IT GAN'T BE DRIVEN

1983 Kubota Tractor (

INTO THE GROUND.

Put a Kubota diesel tractor to
work and watch it go. Watch
it load, mow, rotary till and dig.
There’s just one thing that you'll
rarely see a Kubota do. Quit.

That’s because it’s powered by
astrong diesel engine. It operates
with less noise. Less vibration.
And with no carburetor, spark
plugs or distributor to wear out,
there’s less maintenance.

There’s still another reason
Kubota tractors keep runningon
andonand
on.These

small and mid-sized models all
come with features usually only
found on larger tractors.

The 1.355SS model digging
in here is a good example. A
4-cylinder 29 PTO diesel work-
horse, it does all kinds of com-
mercial landscaping, industrial
and loader tractor jobs.

And the 1.355S8S is the only
tractor of its size with hydraulic
shuttle-shift. It goes from for-
ward to reverse without
using the

to power steering
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clutch or gearshift.

and our unique 4-wheel-drive
system with bevel gears, this
tractor is also remarkably ma-
neuverable in a tight spot.

The 1.355SS and all Kubota
B- or L-Series models are guar-
anteed to be dependable for a
long time. Our two-year limited
warranty isunmatched by other
manufacturers. Your dealer has
complete details.

Sostopby your Kubotadealer
soon. While you can’t drive our
tractors into the ground,you can
take 'em for a test drive.
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DSCARE LOG

By Douglas Chapman, horticulturist, Dow Gardens, Midland, Mi

AUGUST JOB FOCUS
1. Turf
a. planting new lawns
b. fertilization
2. Deciduous Tree Pruning
3. Pine Planting
a. transplanting
b. late season insects and diseases
4. Continued Heavy Maintenance
a. mowing and weeding

August in the Northeast and North Central states is
the beginning of fall. The soil is still warm, but we see
the return of rain after a normally dry June and July.
Further, the day length, or photoperiod, is still long
enough to sustain growth. Landscape development is
certainly centered on three broad categories: 1) turf; 2)
deciduous tree pruning; and 3) pine planting.

TURF

August in Central Michigan and through the
Northeast is the one single best time to plant new
lawns (while spring is a second prime time for new
lawn installation). The soil temperature is high and
the air temperature is beginning to cool. By the second
week of August fall rains commence and almost every
morning we have dew on the grass. The above-
mentioned conditions are perfect for new lawn instal-
lation. The weed season is essentially over, and one
can install a new lawn, while expecting almost com-
plete success with minimal weed seed germination.

Each part of the country will have different recom-
mended grass types, but it should be recognized that a
grass seed mixture is probably better than any one in-
dividual cultivar. It is better due to the fact that there
is more environmental tolerance and insect and dis-
ease resistance with a broad variety of grass types
than with a single cultivar—the same consideration as
with trees, the greater the variety of species, in
general, the more disease tolerance one can expect. In
the Great Lakes area, a mixture of 60% fescue [cv. of
creeping red or chewings), 20% Kentucky Bluegrass,
and 20% fine leaf perennial ryegrass, e.g. Manhattan
Perennial Rye, establishes quickly, while being medi-
um to low maintenance. The individual cultivars of
bluegrass, fescue and fine leaf perennial ryegrass will
change as new ones are developed, but the concept of
a mixture of grasses, emphasizing disease resistance
and low in nutrient requirements, will probably result
in the type of lawn that fits best a large area
landscape, park, or even home grounds.

Fertilizer, depending on the program one uses, is
also important during mid-to-late August. One should
apply the equivalent of approximately one pound of
actual nitrogen per 1,000 square feet, while
emphasizing potassium as well (five pounds of a
20-5-10). Most fertilizer recommendations are based
on the amount of nitrogen applied per 1,000 square
feet. Contemporary research has shown that relative-
ly high quantities of potassium are also important to
stimulate carbohydrate metabolism, while increasing

disease tolerance, drought, and winter hardiness.
Generally speaking, phosphorus deficiency is difficult
to induce in the average lawn. Most cool season grass
species are effective extractions of this macronutrient
and, therefore, small quantities are all that are
needed. Note—with all fertilizers, the lawn should
be dry and the fertilizer watered in soon after
application.

DECIDUOUS TREE PRUNING

The month of August is a good time to prune decid-
uous trees. Most of the terminal and diameter
increase, that is plant growth has occurred and,
physiologically, it has been shown that there is a good
wound response at tRis time. For years nurserymen
removed suckers and unwanted branches during this
month. They took advantage of the foliage being on
the plant as long as practical, thus adding dimension
to the tree trunk but removing the unwanted growth at
a time when the plants callused over most rapidly.
The only cautions to August pruning would include:
pruning of crab apples during wet periods, thus en-
couraging fire blight, and pruning of elms. Hart at
Michigan State University suggested that wounds on
elms during August may attract elm bark beetle, thus
it could be a factor in late season Dutch Elm Disease
infection. Other than these two considerations, most
trees, including bleeders, such as Sugar Maple and
birch, respond well to late summer pruning.

PINE PLANTING

August represents the single best time to transplant
pines in the landscape. Although spring transplanting
results in 80-90% success, transplanting of pines dur-
ing August usually results in 95% of greater success.
The conditions of warm soil encourages root growth.
Frequent showers, high humidity, and relatively long
photo-period combine for this one plant genera's
transplanting success. For most success, transplant the
pines balled and burlapped. During the ‘60’s some of
the early photoperiodic researchers showed that pine
roots continued to grow during August and September
under that particular day length even though vegeta-
tive growth had stopped. This single factor probably
best explains the success of pine transplanting in Au-
gust. The pine roots have opportunity to become es-
tablished before the onslaught of winter. Many
landscapers have noted that staking and heavy
mulching also contribute to late season transplanting
success. Does this mean that hemlock and juniper also
exhibit the same increased planting success? In the
case of these plants, the literature and practical expe-
rience have not been as clear. Junipers, hemlocks, and
spruce transplant relatively well throughout the
month of September and early October if mulched
heavily.

Late season insects and diseases can have some im-
pact; therefore, one should be looking for extremely
heavy infestations of mites (two-spotted or red),
aphids, scale, and walnut caterpillar. Diseases to be
on the lookout for are few but important. If an ex-
tremely wet August, fire blight on crab apple,
hawthorn, and mountain ash and needlecast on pine
can be problems. WTT
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outperforms the biggest names in Kentucky Bluegrass.

The record shows that Merit is consistently rated high )
in turf quality and color as well as disease-resistance, \
including good resistance to leaf and dollar spot. ]

A variety that is praised for its excellent spring
color, Merit also holds its own when subjected to
minimum irrigation and fertilization.

Look at the record. In 1972 NE-57 trials, in a five-
year New Jersey test, in a New York trial, at an
eight-year Purdue study, a three-year Ohio trial
and in a four-year Missouri test, Merit often out-
performed such bluegrasses as Baron, Nugget,
Fylking, Adelphi, Glade and Bonnieblue.

Merit...it’s a Kentucky Bluegrass worth looking into

FULL CIRCLE, INC.

PO. Box 49 Madras, Oregon 97741 (503)475-3877
@ A Subsidiary of Cenex

Circle No. 114 on Reader Inquiry Card
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One year ago there was specula-
tion some turf equipment manu-
facturers were on shaky ground.
Today, that thought seems ludi-
crous, with manufacturers saying
there may be too many companies
and a shake-out is likely.

Furthermore, two more U.S.
companies are preparing to enter
the commercial turf equipment
market and there is concern Japa-
nese manufacturers are studying
the market. U.S. manufacturers are
concerned about “copy-cats”.

Weeds Trees & Turf editors vis-
ited Iron Country in March and
April to get the full story. We spoke
to representatives of more than a
dozen companies to get their opin-
ions and to learn of their plans.

Most of the activity by far is in
commercial mowing equipment,
especially in the walk-behind in-
termediate (30- to 60-inch) rotaries.
George Schaefer, |r., of F.D. Kees
Mfg. Co., said, “In 1975, a survey
we did showed a void in the 32- to
50-inch walk-behind rotaries and
we focused our attention on that
void. Three years ago, Toro did a
similar questionnaire using a Kees
mower as an example. They are
aware of the potential.”

Price, maneuverability and
speed are reasons contractors cite
for buying walk-behind intermedi-
ates. They are replacing some of
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The inside
story on the

turf equipment
market today.

By Bruce F. Shank, executive editor

their trim mowers and large riding
mowers with the intermediates
(see Mower Efficiency, April is-
sue).

The concept of walk-behind ro-
taries was developed in the 1930's
by two men, each separately.
Howard Phelps, the founder of
Sensation, in Nebraska and Leon-
ard Goodall in Missouri. “My first
rotary had bicycle tires and an
electric motor from a Hoover vacu-
um cleaner,” says Phelps. “I've still
got it here in my living room in
Raleston, Nebraska, a suburb of
Omabha. I also hold the patent for
the first grass catchers for rotary
mowers.” Phelps began commer-
cial production in 1940 and sold
the company in 1966. Last year
Gilson Brothers purchased Sensa-
tion and is stepping up its market-
ing efforts.

,Leonard Goodall of Warrens-

burg, Missouri in the 1930’s, built a
company and distribution network
which included the then Bunton
Seed Co., in Louisville, Kentucky.
“Bunton had the Eastern Seaboard
for Goodall until we started mak-
ing our own mowers and Foley
bought Goodall in the mid-50's,”
said Gilbert Brown, Bunton vice
president. In 1969, Bunton bought
all rights to the Goodall line. “Be-
tween 1949 and the mid-70's the
market for walk-behind intermedi-
ates was served by only a few
companies. Today, there are 9
companies with similar products
and more coming,” Brown says.
Ransomes Bobcat claims to be
the largest current manufacturer of
walk-behind intermediates. Bob-
cat intermediates were first pro-
duced in the mid-70s. Ransomes, a
British company, purchased Bob-
cat in 1977, adding a reel line to
Bobcat's rotaries. Many landscape
contractors speak highly of the
Bobcat intermediates. Dick Leh-
man of Ransomes attributes the
company’s success to simplified
operation and maintenance as well
as a good distribution network.
F.D. Kees also entered the walk-
behind intermediate market in the
mid-70's after market research
showed potential. Sensation and
Yazoo were old-line companies
with products in that category.



From day one, Toro has
engineered the kind of gang
mower you want for high
acreage formal cutting.

A mower that keeps you |

cutting. Gets the job done.
Like our Spartan® gang
mower, direct descendant

e

ANG TOLAST.

it has few moving parts

and just two major points of
contact. That means less
downtime, fewer repairs and
parts replacements.

And, besides its time
proven durability, this simple
gear drive system gives you
what you want most in formal
cutting. A more consistent

of Toro's first pull type reel quality of cut.
mower 60 years ago, and And Toro gears its gang
now the heart of our7 or 9 with other features that keep

unit Parkmaster® and 3, 5, 7
or 9 unit Universal frame.

Eou cutting. Like single knob

ife-to-reel adjustment,

Its durability is — a perfected roller system,
exemplified by the / and convenient height of cut
gear drive we s ay's ” adjustment from %2 to 22",
use to transmit ' depending on wheel
power from the combinations.
wheels to the 5 Unlike the drive Call your Toro dis-
or 7 blade reel. of one of our best tributor. He'll tell you more

known competitors, about our Spartan gang

for example,

mower and its working
partners. Parkmaster, for up
to 18'6” widths of cut. And
Universal frame, for 7' to 21'
widths. He'll show you how
Toro quality can cut your cost
of cutting.

"Toro" is a registered trademark of The Toro Company,
8111 Lyndale Ave. So., Minneapolis, Minnesota 55420.

THAT KEEP YOU CUTTING.

Circle No. 134 on Reader Inquiry Card
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Since then Gravely, Deines, and
Exmark have joined the group.
Still, Toro and Jacobsen wait to en-
ter the intermediate market. Rep-
resentatives from Toro and Jacob-
sen did not want to reveal their
plans for this type of mower but
distributors have told Weeds Trees
& Turf both companies have proto-
types in testing with introductions
not far off.

One potential problem may be
what happens to distributors who
carry Toro or Jacobsen lines with
another company's intermediates
when Toro and Jacobsen introduce
competitive models. One distribu-
tor felt it will take two years or
more for Toro and Jacobsen to
build up inventories of walk-be-
hind intermediates if they choose
to enter that market. This would
give distributors time to evaluate
the competitiveness of the new
products and whether both lines
can be together on the same show-
room floor. He also expected price
and new engineering by Toro and
Jacobsen to make a difference.

All the excitement is not walk-
behind intermediates. Toro has
been pleased with the reception of
its 11-bladed reels it introduced
last fall. “We have more products
in development at Toro for the
commercial market than we have
ever had before,” says Steve
Williams, manager of the commer-
cial products group. “We will intro-
duce more new products this year
and next year than any previous
time. This reflects our continuing
commitment to product research
and development.” Toro will an-
nounce its 1983 introductions in
August at its annual dealer con-
vention.

Denny Brown of Toro is spear-
heading an experimental program
using a computer to balance a cus-
tomer’s needs with an appropriate
mower. “Construction of a mower
can mean the difference between
two years and eight years of relia-
ble service,” Brown says. “Down
time is critical in the commercial
market. Some mowers may cost
less at first, but cost more later
when they don’t hold up or last as
long.”

Both Toro and Jacobsen have in-
stalled computer-aided design sys-
tems to speed up product develop-
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Cushman-OMC Lincoln’s Grass Caddy typifies a new emphasi

collection.

ment. Jacobsen Vice President
Roger Thomas clearly states his
company's goal, “We are making a
unique product for the industrial
marketplace. We are not in the
throw-away business.” “More and
more mowers will be hydraulic,”
Tom Carter, Jacobsen vice presi-
dent of engineering said. “At first
we had to get parts from aircraft
parts suppliers, but now we are
custom designing our own parts to
increase the efficiency and relia-
bility of hydraulics. Solid state
components may tell the mower
operator of the future that the hy-
draulic fluid is too hot or the pres-
sure has dropped; preventing dam-
age and prolonging equipment
life.”

Hydraulics are credited for
reducing the weight of mowing
equipment, improving the cut by
increasing the rotation speed, sim-
plifying changeover of attach-
ments, and eliminating a number
of moving parts subject to wear.
Hydraulics were first applied to
rotary equipment by Excel.

National Mower, the oldest
manufacturer of powered reel
mowers in business, has built cus-
tomer loyalty on keeping their
mowers as simple and as rugged as
possible. “Rotaries are not as safe
around people,” says John Kin-
kead, National's president. “Reel

s on grass

mowers operate with less horse-
power and at lower rpm, saving
fuel consumption and engine
wear. Traditionally they are more
popular in the Northeast and West.
Reels have difficulty cutting grass
higher than the radius of the reel,
usually 3- to 4-inches. Beneath
that, they tend to cut cleaner than
rotaries. Regular blade sharpening
is needed and is admittedly more
difficult than with rotaries. Distrib-
utors are going to have to change
their reel service to satisfy markets
like lawn care,” Kinkead said.
The reel market is growing as
well. In addition to the older
companies such as Toro, Jacobsen,
National, Locke, and Roseman, are
recent entries to the U.S. market,
Brouwer Turf Equipment Ltd. of
Ontario, Canada, and Ransomes of
the United Kingdom. The reel
gang, especially hydraulic reels, is
holding its own in the golf and
parks markets as a good cut for
large areas. Triplex mowers, as
well, are being used more in fair-
ways to reduce Poa annua and dis-
ease by clipping removal.
Clipping removal for both reel
and rotaries is growing in priority
for product designers. A major part
of the new commercial line about
to be announced by a new entry
this fall is a grass catching system.
Cushman's new Grass Caddy for
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Create a Colorful Difference

WITH

mﬂfO WILD FLOWER MIX . ..

the colorful a?ld decorative answer for
low maintenance landscape areas.

Multi-colored blends of annuals and perennials like Chicory, Scarlet Flax, Bachelor’s Button,
Baby’s Breath and Painted Daisy. A blend that reseeds itself for lasting beauty year after year.

Pinto is ideal for any landscape — parks, roadsides, golf course roughs, home gardens, industrial
and landfill sites. And perfect for areas where you don’t have to mow.

Available either as 100% wild flowers, or mixed with a fescue as a Meadow Mix
to aid soil stability.

It's custom blended in a Northern or Southern mix. So wherever
you live, your Pinto order will be perfectly adapted

for your climate. It will make this year the start of

many colorful years to come.

Pinto Wild Flower Mix: the easy, low-maintenance
way to naturalize your surroundings.

For more information or to place your Pinto order, call:

® Ray or Lance Bentley, Lofts/New York (518) 677-8808
©® Tim Bowyer, Sunbelt Seeds, Inc. (404) 491-1311
® John Sours or Grant Jurgensen of Jacklin Seed

Company (208) 773-7581 R it
[] southern Mix
— [ Either Mix
Lofts Seed Inc. Jacklin Seed Company

LOFTS ] Bound Brook, New Jersey 08805
Circle No. 122 on Reader Inquiry Card

Post Falls, ID 83854



Walk-behind intermediate rotaries
from Ransomes-Bobcat.

its Front Line riding rotary mower
is a good example of the attention
to grass collection. Much of this is
in response to the growing impor-
tance of commercial lawn care.

Another important item in prod-
uct development is a zero turning
radius heavily promoted by Excel
with its twin joy stick steering. Ex-
cel has also responded quickly to
the grass collection and multi-use
concepts.

Mechanical thatch management
is another feature being consid-
ered by commercial equipment
manufacturers as a partial result of
lawn care. The simple device of-
fered by Snapper in its consumer
mowers may work its way into the
commercial market as an option to
powered rakes and vertical mow-
ing.

The benefits of coring are being
realized by non-golf markets at the
same time. Aerifying attachments
as offered by Ryan, Dedoes, Hahn,
Kees, Olathe, Turfco, Jacobsen and
Toro should be more common in
non-golf markets.

Tractor manufacturers, such as
John Deere and Ford, are offering
medium-size tractors with four-
wheel drive and turf tires to help
golf and landscape managers build
multi-use equipment systems.
Ironically, the tractor as the center
for multi-use system was where
Toro and Jacobsen (then Worthing-
ton Tractor Co.) started and still
excel. The primary limitation to
these systems remains maneauver-
ability.

The trim rotary mower market
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faces some increased pressure as a
result of new safety regulations.
Commercial mowers are exempt
from blade brake systems now re-
quired on consumer mowers.
Commercial equipment producers
are concerned some consumer
mower manufacturers might try to
use the commercial market to
avoid the safety regulations. Com-
mercial buyers should demand the
higher standards set by commer-
cial mower manufacturers, such as
ball bearing wheels, heavy-duty
housing, and commercial grade
engines.

U.S. engine manufacturers are
fighting back against companies
like Honda who gained market
share recently. Briggs and Stratton
introduced a much-improved I.C.
series of engines last year recap-
turing some of the Honda market.
The chief problem, according to
George Schaefer of F.D. Kees, is
Honda developed a 4-cycle engine
with better oil circulation than
U.S. engines and claimed longer
life. This concern also increased
the popularity of 2-cycle engines,
such as on Lawn Boy. Briggs re-
sponded with the 1.C. engine that
has greater life and easier re-
building. “Our buyers have now
started asking for Briggs engines
over Honda,” says Schaefer.
“Briggs was down to 40 percent of
our production and now its back to
60 percent.”

Teledyne Wisconsin is reposi-
tioning to increase its engine mar-
ket share under the name Tele-
dyne Total Power. Teledyne also
cooperates with a Japanese compa-
ny on the Robin engine line.
Kohler and Onan increased their
marketing efforts at the Golf
Course Superintendents Conven-
tion in Atlanta in February.

The engineers of commercial
turf equipment manufacturers are
busy right now trying to meet the
needs of commercial buyers.
There are many test models in the
field waiting to go into production.
Manufacturers now have comput-
ers to help their engineers meet
those demands. Like Toro, other
companies are working vigorously
on product development.

The potential hurdle to the en-
tire process is the distribution sys-
tem. “Next to product quality, is a

'

Steve Williams, head of Toro’s
commercial turf equipment group.

company'’s distribution,” says Dick
Lehman of Ransomes-Bobcat. “As
we expand our product lines, dis-
tributors who carry more than one
company’s line are faced with
pressure from both the manufac-
turers and the customers. There is
great potential in certain markets
for new equipment distributor-
ships.”

Manufacturers may try farm
equipment distributors as an op-
tion to turf equipment distributors.
Farm equipment manufacturers
have an inside track in that case.
Farm equipment distributors could
also use the extra business.

Garden centers with commercial
lines are also an option, but con-
sumer equipment manufacturers
would have an edge there. The
overall situation does seem to sup-
port the need for new commercial
turf equipment distributors.

Conrad Langenberger, vice
president of marketing for Sim-
plicity, told attendents of the
Reinders Turf Equipment Show in
Milwaukee, “Manufacturers are
pinched, and many are shoring up
their distributors. By 1984, housing
starts will reach the magical two-
million mark. Riding mower sales
will increase through 1986, go
down, then resurge again in 1988. I
expect gas engines of the future to
have longer life expectancies.”

The volatility of the consumer
equipment market is dangerous.
Equipment manufacturers may
want to stick more closely to the
stable commercial market.

WTT



GET THE TRIMMER/
CUTTERS WITH THE
STRONGEST ROOTS.

N %
In 1952, Hoffco built a special - gﬂ- e
gasoline-powered portable
brushcutter for the U.S. Forestry Service:
Afast, dependable way to clear firebreaks
and save trees.

In 1972, Hoffco engineered and built the first
gasoline-powered monofilament line trimmer for
homeowners: A quicker, better way to trim along walls
and edge along walks.

In 1983, Hoffco makes the only full line of gasoline-
powered trimmer/cutters: Faster, easier ways to trim
grass, cut weeds,-clear brush.

You get gasoline-powered portable clearing equip-
ment that handles the tough jobs, the easy ones and
everything in between. You get a well-engineered, quality-
made product that works right and holds up. You get
parts service you can depend on for years to come.

You can get it all from Hoffco, the company with the
strongest roots. Ready for the growing seasons ahead.







