
Only one 30hp trencher stands 
head and shoulders 
above all the others. 

It's fully hydrostatic. 
Has the shortest learning time. 
Forgives operator abuse. 
Has an exclusive 1-year 
warranty on the power unit. 
Costs the least for service 
and parts. 

Has the lowest total life cycle 
cost. 
Will match any 30hp trencher 
in productivity. 

The Midmark 321. 

FREE DEMONSTRATION 
Do yourself a favor. Before you spend 
your hard earned money, see a free 
demonstration of the Midmark 321 on 
your lot or job site. There's no obliga-
tion. And we'll give you this hand-
some. solid brass belt buckle. It's as 
exclusive as the 321. 
For fast action, clip and mail the coupon. Or call toll free 
1 -800-MIDMARK. In Ohio 1-800-472-1621 Telex 288007. 

Because we care. 

The Midmark 321 sounds 
like my kind of trencher. 

• Have my Midmark 
dealer contact me to 
arrange a 
demonstration. 

• Send literature on 
the 321. 

• Send literature on 
larger 
smaller 

Midmark trenchers. 

Mail to: Midmark Corporation 
Dept.WT 
Versailles. Ohio 45380 
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Scientific Guide To Pest 
Control Operations 

PEST CONTROL 
OPERATIONS 

by Dr. L.C. Truman 
Dr. G.W. Bennett and 
Dr. W.L. Butts 

Domestic: $32.50* (hardcover) 
Foreign $37.50* (hardcover) 
The SCIENTIFIC GUIDE TO PEST CONTROL OPERATIONS 
is designed to provide a sound basis for studying the scientific 
aspects of pest control and promote technical competence. It 
places emphasis on urban and industrial pest problems. This 
volume also covers the laws and regulations concerning the 
pest control industry. 

The SCIENTIFIC GUIDE TO PEST CONTROL OPERATIONS is written for owners, su-
pervisors, servicemen, salesmen, students, persons preparing for state certification under 
the EPA/state programs for commercial pesticide applicators, and people interested in 
structural pest control. 
The SCIENTIFIC GUIDE TO PEST CONTROL OPERATIONS - a must for anyone involved 
in the field of pest control! 

Return this coupon to: Book Sales 
Harcourt Brace Jovanovich Publications 
One East First Street, Duluth, MN 55802 

Domestic: $32.50* (hardcover) 
Foreign $37.50* (hardcover) 

YES! Please send me_ 
OPERATIONS. 
A check or money order for_ 

-copy(ies) of the SCIENTIFIC GUIDE TO PEST CONTROL 

_is enclosed. 
Please charge to my Visa, Master Card, or American Express (circle one) 
Account Number Expiration Date 
•Please add $3.00 per order plus $1.00 per additional copy for postage and handling. 
Name 
Address 
City 
Signature-

-Sta te -
_Date_ 

- Z i p -

Phone_ 

WTT114 

Quantity rates 
available upon 

request. 

Please allow 6-3 
weeks for delivery 

TURF 
MANAGERS' 
HANDBOOK 
By Dr. William Daniel and 
Dr. Ray Freeborg 
$23.95* hardcover $18.95* paperback 
This essential reference book covers: 
•scope and organization »pests and controls 
•grasses and grooming »uses of turf 
•rootzones and water »serving turf needs 
•nutrition »AND MORE 
The TURF MANAGERS' HANDBOOK is an easy 
on-the-job reference to planning, purchasing, hiring, 
construction, and plant selection. These 424 pages 
contain 150 illustrations, 96 color photographs plus 
240 tables and forms. 

Signature. Ordering Information 

Please send copies of the hardback ($23.95* ea.) N a m e (print) 

copies of the paperback ($18.95* ea.) Address 
Quantity rates available upon request. City . -State . -Zip . 
•Please add $3.00 per order plus $1.00 per additional P h o n e 
copy for postage and handling. 

Please charge to my Visa, Master Card, or Send to: Book Sales 
American Express (circle one) Harcourt Brace Jovanovich Publications 
Account Number 
Expiration Date. 
Please allow 6-8 weeks for delivery. W T T 1 1 4 

One East First Street 
Duluth, MN 55802 

Solo also finds professional exposure 
a reason to attend the show. "One of 
the things I have found most bene-
ficial about the show in terms of con-
tacts and exposure is not so much the 
general public as with other people in 
the trade. It's almost like a reunion of 
sorts where you reestablish a lot of 
business contacts with suppliers, 
architects and designers, or con-
tractors. I find this to be particularly 
worthwhile," Solo remarked. 

Does the garden show really pro-
vide many leads? Rich Baron, presi-
dent of Suburbun Landscaping, Inc., 
Berea, OH, thinks so. 

"I was in a position years ago that I 
was bidding against people at the 
show and wasn't getting anything. I 
wondered why the builders knew so 
much about the other contractors. I 
looked into it more and found out they 
knew more about the contractors 
because they stopped into the Home 
and Garden show and talked to 
them," Baron explained. 

"These guys in business don't want 
to have you come to their office, and 
try to sell your product. But, if they 
can talk to you on a Friday night for 20 
minutes in a relaxed atmosphere and 
get an idea what you're about and 
what you can offer, they tend to 
remember that more so than some-
body pounding them with all kinds of 
mail," Baron said. 

Loonsten has also seen an increase 
in the number of leads from the show, 
especially in the last few years. 

"We find that we are getting more 
and more direct leads from the show. 
Originally, we didn't. People kind of 

"The incentive for 
being in a garden 
show is just very 
simply the hope of 
achieving some leads 
in a very off-time 
of the year." 

put it in the back of their minds. It was 
k i nd of a goal. They 'd a lways 
say,'When I can afford to do this, I'm 
going to have Frits Loonsten do it. 
Now, it's more direct from the show," 
Loonsten said. 

However, Solo says it depends on 
the year where he is concerned. "It 
really varies from year to year. There 
are some years we get a tremendous 
volume and there are some we get 



That's right! All of us have seen it before — that 
unacceptable area in our fairways or lawn. Just 
as important, an area where chemicals have 
been over-applied and a burned condition exists, 
and that can mean extra work for you. C It's 
difficult to spray accurately and consistently on 
golf courses because every golf course is made 
up of countless slopes, contours, and bends. But 
with Blazon™ Spray Pattern Indicator you can 
take the guesswork out of spraying, forever. 
C All you do is add Blazon™ right to your spray 
tank; it's totally compatible with the chemicals 
you use. It reduces lost time by quickly identify-
ing a clogged nozzle, untreated or overlapped 
areas. In addition, Blazon™ is temporary and 
non-staining. C Blazon™ Spray Pattern Indica-
tor is the new solution to a never-ending prob-
lem. So contact the distributor nearest you for 
the product that has taken an art and turned it 
into a science—4'The Professional Solution 
for Professionals"... 

Bla*on 
SPRAY PATTERN INDICATOR 

W/WMA 

MILLIKEN 
Milliken Chemical, Division of Milliken & Company, PO. Box 817, Inman, South Carolina 29349, (800) 845-8502 CHEMICALS 
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Wilmore Nurseries' exhibit at the 1984 Colorado Garden Er Home Show. 

none at all. It's really difficult to say 
what the controlling factor is. The 
thing about the local garden show 
here is the percentage of people who 
are realistically potential clients is 
very small because you're talking 
about a cross section of the general 

public whereas our clientele is not 
such a broad cross section," Solo 
explained. 

Getting leads from the show isn't 
the reason to display, according to 
Spena. "If you look at it as leads, it's 
like saying 'how many dollars can I 

make?' That's not the reason to be in 
the show. I worry if the garden looks 
good." 

Is a local garden show really worth 
all of the time and hard work? 

Loonsten, whose business may 
spend up to $35,000 at the show each 
year, thinks so. "We lost very little 
from our show. We couldn't afford to 

"The incentive of the 
show is exposure ..." 

lose a lot." 
But, Jim Grabo, president of High-

lands Hardware & Nursery, Denver, 
CO, disagrees. 

Solo takes it year by year and has 
started to diversify his gardens. 

"One of the attitudes we've taken 
with our local garden show is that it's an 
opportunity to do something unique. 

We don't want to do traditional 
things anymore. It might not be widely 
accepted, but if nothing else, it would 
show that we have diversity. That'a 
probably a little riskier approach, but 
we figured the garden show was a safe 
place to take the gamble." WT&T 

When It comes to reel quality, 
a rotary can't cut it! 

Grass cut * i J 

by a rotary 

C o m p a r e the overal l beauty of tur fgrass 
cut by a Nat ional reel m o w e r wi th the 
b rown ish appea rance left by a rotary. 
The reason is clear... 

Nat ional 's reels s l ice grass cleanly, 
leaving a uni form, c r isp cu t and a beau-
tiful appearance . . .and less energy is 
requ i red to do it! 

The rotary's b lade doesn ' t cu t at all. It 
c h o p s and tears the b lade ends, leaving 
t ip burn and an unappea l ing look a long 
wi th unsight ly c l u m p s of grass. 

But that's not all. We'l l be happy to g ive 
you many other reasons to c h o o s e a 
Nat ional reel mower , l ike lower initial 
cost, less maintenance, better fuel 
economy, easier service and longer life! 

Grass cut 
by a reel 

MODEL 68 

MODEL 84 
MODEL PQ II 

NATIONAL 
MOWER COMPANY 
660 Raymond Avenue 
St. Paul, MN 55114 
612/646-4079 



Two watering schedules in one 
easy-to-program controller 
That's a switch 

Now, at the flip of a switch, 
you can have two separate wa-
tering programs. In the simple-
to-operate new Mark Series of 
micro-computer irrigation con-
trollers from Weather-matic. 

Mark controllers have a spe-
cial function selector switch that 
eliminates many programming 
steps required with a keyboard 
pad. An LED display shows the 
current time or program value. 
And LED lights indicate each 
watering day selected. 

The new controllers also offer 
0-99 minute timing at one-min-
ute increments, and four daily 
start times on each program. 

Special features include a battery back-up sys-
tem that retains program and clock time in the 
event of power failure. Plus a back-up program 
that provides 10 minutes of daily watering on each 

station when the controller has 
been without power for an ex-
tended period. In addition, the 
controller will detect any par-
tially shorted valve and automat-
ically skip that station. 

This advanced new controller 
is available for 6 or 8 watering 
stations, in rainproof aluminum 
housing or economical plastic 
for indoor use. Or a 16-station 
version in an industrial grade 
housing with an optional pedes-
tal. Teamed up with Weather-
matic valves, sprinklers and 
Rain-Stat®, the Mark Series 

^ ^ ^ ^ works and works and works. 
It's one of the newest reasons 

more and more irrigation professionals say you 
can't beat the system — when the system you 
choose is Weather-matic. 

Just write or call for all the details. 

What a switch! 

Sprinkler Division/Telsco Industries 
P.O. Box 18205 • Dallas. Texas 75218 

214/278-6131 
W e a t h e r 
LAWN AND TURF 

mat ic 
IRRIGATION 



Ken Kubik and Bert Jones, owners of Grass Roots, a golf 
supply business in New Jersey, believe the best way to keep 
customers is to keep them happy with quick and reliable 
service. Their formula's working; sales have increased seven 
times since the company was founded six years ago. 

Back to Basics 
by Maureen Hrehocik, managing editor 

Ken Kubik's original career plan 
was to become a minister. A stint 

on a golf course at age 12 changed that. 
Today, Kubik's partnership in a 

metropolitan New York golf course 
supply wholesaling business is flour-
ishing and the 39-year-old credits his 
golf course "hands on texperience" as 
invaluable in making that happen. 

From caddy, Kubik progressed to 
other jobs around the course and 
finally became assistant superinten-
dent at Crestmont Country Club in 
West Orange, NJ, assisting course 
superintendent Peter Pedrazzi. That 
job lasted 14 years. 

"I had thought about becoming a 
minister, and I had thought about 

majoring in labor management, phi-
losophy, anthropology or sociology, 
but after working on the golf course 
for so many years, my true love was 
turf. I loved the job because it wasn't 
sedentary." 

But when Kubik was in his 30s, he 
felt it was time for a change. 

"I had been at the golf course since 
1973 and had worked as a sales man-
ager at Andrew Wilson in New Jersey 
and felt myself reaching a plateau." 

Kubik did a lot of soul searching 
and felt hi£ ideas and energies could 
best be developed through starting his 
own business. 

"The name for the business, Grass 
Roots, kind of developed naturally. 

For me, this decision was getting back 
to basics, and I wanted my business to 
reflect that," explained Kubik. 

So, in December of 1978, Grass 
Roots was founded. 

Controlled growth 
Kubik's current business gives him 
everything but time to be sedentary. 

He and his partner, Bert Jones, 
make about 42 sales calls a week. 
Grass Roots services about 150 golf 
courses in a 75 mile radius of the 
firm's home base of Mt. Freedom, NJ. 

"Everything they say about start-
ing a business is true," says Kubik. 

"Even though I've been around 
golf courses my whole life, you still 
have to prove yourself and get reac-
cepted in a new position. It's as much 
selling yourself as your products." 

Grass Roots represents Royal 
Coach-Buckner, Swan Hose, Lebanon 
Country Club Fertilizer, Aquatrols 
Aqua Grow, Lofts Seed, Mobay Stan-
dard Golf Company's Pro line, Par 
Aide golf products, Milliken's Blazon 
and PeneTurf, among other lines. 

Kubik is very conscious about con-
trolled growth for the company. He 
does not want to expand his lines only 
for the sake of expansion. The same 
holds true for the territory he covers. 

"It's very important to us to fill our 
current commitments and to provide 
the type of service we've become 
known for before branching out any-
more." 

Sales since the company was 
founded have gone up seven times. 
Kubik reports 30 percent more growth 
this year than last year. He and Jones 
are considering some plant expansion 
and warehouse improvements. 

"This market has been competitive 
and will continue to be competitive," 
Kubik predicts. "Experience is 
extremely important. I consider 
myself an ever-changing constant. We 
want to give better service every time 
we go out. It doesn't matter if the order 
is for a caseload of chemicals or a tee 
marker, superintendents in this area 

Ken Kubik's corporate philosophy is to provide quick and efficient service to 
his customers. 



Featuring 270 
Exhibits, Lectures 

and Workshops 
Planned to Make You 

More Aware, Better 
Informed and more Proficient 

Golf Course 
Annual Bluegrass 

Management 
Growth Regulators on 

Fairways 
Sand Topdressing 
Water Management 
Soil Conditioners 
Thinking Superintendent 
Cambridge System 
Winter Injury 
Thatch 
Disease Update 
Drainage 

»T* ft*« 

Grounds and Landscape 
Athletic Field Construction 
Athletic Field Maintenance 
Landscape Screening 
Renovation 
Seeding and Sodding 
Aerification 
Dormant Oils 
Herbicides 
Mole Control 
Plants for Shade 
Long-Range Planning 
Drought 

Lawn Care 
Ethics 
Renovation 
Diseases, Insects, Weeds 
Grub Control 
Ohio Pesticide Pro Task Force 
New Tall Fescues 
Soil Conditioners 
Thatch 
Mental Stress 
Fertilizer Update 
Ground Water Contamination 
Aeration 
Pesticide Public Relations 
Drought and Dry Spots 

Workshops 
Diseases and Insects on Ornamentals • Ornamental Nutrition • Ornamental Problems • Tree Stress 

Turfgrass Problems • Growth and Development of Turfgrass 
Estimating Grounds Work • Pesticide Training Session 

General Sessions 
Image Game • Turfgrass Around the World • Pesticide Controversy 

Update on Fungicides, Herbicides and Insecticides 

Ohio Turfgrass Foundation 
Conference and Show 
Ohio Center 
Columbus, Ohio 
Dec. 3-4-5-6,1984 

Contact Dr. John Street 
c/o Ohio Turfgrass Foundation 

2021 Coffey Road 
Columbus, Ohio 43210 

614-422-2047 



are used to getting things when they 
need them." 

kubik estimates he is competing 
with anywhere from 12 to 18 firms in a 
75-mile radius. 

Quickness is one of the attributes 
Grass Roots arms itself with to combat 
the competition. 

"This is not only a competitive 
area sales wise, but also among golf 
courses," Kubik says. " W h e n a 
superintendent needs something he 
needs it now. We react to the situa-
tion." 

Kubik and Jones make up the com-
pany's sales team. Their wives take 
care of the office and bookkeeping 
work. The company also employs 
three deliverymen. 

Kubik says he and Jones enjoy a 
special kind of business relationship 
in that it is a true partnership—deci-
sions are made together and there are 
no petty rivalries. 

I can't express the respect we have 
for each other," says Kubik of his part-
ner. 

Before joining Kubik. Jones was a 
vice president at Andrew Wilson and 
a sales manager at John Manville. 

On the road 
Grass Roots is a firm believer in trade 

shows. Kubik says his company goes 
to shows for visibility and to pick up 
new lines. 

"It's a good way to get to know the 
manufacturers and for the manufac-
turers to get to know you. If you don't 
get off on the right foot with manufac-
turers, it can break you." 

Another area where Kubik feels 

Kubik plans to 
continue developing 
his company through 
his "elastic band 
theory." 

the industry can be broken is in 
federal regulations. 

"The federal government is over-
regulating the professional," he says. 
"The professional shouldn't be penal-
ized because of the incompetence of 
others. This industry doesn't need 
alarmists." 

Kubik feels the best interests of the 
industry can be served through local 
and state legislators and industry 
associations. 

"We really are self-regulating and 
licensing dealers and superinten-
dents." 

What's ahead 
Kubik plans to continue developing 
his company through his "elastic 
band theory"; that of slow, controlled 
growth. 

"We will become even more solid-
ified, stronger and with more cred-
ibility." Kubik predicts. 

And did starting his own business 
fulfill that niche Kubik felt in his 
30s? 

"More than I ever anticipated," 
he says. "I 'm a more complete per-
son. You get physically exhausted, 
but it's exciting. There's something 
about having your own business— 
you cause and solve your own prob-
lems." 

Besides pumping hours into the 
business. Kubik says it s important to 
him to find time for his wife and four 
children and to play tennis, soccer 
and handball. (He was town tennis 
champ six times.) 

Kubik and )ones have another com-
pany philosophy that they credit to the 
firm's steady growth. According to 
Kubik. "Wo limit ourselves to making 
the same mistake onlv once." WT&T 

Change spray tips 
clean strainers 
in seconds... 
without tools! (UK 

New 

QuickTeefet 
system 

M o d e l Q J ' « T T Q J 1 0 0 S e r i e s 
For Wet boon For Cry boo" s 

New Quick TeeJet System minimizes your service time and helps assure 
accurate delivery The self-aligning quick "on/off" cap can be used with 
all interchangeable spray tips The caps are available in 8 colors for 
color-coding different tip sizes 
QUICK TEEJETS SAVE TIME AND MONEY. 

Send for Quick TeeJet bulletin and data sheets 

Spraying Systems Co. 
Wheaton. IL 60188, Telephone 312/665-5000 
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We Made It Simple! 
• QUALITY Built sulh Swi^ clock like precision 
• LIGHT WEIGH I' With the coin tort of the usei in mind 
• ACCESSIBLE A durable sell lubr icat'.ng and « xt« i nai 

pump assembly 
• SIMPLICITY Insures cleanliness and longel a.u1 Y 

tools necessai > to dissemble and re pan 

• PRICING Here'> one instance when > o« pay k-^ !<>t the ¡km 

BIRCHIÏ1EIER 
has the 
Back Pack 
Sprayer 
for you — 

AVAILAbLE IN 
6 GAl [20 K) 
3/2 GAL (15 K; 
2 . QAL ( 10 K) 
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F O R M O R L I N F O R M A T I O N 

TREBOR CORPORATION 
4047 A JONESÖORO ROAD • FOREST PARK CiA 30050 404 36B 09B/ 



Penncross & Penneagle 
are found the 
World 'round 

The 4Penn Pals' have proven their performance on 
tees, greens and fairways in all parts of the globe. 

Penncross Penneagle 4Penn Pals9 
Heat tolerant 
Disease resistant 
Fast growing 
Wear tolerant 
Aggressively competes 
with Poa Annua 
The worldwide standard 
for more than 25 years 

Upright dense growth 
Dark green colour 
Lower cutting (3 MM 
for tournament play) 
Fast germinating 
Dollar spot resistant 

PVP 7900009 

For more information or the name of your distributor call or write Warren Bidwell, turf con-
sultant, is available to talk to 
your superintendants 
group about golf 

In the U.S.A., toll free 1-800-547-0255 courses around the 
world Call Tee-2-Greei 

In Oregon, 981-9574 corp.for details. 

Tee-2-Green Corp. 

Penncross and Penneagle, the Penn Pals from Tee-2-Green Corp. 
PO Box 250, Hubbard, Oregon 97032, USA • TWX 510-590-0957 



PROBLEM SOWERS 
by Balakrishna Rao, Ph.D., Davey Tree Expert Co., Kent, OH 

Visual symptoms misleading 
Problem: An unusual number of customers this 
spring have complained that the leaves on their trees 
looked terrible. Some reported leaves falling off by the 
end of June. One customer says the chemicals I use on 
weeds are doing this. Do you know what is causing the 
trees to look bad? Could it really be the weed killer? 
(Pennsylvania) 

Solution: It is very important to respond to customer 
complaints like these. In nearly all cases where the 
right chemical was used in the right way, the actual 
problem is nonchemical. The customer should be 
provided with a clear explanation of the problem as 
soon as possible. 

There are several nonchemical causes of her-
bicide-like symptoms on woody plants that may be 
causing your problems. The ones which I see quite 
frequently and which appear to be more extensive 
this year are: 1). anthracnose, 2). aphids, and 3). cold 
or frost injury. Anthracnose is a leaf disease caused 
by several different kinds of fungi. Leaves having 
anthracnose are often curled or cupped (distorted) 
perhaps having small areas of brown necrotic tissue 
present. 

Anthracnose is identified by the presence of 
fungal fruiting bodies and spores. Identification may 
require incubation of affected leaves under condi-
tions conducive to fungal growth before these fea-
tures are seen. 

Aphids are small, soft-bodied insects which suck 
plant juices. Some, but not all, aphids have been 
found to produce substances chemically similar to 
plant growth regulators. The end result of aphid 
feeding is distorted foliage — cupped, curled, 
crinkled, and/or undersized leaves. These symp-
toms are similar to herbicide injury. However, you 
will be able to find honeydew (a sticky, sugary, aphid 
excrement), skins, eggs, or the insects themselves 
when aphids are involved. It may require a hand lens 
or microscope to clearly see aphids, or other insect 
signs. 

Low temperatures also produce foliar symptoms 
which mimic herbicide damage. Low but not killing 
temperatures result in crinkled or wrinkled leaves. 
Frost and freezing temperatures kill tissue turning it 
black or dark brown. The entire leaf may not be 
destroyed and the blackened tissue may be found 
only at the growing tips and margins of the leaf. 

The foliage in question can, and in cases of possi-
ble litigation, should be analyzed for the presence of 
herbicide. There are laboratories which for around 
$50 or more can detect and identify the more com-
monly used herbicides. 

"Wait and see" is best approach 
Problem: We have around 500 boxwood plants and a 
number of Sunburst locust, flowering crab, redbuds, 
and azaleas in our nursery. These were damaged by a 
hail storm and cold temperatring the winter of 

1983-84, which was unusually cold. The boxwoods 
have the first three inches of tips burned by sun or 
frost. Should these be trimmed or will they come back? 
The azaleas were injured by the hail storm with bud 
damage. Will they leaf out again this year? The locust 
and crab trees show damage from the hail. What can 
we expect? (Iowa) 

Solution: My recommendation for the damage you 
describe; i.e., hail, frost, winter injury, would be to 
fertilize and water first, then prune out the dead 
tissue later. It is sometimes difficult to determine in 
the field what is truly dead and will not come back 
from what may leaf out again (refoliate) after proper 
treatment. 

To some people, fertilizer means an inorganic 
product. Such products probably should be avoided 
because they are chemical salts and could cause 
fertilizer "burn". This, of course, would not help the 
plants recover. 

Hail and frost injury can make the plants 
unsightly and probably difficult to sell. However, 
unless more than one-half to two-thirds of the nor-
mal crown has been killed, with proper treatment 
most of the plants should recover. It may take one or 
two growing seasons before the appearance of the 
plant has improved to the extent where they are 
again attractive and therefore ready for sale. 

Best trimming time varies 
Problem: What time is the best for trimming trees 
February, March or in the winter? (Michigan) 

Solution: With the exception of trees which "bleed" 
readily, trimming and especially the removal of 
small, dead or dying branches can be done nearly 
any time. 

Maples, birches, and elms are bleeders and 
should not be trimmed during the period of bud 
break and leaf development. Bleeding seems to be 
less of a problem when the tree is trimmed in the fall 
and early winter rather than in late winter or early 
spring. In fact, it is best for most kinds of trees to 
prune them after the spring flush because when the 
cambium is active, the bark is loose and can be easily 
torn. 

Broad-leafed (deciduous) species in general can 
be trimmed without harmful results after leaf fall 
but before bud break. Needle-bearing trees (conifers) 
are set back the least when pruned just prior to bud 
break. From a disease standpoint, specifically Dutch 
elm disease and oak wilt, elms and oaks should be 
trimmed in late fall or early winter. 

Trees infected with or susceptible to fire blight 
should never be pruned when the plant is wet. Doing 
so spreads the bacteria which cause fire blight. Fresh 
wounds caused by tr immings can attract 
insects,mostly beetles, some of which carry disease 
from tree to tree.Thus pruning when the adult 
insects are active increases the chances of spreading 
certain diseases and should be avoided. 


