
Tough mowers... 
from rough cut 

to smooth finish. 

The Utility Mower 

Built for the commercial user, to assure lowest operational cost 
through efficient design, low fuel consumption, low 
maintenance, and long life. Built to take the hard usage 
of the commercial mower operator and the environment 
in which the commercial mower functions. Brunswick, Georgia 31520 

Telephone 912/265-1630 
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Monsanto 

"AFFORDABLE EFFECTIVE' 
Circle No. 142 on Reader Inquiry Card 

Hand-weeding areas like this doesn't 
make sense today. Not when Roundup® 
herbicide can do the job faster and better 
and give you more time to handle more 
customers. 

Here's how: one-shot Roundup con-
trols over 100 weeds right down to the 
roots,including poison ivy, poison oak and 
kudzu. One gallon of 2% spray solution 
can treat up to 30 tree rings for about a 
nickel each, or 1,000 feet of fenceline for 
less than $2.00? 

It also pays to use Roundup when 
you're working around expensive orna-
mentals-because Roundup won't wash, 
leach or carryover in the soil. And 

FOR A FREE TRIMMING AND EDGING GUIDE 
FOR ROUNDUP CALL TOLL FREE 800-621-5800. 

IN ILLINOIS, CALL 800-972-5858. 

Roundup is virtually odorless and environ-
mentally sound. 

Use Roundup wherever you've been 
hand-weeding-around patios, flower beds, 
curbs, walkways, driveways, mulched areas, 
fences and steps. The choice is simple.You 
can spend valuable time hand-weeding.Or 
you can use Roundup to help you make 
more money. Now, that's using your head. 

•Based on the cost of Roundup only to treat low growing vegetation. 

ALWAYS READ AND FOLLOW LABEL DIRECTIONS FOR ROUNDUP 
Roundup* is a registered trademark of Monsanto Company. 

© Monsanto Company 1984 RSP4-104D 



LOFTS from page 10 

Rebel II (set to be introduced in a few 
years)." 

Dr. Richard Smiley of Cornell Uni-
versity presented information on 
fusarium blight. Drs. Reed Funk and 
Ralph Engel of Rutgers also attended. 

Hurley said the number of invitees 
to the field day is kept to a minimum 
so that people can ask questions and 
get problems solved. Those attending 
represented $4 million in business to 
the company. 

PESTICIDES 

Maine paper companies 
battle spruce budworm 
Maine paper companies, in an effort to 
protect their woodlands and also the 
state's largest industry, paid an esti-
mated $5.5 million to spray 624,500 
acres of forests with two chemicals, 
Zectran and Matacil, and with a natu-
ral caterpiller killer called Bacillus 
thuringiensis (Bt) in what has become 
an annual battle to control the spruce 
budworm. 

Studies indicate the budworm 
could seriously affect Maine's paper-
making capabilities by the turn of the 
century and the paper companies 
have responded with what is believed 
to be the nation's largest forest 
pesticide-spraying project. 

Throughout May and June nearly 
40 planes flew over infested areas, 
spraying chemicals and Bt. The Maine 
Pesticides Control Board said the 
spraying poses no danger and the 
chemicals will cause no lasting prob-
lems because dozens of support per-
sonnel were used to pinpoint the 
spraying thusavoiding populated 
areas. 

EQUIPMENT 

Exmark enlarging 
manufacturing plant 
Expansion of Exmark Manufacturing 
Company's product lines as well as "a 
dramatic increase" in growth are the 
reasons for the 18,000-sq.-ft. addition 
under construction at the company's 
Beatrice, NB, plant. Exmark is a man-
ufacturer and marketer of lawn and 
turf care products. 

"We recently completed our new 
facility in Beatrice, and product 
demand by our distributor organiza-
tion and their customers necessitates 
the immediate expansion of our facil-
ity," Robert Martin, the firm's presi-
dent, says. "The acceptance of the 

LANDSCAPE 

Salary extremes between coasts 
The latest salary survey of grounds managers by the Profes-

sional Grounds Management Society shows grounds managers 

on the West Coast to be the highest paid, and their counterparts 

on the East Coast to be the lowest paid, on the average. 

The breakdown is as follows: 

New England Region: (Mass., Vermont, Rhoide Island, New 

Hamp., Maine, NY, NJ, and Conn.); an average salary of $22,921. 

Mid Atlantic Region: (Penn, Maryland, Wash, DC. Del., Vir-

ginia); an average salary of $25,819. 

Southeast: (West Va., Ky., Tenn., NC, SC, GA, Alabama, Fla); 

an average salary of $24,101. 

Mid-West Region: (North Dakota, South Dakota, Neb., Minn, 

Iowa, Wise. 111., Mich., Indiana and Ohio); an average salary of 

$24,249. 

Southwest Region: (Kansas, Missouri, Okla., Arkansas, NM, 

Texas, Louisianna and Miss.); an average salary of $26,957. 

Far West Region: (Alaska, Hawaii, Wash., Oregon, Idaho, 

Montana, Wyoming, Calif., Nevada, Utah, Colo., Arizona); an 

average salary of $27,643. 

ASLA down to the wire 
By its June 1 deadline, The American Society of Landscape 

Architects was only $61,000 shy of its $400,000 goal to purchase 

a building to be used as the national headquarters. 

The Executive Committee and the Board of Trustees, how-

ever, voted to proceed with the purchase of the building and to 

keep up fundraising efforts, according to Society president Dar-

wina Neal. 

ALCA Grand Award to Brickman 
A wooden bridge, man-made ponds and extensive greenery are 

all part of the landscape design developed by Theodore Brick-

man Co., Long Grove, IL, for a single family home in Barrington 

Hills, IL, that has won an Associated Landscape Contractors of 

America Grand Award for Excellence. 

Brickman landscape architect Feryl Waldenmyer said the 

intent was to make the best use of existing begetation and to 

provide optimal views of the 10-acre lake on the property. 

EPA cracks down on wood savers 
Application of three wood preservatives is now restricted to 

certified applicators following a July ruling by EPA. Certified 

applicators of pentachlorophenol, creosote, and inorganic arse-

nicals must wear impermeable gloves in all cases, wear respira-

tors and protective clothing in many cases, and not smoke, eat 

or drink while handling the materials. 



THE BROUWER TURF TEAM 

Rolls 
Brouwer 230 double and 130 single 
rollers with special rounded edges 
eliminate turf damage. 

Hydrostatic drive and 30" width 
saves time, trouble and labour cost. 

Mows 
Brouwer mowers are available in 3-5-7 gang 
models. Positive drive with no wheels and 
gears avoids slippage and prevents 
flattening of grass. 
Simple hydraulic lift design. Consistently 
sharp cut maintained with the Brouwer 
reverse gear backlapper. 
The Fairway mower is avail-
able with floating heads, 
front and rear rollers. 

Brouwer Sod Cutter's simple 
design makes operation, adjust-
ment and repairs easy. Equipped 
with folding handles and kickstand 
for compact, stable transport 
and storage. Stripper blade 
available to help shred and cut 
old sod for easy lawn renovation. 
Also dethatcher blade for 
removing thatch. 

FOLDING POSITION 

BROUWER 
TURF EQUIPMENT LIMITED 

7320 Haggerty Rd./Canton, M I . 48187 Telephone: (313) 459-3700 

Woodbine Avenue/Keswick, Ontario, Canada L4P 3E9 Telex 065-24161 Telephone (416) 476-4311 



GOVERNMENT 

Monsanto/Carbide cases end, 
data arbitration stands unscathed 
Years of heated debate, led by Monsanto and Union Carbide, 

have produced little relief to chemical companies wanting to 

protect secret data used to register a pesticide with EPA from 

competitors. 

In August, we reported the Supreme Court ruled in favor of 

EPA in the Monsanto case, although the Court did recognize 

trade secrets as property. The Court shut the door completely 

when it ruled in a similar data arbitration case concerning 

Union Carbide that the constitutionality of EPA's data compen-

sation was not ripe for review. 

Union Carbide says EPA will again start using its data in 

support of other companies' registration applications. This 

opens the door for me-too registrations until Congress can 

amend FIFRA, something unlikely before 1985. 

Chemigation regulations eminent 
Federal and state pesticide regulatory officials are pressing for 

new rules to prevent groundwater contamination and acciden-

tal poisoning caused by chemigation, application of pesticides 

through irrigation systems. Posted warnings, restrictions by 

soil type and water table, and allowing only products specifi-

cally labelled for chemigation are the leading proposals for 

regulations. Expect restrictions by the end of 1985. 

Other topics raised during a meeting of these officials in July, 

which could result in additional regulations, include using 

pesticides at less than label rates, standards to judge ground-

water contamination, additional label warnings for fumigants, 

and possible elimination of the restricted use classification for 

pesticides. 

Civil servants fight contracting out 
Park Service employees are strongly influencing U.S. House 

Appropriations Interior subcommittee members to attach an 

amendment to the Park Service's 85 budget to prevent con-

tracting out. The Park Service hoped to save $15 mill ion over 

the next two years by contracting out maintenance and repair 

services. It contracts $90 mill ion in work each year to private 

concerns. Other agencies seeking to save money by contracting 

out include EPA, Transportation, Health and Human Services, 

and Housing and Urban Development. Once contracting out 

issues are settled, government bid work should vastly increase. 

Meanwhile, the American Association of Nurserymen are 

accusing the U.S. Forest Service for unfair competition for 

selling overstock from its tree nurseries to the customers of 

private nurserymen. AAN says private nurserymen can't com-

pete with the subsidized prices of the Forest Service and that 

overstock would not occur if the government nurseries were 

well-managed. 

Exmark product line and our entire 
line of Ranger walk-behind mowers 
resulted in the decision to expand our 
facility at this time." 

TREES 

Davey joins effort 
to aid disabled 
The Davey Environmental Services 
signed a contract to operate a new pro-
ject recruiting disabled workers for 
work in nursery, landscaping, lawn 
care, arborist, groundskeeping, and 
allied industries. 

The Ohio Area Office will be part of 
a national outreach effort called Hor-
ticulture Hiring the Disabled (HHD). 
The project is sponsored by a U.S. 
Department of Education grant to the 
National Council for Therapy and 
Rehabilitation through Horticulture. 
Horticulture business leaders in Ohio 
will be called to support the new pro-
ject office. 

The Davey Environmental Ser-
vices is a division of the Davey Tree 
Expert Company, Kent, OH. Davey 
will be working closely with service 
and vocational agencies serving dis-
abled persons in Ohio to identify new 
opportuni t ies for tra in ing and 
employment of physically and men-
tally disabled workers. 

Tom Hazelwood, operations man-
ager at Davey, says, "We are pleased 
to be involved in this new project. It 
will add an extra dimension to our 
services and provide additional 
opportunities for employment of dis-
abled persons in Ohio." 

Other HHD area offices are located 
in Upper Marlboro, MD, Lake Worth, 
FL, and Pleasant Hill, CA. 

INDUSTRY 

Allied sells liquid 
fertilizer business 
Allied, an energy and chemicals 
concern based in Morristown, NJ, 
recently announced the sale of its 
liquid fertilizer business to mem-
bers of the business's management 
and E.F. Hutton & Co. The sale 
includes plants at Geismar, LA, 
LaPlatte, NB, and Hopewell, VA. 
Other details of the transaction were 
not disclosed. 

Late last year Allied revealed the liq-
uid fertilizer market had been unprofita-
ble in recent years and announced that it 
was selling its operation. Allied said its 
1983 profit would be reduced by $140 
million as a result of the sale. 

The new liquid fertilizer business 
will be called Arcadian Corp. 
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TITLE -

F IRM. 

ADDRESS. 

CITY 

STATE. . Z I P . 

TELEPHONE i L 

101 115 129 143 157 171 185 199 213 227 241 255 269 283 297 311 325 

102 116 130 144 158 172 186 200 214 228 242 256 270 284 298 312 326 

103 117 131 145 159 173 187 201 215 229 243 257 271 285 299 313 327 

104 118 132 146 160 174 188 202 216 230 244 258 272 286 300 314 328 

105 119 133 147 161 175 189 203 217 231 245 259 273 287 301 315 329 

106 120 134 148 162 176 190 204 218 232 246 260 274 288 302 316 330 

107 121 135 149 163 177 191 205 219 233 247 261 275 289 303 317 331 

108 122 136 150 164 178 192 206 220 234 248 262 276 290 304 318 332 

109 123 137 151 165 179 193 207 221 235 249 263 277 291 305 319 333 

110 124 138 152 166 180 194 208 222 236 250 264 278 292 306 320 334 

111 125 139 153 167 181 195 209 223 237 251 265 279 293 307 321 335 

112 126 140 154 168 182 196 210 224 238 252 266 280 294 308 322 336 

113 127 141 155 169 183 197 211 225 239 253 267 281 295 309 323 337 

114 128 142 156 170 184 198 212 226 240 254 268 282 296 310 324 338 

SEPTEMBER 1984 
This card expires 
Nov. 15, 1984 

MY PRIMARY BUSINESS AT THIS LOCATION IS: 
(PLEASE CHECK ONE ONLY IN EITHER A, B OR C) 
A. LANDSCAPING/GROUND CARE AT ONE OF THE 
FOLLOWING TYPES OF FACILITIES: 
0005 •Gol f courses 
0010 JSport complexes 
0015 DParks 
0020 •Rights-of-way maintenance for highways, railroads & utilities 
0025 JSchools. colleges & universities 
0030 :^Industrial & office parks/plants 
0045 •Condominiums/apartments/housing developments/hotels/resorts 
0050 •Cemeteries/memorial gardens 
0060 ¡Military installations & prisons 
0065 •Airports 
0070 •Mult iple government/municipal facilities 

•Other type of facility (please specify) 

B. CONTRACTORS/SERVICE COMPANIES/CONSULTANTS: 
0105 •Landscape contractors (installation & maintenance) 
0110 ^Lawn care service companies 
0125 •Landscape architects 
0135 ^Extension agents/consultants for horticulture 

•Other contractor or service 
(please specify) 

C. SUPPLIERS. 
0205 LJSod growers 
0210 •Dealers. Distributors 

•Other supplier (please specify) 

Approximately how many acres of vegetation do you maintain 
or manage?. 
What is your title? (please specify) 

I would like to receive (continue receiving) WEEDS TREES & 
TURF each month: YES • N O D 

Your Signature:. - D a t e : . 



BUSINESS REPLY CARD 
FIRST CLASS PERMIT NO. 665 DULUTH, MINNESOTA 

POSTAGE WILL BE PAID BY ADDRESSEE 

READER SERVICE DEPARTMENT 

W f f l M M F 
POST OFFICE BOX 6049 
DULUTH, MINNESOTA 55806-9749 

I . I . I h I . I . I H I . I I . M . I L I . L I H 

NO POSTAGE 
NECESSARY 

IF MAILED 
IN THE 

UNITED STATES 

I.nil 



^ Changing, Even in Good Times 
Competition causes manufacturers and distributors to rethink 

the Green Industry's marketing chain. 
by Bruce F. Shank, executive editor 

Distribution patterns 
Manufacturers and distributors are tak-
ing a hard look at distribution chains. 
Forty-three percent of chemical and 
equipment distributors want more pro-
tection from other distributors in their 
territory. They also want to eliminate 
unnecessary layers (and commissions) 
in the distribution chain. 

A variety of distribution arrange-
ments exist. A chemical distributor 
often carries a number of competing 
brands and is not protected by a ter-
ritory to the same degree as an equip-
ment distributor. For this reason, 
manufacturers are less inclined to 
promote the distributor as well as the 
product. 

Many equipment distributors (31 
percent) carry chemicals to provide 
full service to their customers. Large 
regional distributors; such as LESCO, 
The Andersons, Lebanon, and United 
Agri-Products; are expanding their 
reach and are now competing with 
small regional chemical suppliers. 

Vastly increased competi t ion 
results. More than 90 percent of the 
distributors in the survey said exces-
sive competition and price cutting are 
problems. Many small chemical sup-

As primary manufacturers 
expand their lines, are they 
pressuring you to replace 
equipment lines you carry 
with theirs?* 

be inclined to leave selling the end 
user up to large reformulators. 

Forty-two percent of the chemical 
distributors report increased demand 
by customers for bulk chemicals and 
custom blending. Distributors with 
reformulating ability have a definite 
advantage in these cases. 

One possible scenario for future 
chemical distribution is the large 
reformulator supplying bulk products 
and the small local supplier supplying 
small quantities, much like the groc-
ery store and the convenience store. 
Forty-eight percent of the suppliers 
said this is happening already. Forty 
percent indicated local distributors 
will stop trying to compete with larger 
suppliers and raise their prices to or 
near suggested retail. 

Equipment distributors receive ter-
ritorial protection because they need it. 
The investment in parts, inventory, ser-
vice department, and labor is sizeable. 
For every three chemical distributors, 
there is one equipment distributor. For 
example, Jacobsen has roughly 50 U.S. 
professional turf distributors and SDS 
Biotech has about 150 turf chemical 
outlets. 

Equipment distributors are loyal to 
one primary line, such as Toro, Jac-
obsen, and Ransomes; and usually 
carry a number of secondary lines, 
such as National, Cushman/Ryan, 
and Bunton that don't compete. 
Therefore, manufacturers of primary 
lines are willing to promote their 
products and the distributor. 

Changes in equipment distribution 
are coming about for two main rea-
sons. First, primary manufacturers 
have begun to make products which 
compete with secondary lines, such as 
walk-behind rotary mowers. For 
example, a Toro distributor who car-
ried Bunton as a secondary line had 
competing products on his showroom 
floor this year. To make it a little more 
exciting, Bunton started importing a 
greens mower. Another example is 
Bobcat (Wisconsin Marine) which 

After a slow start this spring, Green 
Industry distributors and manufac-
turers have rebounded making 1984 a 
considerable improvement over the 
past three years. 

The number of products and prod-
uct lines available to distributors con-
t inues to expand. Compet i t i on 
between product lines and between 
distributors is increasing. 

The landscape manager and golf 
course superintendent benefit from 
this healthy situation. However, dis-
tributors in some areas are concerned. 
Credit problems leftover from the 
recession, increased competition, and 
changing distribution patterns are 
shaking out a few distributors and 
may eventually cause long-term 
adjustments to product distribution. 

pliers complain they can't compete on 
bids with the large regionals due to 
lower volume. They say profit mar-
gins are slipping dangerously and 
formerly loyal customers are taking 
the lower price of the large regional 
over the service of the small local sup-
plier. Seventy-five percent think 
increased competition will force out a 
number of small chemical suppliers. 

Chemica l manufac turers are 
enjoying the purchases by large 
regional suppliers, reformulators, and 
large buyers like ChemLawn. Chemi-
cal product managers can plan pro-
duction based on a few large orders 
rather than speculating on the pur-
chases of many small buyers. 

In some cases, chemical manufac-
turers can make a safe profit by selling 
technical or bulk chemicals to large 
national reformulators such as O. M. 
Scott, PBI Gordon, and Mallinckrodt. 
A few manufacturers, like Stauffer, 
prefer to sell to reformulators than to 
sell to hundreds of distributors. In the 
future, large chemical companies may 



What are the main reasons for price cutting? 

National and/or large regional chemical suppliers 
• • • • ^ • • • • • • • • • • l 57.3% 
Lack of territorial protection 
• • i ^ H H H ^ H H 42.7% 
Efforts to sell new, large buyers, such as lawn care companies 
• • • • • M M 31.8% 
Retail price of product too high 

13.4% 

was a common secondary line until 
Ransomes bought Bobcat. 

The distributor is up tight because 
he is mainly dependent upon the pri-
mary manufacturer. The primary 
manufacturer is up tight because he is 
providing considerable support to a 
distributor who now carries a com-
petitor's product. 

Fifty-four percent of the distributors 
said primary manufacturers are pres-
suring them to replace secondary 
equipment lines with theirs. 

Some distributors indicate the walk-
behind rotary business is too competi-
tive with John Deere and Exmark, as 
well as the primary manufacturers, 
entering the race. This may discourage 
primary manufacturers from expand-

ing with products where short liners 
can undercut them. 

The second major reason for 
changes in equipment distribution is 
the 20 to 25 percent distributors pay 
dealers. In certain areas, such as the 
Northwest and the Mid-Atlantic, dis-
tributors often have dealer networks. 
Distributors are seeking ways to save 
the dealer cut so they can be more 
competitive. Eighty-three percent of 
the equipment distributors in the sur-
vey said competition is increasing. 

As weak distr ibutors falter, 
healthy ones expand into their ter-
ritories. Today's equipment dis-
tributor seems to need more territory 
than before to survive. The total 
number of equipment distributors 

may drop in the future as a result. 
Instead of maintaining a complete 

inventory at many locations, the dis-
tributor of tomorrow may have a cen-
tral warehouse and small sales and 
service outlets in branches. In this way, 
the distributor receives the advantages 
of volume buying without the overhead 
of separate full branches. 

The service truck may replace the 
branch service department as well. 
Nearly 70 percent of the distributors 
responding now offer job-site service. 
A customer's mechanic can talk to the 
distributor's mechanic by phone to 
correct many problems and the ser-
vice truck can arrive at the customer's 
location at the same time parts arrive. 

Advanced factory parts delivery 
systems are enabling forty percent of 
the distributors to reduce their parts 
inventories. Computerization at the 
distributor and manufacturer level 
will increase the efficiency of parts 
departments. 

Thirty percent of the distributors 
reported their service departments 
were a break even or losing proposi-
tion. It also takes them an average of 
five days to turn around a piece of 

A GREAT TRAILER 
for TURF MANAGEMENT! 

There is a Capacity to Fill Your Needs from 1-Ton to 5-Ton 

Steel structured for maximum life and minimum main-
tenance. Wells Cargo trailers are an easy, economical, 
efficient way to haul nursery stock, fertilizer, seed, 
sprayers, implements, mowers . . . everything your 
job requires. 

We have manufacturing sales & service facilities in IN, 
GA, TX, & UT and a national network of dealers to 
serve you. 

For FREE literature call TOLL FREE 1-800-348-7533 
or write 

Wells Cargo, Inc. 
P.O. Box 728-595 
Elkhart, IN 46515 

(219) 264-9661 

•V 

•Patented 
MOTORLESS LIQUID C H E M I C A L SPREADER 

The WS-480 Grounds Wheelie is the best designed, highest 
quality, most accurate and trouble-free liquid applicator 
manufactured. It features a motorless, ground-driven pumping 
system which does not require gasoline, batteries, cords or 
water hoses. 
The Grounds Wheelie is used to apply liquid fertilizers, 

herbicides, fungicides, insecticides and growth regulators. The 
twin wheel pumps spray a fan of solution 6' wide at 1000 sq. ft. per 
gallon. Coverage is relatively unchanged by the speed at which 
the sprayer is pushed. The faster it is pushed, the faster it pumps. 
The pumping system and the (6) gallon container are made of 

corrosive resistant materials. The spray comes from (2) nozzles 
in the form of tiny droplets providing a steady, uniform 
application which greatly reduces costly chemical drifting. The 
frame is fabricated of heavy gauge steel with fold-up booms. The 
shut-off controls are located on the handle grips. (Other models and 
sizes available.) 
WHEEL SPRAY CORP. 
Box 97, Delaf ield, Wl 5 3 0 1 8 — PH. (414) 6 4 6 - 8 6 4 0 
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