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665 ARBORICULTURE: THE CARE 
OF TREES. SHRUBS AND VINES 
IN THE LANDSCAPE 
by Richard W. Harris 
Provides comprehensive coverage 
of complete planting, site analysis, 
preparation and special planting 
methods, fully-detailed coverage of 
fertilization, irrigation and pruning 
guidelines on preventative mainte-
nance. repair and chemical control, 
how-tos of diagnosing plant prob-
lems, practical data on non-
infectious disorders, diseases, 
insects and related pests and pest 
management. $ 3 7 . 9 5 

345 -COST DATA FOR LANDSCAPE 
CONSTRUCTION 1984 
Kathleen W. Kerr. Editor 
An updated unit cost data reference 
for designers and cost estimators. 
Developed to fill the tremendous 
need for detailed landscape con-
struction cost data. Laid out in 
easy-to-use CSI format. 
Annual. $ 2 8 . 7 5 

395 LANDSCAPE ARCHITECTURE 
by John Ormsbee Simonds 
A Manual of Site Planning and 
Design. This long-awaited second 
edition outlines and analyzes the 
complete landscape process from 
site selection to finished proiect. In 
simple and clear terms, it describes 
various planning constraints 
imposed by the forms, forces and 
features of the natural and built 
landscape. $37 .50 

3 0 0 LANDSCAPE DESIGN: A 
PRACTICAL APPROACH by 
Leroy Hannebaum 
Geared for the commercial 
designer/salesperson, this is a 
one-stop guide to the landscape 
design process Covers the entire 
highly competitive field including 
design analysis techniques, point-
ers on land forms, specialized 
business landscaping methods, 
environmental design guidelines, 
specifications, estimations, bids 
$ 2 2 . 9 5 

365 LANDSCAPE PLANTS IN 
DESIGN by Edward C. Martin 
An annotated photographic guide to 
the design qualities of ornamental 
plants and their aesthetic and func-
tional use in landscape designing. 
Over 600 trees, shrubs, vines, 
ground covers and turf grasses are 
described in non-technical lan-
guage Over 1900 photographs 
Provides a basis for selecting the 
best plant materials for any par 
ticular use in landscape design 
Contains detailed indexes that pro-
vide quick reference to particular 
design qualities and growing condi-
tions $ 5 5 . 0 0 

375-RESIDENTIAL LANDSCAPES 
by Gregory M Pierceall 
An excellent reference for individu-
als involved in the design and 
development of plantings and con-
structed features for residential 
sites Illustrations and actual resi 
dential case study examples are 
used to communicate graphic, plan 
ning and design concepts which are 
the focus of this text. Topics 
covered include Site Design and the 
Landscape Industry. Graphic Com-
munications, Landscape Symbols, 
Residential Landscape Design Port-
folio. Design Principles and 
Elements. Multifamily Site Design. 
$ 2 8 . 9 5 

625 ADVANCES IN TURFGRASS 
ENTOMOLOGY edited by 
H.D Niemczyk and B.G. Joyner 
A complete account of the facts 
presented at the 1980 Symposium 
on Turfgrass Insects 200 photo-
graphs. tables and graphs make 
this volume an indispensable refer-
ence for anyone connected with the 
turfgrass industry or research 
$ 2 4 . 9 5 

010 ADVANCES IN TURFGRASS 
PATHOLOGY by Dr. B G. Joyner & 
Dr. P. Larsen 
Leading U.S. turf pathologists 
report on turfgrass diseases, 
pythium blight, snow molds, fairy 
rings, leaf spot of Kentucky Blue 
grass in Minnesota, initial and filed 
fungicide screening, turfgrass dis-
ease resistance, etc. Contains new 
ideas on how to combat turfgrass 
problems. $ 2 7 . 9 5 

6 4 5 - M A N A G E M E N T OF 
TURFGRASS DISEASES 
by J.M. Vargas 
Identifies turfgrass diseases by 
description and illustration 
Includes a holistic approach to 
healthy turf and lawns Presents 
practical management strategies for 
golf courses, lawns and athletic 
fields. 204 pages, illustrated. 
$ 2 4 . 9 5 

6 4 0 - T U R F IRRIGATION M A N U A L 
by James Watkins 
A guidebook for engineers, archi-
tects. designers and contractors. 
Keeps pace with the latest develop-
ments in turf and landscape 
irrigation. Specific chapters devoted 
to rotary sprinkler design systems 
Golf course design systems and 
expanded engineering and refer-
ence material $ 2 2 . 9 5 

615-TURF M A N A G E M E N T FOR 
GOLF COURSES 
by James B Beard 
Written by an eminent turfgrass 
researcher, this USGA sponsored 
text is an ideal reference and how 
to' guide. Details all phases of golf 
course operations including course 
design and construction, turf man-
agement. course administration, 
irrigation, equipment and disease 
and pest control. Fully illustrated. 
$ 4 5 . 0 0 

6 2 0 - T U R F MANAGEMENT HAND-
BOOK by Howard Sprague 
Practical guide to turf care under 
both healthy and poor turf condì 
tions. Chapters cover turf in cooler 
and warmer regions, fertilizer use. 
regular turf care, weed and disease 
control and special turf problems. 
Useful seasonal schedules for 
management of turf areas $18.00 

110.120 TURF MANAGERS HAND 
BOOK by Drs. William Daniel and 
Ray Freeborg 
This specially designed manual by 
leading turf specialists is a com-
prehensive. organized approach to 
turfgrass science and care. An 
easy, on-the-job reference for plan-
ning, purchasing, hiring, 
construction and plant selection. 
$ 2 8 . 9 5 hardcover. $ 2 3 . 9 5 paper 
back. 

6 5 0 TURFGRASS MANAGEMENT 
by A.J. Turgeon 
Brand new approach and termi-
nology to provide a concise, 
consistent picture of current state 
of turfgrass science and tech-
nology. $ 2 2 . 9 5 

630-TURFGRASS SCIENCE AND 
CULTURE by James Beard 
Comprehensive basic text and ref-
erence source used in many leading 
university turf programs Includes 
findings of current research com-
piled from more than 12.000 
sources $29 .95 
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410 DISEASES & PESTS OF 
ORNAMENTAL P U N T S 
by Pascal Pirone 
This standard reference discusses 
diagnosis and treatment of dis-
eases and organisms affecting 
nearly 500 varieties of ornamental 
plants grown outdoors, under glass 
or in the home. Easy to understand 
explanations of when and how to 
use the most effective fungicides, 
insecticides and other control 
methods $32 .50 

690- INSECTS THAT FEED ON 
TREES AND SHRUBS 
by Johnson and Lyon 
Essential information for identifying 
more than 650 insects, pests and 
iniuries they cause. More than 200 
color illustrations. $47 .50 

5 7 0 - W E S T C O T T S P U N T DIS-
EASE HANDBOOK 
by Kenneth Horst 
This fourth edition offers profes-
sionals the latest diagnostic and 
disease control information. Plant 
entries designed to simplify diag-
nosis. plus background on the 
classification of plant pathogens. 
This handbook gives a specific 
description of each disease, sus-
ceptible plants, specific symptoms 
of the disease, reported locations 
and control measures for each 
disease and their side effects 
$39.50 

510-HORTUS THIRD from Cornell 
University 
A 1,300-page concise dictionary of 
plants cultivated in the United 
States and Canada. A reference 
which every horticulture profes-
sional should have $125.00 

575-MODE OF ACTION OF HER-
BICIDES by Floyd M Ashton and 
Alden S. Crafts 
Provides worldwide body of 
information on each class of her-
bicides. Cross-indexed tables of 
common and trade names of her-
bicides are included. New 
herbicides accepted since 1972 are 
listed in this revised second edi-
tion. Excellent practical reference 
for specialists in field of weed 
science $58.95 

565 WEEDS 
by Walter C. Muenscher 
Second edition Premier text for 
identification and basic natural his-
tory for weeds found in the 
continental United States and Can-
ada Ecological data on weed 
biology combined with excellent 
keys and plant descriptions make 
this an essential reference book. 
$39.95 

405 WOODY ORNAMENTALS 
by Partyka, Joyner, Rimelspach, 
Carver 
Illustrates plant identification 
characteristics Organized in two 
basic sections: plant identification 
and plant disorders, this text uti-
lizes 430 color photos, 430 line 
drawings and 45 black and white 
photos to simplify identification. 
Goes into detail on plant identifica-
tion and description as well as 
plant problems such as diseases, 
chemicals, insects, animals and 
physiological disorders. $27 .00 

790-RECREATI0N P U N N I N G AND 
DESIGN by Seymour M Gold 
A comprehensive look at recreation 
needs for parks and how they can 
design the park facility for the 
community. Book s content can 
help justify construction and main-
tenance needs $39 .50 

800 THE GOLF COURSE 
by Geoffrey S. Cornish and 
Ronald Whitten 
The first book ever to give the art of 
golf course design its due. and golf 
course architects the credit and 
recognition they deserve 320 pages 
and approximately 150 color and 
black and white photographs Traces 
the history and evolution of the golf 
course, analyzes the great courses, 
shows how they were designed and 
constructed ¿35.00 

ADDITIONAL TITLES 

340 - CONSTRUCTION DESIGN FOR 
LANDSCAPE ARCHITECTS $39.50 

660 - DISEASES OF SHADE TREES $24.50 
350 - HANDBOOK OF LANDSCAPE 

ARCHITECTURAL CONSTRUCTION $48.50 
635 - IRRIGATION PRINCIPLES & 

PRACTICES $46.45 
370 - LANDSCAPE OPERATIONS: MANAGEMENT, 

METHODS & MATERIALS $22.95 
545 - MODERN WEED CONTROL $26.50 
700 - THE PRUNING MANUAL $15.95 
380 - RESIDENTIAL LANDSCAPING I $22.50 
720 - SHRUB IDENTIFICATION $8.00 
750 - TREE IDENTIFICATION $10.95 
760 - TREE MAINTENANCE $37.50 

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

Name 
Street Address 
P.O. Box Number. 
City/State/Zip 
Signature _Date_ 
Phone Number. 
Purchase Order Number. 
Please send me the fol lowing books. I have enclosed payment* for the total amount. 

Please charge to my Visa. MasterCard or American Express (circle one) 
Account Number Expiration Date 

BOOK NUMBER AND TITLE QUANTITY PRICE TOTAL PRICE 

'Please add $3.00 per order plus $1.00 per additional copy 
for postage and handling. 
Please allow 6-8 weeks for delivery. 
Prices subject to change. 
Quantity rates available on request. 

(postage & handling) 
Total Enclosed. 
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Distributors: optimistic but wary 
Green Industry suppliers are becoming 

more aggressive in a business economy that promises good rewards, 
but also keener competition and tighter margins. 

The concerns—stiffer competition, 
shorter margins—are real. Distribu-
tors and dealers serving the Green In-
dustry can't whistle them away. Even 
so, the coming months should be good 
ones, an informal WEEDS TREES & 
TURF suggests. 

Our poll reveals strong distributor 
enthusiasm for the coming year, 
guarded optimism for the longer haul. 
It also shows distributors taking ag-
gressive action to remain players. The 
stakes in the game are growing, but 
not fast enough to allow every would-
be participant a financial score. 

by Ron Hall, associate editor 

"We are in a growth market so 
business will be good," says the head 
of a $2.5 million dealer/distribu-
torship. "However, margins will con-
tinue to be squeezed, particularly on 
our primary products: fertilizers, 
chemicals, and grass seed." 

Almost 83 percent of those respon-
ding to the WT&-T query (a surprising 
35 percent of those contacted an-
swered) anticipate increased sales in 
the coming year with 12 percent feel-
ing business will remain about the 
same. Five percent see sales dropping. 

Two out of every three respond-

ents beefed up inventories for the 
1985-86 selling season. 

Enthusiasm is tempered, however. 
A chemical distributor writes: 

"More manufacturers. More models. 
More dealers. Not many more 
customers." 

Concerns (listed in the frequency 
of their appearance in the poll) are: 

1. Reduced margins. 
2. Increased competition from a 

growing number of domestic manu-
facturers with similar lines and the 
impact of imported products. 

3. Direct sales by manufacturers 
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Start getting better quality turf... 
from the ground up. 

Country Club & Greenskeeper 
Turf Products 

Unique homogenous granules 
mean even element distribution. 
Every particle of Country Club & Greenskeeper 

fertilizer contains a balanced combination of N-P-K. So 
no matter what sizing or coverage your turf requires, 
each plant comes in contact with every important 
element for consistent quality growth and extended 
feeding. 

Your turf grows beautifully... 
and economically, too. 

Because Lebanon products are homogenous and 
contain the right balance of insoluble and soluble nitro-
gen, you get even element distribution for quick green-
up as well as long range feeding. The result? You'll 
see significant savings grow along with a lush, green 
turf. 

There's no turf too tough 
for Lebanon products. 

We have more than three dozen standard fertil-
izer, sulphur-coated urea blends, and fertilizer/chemi-
cal control products to solve just about any turf prob-
lem. But soil conditions vary. So if your soil has special 
needs, we'll be happy to put our more than 35 years' 
experience to work to meet those needs. We can for-
mulate an exclusive blend for you that will coax 
greener turf from your soil. 

Better service 
from the ground up, too. 

From custom-designed turf care programs to a 
solid nationwide network of distributors, Lebanon can 
assure you of knowledgeable, prompt service. And an 
entire range of proven top performance products 
developed to help your turf look its best where it 
counts. From the ground up. 

Call us today...and let us 
give you what you need. 

We'll send you a free copy of our agron-
omy manual at no obligation. And we'll tell you 
how we can start giving 
you better quality turf 
from the ground up. Call 
our Greenline today at 
1-800-233-0628; 
in Pennsylvania, 
717-273-1687. The GREENLINE 

Lebar anon 
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 





DIARY 
FACTS ABOUT 

WT&T DISTRIBUTORS: 

• Typically, is owner, president or 
general manager of a $2.3 million 
business. 

• Half are distributors and dealers. 

• 67% sell chemicals. 

• 50% sell turfseed. 

• 40% sell golf course equipment. 

• 40% sell irrigation equipment. 

• 33% sell consumer lawn 
equipment. 

• 18% of sales is to homeowners. 

and price pressure exerted by large 
national and regional operators. 

4. Price cutting. 
5. Government regulations and the 

specter of additional ones for chemi-
cal applicators. 

None stands by itself. All are inter-
connected. Respondents to the WT6-T 
survey fretted to a lesser extent about 
the growth of discount chains, credit 
problems with under-capitalized 
commercial accounts, and the lack of 
qualified personnel entering the dis-
tributor network. 

Lower margins (specifically men-
tioned as a "trend" by 12% of our re-
spondents) cause one special products 
manager to reflect: "Just how much 
service can I provide and still turn a 
profit?" An equipment distributor 
sees "some dropouts within the next 
two to five years. The volume is not 
there to support a replacement for the 
farm market or for the consumer mar-
ket." While a third supplier predicts, 
"the industry cannot survive on the 
margins being made today." 

Tied to reduced margins is price 
cutting. Four out of five distributors 
feel price cutting is "more common" 
now than a year ago although one dis-
tributor described the practice as "not 
more common, just more intense." 

"Many distributors and dealers 
feel price cutting is necessary," the 
head of a $10 million firm notes. "This, 
of course, has gone on for years but I 
believe it is increasing due to the suc-
cess (for a short time) of the retail dis-
count stores." 

The distributor-manufacturer re-
lationship, like any marriage of inter-
ests, is not without its disagreements. 
Raising the ire of some distributors 
are direct sales by manufacturers to 
large national buyers. Customers ben-
efitting from these sales "look for ser-
vice locally or look for warranty 
locally and the local people get noth-

ing out of the sale," says one busi-
nessman. 

To offset these trends distributors 
are: 

—Adding product lines. 67% in the 
WT6-T poll indicate they will expand 
product offerings. Of the remaining 
33%, reductions are most often being 
eyed for similar products from dif-
ferent manufacturers, or low profit 
items. 33% are expanding service/re-
pair departments. 

—Increasing promotion (54% of re-
spondents). 

—Seeking more manufacturer 
support (45%). 

—Exhibiting at regional shows 
(50%). 

—Adding education seminars for 
customers (45%). 

—Increasing sales force (47%. Only 
5% planned sales force reductions). 

And, who are the best customers of 
the distributors and dealers? Golf 
course superintendents were near the 
top of the list for 60% of the respond-
ents followed by landscape con-
tractors (55%), parks and schools 
(52%), commercial lawn care (35%), 
general public (30%), and athletic 
field managers (28%). 

Says the president of one $1.3 mil-
lion distribution firm, "The business 
climate is excellent, particularly com-
bined with the decline in interest 
rates, freeing up loan money and leas-
ing money and at a better rate." 

The message coming from the sur-
vey: as long as the national economy 
remains strong most distributors serv-
ing the turf and landscape industries 
are confident they will find ways to 
prosper. 

The realities of increased competi-
tion and tighter margins,however, are 
causing distributors to reassess their 
offerings (with some expanding into 
turf-complimentary lines) and to re-
think the amount of service they can 
offer to remain profitable—and com-
petitive. 

* * * * 

The "typical" respondent to the 
WT&T survey was either the presi-
dent, owner, or general manager of a 
business doing $2.3 worth of busi-
ness with golf and landscape cus-
tomers (high of $20 million, low of 
$30,000). Slightly under half de-
scribed themselves as both distribu-
tors and dealers. Almost two-thirds 
of those we contacted handled 
chemicals: 50% dealt with seed, 40% 
golf course equipment and irrigation 
supplies, and 33% consumer lawn 
equipment. 18% of their sales is to 
homeowners. WT&T 

Crankshaft 
With Hardened Journals 

• Keystone Top Ring 
• Triple Beam One Piece 

Rod With-
• Roller Bearings 

FOR RELIABILITY 
• 2 Cycle 32:1 Fuel Mix 
• Poly Paper Air Cleaner 
• Float Carburetor 

With Primer 
• Mix Rite Oil Measuring Cup 
• Electronic Ignition (CD) 
• 2'N 10 Warranty 

For information on how 
you can bring your mower line 
up to world class status, call 
(414) 377-2700. 





Name your challenge, 
then look us over. 

If your job were simple, ours would be, too. But, it isn't 
That's why our line is so broad. And growing. Jacobsen 
engineers are working on the design, development and 
improvement of turf-care equipment for the future. 

Our objective, on the other hand, is simple. To make 
the strongest, most efficient and cost-effective turf 
maintenance equipment possible. Simple objectives with 
sophisticated solutions. From Jacobsen. The line that 
keeps on growing. 

Lease and finance plans are available. 
Jacobsen Division of Textron Inc., 1721 Packard Avenue, 

Racine, Wisconsin 53403. 

Engineered from the ground up. 

©Jacobsen Division of Textron Inc. 1965 J-1-5 



On top north of the border 
G.C. Duke Equipment Ltd. remains king of Canadian turf 

equipment distributors by keeping abreast of the newest maintenance equipment. 
Its reward? $15 million in annual sales. 

by Ron Hall, associate editor 

Salesman Dick Raycroft eases into the 
cushioned saddle of the tractor as the 
huge Dutch-built Verti-Drain aerifier, 
driving 16-inch spikes into the hard-
pan of sunbaked parkland, bucks and 
heaves behind him. 

Thirty years of demonstrations 
like this make G.C. Duke Equipment 
Ltd. the largest distributor of turf 
equipment in Canada. 

"We sell by demonstration," says 
Duke sales manager Jim Tanner. "The 
customer has to see what any piece of 
mach i ne ry can do under his 
conditions." 

Big doings 
This month, G.C. Duke Equipment 
expects to attract 2,000 visitors to its 
Lawn-O-Rama, a day of equipment 

demonstrations and displays wrapped 
around a fish fry at its five-acre Bur-
lington, Ontario, headquarters. Lawn-
O-Rama occurs every other year. Off-
years are devoted to six weeks of cus-
tomer service schools. "Hands on" is 
Duke Equipment's way of doing 
business. 

The payoff is sales of $15 million 
(and growing) annually. 

Sales boss Jim Tanner shows off Duke's newest offerings in front of the company's headquarters. 


