
Six i n c h d i a m e t e r S i l v e r M a p l e t h r e e 
y e a r s a f t e r t r a n s p l a n t i n g . 

run away f rom the root ball. Con-
versely, water tends to run into the 
root ball when a tree is relocated 
f rom a sandy site to a site with 
heavy soils. In either case, drainage 
becomes a problem. 

In the former case the newly 
transplanted tree is susceptible to 
drought, while in the latter situation 
the tree is subject to flooding. Both 
of these situations result in consid-
erable crown dieback, and may even 
result in the death of the newly 
transplanted tree. It is, therefore, 
desirable to relocate a tree to the 
same soil classification as the one in 
which it was o r i g i n a l l y found 
growing. 

Ground slope governs the oper-
ation and mobility of the mechanical 
diggers. Slopes in excess of 4 to 1 
are too steep for most t ruck-mounted 
diggers. Since the digging equip-
ment operates at right angles to the 
ground surface, the tree must be re-
turned to the same angle of slope. A 
variation in slope between the tree 
source and planting sites will result 
in the trees being established in a 
non-vertical position, or in a position 
where part of the root ball is ex-
posed to the elements. 

At first, spade-type digging equip-
ment appears poorly adapted to 
transplanting tap-rooted trees, such 
as Jack Pine. One assumes that most 
of the root system is located in the 
deeper reaches of the soil profile 
where the diameter of the spade-
type digger is smallest. 

Conversely, the shallow, lateral-
rooted trees appear well suited to 
the spade-type diggers because a 
larger proportion of their root sys-
tem is in the upper soil profile where 
the digger's diameter is greatest. 

Actually, the reverse is t rue when 
dealing with wild grown or woods 
collected stock. A larger proportion 

(continued on page 44) 

Planting success 
all year 
round! 
Extend the transplant season. 
Reduce first-year transplant 
losses. WILT PRUF NCF Anti-
desiccant secures your reputa-
tion for a few pennies a plant. 
Over 20 years of outstanding 
success in top nurseries in every 
state of the union. WILT PRUF 
NCF is long-lasting, non-clog-
ging, not damaged by freezing. 
10 year shelf life guaranteed. 
Approved for use on growing 
agricultural crops and raw edible 
products. Easily removed from 
unwanted surfaces. 

Available in 22 oz. aerosol. 1 qt.. 1 gal., 
5 gal., 30 gal. and 50 gal. (U.S.) sizes. 

TRANSPLANT SHOCK 
WINTER KILL 
SUMMER SCALD 

APPROVED FOR USE ON EDIBLE CROPS IN T H E U S A . 

Write for technical information. 

N U R S E R Y S P E C I A L T Y PRODUCTS 
Division of J. A. Hartman Corp. 
410 Greenwich Ave., Greenwich, Conn. 06830 
(203) 661-5840 

THE ORIGINAL 
VIBRATORY 
PLOW 

• ONE-MAN OPERATION 
• SAVES 80% ON LABOR 
• NO DAMAGE TO TURF 
• NO TRENCH TO FILL 
Write for free brochure. 

The faster, lower cost way 
to install sprinkler pipe 
PIPE PIPER makes pipe burying a fast, easy job 
and assures customer satisfaction because no 
turf or earth is removed. You can bury flexible 
and semi-flexible pipe up to 2" diameter in one 
continuous operation around corners, shrubbery, 
and other obstacles. You can also use the PIPE 
PIPER to instal l low voltage l ight ing and com-
munication systems. 

J A C O B S E N 
M A N U F A C T U R I N G CO. 

Sod Master Division 
3456 WASHINGTON AVE NO 

MINNEAPOLIS. MINN 55412 



John R. Quar les , Jr. has been named 
Act ing Deputy Admin i s t ra to r of the 
Env i ronmenta l Protection Agency . He 
w a s appo in ted by W m . D. Ruckelshaus, 
new Ac t ing Director of the FBI. Quar les 
lef t the post of assistant admin i s t ra to r 
f o r Enforcement a n d Genera l Counsel 
of EPA. 

Green Industry 
Newsmakers 

PEOPLE 
PLACES 
EVENTS 

Here's the class w h o a t tended the Univers i ty of Tennessee 4th a n n u a l one week 
w in te r short course in tur fgrass managemen t . Dr. Lloyd M. Ca l l ahan , associate 
professor, depa r tmen t of o rnamen ta l hor t icu l ture and landscape des ign conducted 
the course. Show (l-r, f ron t row) are : Bruce Macdona ld , Ben Green, Bil l Fattat, 
Douglas Henley, Ken Stoval l , Rex Pope; (second row) T. J. Nut t , Char les O 'Donn i l ey , 
Ray Scott, Jerry Hi lycord, A. D. C a r tw r i gh t , Jr. , Jackie Chr is t ianson; (back row) 
James Farmer, John Watson, Ivan Tune, Bi l ly M a x w e l l , Ta lmadge Shedd, and Dale 
McGahey. Not present is Jer ry McKee. 

New of f icers of the Mid -A t lan t i c Associat ion of Gol f Course Super in tendents are : 
(l-r) Richard Si lvar , Ba l t imore Country Club, Ba l t imore , Md . , W i l l i a m Emerson, 
Eagles Nest Gol f Course, T imon ium, Md. , Ange lo Cammaro ta , Hobbi ts Glen Go l f 
Course, Co lumb ia , Md. , A lex Watson, Spar rows Point Count ry Club, Ba l t imore , Md . , 
Samuel Kessel, Country Club of Fa i r fax , Fa i r fax , Va. , a l l boa rd of d i rectors; George 
Thompson, past pres ident ; Lee Dieter, Wash ing ton Gol f and Count ry Club, presi-
den t ; George Cleaver , Gol f Course Super intendents Associat ion of Amer ica boa rd 
member , J. Paul Barefoot , U.S. Soldiers Home, vice pres ident ; Dav id Fa i rbank , 
A r m y - N a v y Country Club, secretary- t reasurer and Dennis McCammon, Spr ing f ie ld 
Gol f and Country Club, Spr ing f ie ld , Va. , boa rd member . 

Solid w a t e r hyacinths. Try n a v i g a t i n g th rough this mess. 
That's the w a y the east bank of the St. Johns River looked 
abou t a year ago. Since that t ime, Corps of Engineers f r o m 
the Jacksonvi l le , Fla. District have b rough t this weed pest 
under contro l . Photo was taken in St. Johns county near Tacoi. 

A new logo and name changes fo r several of its d iv is ions 
are the latest f r o m FMC Corpora t ion . Bolens now becomes 
the Outdoor Power Equ ipment Div is ion. Placing the new logo 
on this QT-16 tractor is C. F. Bart let t , genera l sales m a n a g e r 
and D. L. Hi l l (r) d iv is ion m a n a g e r fo r Ou tdoo r Power Equip-
ment Div is ion. 



Hal Vogler and his sowing machine. 
Here's a man who wants to put 
the germination percentages on 
your side, for a change. He's 
with the W. F. Miller Co., the 
Jacobsen Distributor in 
Birmingham, Michigan. 

And like the rest of us 
Jacobsen Distributors, he's got 
the machine that knows how to 
give you 70% germination on 
both overseeding, and in new 
seed beds. The Jacobsen Model 
548-100 Seeder. 

The reason it gives such good 
germination is because it plants 
the seed, not scatters it. 
(Broadcast-type seeders give 
you up to 40% germination. The 
rest of it often becomes bird 
seed.) 

It removes thatch, it aerates 
and plants the seed, all in one 
operation. That's triple duty for 
your investment. (Not only that, 
if you take off the seeder attach-
ment it will still renovate, thatch, 

vertical mow, spike and aerate.) 
For smaller seeding jobs we've 

also got the self-propelled 
Model 524-100. Same top 
germination results. 

So if you're looking for rich 
and lush turf, try seeding with 
the sowing machine that can put 
more of your budget dollar 
where it does the most good. 

Right where everybody 
can see it. 

Your Jacobsen Distributors 
Before we sell it, we buy it. 

For the name of the distributor near you write: Jacobsen Turf Directory, 1721 Packard Avenue, Racine, Wisconsin 53403 



A Golfing Oasis 
WTT COVER STORY 

By WARREN BIDWELL 

Super in tenden t 
Go l f Course A n d Grounds 

Congress iona l Coun t ry C lub 
W a s h i n g t o n , D. C. 

To be successful, both 

plant and man must work 

at survival 

The desert bloom is an 

ordered period of beauty 

operating according to 

Naturefs own special plan 

pOMPREHENSION of time in 
^ terms of billions of years is be-
yond the mental grasp of man. Yet, it 
is this kind of time that was neces-
sary to form and shape such unusual 
areas as Death Valley, California, on 
the eastern border of the state not far 
from Las Vegas. Visible evidence 
indicates that the processes of Na-
ture continue today. 

We stood recently on the rugged 
peak overlooking that portion of the 
valley below known as the Devil's 
Golf Course. From this vantage 
point, properly named Dante's View, 
is the most ancient of all the rock 
formations that belong to the Pre-
Cambrian Era of geologic time. This 

their way to the California gold 
fields, Death Valley, as they named 
it, is not without a wide range of 
plant and animal life. Even as late as 
1922, reporters who were covering 
the famous character, Death Valley 
Scotty, referred to the 'Valley' as 
destitute of all vegetation. 

Following the takeover of this un-
usual piece of geography by the Na-
tional Park Service, creating present 
day Death Valley National Monu-
ment in 1933, botanists have re-
corded over six hundred species of 
plant life within the 3,000 square 
mile park boundary. This is in itself 
a most interesting story of plant sur-
vival in a rugged land. 

Furnace Creek Ranch Golf Course is a nine-hole course designed by W i l l i am P. 
Bell. Twenty-f ive tons of annual ryegrass are used each fa l l to prov ide "g reen 
grass" fo r w in ter p lay. 

proved to be truly an awsome view, 
one very similar to those vista shots 
sent back to earth by our most re-
cent Moon explorers. Like another 
famous geology area, Grand Canyon, 
Death Valley National Monument is 
represented by all of the geology 
Eras of the time scale of creation. 

Plant Life 
Contrary to the opinion of the lost 

party of 49'ers, who happened into 
this barren land by mistake while on 

The influence of elevation in this 
region is significant indeed, and 
accounts for the many extremes in 
temperature, moisture and variety of 
plant life found here. For instance, 
for each two hundred foot rise in 
elevation, an additional one inch of 
precipitation annually b e c o m e s 
available and a drop in temperature 
of one degree. With the lowest ele-
vation of 282 feet below sea level and 
Telescope Peak towering directly 
opposite, standing at 11,049 feet 



Below Sea Level 
above sea level, it is understandable 
that a total range of plant life is pos-
sible. 

Only the central salt flats near 
Badwater are totally barren of all 
plant life. On the outer edges of 
these salt flats, where the salinity 
runs six percent, Salt Grass and 
Pepperweed are able to survive. In 
total contrast, in the 8,000 to 11,000 
foot climatic zone, Bristlecone Pine 
are found growing that were mere 
seedlings when Solomon was build-
ing the Temple in Jerusalem. At this 
elevation it is not unusual to en-
counter 20 foot snow drifts that close 
the few entry roads from the west 
which originated as winter storms 

tailored world of leisure. 
In the harsh environment here on 

the valley floor, the practical holds 
equal importance to the aesthetic. 
For instance, in the spring of '72, the 
strong winds that blow up the valley 
from down Mexico way almost 
covered the 13th fairway with dr i f t -
ing sand. Had not the southern 
border of the fairway been planted 
with a tight row of Tamarix, a far 
greater encroachment of the golf 
course fairways by the drifting sand 
would have been experienced. 

The Date Palms have a similar 
application. They provide a sense of 
dignity to surroundings that depict 
harshness, reminding one of the un-

Would you bel ieve that this course is located 279 feet be low sea level? Note the 
Tamarix and Date pa lm l in ing the fa i rways . Annua l ryegrass is used a l l the w a y 
because of it's survival characteristics. 

over the Pacific. 
Of the 600 species of plant life, 30 

are of the grass family. Some of the 
tree forms like the Tamarisk and 
Date Palms used at the Furnace 
Creek Golf Course are naturalized-
adapted for special purposes. Their 
use at the golf course and at the Inn 
are both psychological and practical. 
The waving of the tree tops during 
the warmer portion of the tourist 
season provides a sensation of cool-
ing, a fringe benefit to man in his 

usual setting in which he seeks his 
recreation. The practical issue here 
is use of the dates by the baker at 
the Inn in putting his secret date-
bread formula together for an eager 
clientele who patronize both the Inn 
and Furnace Creek Ranch, operated 
by the Fred Harvey organization. 

The Desert Life 

The desert bloom is an ordered 
period of beauty, operating according 
to Nature's own special plan. No-

where is the discipline of Nature 
more controlled than here in the 
desert. For here the balance of 
growth inhibitors and growth stimu-
lators come into play. 

Moisture and temperature at the 
time of germination of the 111 
known species of annual flowers is 
the key factor. Those of us who deal 
with grass seedlings surely recog-
nize the marvel and complexity of 
the seed. The role of the growth 
enzymes are truly fascinating. In the 
desert environment, they are in 
complete control. 

Too little rain and the inhibitors 
are not leached out; the tempera-
tures too cool and the stimulating 
enzymes are not triggered. However 
when Nature deems that everything 
is "right," the desert seeds that may 
have been waiting for a number of 
years germinate and come into 
bloom. 

We noted such a vast germination 
during November while experienc-
ing unusual amounts of rainfall. 
Indeed, Nature seemed tuned-in and 
heading for a record spring bloom. 
To return again in spring to witness 
the beauty in this rugged setting 
would be delightful indeed. 

The Devil's Golf Course 

My interest in a visit to Death 
Valley was three-fold: the geological 
wonder of it all; the photographic 
challenge that I knew existed, and 
the intriguing story, as told by a 
friend, that an 18 hole golf course 
existed here at 215 feet below sea 
level, growing real live grass on an 
ancient sea bed so saline at some 
points that grass cannot survive. 

The other, an imaginary 'golf 
course' is affectionally known 
as The Devil's Golf Course and is so 
indicated on all of the official Death 
Valley National Monument maps. 

No grass grows here. 
The location is at Badwater, 282 

feet below sea level; truly a briny 
no man's land, a total desolation for 
nothing grows. 

The salt crystals that thrust up and 
crack open are responsible for the 
geological misnomer, thus the name 
of Devil's Golf Course; and all 
rough, totally impossible for plant 
growth and shot making. 

This has only one similarity to the 
real golf course at Furnace Creek 
Ranch; both are located on ancient 
sea beds, but this one is spread over 
an area of 200 square miles where 
surface temperatures soar to 190 
degrees, leaving it the most lifeless 
of any known location on our planet. 

At Furnace Creek Ranch Golf 
(Continued on page 34) 



Y o t i V(? I n v i t e d 
AMERICAN SOD PRODUCERS ASSOCIATION 
SUMMER MEETING 
and 
FIELD DAY J u l y 1 6 - 1 9 

Denver, Colorado 

ALL SOD GROWERS 
ARE INVITED 

ASPA members extend a spe-
cial invitation to all sod grow-
ers to join them in a major 
Rocky Mountain event hosted 
by the Rocky Mountain Sod 
Growers. 

ACTION PACKED 

FIELD DAY, MEETINGS, 

AND TOURS. 
ASPA '73 Officer Team: left to right, Kidwell , Habenicht, Nunes, 
Bosgraph, Brouwer, and Davis. 

Hosted by: 
the 
Rocky Mountain 
Sod Growers 

Featuring: 
Registration: July 16 from 1.00-8:00 p.m. followed by a host reception at 
the Holiday Inn, Southeast. 

Plus: tours of sod operations, sod installation, turf grass research, plant 
environmental research, water resource development, and the Air 
Force Academy. 

And: an all-day field day demonstration of sod production and handling 
equipment. 

Annual Meeting Headquarters: Holiday Inn, Southeast, Denver, Colo. 

Call or write: Dr. Henry Indyk, Executive Secretary, P.O. Box 231, 
New Brunswick, N.J. 08903. Tel. (201) 247-1766, Ext. 1453 



Business Records 
Best Tool Around 
For Sod Growers 

By ROBERT K. REYNOLDS 
Extension Specialist 
Farm M a n a g e m e n t 

V i rg in ia Polytechnic Institute 
and State Universi ty 

I J O W IMPORTANT is management 
" to success in the sod business? 
You will probably agree that finan-
cial success is unlikely if poor man-
agement exists. 

What influences the level of man-
agement? Well, there are undoubt-
edly a number of personal charac-
teristics of the manager, such as 
experience, ability and attitudes, 
that have an affect on management 
performance. However, a s s u m i n g 
the manager has the personal char-
acteristics to permit good manage-
ment, the level of management 
necessary for business success may 
not be attainable simply because he 
does not have the necessary tools 
with which to work. 

Could you overhaul a tractor 
without using tools? That's a silly 
question—but it's just as silly to try 
to manage your business without 
using the tools available to you. 

Good business records are the 
basic tools of management. Without 
them, critical limitations are placed 
on management and, consequently, 
on financial success. 

The sod business is no different 
from any other business when it 
comes to keeping and using business 
records. The sod producer often 

finds himself in that same type of 
"cost-price squeeze" experienced by 
other businesses which without 
sound management, m a y subse-
quently result in business failure. 

The beginner in the sod business 
or the sod grower who is expanding 
his operation has the additional 
problem of sustaining rather heavy 
accumulated costs before receiving 
any offsetting income. The nature of 
the business is such that a somewhat 
lengthy cost-incurring period of 
time may be necessary before ob-
taining a salable product. This am-
plifies the importance of sound 
financial planning to which business 
records can make a significant con-
tribution. 

Most sod producers will say that 
records are good. But what real 
value can be forthcoming from 
keeping business records? There is 
little or no return for the time ex-
pended in record-keeping if they are 
not accurate, complete and, most im-
portant, used. 

Concerning the usefulness of rec-
ords, there are several basic needs 
that records should fulfill if they 
are to contribute to the management 
of the business. These needs may 
be classified in the following cate-
gories: 

A. the service need 
B. the diagnostic need 
C. the credit need 

( continued) 

TRIAL BALANCE 

Year-Ended 1 2 / 3 1 / 7 -

1 2 1 

Account Account Cash Sal. 
Numb< sr Description Disbursemer Ita 
100 Cash on hand 
101 Cash In bank 1 

102 Accts. Receivable 
1 

110 Est. Uncollected ! 
115 Notes receivable 
120 Inventory-growing SD 1,1 

121 Inventory-cut sod 
122 Inventory-suppliei 1 f 

i 1 

1130 Prepaid insurance ! ! 

131 Cash value life I Ls. 
132 Misc. prepaid itei ns 1 

• 

150 Land 
151 Land improvements 
151A Land Improvements -Am H>Jt 

il 1 

152 Leasehold 
153 Building ! i 

153A Building-Deprecia f i D 111 i 1 ] ] 
154 Mach. & Equipment 

1 
i i 

154A Mach. 6c Equip. De P-
155 Autos 6c Trucks i i 
155A Autos 6c Trucks De|p. 
156 Office Furniture 1 11 

156A Office Furniture pep ! 

200 Accts. Payable ! 1 

201 Notes Payable 1 

210 Accrued expense r-1 
L iL 

211 Sales Tax payable 
213 Real Estate Tax 1 

220 Withholding Tax t i 

221 FICA Tax 
222 Other Payroll Wit hhc .id li W \ M -

223 Unemployment Tax 
2 50 |Income Tax-Federa 
251 Income Tax-State 
252 1 Income Tax-City 

I 
i, : 

275 Long Term debt 
280 Capital Invested 1 » ̂  
281 Paid in surplus 1 

282 Withdrawals ! 

283 Dividends 
¡284 Earnings-prior pe tib 4 1 , 
285 Earnings-current perio id 

I 
¡i i 

SA LEÍ 1 1 
1 1 !Retai1 Sales-Sod 1 

2401 Meriod 
2402 Flyking 
2403 Creeping Bent 
2404 Kentucky Blue 

Wholesale Sales-S od 
2401 Meriod 
2402 Flyking 
2403 Creeping Bent _L 



For fastest-starting turf 

P A R K V a r i e t y 
Kentucky Bluegrass 
T h e 1972 c r o p g r o w n b y 
N o r t h e r n Minneso t a Blue-
grass Growers Associat ion 
is t h e bes t ye t . P r o d u c t i o n 
is up, qua l i t y excellent. 

W e advise you t o order 
y o u r P a r k seed e a r l y , as 
supplies of this popular va-
riety are usually sold out 
before the end of the season. 
A l l s e e d i s M i n n e s o t a -
cert if ied. 

Available exclusively from 

TWIN CITY SEED CO. 
500 30th Ave. N.E., Minneapolis, Minn. 55418 

Phone (612) 789-8821 

For More Details Circle (115) on Reply Card 

the drain for fai lure to maintain 
adequate business records for evalu-
ating tax management alternatives. 

MEETING THE DIAGNOSTIC NEED 
The diagnostic need has to do with 

using records for locating the ills of 
the business. In this sense, records 
are comparable to the physician's 
stethescope. They permit you to 
"feel the pulse" of the business, lo-
cate the strong and weak points. 
This process involves cost control 
and determining production and ef-
ficiency factors that will provide in-
dications of where problems may ex-
ist in the business. 

The first step, of course, is identi-
fying production costs. This is very 
basic to diagnosing the sod business 
or any business for that matter . The 
cost per square yard of sod has a 
pr imary bearing on sale price. 

To take steps to reduce cost, you 
need to know what comprises total 
cost; which costs vary with volume 
of production and which costs do not 
(fixed costs). Efforts to reduce the 
cost item that makes up only 5% of 
the total cost is hardly worth it, but 
efforts to significantly reduce the 
cost item that comprises % of total 
cost may pay off very handsomely. 

Thus, to determine where to apply 
cost management efforts for the 
greatest favorable influence on suc-

MEETING THE SERVICE NEED 
This category is the most obvious 

and the one for which sod growers 
recognize they need some records of 
some kind. This need involves using 
record information for completing 
tax forms, for meeting the increas-
ing number of labor record require-
ments, and for other reports that are 
solicited f rom time to time. 

Many sod growers overpay their 
taxes simply because they do not 
keep a complete account of income 
and expenses. Sales may be recalled 
fairly accurately since they are 
usually seasonal and for relatively 
large amounts. However, many ex-
penses are scattered throughout the 
year and are often overlooked. 

Tax planning is an important 
function of management. Often the 
shifting of income or expenses, 
through delaying or in some cases 
expediting b u s i n e s s transactions, 
f rom one tax period to another can 
significantly reduce the tax liability. 
Also, choosing the appropriate de-
preciation t reatment for depreciable 
assets, based on the tax position of 
the business, can affect the short 
and long-run tax burden. Consider-
able tax savings may be going down 

cess, you need to know your costs, 
and records are an essential tool for 
meeting this need. 

Not only is it important to identi-
fy total costs, it is also helpful to 
classify them as to sod establish-
ment, maintenance a n d harvest 
costs. If your sod operation includes 
installation and delivery, the costs 
associated w i t h these activities 
should be delineated. 

Labor, machinery and capital ef-
ficiency measures can be obtained 
from record information. Such fac-
tors as acres of sod per man, main-
tenance machinery cost per acre of 
sod maintained, harvest machinery 
cost per square yard of harvested 

sod, machinery-labor substitution, 
percent re turn on investment and 
receipts per dollar invested may re-
veal some areas where profitable 
adjustments could be made. These 
kinds of factors are especially help-
fu l when you have some industry 
standards or guidelines for com-
parison. 

It is important to remember that 
business records help to diagnose the 
nature of the "illness" but they do 
not prescribe the "cure." Records 
provide the tool for locating inef-
ficiencies and high cost areas, but it 
takes fu r ther management investi-
gation to determine the best correc-
tive action. Any sod producer desir-
ing to improve his business or-
ganization and operations must start 
by analyzing past performance, and 
business records provide the tool for 
this analysis. 

Business success hinges also on 
management 's ability to plan ahead. 
Forward planning can often be 
strengthened by referr ing to what 
has occurred in the past. Knowledge 
of past business performance, avail-
able f rom business records, will pro-
vide a basis for budgeting fu tu re 
business transactions. 

MEETING THE CREDIT NEED 
The credit need which business 

records should fulfi l l has gained in 
importance in recent years. The in-
creasing capital requirements and 
related major role of credit in the 
sod production business require 
managers to keep a close surveil-
lance on the financial position of 
their operation. This phase of man-
agement is sometimes called f inan-
cial manangement and involves us-
ing business records for preparing 
profit or loss, net worth and cash 
flow statements. 

The proift or loss statement, in 
addition to showing the earnings of 
the business for a particular period 
of time, reveals the amount of cash 
generated by the business to repay 
old debt, to meet living expenses 
and to make new investment. This 
statement will provide clues con-
cerning cost control but may not ful-
ly meet the needs for determining 
where inefficiencies exist within the 
business. 

The net worth statement or bal-
ance sheet consists of assets, liabili-
ties and net worth, and provides a 
picture of the financial position of 
the business as of a particular point 
or date in time. 

Thus, the net worth statement 
presents a "snapshot" of the busi-
ness whereas the profit or loss state-
ment presents a "movie" of the 

(continued on page 30) 



Drainage or irrigation pipe, major plantings, and grading are 
routine for the smallest John Deere Backhoe Loader. Like larger 
John Deere units, it has: 
• Closed-center hydraulics. Pump runs only when needed, so 

there's less wear, no reason for system to heat up when you 
drive to the job. 

• Enclosed self-adjusting disk brakes and inboard planetary final 
drives share filtered transmission oil for long service life. 

See your dealer, listed in the Yellow Pages, for finance information. 
John Deere, Moline, Illinois. 

Landscape work 
begins with 

JD300 

Mowers and Utility Equipment 



BUSINESS RECORDS 
(from page 28) 
business. 

The net worth statement indicates 
the value of assets that would re-
main if the business was liquidated 
and all outside claims against it 
were paid. 

The profit or loss statement and 
net worth statement provide valu-
able information for preparing ra-
tios that will test the liquidity, 
solvency and profitability of the 
business. These measures are im-
portant to both borrower and lender 
when evaluating the acquisition of 
capital. 

The current liabilities section of 
a net worth statement will show the 
obligations due within the next 
twelve months. The profit or loss 
statement will indicate the success 
of the business in generating funds 
to meet these obligations. 

The cash flow statement shows 
the cash in and out of the business 
by specified periods of time and 
may be referred to as a calendar 
with receipts and expenses plotted 
on it. It includes, in addition to or-
dinary cash income and expenses, 
payment on current debts. The cash 
flow provides a pattern of the flow 

of business transactions and it will 
help to avoid financial disaster re-
sulting from poor scheduling of debt 
repayment. 

A word of caution—if a diagnosis 
of your sod business suggests some 
adjustments, beware of the implica-
tions the adjustments might have on 
the business cash flow. This word of 
caution is especially important if the 
adjustments to be made involve the 
use of much borrowed capital. 

If you agree that management has 
a major influence on success in the 
sod business, why not give it the ap-
propriate business records to work 
with? When you hire employees you 
are expected to provide them with 
the tools to do the job for which 
they were employed. Management, 
likewise, must have tools to do its 
job, and a good set of business rec-
ords is first on the list. 

Review your present system of 
business records and, if it does not 
meet the three basic needs, take the 
necessary steps to "get with it" so 
that management will have the tools 
to perform effectively—before it's 
too late! 

Take a look at the newly de-
veloped ASPA "Chart of Accounts" 
system. This may be the answer to 
your business record woes. Also, 

check out the various record systems 
available through the Land Grant 
University in your state. These can 
usually be obtained through your 
local extension service agent. 

If the manager's tool kit does not 
contain his potentially most valuable 
tool—an appropriate and well main-
tained business records system—the 
quality of the management job and 
the profit from his business are 
bound to suffer. Can any sod pro-
ducer afford to be without this tool? 

• 

Three Day Summer Meeting 
Set By ASPA For July 

Sod producers and commercial 
suppliers of the sod industry will be 
converging upon Denver, Colorado 
on July 16 for the annual summer 
meeting and field day of the Ameri-
can Sod Producers Association. 

The three-day event — beginning 
with registration on the evening of 
July 16 and concluding with the field 
demonstration of sod equipment on 
July 19 — is expected to attract a 
record attendance from within as 
well as outside the United States. 

The host organization, the Rocky 
(continued on page 36) 
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FOR MORE FACTS 

USE THE 

POSTAGE FREE CARD 

You are invited to use the 

Reader Service card provided to 

obtain further in format ion 011 

equipment, materials or supplies 

appearing in this issue. This card 

is preaddressed and postage paid. 

Your inquiry will he forward-

ed to the manufacturers in whose 

products you are interested. 
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