


Make sure your lawn care jobs don't come back to haunt you. 
With labor and gasoline what they 

are today, the cost of a call-back is fright-
ening. Add in the hidden costs of unhappy 
customers, and it s enough to scare you 
to death. 

That's why you need DURSBAN* 
insecticide in at least two of your yearly 
applications. You see, in most parts of the 
country, insects are a problem in both 
the Spring and later on in the Summer. If 
they don't get you the first time, they just 
might get you the second. 

And that can mean costly call-backs. 
So think twice before you decide to 

sk imp on DURSBAh. And think about how 
little it cos ts -as little as $3.50 for a 10,000 

sq. ft. lawn. Which is a lot less than the 
cost of a call-back. 

DURSBAn insecticide gives you results 
you can count on, too. It gets all your 
major problem bugs. And it controls them 
for up to eight weeks instead of the more 
common four to six. 

DURSBAn. Makes sure all your returns 
are happy returns. Available in 2E and 
double-strength 4E formulations. 

See your Dow distr ibutor. Also ask 
him about our new "DURSBAn delivers 
the goods" incentive program. Be sure to 
read and follow all label directions and 
precautions. Agricultural Products Depart-
ment, Midland, Michigan 48640. 

DURSBAN 
Call-backs haven't a ghost of a chance. 

D O W C h e m i c a l U.S.A. 
•Trademark of The Dow Chemical Company. 
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The multifaceted landscape 
management market 
consumes a wide variety of 
products in significant 
quantities. See page 37 for the 
1983 Buyer s Guide. 
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and Distributors 
New research and four company 
profiles reveal creative measures 
taken by distributors to grow and 
prosper. 
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Beckman Salesmen 
Keep in Constant Touch 
With Their Customers 
St. Louis turf and irrigation 
distributor serves its customers 
by frequent calls and 
professional advise. This 
persistence is paying off as 
Beckman grows. 
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Modern Management 
Propels 7-Year-0ld 
Irrigation Supplier 
Hydroscape has experienced 
phenomenal growth in a short 
seven years due to a 
multi-talented management 
team and use of 
modern business tools. 

Garfield Williamson 
Doubles Turf Sales 
In Five Years 
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York Metropolitan area for 
amazing growth. Not bad for a 
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Becomes National 
Manufacturer 
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prime example of the unlimited 
potential in the golf and 
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North American Natives 
Need Further Study 
Doug Chapman suggests we have 
not explored our own country 
for plants which fit better into 
today's low maintenance 
program. 
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There's nothing 
on earth like 

Eclipse Kentucky bluegrass seed avaWable exclusively from: 

6ARRELD WILLIAMSON, INC., 1072 West Side Ave., Jersey City, N.J 
JACKLIN SEED COMPANY, W. 5300 Jacklin Ave . Post Falls. Idaho • NUNES TURFGRASS. INC., 2006 

TWIN CITY SEED COMPANY, 500 30th Ave . N.E., Minneapolis Minn • ROTH WEIL SEEOS (IN CANADA), 
¡uot Ave., Patterson. Calif. 
) Box 511, Lindsay. Onfcno 



OUTLOOK 
By B r u c « F. Shank , E x e c u t i v e Ed i t o r 

Who really wants or needs 
management information? 
The popularity of management consultants to the landscape indus-
try seems to say many of you want and need management 
information. The age of computers, volatile interest rates, and gov-
ernment regulations for small business make a basic level of under-
standing necessary. 

Business magazines and general business courses are helpful, but 
when you have a question about a specific problem to the landscape 
business, where do you look for an answer? Associations, special-
ized consultants, your accountant or banker? Probably all of these. 
So you have four opinions for one problem. 

Weeds Trees & Turf and the Associated Landscape Contractors of 
America have hopefully solved a problem with a book and an edu-
cational seminar. More than a dozen successful landscape contract-
ors and consultants are now writing chapters for the book. They will 
describe their experiences in solving landscape business problems 
using actual cases and specifications. 

ALCA has organized a management seminar for the Dallas area in 
November. The topics and roundtable discussions will be based 
upon problems ALCA membership has experienced. 

As you can see, the purpose is to provide you with information 
which is directly applicable to your business. General information 
you have, specific information you need. 

The landscape and golf industries have always had a thirst for 
technical information about turf and tree care. Our dilemma at 
WT&T has been how to add business information to technical 
information. 

ALCA has recognized a special group of owners and managers 
who are looking for business assistance or standards. The current 
thought is this group needs helpful material written just for it, not bits 
and pieces mixed with technical material. 

Weeds Trees fr Turf will continue to provide technical and some 
business material for your use. The book will confront business 
topics specifically, with consideration of the technical limitations or 
requirements out in the field. 

Not everyone wants or needs management information. But those 
who do are growing in number and it's time to meet their needs. 
Drop me a note if you are looking for more business information. 
Perhaps you have a problem the book should cover. We've tried to 
include them all, but the idea is to meet as many of your needs as pos-
sible in one book. 

My address is Weeds Trees fr Turf, 757 Third Ave., New York, NY 
10017. If you want more business information, we'll get it for 
you. WTT 
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WE'VE QUIETLYADDED 
MORE HORSEPOWER TO OUR 

NEWEST KUB 

© 1982 KuhoU Tractor Corporation 

Circle No. 123 on Reader Inquiry Card 

We kept the RPM's low 
to help keep our new B8200 
tractor quiet. 

But don't let that quiet 
exterior fool you.This is a 
very powerful Kubota. 

It offers the compact size 
and high maneuverability of 
our B Series. 

But with its heavy-duty 
hydraulics and a new extra-
strength rear axle design,this 
new 19 hp tractor can handle 
tougher jobs. Like mowing, 
tilling, loading and scraping. 

Of course, power isn't the 
only thing the B8200 tractor 
has going for it. 

It also goes in 9 forward 
speeds, 3 reverse speeds, and 
comes with handy two-speed 
rear PTO. 

You can choose 2- or 4-
wheel drive. A Category I 
3-point hitch is standard. 

Landscapes, turf main-
tenance and rental yard 

customers all like the B8200. 
Especially since Kubota's 
sturdy diesel engine never 
needs a tune-up. 

And everyone likes the 
way this tractor looks. 

The engine compartment 
is totally enclosed, keeping 
the lines clean and simple. 

Flat-topped fenders flare 
into large floorboards to help 
make a true operator platform. 
And the large control levers 
are conveniently located so 
that operation is also simple. 

Our nationwide sales 
and service network makes it 

easy to buy a Kubota tractor. 
So stop by your local 

Kubota dealer and find out 
what he has to say about 
the new B8200. 

It's the only way you'll 
ever get to hear about its 
extra horsepower. 

For more information 
write Kubota Tractor Cor-
poration, Communications 
Department, PO. Box 7020, 
Compton, Calif. 90224. 

PKUBOin We're looking for work. 



GREEN 
INDUSTRY 

NEWS 
Sod growers battle recession 
Sod producers are having to improve 
their management practices to survive 
in the current market conditions. Rep-
resentatives of the industry meeting at 
the American Sod Producers Annual 
Summer Convention agreed that sod 
sales are significantly down, due pri-
marily to reductions in new home con-
struction. According to Walt Pemrick of 
Warren Turf Nursery, producers are 
adjusting to the downturn by cutting 
back on overhead costs and making a 
more concerted sales effort. 

According to Ralph White of South-
ern Turf N u r s e r i e s Tifton, GA and 
president of the ASPA, the smaller op-
erators are under the most pressure. "A 
business which is as capital intensive as 

COMING 
SOON 

National Council for Interior 
H o r t i c u l t u r a l C e r t i f i c a t i o n 
Exams, Interior Plantscape Asso-
ciation Convent ion , Port land, 
OR Oct 25-27. and Tropical Plant 
Industries Exposition, Coconut 
Grove, FL Jan. 20-22. The final 
Step in the NCIHC certification 
process, the exams contain five 
sections: horticulture, business, 
maintenance, design and plant 
identification. To find out more 
about the certification process 
Contact NCIHC, One Mannions 
Lane, Danbury CT, 06810, 2 0 3 / 
792-6085. 

T u r f g r a s s S y m p o s i u m , Oct, 
20-21, Columbus, OH. Focusing 
on turfgrass fertilization, the 
symposium will feature talks in 
on topics such as fall fertility, re-
sponses of turf to nitrogen 
sources, rates and timing of nitro-
gen, and the effects of potassium 
and phosphorus in turfgrass 
maintenance. Contact Dr. B.G. 
(oyner Plant Diagnostic Lab, 
Chemlawn, 6969 Worthington-
Galena Rd., Suit»' L, Worthing-
ton, OH 43085 614 /885-8367 . 

sod is very difficult to justify on 50 
acres ." White feels that sod producers 
are becoming more business minded, 
keeping closer inventories, using more 
effec t ive m e a n s of cost account ing , 
using more efficient machinery and 
hiring a higher quality of employee. 
The tighter market has narrowed the 

Fourteen teams competed in the Sod 
Rodeo during the ASPA Convention in 
Denver CO. 

profit margin on sod and made mis-
takes far more costly than they were a 
few years ago. 

Al G a r d n e r from G r e e n l a w n Sod 
Co., Inc. , of Broomfield CO, c o m -
mented that the industry is trying to 

SEED 

The Vaughan-jacklin Corp. has agreed 
to sell its business and assets to the 
Davis Rogers Investment Group. The 
V a u g h a n - j a c k l i n board of d i r e c t o r s 
was unanimously in favor of the pro-
posed p u r c h a s e a g r e e m e n t and has 
agreed to sign a voting and proxy agree-
ment for 33% of the outstanding shares 
of Vaughan-jacklin. 

Davis Rogers is offering $13.75 per 
share for Vaughan-jacklin stock, less 
the expenses for the transaction. The 
purchase price is also conditional 
upon the net worth of Vaughan-jacklin 
remaining the same as their prelimi-
nary estimate. After the transaction, 

open up specialized markets by devel-
oping regional sod grasses from dry 
land grasses, salt tolerant species and 
low m a i n t e n a n c e variet ies . " In the 
future, water will dictate the types of 
grasses we produce" stated Gardner. 
Water shortages will require sod pro-
ducers to offer sod that is suitable to lo-
cal climatic conditions, according to 
many sod growers. 

Producers also have the opportunity 
to open n e w markets in a r e a s that 
traditionally use seed rather than sod. 
B e c a u s e the pr ice of sod has c o m e 
down dramatically due to oversupply, 
efforts are being made to convince both 
professional and retail consumers to 
convert from seeding to the use of sod. 

A c c o r d i n g to White , the A S P A is 
planning its activities with the short 
term difficulties of its m e m b e r s in 
mind. Symposiums on water usage 
and business management are being 
offered in conjunction with the associ-
ation's winter convention in San An-
tonio TX. White feels that the manage-
ment changes that are being made in 
the industry as a result of this recession 
will put sod growers in a very strong po-
sition when economic conditions im-
prove. 

Vaughan-jacklin intends to make an 
offer to each shareholder giving him 
the option of redeeming his shares for 
cash. 

V a u g h a n - j a c k l i n is a distributor, 
m a n u f a c t u r e r and g r o w e r of profes-
sionally used horticultural products 
and home garden supply items. The 
Davis Rogers Investment Group which 
owns and operates substantial agricul-
tural businesses and real estate. David 
Rogers presently owns and runs com-
panies involved in growing and distrib-
uting sod, raising row crops and 
ranching. 

Davis Rogers Investment buys Vaughan-jacklin 



Presenting the aerators 
designed in the belief that all grounds 

are not created equal. 

Some grounds are flat. 
Some are not. So how can 
you expect one aerator to 
work equally on both? 

You can't. That's why 
Ryan designed the 
Tracaire® and the 
Renovaire® 

The Tracaire's 12-tine 
wheels are held in perfect 
horizontal alignment for 
uniform aeration on 
athletic fields and other 
flat areas. 

The Renovaire features 
independently-mounted 

tine wheels that hug the 
turf and deliver maximum 
penetration on irregular 

THE RYANK 

TRACAIRE & RENOVAIRE 
• Yes, I'd like a demon-

stration of the Tracaire. 
• Yes, I'd like a demonstra-

tion of the Renovaire. 
• Please send me your 1982 

turf-care catalog. 

Name 

Title 

Company 

City 

terrain like golf courses 
and parks. 

Both aerators give you a 
wide 6' swath and a choice 
of interchangeable tines 
(coring, slicing and open 
spoon) to match your soil 
conditions. And either can 
be equipped with a 
heavy-duty dragmat for 
breaking up cores. 

The Ryan Tracaire and 
Renovaire. One of them is 
perfectly suited to your 
grounds. CUR 2-5763 

RYAN 
TURF-CARE EQUIPMENT 
2217 Cushman, RO. Box 82409 
Lincoln. NE 68501 
For the location of your nearest dealer, 
call 402-435-7208. Outboard Marine Corporation. 1981 All rights reserved 



USGA forms research committee 
The United States Golf Association has formed the Turfgrass Re-
search Commit tee . " I n time, the research compi led by this 
committee could lead to major breakthroughs in turfgrass mainte-
nance," said U S G A Senior Executive Director Harry Easterly Jr. 

The long-term program will be a multi-million dollar undertak-
ing. The primary purpose of the program is to develop minimal 
maintenance turfgrasses that are water conserving, salt tolerant, 
disease and insect resistant and will provide excellent playing 
surfaces. One of the major efforts of the committee will be to form 
a computerized reference source for all turfgrass research litera-
ture. This will bring together every piece of literature dedicated to 
turfgrass research from throughout the world. 

The committee will also fund overseas expeditions which will 
enable researchers to gather grasses from all over the world. An 
expedition for plant material search in Asia and South Africa has 
already been authorized. 

Owners form independent group 
A new golf industry trade association, the Golf Course Associa-
tion (GCA), has been formed by the owners of privately-held pub-
lic golf courses. Directors of the National Association of Public 
Golf Courses voted in April to become an independent group and 
adopt the new moniker, "Golf Course Association." NAPGC had 
been an affiliate of the National Golf Foundation for the past five 
years. 

GCA's objective is to grow quickly as the voice for the owners of 
tax-paying public golf courses and earn a position as one of the 
major independent forces within the golf industry, according to 
Bailey Trull, owner of Trull Brook Golf Course, Tewksbury, MA. 
The association will represent public course owners on industry 
and governmental issues and is envisioned as an important busi-
ness and management education resource for the daily-fee seg-
ment of the golf industry. 

GCA is beginning with a membership of approximately 150 golf 
course owners. As of January 1, 1982, NGF reports that there are 
5428 daily fee golf courses in the U.S. GCA predicts a member-
ship growth rate in excess of 200% annually over the next several 
years. Michael Rippey of Smith, Bucklin and Associates has been 
named executive director of the association which is headquar-
tered in Chicago and has offices in Washington, DC. Regular 
membership dues are $175 for nine-hole courses and $250 for 
courses with 18 or more holes. Companies which provide prod-
ucts or services to GCA member courses may enroll as associate 
members for $200. Charter memberships are being offered until 
the Golf Course Association's 1982 Annual Meeting, December 
1-4, at Arnold Palmer's Bay Hill Club and Lodge, Orlando, FL. 

NEWS from page 6 

INTERIOR 

California announces 
national interior show 
A California publisher has announced 
plans for a National Interior Landscape 
Exposition to be held at Disneyland 
Hotel Convention Center, Anaheim, 
for June 1983. 

Florida has been the center of the in-
terior foliage market since its creation, 
although interior landscapers are now 
in business throughout the U.S. 

Hester Communications, publisher 
of Western Landscaping News, hopes 
to attract thousands of interior plant 
specifiers to Anaheim as well as hun-
dreds of exhibitors. Hester currently 
coordinates the American Pavilion at 
the International Bicycle and Motor-
cycle Exhibit in Cologne, Germany. 

A panel consisting of representatives 
from the Associated Landscape Con-
tractors Association, the Interior Plant-
scape Association, the American Soci-
ety of Landscape Architects, and inte-
rior landscape firms is helping Hester 
with show planning. 

NURSERY 

Nurserymen hit the 
beach (in Hawaii) 
"Oahu" means gathering place in Ha-
waiian and the nurserymen did just 
that as they flocked to Honolulu, HI, to 
attend the 107th Annual Convention of 
the American Association of Nursery-
men. 

NLA President Gerald Harrell 

The convention ran five days and 
was chock full of information for the 
sundry affiliated associations of AAN. 
Tours and seminars were held for nurs-
erymen and National Landscape Asso-

Continued on page 10 



weed control thatk 
easy on plants! 

When you ask yourself how you can get long-
lasting control of weeds in ornamental plants, 
trees and shrubs, what will your answer be? 

With Devrinol^ herbicide, of course. 
Because you know Devrinol handles the tough 

weeds. You know it to be the one that lasts 
through the whole season. Why? It resists 
leaching —through heavy rains, even frequent 
irrigations. 

With all this going for it, Devrinol is easy on 
your plants. Wont hold back their growth. 

Now, which herbicide are you going to use on 
lining-out stock, container stock and field-grown 
plants so you can give your customers top 
quality landscaping and highway plantings? 
Devrinol. Because it's tough on weeds...easy 
on plants. 

See your distributor now for Devrinol. Follow 
label directions. Stauffer Chemical 
Company, Agricultural Chemical 
Division, Westport, CT 06881. 

Devrinol 
Tough on weeds, easy on plants 

Circle No. 145 on Reader Inquiry Card 



Maintenance pegged at 19% 
According to the National Landscape Association s latest Man-

agement Survey, landscapers reported that maintenance services 

provided 19% of their total business. Regionally, the Northeast 

reported the highest percentage — 26%, while the Great Plains 

region came in at 12%. 

Of the 138 firms that participated in the survey, 97% performed 

pruning as part of their maintenance services. Other services in-

clude: mulching — 95%, fertilizing — 93%, insect and disease 

control — 80%, chemical weed control — 75%, lawn renovation 

— 70%, planting for seasonal color — 66%, mowing and edging — 

57%, manual weed control — 51%, watering — 40%, litter and 

trash removal — 33%, snow removal — 25% (Northeast: 34% and 

Great Lakes: 34%), and sweeping parking lots — 19%. 

In chemical weed control, 70% indicated they used selective 

herbicides, 52% indicated they use non-selective herbicides, and 

11% use aquatic herbicides. 

Late charge most popular 
collection practice 
A recent management survey by the National Landscape Associa-

tion concluded that 85% of the members responding assess late 

charges to encourage prompt payment of accounts. Regionally, the 

responses ranged from 62% in the Southwest to 93% in both the 

Great Lakes and Great Plains. The average monthly assessment was 

1.7%. 

Local attorneys were reported to have been used by 65% of the 

firms. Small claims courts have been used by 55% of the respond-

ents. Mechanic's liens and collection agencies were used at one time 

or another by 37% of the firms, often as a last resort. 

ALCA launches management 
division, show, and book 
The Associated Landscape Contractors of America Board voted in 

July to launch a Landscape Management Division at a meeting and 

educational seminar in the Dallas area in November. The Division 

will have its own set of officers and specialty staff at ALCA head-

quarters in McLean, VA. 

Allen Smith, ALCA executive director, said both upper and mid-

dle managers of landscape companies will be invited to the meeting 

which will feature sessions on marketing, financial management, 

job costing, and roundtable discussions. 

The new division is cooperating with Harcourt Brace Jovanovich 

Publications on a management book, Cost Effective Landscape 
Maintenance, to be published this winter. ALCA and HBJ are re-

sponding to requests for more information on business management 

of the landscape firm. The book will be written by successful land-

scape businessmen, university instructors, legal and business con-

sultants, and HBJ editors. Maintenance standards will also be in-

cluded. 

NEWS from page 8 

ciation members, while many other 

groups he ld their a nnua l business 

meetings. Participating associations in-

cluded: Garden Centers of America, 

Wholesale Nursery Growers of Amer-

ica, Horticultural Research Institute, 

National Association of Plant Patent 

Owners, American Nurseryman's Pro-

tective Association, Nursery Associa-

tion Executives, Mailorder Association 

of Nurserymen, and All-America Rose 

Selections. 

The interaction between Hawaiians 

and mainlanders was one of the most 

interesting aspects of the convention. 

Both groups took every opportunity to 

explore each other's practices and 

techniques and were genuinely inter-

ested in finding out how nurseries and 

landscaping were handled back home. 

Six busloads of conventioneers turned 

out to tour native Hawai ian landscapes, 

which included the Royal Hawai ian 

Shopping Center, Honolulu Interna-

tional Airport, Spaulding Estate, and 

the East-West Center of the University 

of Hawaii . 

The convention was very business-

oriented, with the majority of the semi-

nars devoted to advertising, marketing 

and business practices. A particularly 

interesting seminar was given by Glen 

Asakawa of Presidio Garden Center, 

San Diego, CA. He gave an overview of 

the interior landscaping market and 

then explained the reasons why his 

company was not expanding into that 

area. (He explained that the market is 

good but the timing was wrong for his 

firm.) Seminar attendees were well-

rewarded for the hours they spent in-

side the convention hall (away from 

tempting Waikiki Beach). 

On the business end, S. Kent Lang-

linais, owner and manager of Kent's 

Nursery, Youngsville, LA, was elected 

A A N president and R. jerry Rosso, sec-

retary and treasurer of Julius Rosso 

Wholesale Nursery Co., Seattle, WA , 

was elected vice president. R. J. Hut-

ton, Conrad-Pyle Co.; David Farley, 

Farley Bros. Nursery; and R ichard 

Aldr idge , A ldr idge Nursery; were 

named to the A A N board of directors. 

TURF 

Lawn Institute 
names Roberts 
The Lawn Institute confirmed Dr. Eliot 

Roberts as the new director at its an-

nual meeting in Dallas, TX. He is leav-

ing a position as professor of soil sci-

ence at the University of Rhode Island, 

where he was supervising programs 

Continued on page 14 


