THE GENTLE GIANTS

Here are E-Z-GO's
hard workers in
three-or four-wheel,
gas or electric models
With durable,
diamond-plated steel
Polane-coated panels
and load beds, including
opuons \U\'h ds sprayers, aerators,
spreaders, top dressers, and more. Each
one tough but easy on turf

The GXT-7

Here's the heavy-duty workhorse in the line. Powered by an 18

H.P. engine for payloads of up to 1500 pounds. For golf course
or public grounds, its large load bed h 1s sides and tailgate
Options include a hydraulic dump, PTO, and range changer
The GXT-7 adapts to many accessories: sprayers, spreaders
top dressers, and aerators to handle any job
The GXT-800
Reliable, economical, this mid-size hauler more than pullsits
own weight. It has a two-cycle,
244cc engine with rack and
pinion steering, heavy-
duty springs, and
hydraulic shocks, plus
a whopping 1000-
pound load capac-
ity. Options and

ACCEeSSOries suc l\ as

é

C.i}‘\. bed covers
and loading ramps
make it an ideal all-around
utility vehicle

The XT-500

All brains and brawn. 1000-pound capacity, mid-size, powered
by a 36-volt high efficiency electric

campuses, wherever quiet effi-
clency Is as important as
durability

The GXT-300
This tough gas-powered three-wheel vehicle is perfect for
light to medium-sized
loads. A two-cycle,
oil injected, 244cc
engine keeps it run-
ning efficiently. It has
a 1000-pound capacity,
and is engineered
especially for easy
maneuverability.

The X'T-300
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is critical. It provides
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wheel

This is a re
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ety of jobs where
maneuverability
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1 payload capability
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to 1000 pounds in its

The PC4GX
E-Z-GO's gas-powered, 4-

passenger personnel carrier is
your best bet for moving staff
and clients around resorts,
hotels and worksites quickly,
efficiently, and economi-

cally. Headlights, taillights,
brake lights, horn, oil-
injected engine are only
a few of the standards

The PC4X

Where quiet is key, our efficient electric-powered personne

carrier is the answer
complete with an
onboard charger, re-
tractable AC cord
and stainless steel
battery racks
For your resort,

campus, office park
or other maintenance
needs, go durable,
dependable E-Z-GO
The most advanced,
most versatile line of
utility vehicles in the world

WTT 1185
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Reduce customer turnover
and increase profit potential with
long-lasting disease prevention.

It costs a lot to replace a lost customer.
So you put together a complete lawncare
rogram. Not just to keep customers’
El\ms looking good all season. But to

keep your customers loyal.

A complete program includes pre-
ventative disease control. And only one
lawn care fungicide — the market
leader — keeps your customers satisfied,
fits into your schedule, and improves
your profitability

That product is CHIPCO* 26019
fungicide. Because it does 7 job without
mmph( iting your job.

CHIPCO 26019 is a low-toxicity prod-
uct that controls all the major lawn dis-
eases: Helminthosporium Leaf Spot and
Melting Out, Fusarium Blight, Brown
atch, Dollar Spot, and Red Thread.

Its the only fungicide that provides
this control long enough to get you from
one scheduled round to the next, reduc-
ing costly callbacks.

Protect your turf and build your
profits. Make CHIPCO 26019 a part of
your lawncare program.

Rhone-Poulenc Inc., Agrochemical
Division, Monmouth Junction, NJ 08852.

C()

Tikmg care 0 humness

CHIPOD® is 3 registered trademark of Rhvioe P
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Winter injury

Understanding the causes of winter injury
of landscape plants will help you avoid the effects,
says a Weeds Trees & Turf technical advisor.

To consider protection against winter
injury for landscape plant material,
you have got to understand the causes
of winter injury: low temperature,
rapid temperature fluctuation, degree
of dormancy, desiccation, and physi-
cal injury.

Low temperature injury is gener-
ally accepted as the critical tem-
perature at which the plant tissue is
killed.

Frequently, the temperature dif-
fers for flower buds, vegetative buds,
stems, and roots. Plants native to
northern areas—the Great Lakes re-
gion (Michigan, Wisconsin) and the
Northeast—are generally capable of
withstanding low temperatures of
minus 25 to 35 degrees Fahrenheit be-
fore cell freezing and tissue death
occur.

The ability to withstand a low car-
dinal temperature is controlled genet-
ically and is affected by the amount of
carbohydrates accumulated within
the plant.

Generally, the higher the plant’s
accumulated carbohydrates, the
lower the temperatures it will tol-
erate.

Temperature fluctuation
Rapid temperature fluctuation is fre-
quently a more important factor in
winter injury. When the temperature
drops rapidly after several warm days,
some injury may occur.

This type of winter injury occurs
during February and March when the
temperature may drop 30 degrees or
more in one day.

Frequently, hardy plants are dam-
aged. Often heavy mulching of the
root system with organic matter (bark,
compost, peat moss) is used to protect
these plants.

Mulch acts as does the insulation
in our homes to modify temperature
fluctuation.

Mulch should be put on just prior
to soil freezing to limit not only the
effect of cold temperatures but also to
help keep the soil cool longer in the
spring, therefore delaying premature

by Douglas J. Chapman

commencement of growth.

Plants with a rather tender top—
roses,for example—can be protected
by mulching the crown and the upper
portion of the plant with straw or sim-
ilar material.

This crown mulch is designed to
slow the rate of temperature fluctua-
tion, thereby protecting the plant’s
flower and vegetative buds from
damage.

Dormancy and desiccation
Degree of dormancy also impacts
whether a plant will be injured by low
temperatures.

Plants that go dormant due to the
photoperiod include many of the
more northern native species (sugar
maple, red maple, red oak, Viburnum
prunifolium). They are slow to break
dormancy and are most often tolerant
of early spring temperature thaw.

Plants that go dormant due to cold
temperature can lose dormancy
quickly (forsythia, hydrangea) and
can be dramatically injured during
January or March thaws.

Desiccation is a particularly severe
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problem on narrow and broad leaf
evergreens, occuring in late February
or March when the soil is still frozen,
air temperature is high, and the sun is
shining.

The foliage starts transpiring, or
losing water. Yet the soil is frozen and
the roots are unable to absorb water.

To protect against this type of
winter injury, one should consider ei-
ther companion plantings or shielding
the individual plants.

A fine example of companion
planting is planting rhododendron
with pine, allowing the rhododendron
to be understory to the pine tree.

A good rule of thumb is the smaller
the leaf of the rhododendron (R. caroli-
nianum, R. laetivirens), the more toler-
ant it is of sunlight. Conversely, the large
leaf rhododendrons (R. catawbiense or R.
maximum cultivars) are less tolerant,
thus requiring more shading.

Wind protection
Shielding is nothing more than plac-
ing wind breaks on the windward side
of the plant.

continued on page 56



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. € 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.
¢ 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. € Blazon™ Spray Pattern Indica-
tor is the new solution toa never-ending prob
lem. So contact the distributor nearest you for
the product that has taken an art and turned it
intoa science—**The Professional Solution
for Professionals”...

Blagon

SPRAY PATTERN INDICATOR

7
MILLIKEN

Milliken Chemical, Division of Milliken & C ompany, PO

CHEMICALS

9349, (800) 845-8502
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winter from page 54

Shielding can be made of snow
fence, burlap, or branches of dis-
carded Christmas trees. You can use
anything that decreases the velocity
of drying winds or provides shade
from the bright late February or early
March sun.

A list of plants you may consider
protecting includes rhododendron,
andromeda, mahonia, holly, yew, and
upright juniper.

Physical injury
Physical or mechanical injury may be
the result of snow, ice, or rodents.

Many plants, such as yew and
spruce, can be damaged due to the
weight of heavy, wet snow. This
causes discontinuity in the vascular
tissue and renders the plant suscepti-
ble to injury during the following
growing season.

Ice injury (which may be simply
broken branches or a bent over plant),
in contrast to heavy, wet snows, is
hard to control.

The heavy, wet snow can be
knocked off the plant within 24 hours
but the injury caused by ice can be
catastrophic as there is little or no pro-

tection you can offer.

Rodent injury can be devastating.
They prefer a few favorite plants in-
cluding the rose family (roses, apples,
pears), cherry trees, Euonymus alatus,
and yews.

Rapid temperature
fluctuation is
frequently a more
important factor in
winter injury.

A resident cat may be the best con-
trol for this type of injury.

Another solution is wrapping the
lower 18 inches of the plant with /.-
inch hardware cloth.

Furthermore, putting out poison
baits can reduce populations to where
injury is essentially non-existent.

Other alternatives
Plants, especially broad leaf and nar-
row leaf evergreens, should be deeply
watered just prior to the freezing of
the soil.

This deep watering helps supply

sufficient moisture to plants that con-
tinue to transpire, enabling the plant
to replenish some lost moisture that
has transpired during the cold winter
months.

Furthermore, mulching the plant
just prior to soil freezing allows an
opportunity for the roots to function,
thus surviving long cold /dry periods.

When considering winter protec-
tion, you should remember that you
are trying to:

® minimize temperature fluctu-
ation;

® reduce water loss due to transpir-
ing—be it by use of anti-transpirants
applied to the foliage or shielding the
plants;

® provide moisture during periods
of stress by deep watering plants.

As it has been aptly said, “Winter
protection is nothing more than modi-
fying the extremes that plants will be
subjected to, therefore, minimizing
the chance of winter injury and allow-
ing us to grow plants farther north
than their range would indicate and
adaption allows.”

Understanding the plant’s require-
ments and why winter injury occurs
gives the grounds manager a course of
action to minimize the impact of
winter’s extremes. WTA&T
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rounds up leaves and litter

ADD PUNCH in lawn cleanup work
to make tough jobs quick and easy
A small crew using Atwater Strong
HEAVY DUTY COMMERCIAL
BLOWER-SWEEPER can gather
leaves, trash, litter, clippings faster
than any other way!

Put a WHIRLWIND

FORCE to work to
blow lawns and
paved surfaces
clean every

season of the &
year. Get facts

on 9 models.

3 to 45 hp available. « |

for EASY “GET AROUND”
BACK PACK . VACUUMS

one more capability to AIR BROOM 3600 CY. \nE
performance. With wand or hand-held pERMIN
gets into tight corners, hollows, foliage
and even overhead. Weighs only 21
Ibs. yet blows at 220 mph. Reliable
economical 2-cycle engine

WIEUSVAR 16 sw
‘BIG JOB' LOADER §
ON-A-TRAILER

packs dump truck full of leaves
in 25 minutes. Has 16 hp cast
iron engine, 8" hose reaching
20 feet. Boom to swing hose
available.

ATWATER STRONG @{] D eivision

BOX 68 - ATWATER, OHIO 44201

LAWN EQUIPMENT SINCE 1949 216 / 947-2344
Circle No. 101 on Reader Inquiry Card
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Productive Sweeper

Backed by best warranty ever: 2 years or 2,000
hours. TENNANT® 360 offers unmatched pick-up,
dust-free sweeping, and reduced
dumping times. It is 50% faster
and has 41% more useable
hopper space than comparable
units. Quiet operation: 82 to

83 dBA. Free video training for
operator. Ask for a free
demonstration.

Free brochure

\ CALL TOLL FREE:
800-328-5727 EXT. 768R
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There is a simple way to
be sure your commercial
mower is designed for a

long life, and is built to

OUR COMME RCIAl -
I Buy Bunton
to be sure your mowers
have welded one-piece
steel construction, lubri-
cation points at each
moving part, pneumatic
' puncture resistant tires
i and more

Specify 2-cycle
for an engine that often
provides 4 seasons of
hard commercial use
without major main-
tenance (2 season war-
ranty), as much torque
from an 8 hp as with an
11 hp 4-cycle, the piece
of mind provided by tak-
ing the critical engine
lubrication function out
of the hands of your
operators, and a cost
competitive with the
most popular 4-cycle
engines.

Use the System

that puts your key
equipment on the
same fuel/oil mixture,
with Bunton trimmers,
backpack blowers and
mowers .

T\ Ié
A 2%

BUNTON,.

Bunton builds em better
BUNTON CO.

P.O. Box 33247
Louisville, KY 40232
502/966-0550

Telex: 204-340
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Direct mail

Some firms make the mistake of usin

g it as

their lone marketing tool. It should be just a part of
an overall marketing plan.

by Rudd McGary and Ed Wandtke

Is direct mail still a cost-effective
method of reaching the consumer?

Judging by the number of green in-
dustry companies which have used
direct mail in the past decade, you
would guess that it is.

But the real answer to that ques-
tion is twofold:

o If direct mail is your only method
of reaching the consumer, you're in
trouble.

® Direct mail as a part of a coordi-
nated marketing plan can be valu-
able—but not as much as it once was.

Making your point

The company wanting to attract new
customers has to use a more sophisti-
cated marketing effort than simply
mailing brochures to everyone in a
ZIP Code.

The major reason direct mail is less
effective today is stated in the second
paragraph: everyone is doing it.

As the consumer is bombarded
with direct mail pieces, he either ig-
nores them or becomes confused as to
company name or brand identi-
fication.

A second problem is lack of orig-
inality. Most companies in the green
industries produce brochures similar

Wandtke and McGary are owners of All-
Green Management Associates, Colum-
bus, OH

MANAGEMENT

g% |

IN BUSINESS

to that of their competitors.

You know the style. Pick one. They
have a truck, male worker (always
smiling), and a child or family on a
green lawn.

We have 60 brochures from a wide
variety of companies, and if you cover
the company name you can't tell the
difference.

This benefits the firms that can af-
ford television advertising. If you
can’'t afford TV’s steep rates, you
should alter your marketing plan to
help build a larger customer base.

The following four steps could
make you a more effective marketer:

® Coordinate telemarketing with
the mailing dates of your brochures.

® Maintain a personal selling force
that excels at closing.

® Alter your brochures.

® Know the final objective for using
the brochures: to allow a salesperson
to make a one-on-one sales effort with
the possibility of closing the sale in
that time period.

One step further

Before you begin to physically alter
your printed pieces, consider these
changes.

1) Stay away from the industry
norm of featuring a happy family or
technician in your brochure.

2) Consider using drawings as op-
posed to photos, and make sure your
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name is the most prominent feature of
the piece.

3) For the sake of readibility, don’t
attempt to explain agronomics to the
consumer. Technical reading will
turn him off.

4) Try using colors other than
green. Dare to be different.

In the past, brochures netted a 2 to
3 percent response rate, even higher
in some cases. No more. Now it’s be-
low 1 percent in certain matkets, and
start-up companies are experiencing
return rates of below one-half of a
percent.

Their direct mail will
look different, be
coupled with other
marketing efforts, and

performed in a
systematic manner.

We know of one company that
mailed 30,000 brochures and received
16 responses. With intelligent market-
ing techniques, you can prevent these
results.

Direct mail can still be an integral
part of your overall marketing, but co-
ordinating it with your other market-
ing tools is the key to attracting new
business.

Believing direct mail is the key to
attracting new business will lead to
disaster.

Aggressive, far-sighted companies
are coordinating all marketing efforts
in a systematic fashion.

Their direct mail will look dif-
ferent, be coupled with other market-
ing efforts, and performed in a sys-
tematic manner.

They’ll be around next year. How
about you? WT&T



BEFORE WE DEVELOPED THESE
PROBLEM-SOLVING TURFGRASS
MIXTURES, WE MARCHED
THROUGH ACRES AND }
ACRES OF PROBL

Nobody knows the troubles we've seen.

Our Northrup King turf specialists and
researchers have hoofed through salt prob-
lems, soil compaction, disease, starved turf,
baked turf, cleated-to-shreds turf, and dor-

mant winter turf —all depressing sights.
But it was a road well worth our travels.

The result is a complete line of Medalist®

turfgrass formulas that meet the demands of the professional turf manager.
If you've been staring down at a turf problem, look up your solution here.
And if you think it’s a turf problem we haven't seen, just let us know.

Our business is putting your problems behind us.

MEDALIST TURF PRODUCT

MA]JOR AREAS OF USE

SPECIAL FEATURES

Athietic Pro and . Well suited for new seeding or overseeding.
Athletic Pro I For athletic turf. Fast establishing, traffic tolerant, rapid recovery.
Both provide good footing.
Boulevard Mi {\n_vdafgal Wlt-g hl,glhkplgo e Contains ‘Fults’ and Dawson red fescue for beautiful salt-
D R roacsices, SIGEwa's, DOUIEVArds, | tolerant turf. Performs at low to high fertility levels.
alkaline soils, etc.). .
Landscape Pro Mix School grounds, cemeteries, Establishes fast. Adapts to broad range of conditions and
p If course roughs, home lawns. | management levels. Low to moderate fertility needs.
£0 g g -
Overseader I Mix Fairways. tees. athletic fields. Rapid germination and establishment. Withstands heavy
: traffic and resists diseases. Penetrates compacted soils.
Medalist North Mix Fairways, tees, cart paths, wear Quality turf for high traffic areas. Clean mowing and
- areas. disease resistant.
Poetaiitn Sod Bland Commercial sod production. Exceptional dark green color. Tolerates light shade. Superior

disease resistance. Rapid sod producer.

Renovator Pro Mix

Problem solver for heavy traffic
areas (athletic fields, golf tees,
and fairways).

Penetrates compacted soils and combats Poa annua.
Adaptable to most geographic regions.

Medalist Brand
Overseeding Products

Winter overseeding of dormant
bermudagrass.

Establishes rapidly and evenly. Tolerates traffic
while providing a superior putting surface. Smooth
spring transition.

Ask our Northru Km distributor about Medalist Turf Products to solve your turfpmblemc
ing Medalist Turf Products, PO. Box 959, Minneapolis, MN 55440.

r write Northru
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Sandhills students Linda Anderson and Dan Gobush working on the college's annual garden, which they co-designed.

Hands-on experience

Graduates of the two-year horticultural program at
Sandhills Community College now work at the White House
and Monticello. Others have started their own businesses.

by Sandra Ladendorf

“ ands-on experience. That's what
the two-year Landscape Gardening
program at Sandhills Community
College in Carthage, N.C., empha-
sizes.

Jeff Etheridge. who already has a
business degree, came to learn how to
design his own supply nursery.

David Ingram intends to become a
golf course architect.

Scott McCullough decided hor-
ticulture was the field for him while
building a greenhouse in California.

Cathy Blair used to be a manager at
McDonalds.

Linda Daniel, a Duke University
grad, worked as a journalist and in
hortitherapy.

Sandra Ladendorf is a freelance writer
based in Chapel Hill, N.C.

Linda Anderson, with a degree in
botany from the University of North
Carolina, has been working in the
landscape industry.

They chose Sandhills to receive
practical, marketable, landscape gar-
dening experience, leading to a career
in the field.

Some came right out of high school.
Many have college experience, in-
cluding advanced degrees.

The educator
The pragmatic program at Sandhills
College was developed in 1968 by
Fred Garretl, a graduate of the Uni-
versity of Florida and Virginia Poly-
technic Institute and State University
(master's degree in horticulture,
1966).

His first job was at the Norfolk Bo-
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tanic Garden, which Garrett describes
as a lovely city park, but not a botani-
cal garden. As headmaster of the
school of horticulture, Garrett found a
new niche.

“I had never considered myself an
educator,” he says, “but I found I en-
joved telling others what [ knew."”

He has spent the next 20 yearsasan
educator.

While at Norfolk, he befriended
Fred Heutte, the recently-retired di-
rector of parks in that city. Heutte had
ties to the Sandhills area of North Car-
olina and was working with Sandhills
Community College to initiate a hor-
ticultural program there.

In 1968 Fred Garrett was offered
the job of developing a two-year hor-
ticultural curriculum for the college.

After accepting, Garrett paid visits



