money per se. “It was not at
all a site one would choose,”
Raulston says. “It was flat
land with heavy clay soil, and
there were ugly views in all
directions.” But the site was
available and had the virtue
of being beside a road and
therefore easily accessible to
the public.

Lean operation

The NCSU arboretum has
been a shoestring opera-
tion from the beginning—
but it is amazing what a
talented man cando witha
shoestring. With a little
money and a lot of creative
student labor, Raulston has devel-
oped both an active research center
and an interesting, attractive com-
munity resource.

Today a visitor enters the ar-
boretum through an inviting entrance
center, designed and built by Will
Hooker when he was a graduate stu-
dent (he is now teaching at NCSU).
The surrounding ugly industrial sites
have been screened from view by
vines on the chain link fence and
plantings of quick growing trees like

Each year, students
propagate and
distribute thousands
of plants to
nurserymen to
encourage them to try
new cultivars.

‘Nellie Stevens’ holly, Tjuga ‘Emer-
ald’, and Leyland cypress.

Eight different sets of attractive
benches, designed and built by Doug
Bethune for his Masters in Landscape
Architecture project, are situated
throughout the arboretum. Tracy
Traer, instructor in landscape hor-
ticulture, works with her class each
year to develop a model landscape
garden. Three are completed and two
are in construction this year. When
seven have been completed, this pro-
gram will recycle. The first garden
will be torn out and a new one built in
its place.

Raulston is skilled in both recruit-
ing volunteers and donations for the
arboretum. He has established a
Friends of the Arboretum group
which provides about $2000 support
each year. Local arborist Archie Beal
frequently donates use of his Big John

J. C. Raulston, admiring Nandina domestica
cv. Alba.

88 tree transplanting machine for
large projects, the most exciting of
which was the rescue of a 14 foot, 65-
year-old, cut-leaf Japanese maple
which one class, with Beal's help, dug
and successfully transplanted to the
arboretum.

The 250-foot perennial bed and the
lathhouse are completely managed by
volunteers Edith Eddleman and M.K.
Ramm. With volunteers, as with stu-
dents, Raulston gives them a project
and then turns them loose, with little
supervision, to make that project their
own.

Followingthe original design of the
entire arboretum, created by
Charlotte landscape architect Field-
ing Scarborough while he was earning
his MLA, student classes have laid out
the large curving beds, killed the grass
with Roundup, and then planted di-
rectly into the clay soil.

Learning by observation
According to Raulston, current research
indicates that landscape plantings will
do best without any backfill, contrary to
traditional practices. He says, “I tell my
students the larger the plant is going to
become and the more permanent it is,
the less useful backfill will be.”

All the plantings, like the group of
20 cultivars of nandinas or the collec-
tion of 110 magnolia species and
hybrids, are heavily mulched and
then the beds are kept weed-free with
herbicides and occasional hand
weeding....the economically feasible
way for this garden to operate, since
there is only one full-time mainte-
nence person year-round, helped by
another worker for the four summer
months. Six different pre-emergence
herbicides are used for three major
applications, in winter, late spring
and late summer.

Raulston has created a special envi-
ronment for the wide variety of plants
like rhododendrons and heathers that
will not tolerate N.C. native soils, par-

ticularly the heavy clay. It is a large
lathhouse with beds with bark—no
fancy additives, no complicated soil
mixes, just plain bark. He has found
that almost all plants thrive in this
house.

Among the 1500 species in the
lathhouse, Cornus canadensis, fre-
quently described as impossible in
N.C., is a rampant ground cover.
Raulston did note that because the
shredded bark drains so quickly, it
does require frequent waterings.

Students learn which plants re-
quire raised beds for successful Car-
olina culture. They are also exposed
to a number of interesting, rare or un-
usual plants that are not currently
available for landscape use in the Car-
olinas.

Promoter of new plants
Raulston works closely with the land-
scape architects and nurserymen of
the state. He sees one function of the
arboretum as being a testing place for
cultivars likely to do well in N.C.

Each year, students propagate and
distribute thousands of plants to nur-
serymen to encourage them to try new
cultivars. He also urges nurserymen
to come to the arboretum for any cut-
tings they might want to try. Every
time he speaks to landscape design-
ers, he poses them the challenge of
using just one new or rare plant in
their next designs.

He also encourages them to “think
small” and not necessarily always
plant large specimens. In his experi-
ence, the landscape trade always
wants “big” things and usually buys a
few very expensive plants. “I'd like to
see landscapers use a few of those
large plants for a framework, but then
add a number of smaller, interesting
plants.” He points out that you can
take a one-quart seedling dogwood
and plant it side-by-side with a seven
foot balled-and-burlapped one and
five years later, the seedling tree will
be larger.

Raulston also uses the arboretum
to make landscape architects and nur-
serymen aware of innovations in stan-
dard woody plants. Dogwoods are a
case in point. The ordinary white dog-
wood, Cornus florida, is a native N.C.
plant, the common understory in the
deciduous oak and hickory wood-
lands. It thrives in N.C. Probably
every nursery in the state carries C.
florida and a number of them offer a
pink or red variety. However, at the
arboretum, Raulston has acquired a
number of different cultivars of C.
florida, including a weeping, a dwarf
and a double form—all of which
should do very well in N.C. plantings.

continued on page 82
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More sophisticated business management, more efficient technology,

and division of labor take landscaping into a new generation.

Second Generation Landscaping

by Bruce F. Shank, executive editor, and Ron Hall, assistant editor

The landscape business is
entering a new generation.
Large landscape manage-
ment corporations have set

a pace and level of sophis-

tication which smaller
companies are following.
This transformation, grad-
ual during the 60’s and 70’s,
has now reached the major-
ity of the market.

The nursery market,
foundation of all landscape
markets, is primarily a
product market in a busi-
ness world where service is
king. As a result, the land-
scape market is figuratively
beingturned onits head, for
both exterior and interior
landscape markets.

Design, construction,
and maintenance services
far outvalue the plant mate-
rial used in a landscape.
Furthermore, design and
construction are one-time
business propositions,
whereas maintenance is
continuous.

While construction
firms expanded into main-
tenance and design, land-
scape architects avoided
maintenance and construc-
tion. The majority of com-
panies labelled design/build today
were previously on the construction
and maintenance end rather than the
design end.

Landscape architects, who often
voice concern over the installation of
their designs by contractors, are ap-
parently more worried about the re-
sponsibilities involved in construc-
tion and maintenance than installa-
tion by others.

The long-feared fly-by-nighter is
less a threat today because his level of

mowing crews. This new Deere F930, and its sister walk-
behind mower, were designed by the company
specifically for the professional landscape market.

sophistication is noticeably less than
leading companies. The
groundskeeper is fading into extinc-
tion as the landscape manager takes
his place.

Division of labor and specialization,
both signs of higher level business, are
in place in new generation firms. Com-
panies dependent upon one person for
both business and technical expertise
can’t keep up with the volume or effi-
ciency of firms using modern tech-
nology and business practices.

Most of the advance-
ment has taken place in the
maintenance end of the
business. More than half
the landscape contractors
who were primarily con-
struction in the early 70’s
now have maintenance di-
visions. More than 80% also
offer design services as
well.

Colleges are changing to
meet the needs of the mod-
ern landscape business,
adding business and mar-
keting courses to their hor-
ticulture and agronomy
programs. Junior colleges
find a growing demand for
their landscape graduates.
Many companies hire grad-
uates of business colleges
for business and marketing
positions and then educate
them to the technical part
of the market.

It appears division of la-
bor is resulting in land-
scape companies hiring
graduates of two-year col-
leges to be technicians and
graduates of business
schools for upper manage-
ment.

“We have seen good im-
provement in educational
programs for the industry,” says Rod
Keppel, Arbor Heights Nursery,
Webster, NY. “I think public relations
and management are important. The
technical knowledge seems to be
there.”

“I see the two-year schools carry-
ing the ball,” says Ray Gustin of
Gustin Gardens, Gaithersburg, MD.
“The two-year technical colleges
seem to be really training more of a
technician.”

“Landscape contractors will have
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WHAT MAKES

'Ryan's BIG AERATORS
WORTH THE INVESTMENT:

hances
are, your
turf is
slowly
choking
to death.

Every time you cut
grass, it gets harder for
water and fertilizer to
seep down through the
thatch build-up.

And every time your
soil is walked on, or dried
out by hot weather, it gets
harder for the grass to
breathe.

And for new grass to
take root.

Ryan has the solution.
Ryan solves your turf
problems with an aerator
specifically built for your
type of turf.
On fairways, parks and
other uneven grounds,
we offer the Ryan

Large area cultivation
plus five choices of tines to get
¢ to the oot of your

3 ?\, problem fast.

fields), choose the Ryan
Tracaire”®.

Both cover a wide
6-foot swath.

The Tracaire can be
mounted to your tractor’s
3-point hitch.

RYAN

It works harder because it’s built better.

Renovaire®. gods "
e Ryan Tracaire — built
To aergte flat expanses specifically for athletic fields and
of turf (like athletic other flat grounds.
©Outboard Marine Corporation, 1984. All rights reserved.

Circle No. 110 on Reader Inquiry Card

The Renovaire is pull-
hitch mounted.

And both let you vary
the amount of aeration
with a unique system of
interchangeable tines: two
sizes of coring tines for
the fast-growth weeks of
spring.

Two sizes of deep-
slicing knives to open up
dry soil in the summer.

And open-spoon tines
to prepare the turf for
new seed and fertilizer in
the fall.

No other equipment
gives you such thorough
aeration season after
season.

A free demonstration.

See the Ryan Tracaire
or Renovaire in action.
Call us toll-free:
1-800-228-4444.

Or write: 2261
Cushman, PO. Box
82409, Lincoln, NE
68501.

CUR 5 5059
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to have a better understanding of
money, particularly with interest
rates the way they are,” says Dave
Pinkus, president of North Haven
Gardens in Dallas, TX. “They have
to have a better understanding of
business and business practices.”

Contractors like J. C. Patrick of
Proscape, Baton Rouge, LA, want to go
beyond maintenance to ‘total exterior
management’. “Once we get an ac-
count,” Patrick says, “we want to take
care of everything having to do with
the exterior.”

Most of Pro-Scape’s growth came
from design/build work in 1984. Pa-
trick is optimistic because he expects
a new Jack Nicklaus development in
Baton Rouge to attract more com-
panies to his area and to raise stan-
dards of construction and mainte-
nance.

DiSanto Companies in Cleveland,
OH, takes Patrick’s thought a step
further, offering exterior and inte-
rior landscape design, construction,
and maintenance. President George
DiSanto maintains separate divi-
sions for exterior and interior work,
but often finds out about new inte-

Companies
dependent upon one
person for both
business and
technical expertise
can’t keep up.

rior work when bidding exterior
landscape projects. The interior
landscape market in the U.S. has
been estimated to have sales of $400
million in 1984.

David Burnley, Contra Costa Land-
scaping Inc., Martinez, CA, said his
company has gotten more into main-
tenance the past four to five years due
mainly to a building slump. Today,
Burnley sees construction and main-
tenance of the many business parks
being built in his area as his future
strength.

Maintenance does have its draw-
backs, says Greg Boykin, of Boyko
Maintenance in Wilson, NC. “If I'm
going to follow the installation con-
tractor or another maintenance com-
pany, I want to make sure he’s done a
good job in the first place. If you don’t

look the job over closely at first, all
kinds of problems pop up. Boykin says
he prefers to design and build a land-
scape, then put in a proposal for the
maintenance.

“The greatest need of
the industry is good
foremen who take
primary responsibility
and get the job
done.”

—Burnley

Bob Doman of Planned Outdoor
Living in Ogden, UT, is finding his
business shifting from large residen-
tial to commercial. ‘“‘Although our
company has concentrated on large
residential accounts, we have
gained more commercial accounts
recently.”

“There was a lot more commer-
cial work than a year ago, maybe
50% more,”’ claims Ray Gustin,
Gustin Gardens, Gaithersburg, MD.
“But you have to remember, our res-
idential work didn’t fall of as much
as the commercial during the reces-
sion, so it didn’t have as far to come
back.”

Part of good business planning is
controlling the customer base. Mike
McGuinnis, director of business de-
velopment for Reinhold Landscaping,
Flat Rock, MI, helped that company
reduce its dependence on auto-re-
lated industries. The Michigan com-
pany recently landed a Federal
Express account in Memphis, 360
miles from Detroit. The good news is
the auto market is booming again, but
McGuinnis is still seeking a broader
account base.

Still needed

“The Industry has two big needs at
the present time,” says Burnley of
Contra Costa. ‘“The greatest need is
for good foremen who can take pri-
mary job responsibility and get the
job done. Many companies feel
that’s their biggest limiting factor
right now.

“Also, we need to educate prop-
erty managers and other prospective
clients to establish a set of pre-
qualifications for their mainte-

nance, says Burnley. They need to
look past the initial price in deter-
mining which company can meet
their needs.

“In the past, property managers
have looked at maintenance as a
very simple operation that almost
anyone can do. They eventually find
out they come out way ahead in the
long run if they work with an estab-
lished company with well-trained
personnel.”

Good management skills are
needed more than anything else ac-
cording to Dorman of Planned Out-
door Living. “There a lot of people in
the industry who can read a blueprint
and do the technical work. But too
often they try to do all themselves in-
stead of delegating responsibility and
managing people so that the job is
done right and on time. Of course,
they have to know how to deal with
clients too.”

Registration is a solution to fly-by-
nighters says Boykin of Boyko. “To be
recognized as a registered landscaper
in North Carolina, you must first take
a test. It separated the men from the
boys.”

Arecentsurvey by Western Land-
scaping magazine pinpointed nine
primary problems facing the land-
scape industry. They include lack of
professionalism, low balling/un-
derbidding, the economy, un-
qualified personnel, consumer igno-
rance, government regulations,
profitability, shortage of supplies,
and competition.

At the same time, the magazine
cited ten leading opportunities.
They are business diversification,
drought tolerant planting, mainte-
nance, water management, drip irri-
gation, renovation, irrigation con-
sulting, automation/computers,
public awareness of profession, and
hardscaping.

The most dependable service ac-
cording to the magazine’s readers is
maintenance, rated nearly twice as
dependable as construction (52.8%
to 31.8%).

The new generation of landscape
management companies has real-
ized that maintenance is a valuable
part of a service company. It also is
positioned to take on other services
since it now has a business core
which can handle nearly any ser-
vice. This flexibility, coupled with
division of labor and efficient tech-
nology, is the new foundation of the
landscape management market.

WT&T
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When the cutting gets tough,
get the machines that are
tough enough to take it year
after year. Yazoo three wheel
riders, Yazoo big wheel mowers
and Yazoo heavy duty trimmers.
They can do the job , ., 4
right now and NE
next year too.

9

Metal blades,
_~ designed for a
variety of special
uses, are available
\, for use on Yazoo
heavy duty
,i trimmers.

Y
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Four decades of service allow the reins of management to
pass smoothly at growing Lied’'s Nursery near Milwaukee.

Lied’s Deep Wisconsin Roots

by Ron Hall, assistant editor

Delmar Lied knows a little bit about
putting down roots in the rich but
rock-peppered soil of Wisconsin. He
knows that with business, as with
growing plants, you sink them deep
and you nourish them.

Even then, when the seed of the
idea flourishes as it has with his Lied’s
Nursery Co., Inc., you can still be sur-
prised.

“l would have never thought it
would have grown like this,” Lied
says of the growth of the company he
started in 1946 when he and his

brother set about building a small
wooden wagon for lawn work.

In the 39 years since, Lied, a vig-
orous big man with the ruddy, sun-
creased face of a sailor and a calloused
grip that means business in spite of his
70-plus years, has been pretty well
rooted to the Wisconsin land.

It's a fascinating land.

When the glaciers retreated for the
last time they left a jumble of a mess,
scraping away earth here and piling it
there so that you don’t know what the
heck you've got just under the skin of

my ' P
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Japanese garden adjoining Lied’s office shows the company believes in what it

sells to others.

topsoil; except Lied knows he's got a
crumbled mountain of big, round
rocks that pop up like mushrooms
with each spring thaw. And he knows
his trees and shrubs. He also knows
people and business.

His one-time, tiny maintenance
company can now put 20 work crews
on various landscape projects during
the growing season.

Sprouting branches
Lied's Nursery is a well known con-
cern in Wisconsin. Based in Sussex, a
short drive from Milwaukee, it con-
tinues to spread and branch, provid-
ing landscape construction and
maintenance services in addition to a
nursery and a brisk retail store busi-
ness. Although Delmar Lied is still ac-
tively involved in the business, the
company has long since passed the
point where one man can manage it.
Many of the decisions are now han-
dled by a management team headed
by his son, Tom, grandson, Robb, and
Rich Skelton, an experienced land-
scape contractor originally from
Youngstown, OH.
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‘ Cuts cutting,
i saves labor
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LIMIT goes to work
in the spring when
you need help the most.

Spring brings a flurry of activity to turf
care. It's a time spent planting, re-seed-
ing, fertilizing, controlling weeds, raking,
trimming, shaping, sodding, pruning and
mowing...all at once. And if your opera-
tion depends upon summer help, it's too
much, too soon

LIMIT™ turf regulator, new from
Monsanto, can help you cut hours from
time-consuming spring and early sum-
mer mowings when grass growth is most
vigorous. Properly applied in the spring,
LIMIT will reduce growth of cool-season
grasses (Kentucky bluegrass, tall and fine
fescue, perennial ryegrass) for up to six
weeks allowing you to re-deploy labor
and cut back on fuel and machinery

Its uses are numerous. LIMIT can be
used on nonresidential sites such as
cemeteries, parks, office and shopping
centers, golf course roughs, industrial
parks, institutional grounds, airports,
and roadsides
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MIT helpsyouc
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LIMIT can save
valuable time.

LIMIT can be used in numerous ways to
cut back on valuable labor hours...on
broad expanses of low-traffic turf such
as golf course roughs, campuses or
institutional grounds and industrial
parks as well as smaller, hard-to-mow
areas where obstacles such as trees,
shrubs or monuments are present

Regardless of the turf, reduced
growth rate reduces the urgency to
mow and frees-up labor to take care
of the multitude of jobs required to
maintain your grounds

LIMIT can help reduce
the risks of mowing
dangerous areas.

High-grade slopes, ravines and hills pre-
sent tremendous mowing risks to both
people and machinery. When you apply
LIMIT to these difficult and dangerous
areas you'll help cut these risks by reduc-
ing the need to mow. (And you can make
these kinds of applications without fear
of leaching.) You'll also save wear and tear
on equipment and possible costly repairs
that may occur from accidents. Not to
mention the liabilities of personal injury




ut cutting,save labor
your work force.

LIMIT is versatile and
easy to use.

Your options are open. LIMIT can be used
with either water or fluid based fertilizers
and in conjunction with commonly used
turf herbicides.

Your choice of application equipment is
also fiexible permitting you to use the
best method to fit varying needs. In fact,
you can apply LIMIT with standard equip-
ment used for other pesticides, including
multi-nozzle spray booms, single-nozzle
Floodjets* or Teejets;* backpacks, hand-
pumps or wheel-pump sprayers

To apply LIMIT, you need no special skills
or training. (Just follow standard proce-
dures and precautions as directed by the
label.) Application can be overlapped
without quality loss or uneven growth
which makes it easy to treat landscaped
or irregular-shaped areas where overlap-
ping would be impossible to avoid
*Trademark of Spraying Systems Company

LIMIT is weather-proof.

LIMIT goes to work as it is taken up by the
plant’s roots and moves upward in the
plant to the growing points where it
slows down the growth. No longer do
you have to treat your turf with one eye
on the clouds and an ear to the weather
report. Moderate rainfall or sprinkling will
actually enhance its performance. In fact,
turf managers have applied LIMIT in mod-
erate rain and capitalized on wet spring
weather to reduce turf growth later on

Put LIMIT to work
for you.

LIMIT turf regulator can indeed cut labor
hours from mowing, thereby cutting
costs at the same time. And it allows turf
managers to use their time more wisely
towards other projects that are more
timely and require greater care. But the
best thing about LIMIT is that it works
and it works consistently. It's been
proven in trial after trial

LIMIT. The latest in turf regulation fromn
Monsanto. It cuts the cutting and cuts
the labor. What a great, workable, new
idea...and it's all yours. For more infor-
mation, call your nearest distributor
(listed on the back)

it A

Monsanto




Where to get LIMIT

CADWELL & JONES CROWN CHEMICAL, INC. LESCO
46 Adams Street 4015 Papin Avenue 20005 Lake Road
Manchester, CT 06040 St. Louis, MO 63110 P.O. Box 1695
(203) 643-0644 (314) 533-0999 Rocky River, OH 44116
CORNELL CHEMICAL el s g:g)ejsj--lg-%gg-32l~5325
& EQUIPMENT CO. GEORGE W. HILL CO., INC. '
712 Evelyne Avenue 80I0 Dixie Highway TESSMAN SEED AND
Linthicum Heights, MD 21090 P.0. Box 787 CHEMICAL CO.
(301) 636-2400 Florence, KY 41042 3660 Kennebec Drive
(606) 371-8423 Eagan, MN 55122
CORY ORCHARD
425 S. Senate Avenue Order #: 1-800-354-9712 (612) 452-4050
Indianapolis, IN 46225 KELLOGG, INC.-SEED AND SUPPLIES
(317) 634-7963 322 E. Florida Street
P.O. Box 684
Milwaukee, WI 5320
(414) 276-0373

See the label or Use Guide for precautions in handling and applying LIMIT ™ Turf Regulator.

T

LTI
F REG

Monsanto
Cuts cutting, saves labor

Monsanto Agricultural Products Company
St. Louis, Missouri 63167
a unit of Monsanto Company

Always read and follow the label directions for LIMIT™ Turf Regulator.
LIMIT™ is a trademark of Monsanto Company.

© Monsanto Company 1984
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. | Rich Skelton, left,

| confers with Bob Koca in
1] the Lied’s Sussex,

1] Wisconsin office.

Tom, with a formal education in hor-
ticulture and landscape architecture
at Michigan State University and ex-
perience gained as a lifelong part of
the family business, is the driving
force behind the operation now. His
son, Robb, 26, gave up a promising
career as a public accountant in Dallas
to come home as the company’s secre-
tary-treasurer. Skelton is the admin-
istrative vice president.

“We're beefing up the top manage-
ment,” Tom Lied explains. “We’ll be
responsible for monitoring the pro-
gress of our various divisions and
teaching in some areas. Dad wants to
slow down and be more of a teacher.
He still works a full schedule and has
more enthusiasm than most men half
his age.”

Best not biggest
Although the business has been ex-
panding, the company’s management
does not pursue growth for growth’s
sake.

“We had to decide what our mar-
ket was and we came to the con-
clusion that we couldn’t do

ne of the Lied’s crews completes a major landscape project at
a fashionable Wisconsin home.

everything for everybody,” Tom Lied
says. “We decided we would spend all
of our efforts to be known as the best
and none of our efforts to be known as
the biggest. The philosophy is great
and the ideas are sound, but there are
always the tune-ups and moves to
keep everything in place. We know
we don’t have all the answers, but we
have capitalized on a number of op-
portunities and we have grown to a
reasonable size.”

During the growing season Lied’s

Lied’s provides
landscape
construction and
management in
addition to doing a
brisk retail store
business.

employs as many as 125 employees
(the number drops to about 40 in the
winter), filling more than 20 land-
scape construction and management
crews in addition to the personnel
needed in the retail store, Leid’s
Garden Valley, and a handful of man-

agers and other experts such as land-
scape architects and draftsmen.

The business—which includes the
retail store, landscape construction
and landscape management divisions,
and the nursery—has been so well re-
ceived it has practically outgrown its
Sussex facilities. A second story for
office space was added above the re-
tail store a few years back. Design and
drafting is done in offices in the re-
modeled basement. Almost two years
ago Lied’s purchased a similar busi-
ness 80 miles to the north in the rural
community of Neenah in the Fox Val-
ley.

Lumping all divisions of the com-
pany together, Tom Lied says the
company did slightly more than $4
million in business in 1984 with $1
million from the retail section, $1 mil-
lion from landscape management, and
about $2 million from construction.

The company’s landscape work-
load includes a hefty amount of
“fussy, custom residential work,”
Lied says, in addition to simple resi-
dential projects and commercial jobs.
Lied’s handles few blockbuster ac-
counts with the largest this past year
being about $100,000. The smallest
jobs tackled by the company cost $25
and, surprisingly, Tom points out,
they get calls for these as well.

“I guess the significance of all the
figures is not a great deal, except it
involved a whole lot of work,” Tom
says.

Esthetics important

Lied’s approaches both residential
and commercial customers with the
idea of being “both technically sound
as well as esthetically pleasing,” Tom
Lied explains. “If we favor one over
the other we may lean a little to the
esthetically pleasing. We believe the
plants are there to serve the client and
they should be organized and main-
tained to serve that purpose.”

That'’s the reason a Lied’s consul-
tant will never say to a client: “If I
lived here I would do it this way,”
Tom says. “First, it's terribly unim-
portant how you would want it done.
You don’t live there. We have to find
out how the client wants it done, how
the client wants to feel in his garden.
We have to know the things that
please him.”

Selling landscaping to commercial
accounts calls for a slightly different
approach.

“If we can dramatize to them what
a well maintained landscape can do
for them in terms of image, if we can

-
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focus the competitive edge they can
gain, then we've done them a ser-
vice,” Lied stresses.

Experienced and capable land-
scaping firms are entitled to the fees
they charge, Lied maintains. “We are
in an extraordinarily high service in-
dustry and we should have a dollar
sign attached to this service. We're in
a market where we have to generate
12 months income out of an 8'/> month
time frame. Our clients owe us the 12
months income for assembling the ex-
perts and specialized knowledge
we’ve assembled.”

What does Tom Lied enjoy most
about his role in the Green Industry?

“I enjoy weaving the talent of peo-
ple together to make things happen,
using my talent to please people and
to create and accomplish. Of course I
like to get the compliment too,” he
reflects.

It’s no secret what the company
founder, Delmar, enjoys most ei-
ther—his nursery stock, chosen and
bred for Wisconsin’s sometimes harsh
weather. A product of Wisconsin and
the farm, Delmar is a Thoreau-like
mother hen to his 200 acres of

plantlife with species from as faraway
away as Siberia and Korea.

In a sense, Delmar considers the
nursery an experiment in living and
he relishes the opportunity to get his
hands dirty. His convictions are still
as hard as the boulders that emerge

“Clients owe us the
12 months of income
for assembling the
experts and the
specialized
knowledge we’ve
assembled.”

—Tom Lied

each spring and are often used in
sculpting a customer’s garden.

He doesn’t use chemicals in his
nursery. He prefers to keep his fields
weed free with regular cultivation, a
practice, he admits, that creates a tre-

mendous amount of labor but, he be-
lieves, results in heartier stock.

“I'm not interested in doing it
easier, just doingit right,” he says. “By
keeping this cultivated we eliminate
the weeds and if we don’t have weeds
we don’t have a place for the insects to
stay.”

Delmar Lied’s hard-won experi-
ence is aided by an amazing curiosity
in the genetic makeup of plantlife;
and the work he has done (and contin-
ues to do) with clones and grafting has
added significantly to the practical
knowledge of plants and their adapt-
ability to conditions in the Midwest.

“My mom and dad taught me soil
and a love of soil and I guess I never
lost it,” he says. Delmar remains the
soul of the company and, in some re-
spects, its inspiration, because after 40
years he’s about as down-to-earth as
that weekend so longago when he and
his brother built a small wagon and
went into business on their own.

“My brother had an axle and some
hinges off some gates. We started the
wagon on a Friday, worked on it that
Saturday, and Monday we were in
business.” WTA&T

Advances in Turfgrass Pathology

published by HARCOURT BRACE JOVANOVICH PUBLICATIONS in
cooperation with Dr. B. G. Joyner, Dr. P. O. Larsen and

o fairy rings

Chemlawn Corporation

This extensive volume contains

chapters on:

® turfgrass diseases

® cool v.s. warm season pythium blight and
other related pythium problems

® snow molds of turfgrasses

® leaf spot of Kentucky Bluegrass in Minnesota
¢ initial and filed fungicide screening

® turfgrass disease resistance

® PLUS MUCH MORE!

ADVANCES IN TURFGRASS PATHOLOGY is a ccmpilation of more than 23 reports
and discussions by the nation's leading turfgrass pathologists. Explore the
diseases that attack turfgrass. Find out how to conquer the battle of turfgrass diseases.

KEEP CURRENT WITH NEW IDEAS ON HOW TO HANDLE TURFGRASS PROBLEMS WITH
ADVANCES IN TURFGRASS PATHOLOGY.

Return this coupon to: Book Sales

Harcourt Brace Jovanovich Publications

One East First Street, Duluth, MN 55802

YES! Please send me

copy(ies) of ADVANCES IN TURFGRASS

$27.95* (hardcover)

COPIES
LIMITED —
DON'T DELAY!

Quantity rates available on request.

A check or money order for _____is enclosed.

PATHOLOGY.
*Please add $3.00 per order plus $1.00 per additional
copy for postage and handling.
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Address Please charge to my Visa, Master Card, or

i ; American Express (circle one)
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Phone Expiration Date
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Penncross & Penneagle
. are found the
Aw World ‘round 9,

\

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

Penncross Penneagle ‘Penn Pals’

» Heat tolerant e Upright dense growth
» Disease resistant e Dark green colour
e Fast growing e Lower cutting (3 MM
e Wear tolerant for tournament play)
» Aggressively competes e Fast germinating
with Poa Annua e Dollar spot resistant
e The worldwide standard
for more than 25 years PVP 7900009

For more information or the name of your distributor call or write Waiten Bidwall turf con-

sultant, is available to talk to

Tee-z -Green Corp ° your superintendants

group about golf

In the USA' tO“ free ]-800.547.0255 courses around the

world Call Tee-2-Green

In Oregon, 98 1 -9574 Corp.for details.

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

Circle No. 151 on Reader Inquiry Card
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