
Two for the Show. 
HARCOURT BRACE JOVANOVICH PUBLICATIONS 

AND 
HBJ EXPOSITIONS and CONFERENCES 

• It takes two. It takes the double-team power of two smoothly coordinated business 
units to bring out the best in a trade show. The best Audience. Best Exhibitors. Best 
Conference. The best in growth, prestige and earnings for the sponsoring association 
or group. 
The two business-building units needed are here and now. For market reach and 
influence; Harcourt Brace Jovanovich Publications, the largest publisher of business 
magazines and journals in America. For the expertise to research, create, develop, 
manage and produce; HBJ Expositions and Conferences. 

Are You 
One for the Money? 

Perhaps your organization is considering the new business advantages of creating a 
Show. Or you want the Show you now sponsor to grow in size and profitability. You 
might even own an established Show available for acquisition. 
If so, contact Rod Ellis at HBJ Expositions. There are infinite means by which we can 
bring out the best for you. 

HBJ EXPOSITIONS and CONFERENCES 
P.O. Box 2044 I 383 Main Street I Ridgefield, CT 06877 

Phone (203)438-5012 Telex 968918 
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CRABGRASS G00SEGRASS 

LEBANON GETS OUT THE 
HEAVY ARTILLERY 

AGAINST CRABGRASS 
AND G00SEGRASS! 

RONSTAR 
Your best defense is a strong offense. 

And that offense should begin with Country Club 19-4-6 
Fertilizer with Ronstar"—the pre-emergence herbicide from 
Lebanon. Whether your battlefield is northern grasses or 
southern, Ronstar beats back such difficult enemies as crab-
grass, goosegrass and broadleaves such as pigweed, Florida 
pusley, oxalis, stinging nettle and carpetgrass. 

Unchallenged performance, 
selectivity and safety. 

Ronstar is a proven leader with season-long, lasting 
power. Yet, deadly as it is to weeds, it's safe to cool season 
grasses, as well as to ornamentals—even if they're newly 
transplanted! 

Because of its superior selectivity, Ronstar can be 
applied any time of year prior to weed germination. It gives 
season-long control, too, because it won't leach through the 
soil. 

Maximum Ronstar effectiveness in 
Lebanon Country Club 19-4-6 Fertilizer. 

You won't find a more cost-effective way to control 
weeds. That's because Ronstar is impregnated on our pre-
mium Country Club 19-4-6 Fertilizer with 25% organic nitro-
gen. You get more efficient particle distribution and extended 
feeding. So you only need one application—a significant sav-
ings of time and money! j , 

And, of course, Ronstar is backed 
up by Lebanon's Total Turf Care—an 
excellent network of sales representa-
tives, distributors and service profession-
als who will see that you get the quality 
products you need. For more information 
on Ronstar or our full line of fertilizers, 
SCU blends, combination products and 
straight chemical products, call our 
Greenline today at 1-800-233-0628, in 
Pennsylvania, call 717-273-1687. And 
start getting better weed control. . . from 
the ground up. 

Lebàr non 
T O T A L T U R F C A R E 
A division of Lebanon Chemical Corporation 

P O Box 180 • Lebanon. PA 17042 
BETTER TURF CARE FROM THE GROUND UP. 

« Ronstar is a registered trademark of Rhone-Poulenc. Ine 



STATEMENT OF OWNERSHIP, 
MANAGEMENT 

AND CIRCULATION 

Statement required by the Act of October 
23, 1962, Section 3685, Title 39, United 
States Code, showing the ownership, man-
agement and circulation of WEEDS TREES 
AND TURF MAGAZINE published monthly 
at One East First Street, Duluth, St. Louis 
County, Minnesota 55802, as filed October 
1,1985. 

The name and address of the Publisher is: 
Dick Gore, 455 East Paces Ferry Rd., Ste. 
324, Atlanta, GA 30305 

The owners are: Barclays Nominees 
Branches Limited, 4 George Yard, Lombard 
St., London EC3, England; Cede & Co., c/o 
The Depository Trust Co., P.O. Box 20, 
Bowling Green Station, New York, NY 
10274; Katharine Brace Cummings, c/o 
Ernst, Cane, Berner & Gitlin, 7 West 51st 
Street, New York, NY 10019; Mrs. Thekla E. 
Johnson, 19 Hewitt Avenue, Bronxville, NY 
10708; Walter J. Johnson, 19 Hewitt Ave-
nue, Bronxvi l le, NY 10708; William 
J o v a n o v i c h , c / o H a r c o u r t Brace 
Jovanovich, Inc., 6277 Sea Harbor Drive, 
Orlando, FL 32821; Kray & Co., 120 South 
LaSalle Street, Chicago, IL 60603; Pacific & 
Co., P.O. Box 7877, San Francisco, CA 
94120; Rice & Co., c/o Agency The Toronto 
Dominion Bank, 42 Wall Street, New York, 
NY 10005; Joseph C. Sindelar, 794 Park 
Blvd., Glen Ellyn, IL 60137; Harcourt Brace 
Jovanov ich , Inc. Employee Stock 
Ownership Plan, c/o Harcourt Brace 
Jovanovich, Inc., Orlando, FLorida 32887. 

The known bondholders, mortgagees 
and other security holders owning or hold-
ing 1 percent or more of total amount of 
bonds, mortgages or other securities are: 
None. 

Names and addresses of individuals who 
are stockholders of the corporation which 
itself is a stockholder of the publishing cor-
poration have been included in the two par-
agraphs above when the interests of such 
individuals are equivalent to 1 percent or 
more of the total amount of the stock or 
securities of the publishing corporation. 

Average number of copies each issue 
during the proceeding 12 months, and ac-
tual number of copies of single issue pub-
lished nearest to filing date, respectively, 
are as follows: Total number of copies 
printed (net press run): 49,621 - 49,833; paid 
and/or requested circulation (1) sales 
through dealers and carriers, street ven-
dors and counter sales; None - None; (2) 
mail subscriptions (paid and/or requested): 
45,340 - 45,454; total paid and/or requested 
circulation: 45,340 - 45,454; free distribution 
by mail carrier or other means, samples, 
complimentary, and other free copies: 
3,738 - 3,822; total distribution: 49,078 -
49,276; copies not distributed (1) office use, 
left over, unaccounted, spoiled after print-
ing: 543 - 557; (2) return from news agents: 
None - None; total: 49,621 - 49,833. 

I certify that the statements made by me 
above are correct and complete. 

(Signed) Joe Bilderbach 
Vice President/Circulation 

Sponsored by 
THE NATIONAL 
ARBORIST ASSOCIATION 

1985 Pesticide 
Application & 
Calibration Seminar 
THE HYATT REGENCY/OHIO CENTER, 
COLUMBUS, OHIO, DECEMBER 4, 1985 
Going to ARBOR EXPO 85? Come a day early and attend 
the National Arborist Association 1985 Pesticide Applica-
tion and Calibration Seminar. The seminar is an intensive 
one-day session on the proper techniques for applying 
pesticides to trees of all sizes. 

The seminar also offers training in the function and 
operation of hydraulic sprayers, including cost-saving 
instruction on calibration and proper equipment set up. 
Owners, managers, field personnel, and anyone else involved 
in the application of pesticides to trees will benefit. Recertifi-
cation credits will be given to those attending, and each 
person will receive a manual covering the subjects discussed. 

This is one seminar you won't want to miss! Mail in the 
coupon below or call (603) 472-2255 for more information. 

Please send me more information: 

NAME. COMPANY 

ADDRESS 

CITY. STATE. ZIP 

Mail to: National Arborist Association, 174 Route 101, 
Bedford Station Box 238 , Bedford, NH 03102 

The ProSourcc 

Small investment 
with a bi$ return 

Membership in PLCAA gives you a competitive edge, and in today's 
tough lawn care market a competitive edge often equals survival. 
A year's membership in PLCAA can cost as little as $150—just $2.90 a 
week. That's a big return for a small investment. 
• Keep up wi th the latest in lawn care techniques wi th PLCAA 
technical publications, regional seminars, and our annual Conference 
and Show. 
• Get valuable business guidance from PLCAA's ongoing series of 
management publications, publications like our Management 
Monograph series, and our Legal Update Bulletin. 
• And there's m o r e — g r o u p medical and life insurance, a credit 
association to help you wi th those delinquent accounts, plus many 
other benefits. To f ind out how 
PLCAA can help you, phone us at 
(404) 977-5222, or fill out the 
coupon and mail it in today! 

# 
Send me more information on what PLCAA can do for my business. 

COMPANY. 

ADDRESS _ 

CITY 

ZIP 

Clip and mail to: Professional Lawn Care Association of America 
1225 Johnson Ferry Rd. NE, Suite B-220, Marietta, GA 30067 



OUTLOOK 

The bottom of the barrel? 

Jerry Roche, editor 

WT&T Editorial Advisory Board 

Briet Auguxtln 
Turf Specialist Horticulturist 
University of Florida Dow Gardens 
Ft Lauderdale. FL Midland. Ml 

J.R. Hall Kant Kartz Harry Nlamczyk A. Marty Patravlc Rolert Shearman 
Extension Agronomist Professor Professor Asst Professor Assoc Profess J: 
VPI & SU Horticulture Ohio State University Cornell University University of Nebraska 
Blacksburg VA Cai Poly-Pomona Wooster. OH Ithaca. NY Lincoln. NE 

Both the lawn care and landscape maintenance fields are growing at rates of 20 
percent per year. One knowledgable person predicts that staffing in the chemical 
lawn care industry, alone, will triple in five years. 

So where are all those new employees going to come from? Not an easy 
question, and nobody's got an answer yet. 

"Do you realize what's required to find a good employee in the 
greater Boston area?" asks John Kenney of Turf Doctor, Framing-
ham, Mass. " T h e unemployment rate's two percent—two percent! 
So our employees are coming out of Pittsburgh and Buffalo. We're 
relocating people with funny accents, and we're investing a lot of 
money in t h e m . " 

Industry experts predict that there will always be high turnover 
associated with the lawn and landscape markets. " Y o u can't expect 
someone in a l ine-level position to get a lot of self-gratification out 
of pulling hose , " Kenney continues. " I f that person isn't getting 
gratification out of something else while he's out there, then you're 
going to turn them over in 12 months . " 

If there is an answer, it lies in what Don Burton of Lawn Medic, 
Rochester, N.Y., calls "creat ive management . " Marty Erbaugh of 
Lawnmark Associates, Peninsula, Ohio, calls it "holding out the 
carrot . " 

What they mean is that the employer—either LCO or landscape 
maintenance contractor—must challenge l ine-level personnel. Applicators and 
crews must have a chance to work with other people (clients and co-workers). 
They must be given responsibilities other than lugging around a hose or hopping 
on a mower, in order to retain a high interest level in their occupation. 

Mostly, as Erbaugh so eloquently says, " t h e traditional methods of develop-
ing, hiring, training, and motivating people have to be challenged in order to 
meet the needs of the industry." 



If they don't mind walking, 
any battery will do* 

Don't expect compliments on an electric golf car 
that always gets them there and back. It's only doing 
its job. But when it fails because its batteries couldn't 
carry the load, you'll hear about it. 

The answer is simple and certainly no secret. Just 
make sure that those golf cars have Trojan Batteries. 
Because Trojans are the ones with the power to keep 
on working long after other batteries have given up. 

And for a number of reasons. Such as 
Trojan's newly designed polypropylene 
case that's 6 pounds lighter than rubber 
cases, yet more resistant to cracks, breaks 
or leaks... separators designed to Trojan's 
specifications to greatly extend battery life 
. . . new advance designed plates that get 
more complete golf rounds per charge for 
a longer period of time. 

We could go on and on, but that's what Trojan 
Batteries have been doing for more than half a 
century. 

If you're not already using Trojan Batteries, we 
suggest you get the complete story. Then you'll know 
why so many new golf cars come with Trojan 
Batteries. And why Trojan is in such demand as the 
replacement battery. 

Call or write Trojan Battery Company, 
12380 Clark Street, Santa Fe Springs, 

Ca., 90670, (213) 946-8381. 
Outside California (800) 423-6569 

ROJAN 
The better battery 


