of sod have made
equipment available that has sub-
stantially reduced not only the costs
but also the drudgery of this phase
of sod production.

It is interesting to note that many
of the developments in sod harvest-
ing have been developed by individ-
uals actively engaged in sod pro-
duction. The major stimulation was
their recognition of the need for
achieving a more efficient means of
production.

Closely associated with mechan-
ization in the sod production in-
dustry is a need for mechanization
in sod placement. A breakthrough
in this area was observed at the
American Sod Producers Summer
Field Day conducted last August
in New Jersey. Sod placement is
plagued by similar labor problems
as the production phase. The de-
velopment of efficient mechaniza-
tion in sod placement will be a
major factor influencing the future
interest and demand in the use of
sod for the establishment of turf-
grass areas.

Many new turfgrass varieties will
become available. The industry will
no longer be a predominantly single
variety industry. It will become in-
creasingly important to become ac-
quainted with new varieties to de-



