may stunt the growth and weaken the
plants.

Embark, on the other hand, is a PGR
in the strict meaning of the word. It is
absorbed through the blades and trans-
locates to the growing point (at the base
of the blade), where it acts to suppress
seedhead development and stem elon-
gation. The energy which would nor-
mally be used to produce rapid growth
of leaves, stems, and seedheads for
you to mow, is diverted to root and
rhizome development.

Timetables and program
for using Embark PGR
on ornamental turf

A tank mix of Embark, Ferromec AC,
and Trimec is applied in the spring,
ideally timed to catch the seedheads.
This would be a window of about 4 to 6
weeks between the time when the
grass begins to green up and when you
can feel the seedhead in the boot.

This treatment will result in lush,
vibrant green, weed-free turf that is

“We've been experimenting with PGRs for 4 or 5 years,"”
says Bill Gordon, director of commercial landscaping
maintenance for Constant Care Inc., “and we've found
that Ferromec AC is the vital element in making the
Embark PGR program feasible for ornamental turf.

growing so slowly that at least half of
the regular mowings can be eliminated
for up to 6 weeks.

The Embark will wear off at about the
same time that hotter weather starts
causing untreated grass to lose some
of its color and condition. But because
the Embark treated grass has been on
slow-hold and conserving the energy
that would otherwise have been dis-
sipated on fast-forward, it will start living
it up and reach a zenith of beauty when
the untreated grass has run out of gas.

Along about August 15, or when cool-
season grasses start to grow vigorously
again, repeat the treatment. The need
for mowing for the next 6 weeks will
also be reduced by 50% and more.

The experience of
a leading landscaper
with Embark PGR

One of the most successful users of
the Embark program for ornamental turf
is Constant Care Inc., who is one of the
leading landscape management con-
tractors in the Kansas City area. It's
evident why they would be an early
adapter to Embark, when you know
their business creed. Paul Constant,

PbIi /cordon

corporation

£ 1987, PBI/Gordon Corporation
Embark® is a registered trademark of 3M

Ferromec® and Trimec® are registered trademarks
of PBI/Gordon Corporation

Other irons simply don't work fast enough.”

president of the corporation, states it
this way:

“Our mission is to provide a total, turn-key job:
landscape design, installation and mainte-
nance, including turf, ornamentals, and even
irrigation. We seek and serve progressive
clients who recognize that exterior decoration
is every bit as important as interior decoration.
“We will provide these clients with an overall
landscaping look that projects a clear image of
top quality; and we will accomplish this
objective within the framework of a budget that
is competitive, and at the same time sufficiently
profitable so that we can grow and prosper and
adequately compensate our dedicated people
who make it happen.”

No wonder Constant Care is on the
leading edge of progress, rather than
mired in a status quo mind-set that
bases landscape management charges
on an a la carte menu rather than the
mission accomplished bottom line that
the client really wants!

No wonder Constant Care Inc. is one
of the 30 fastest growing companies in
the Kansas City area!

1217 WEST 12th STREET
P. 0. BOX 4080

KANSAS CITY, MISSOURI 64101

EMBARK PGR

PLANT GROWTH REGULATOR
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$100.00 demonstration
incentive offer:

Admittedly, using Embark PGR on
ornamental turf is a challenging
thought, and thus it is that we want to
suggest that you test the program on 8
acres of turf so you can see for yourself
the unprecedented impact that Embark
is destined to have in the management
of ornamental turf.

To test the program on 8 acres of
irrigated, low-traffic turf, you will. need
1 gallon of Embark, 22 gallons of
Ferromec, 2 gallons of Super Trimec or
4 gallons of Classic Trimec. When you
have completed testing a minimum of 4
acres, you are entitled to your check for
$100.00.

Call us toll-free to let us know that
you want to participate in the test. We
will tell you how to manage the pro-
gram, and will refer you to a distributor
in your area who will supply you with
product and any information you need.

Toll-Free 1-800-821-7925

In Missouri, 1-800-892-7281
Ask For Sales Service.

692-1187



After this year’s Memorial Tournament in May, the turf around the 18th green and concession area was bare
from attendees trampling on the rain-dampened turf. With intense overseeding, by September it was perfect.

JACK’S BABY

Muirfield Village Golf Club is the home of the Memorial every year, and in
1987, the Ryder Cup. It is a well-maintained course—some say the best in
the country. It has to be. It’s the course that Jack built.

his is a stadium golf course. Not

I in the sense that Pete Dye’s
courses are stadium golf
courses, with embankments con-
toured into grandstands and the like.

Rather, Muirfield Village Golf
Club was designed to handle the
40,000 to 50,000 daily spectators who
each year attend the Memorial Tourn-
ament. The Dublin, Ohio, course was
essentially built for the Memorial,
and was also the site of 1987 Ryder
Cup matches.

When LANDSCAPE MANAGEMENT
visited superintendent Michael
McBride on September 1, the course
was entering final preparations for the
Ryder Cup, about two-and-a-half
weeks away.

by Jeff Sobul, assistant editor

Play on the course would soon be
limited to member play only, up until
the day before the week of the Cup.
Guest play would be cut off two weeks
before the Ryder began.

From the day the Memorial ended
on May 31, preparations began for the
Ryder Cup.

Rain on the third day of the Memo-
rial caused problems. “There was no
turf here at the end of May,” McBride
says, indicating with a sweep of his
arm the areas around the 18th green
and the main concession area adja-
cent to the clubhouse. “It was bare.
We did a pretty intense overseeding
program right after the tournament.
I've been happy with the way it
turned out so far. A couple of weeds in
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it yet, but we'll take care of those.”

Standing along nearly every hole
are television towers. Usually after
the Memorial they are removed from
their permanent in-ground founda-
tions and placed in the outside TV
complex until the following year. But
with the Ryder scheduled, they were
left in place to avoid the hassle of put-
ting them up again just a few months
later.

Alterations

“This is one of my favorite holes,”
McBride says, standing on the tee of
the picturesque par-three eighth hole.
Thick trees line the right side of the
hole, providing a buffer between the
course and the expensive houses just
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McBride's staff raised the left side of the eighth green slightly

to aid drainage and reduce wear on the walk-off area.

on the other side. The cart path winds
down the left side to the green.

“We made this little mound here
right after the Memorial,” he says a
few minutes later, standing just off the
left side of the green. “This was raised
about two inches because (water)
came off and it was really flat here and
we didn't have any good surface drai-
nage. The water would sit here and
we couldn’t grow good turf.

“We contoured it just a little bit—
not a lot, just enough to get good sur-
face drainage. Actually, the surface
drainage comes in toward the center
of the green and then out the front
(through a drain tile in a bunker and
into a catch basin). It was that or re-
construct the whole (left) side, which
wasn'’t going to work.

“We just brought this together and
put a drain in there. We top dress this
(left) side about every four days to
bring it up and keep the level of the
green together. Once we take it down
to tournament cutting height, it all has
tobe even. You can't have any scalped
areas or areas that are too low getting
growth that’s too long and hairy. It's
important to keep an area like this top
dressed and the transition area top
dressed so it all smooths out.” At the
time, the cutting height was at 9/s4 of
an inch. It would be taken down to 5/s4
for the Ryder.

“This has always been a tough
green to maintain,” he says of the
eighth. “One of the problems on this
green is that we don't have enough air
movement. Usually, you have a wind
comingout of the west. We've thinned
out this whole area through here just
to get additional air movement. Espe-
cially working with bentgrass, you've
got to have some air movement,
you've got to have a lot of sun to grow

good turf. We've got another area on
12 that's stagnant as far as air move-
ment goes.”

Work on 12 is more extensive than
just thinning the trees. The par three
covers 160 yards over a sprawling
pond below the elevated tee. The
worn walk-off area straddling the
bunker to the back of the green has
been dug and painstakingly leveled.
“We'll get the sod in there, pin it, and
use a good starter fertilizer high in
phosphorous and potassium,”’
McBride explains. “That stuff’s just
like glue. It'll stick. (The roots) will be
down in there in another four or five
days, and in two-and-a-half weeks
you won't even know it was sodded.”

Tickling the fairways

A lightweight triplex mower cuts
across the seventh fairway at a 45-
degree angle, making the alternating
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light and dark green pattern so appeal-
ing to TV cameras. McBride takes a
couple of golf balls from the golf car
and drops them onto the freshly-cut
fairway.

“It's a nice lie,” he comments from
one knee. “It's only at a half an inch.
I'm not a real believer in having them
(cut) too tight. You ever want to hit
your three-wood off a tee without a
tee? Would you think you could hit
the shot? Even for some pros it's
tough. They need to have a little
cushion.”

He walks ahead to an uncut area on
the fairway. Grooves are visible from
verticutting. “It brings it up real nice,”
he says of the verticutting. “Then you
just cut it off. You see how it brought it
up?” McBride runs a hand through
the bentgrass then motions toward
the mower operator. ““‘He’s taking off a
lot more than he normally would if he
weren't verticutting.

“I'm a firm believer in verticutting.
This summer, because it was so dry,
we couldn't go out because it would
bruise (the turf) too bad. So I didn't get
to verticut as much as [ wanted. This
is really a greens verticut unit (on the
fairway). So we're just tickling the top
to try and train it. It makes a dif-
ference, though. If we do this once or
twice before the Ryder Cup, then
they’ll be just where we want them.”

Good luck, bad luck
During the summer, central Ohio
went through a period of about seven
weeks with less than a half-inch of
rain. “We went out a week ago and
fertilized the rough for the Ryder Cup
and then it rained.” McBride shrugs
his shoulders and smiles. “‘I mean,
what more could you ask for?”

How about a broken hydraulic
hose on one of the triplexes, at the

McBride is a firm believer in verticutting. In preparation for triplex mowing,
an operator uses a greens verticutter on the 10th fairway without

interferring with the golfers.
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time grooming the 15th green?

It happened on August 23, just a
month before the Ryder. A portion of
the green was a mess. “It happens,”
McBride says with the comfort of
knowing that it will recover in time
for the players and the cameras. “You
don’t know when it’s going to happen.
But it always seems to happen at the

most unfortunate time.” A few years
ago, he recalls, the same thing hap-
pened on the approach to the 18th
green. Worse yet, it was on the Friday
ofthe tournament. ‘At least this time
have a couple of weeks to recover.”
Indeed, on hands and knees, the
green of fresh bentgrass is invading
the brown area. “It's coming back. I'll

have to plug out a few areas. It looks
terrible but it’s not as bad as it looks.
There's a lot of new growth comingin.
It won't take long for that to really run
in."”

And it won't take long for McBride
and his staff to have Jack's Baby in
perfect health for the Ryder Cup ei-
ther. LM

A BACK-DOOR CAREER MAN

Six years ago, Michael McBride was selling computer
systems. The rapid transition he's made to superinten-
dent at Muirfield Village Golf Club is something no
computer could figure out.

Asan undergraduate at Bowling Green State Univer-
sity, McBride worked the summers of 1973 and 1974 at
Muirfield, while the course was under construction. “I
guess what I liked was that I could do something with
my hands, labor, and you could see it evolve, emerge,”
he says.

Except, he was a political science major. At the time,

WY
Michael McBride (right) instills in his staff, the pride
he holds for Muirfield. He checks the progress of
verticutting on the 10th fairway with the operator of a
greens verticutter, used on the fairway to stand up
the bentgrass before mowing to control lateral
growth.

he considered switching to agronomy. “But I was so far
alonglsaid, ‘Aw, I'll just get my degree.' It wasn't a very
good attitude at all.”

He graduated, he sold and he did well for himself.
“But I had a problem,” he explains, “‘especially in the
springtime.

“I was on straight commission as a computer sales-
man. But I'd go by a golf course and—zoom—there I go,
sharp turn into the front drive. It hurts your livelihood.
You're not bringing home the money you should. You
should be out working.”

Things had to change.

He wrote a letter to friend and mentor Ed Etchells,
Muirfield’s superintendent at the time McBride worked
there. Etchells, now Jack Nicklaus’s right-hand mainte-
nance man for all his courses, suggested contacting
Muirfield.

McBride began as seasonal labor. He was eventually
hired on full-time and then sent to school at Rutgers. He
would work in the summer and go to school in the
winter while his wife remained behind in Columbus.
“It was tough on us. But I came back, got the assistant’s
job and worked my way up. It was definitely a different
avenue, but everything's worked out.”

He has been superintendent for two years now. And
he now has his job and his life in a clear perspective.

“The attention to this golf course and the importance
of the (Memorial) Tournament, really comes from the
top (Nicklaus). That’s my job, to try to keep him happy.
It’s his baby.

“It may be 99.9 percent perfect but that’s not good
enough. It has to be better than that. That's why it is
what it is. He won't settle for anything less than that. As
long as we have the people, the resources, the funds,
we're always doing something. If you have all that,
there's no reason why it shouldn’t be perfect. That's
what makes it challenging for me.”

McBride seems a natural for his job, relying as much
on instinct as on pure facts to make proper decisions
about managing the course and its staff. He willingly
accepts these challenges.

“You work your way to be Number One as far as
course condition. But once you get up to the Number
One spot, trying to maintain that spot is the most diffi-
cult because there are hundreds of great golf courses
that all want to have that recognition.

“When you've been publicly recognized as the best
that puts a little more challenge into the job of keepingiit
the best year in and year out. That's what I try to instill
in these 40 to 50 people, and they understand that.
They'll put in that extra effort because they have a lot of
pride in it.”

So does McBride. There's no where else he’d rather
work, and with good reason. “If you feel you're at the
best golf course, where else would you want to go?”

Perhaps the first tee? —]Jeff Sobul
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get the edge with a
ROUWER MOWER

R i # r Vgt

Now with many new outstanding features . . . the Brouwer P.T.O. mowers are designed to produce
the highest quality cut, no matter what the conditions, no matter the season. Wet grass, dry grass, short
or heavy grass, Brouwer high capacity mowers can cut-it. Ruggedly built from quality materials the 5 or
7 gang units promise season after season of economical reliable service with outstanding performance,
less horsepower requirements, less tractor fuel consumption and less compaction. Check the option
packages that include Tractor Track Removal Brush; Quick Height of Cut Adjuster; Backlapper; Ball Hitch;
Highway Tires and many more that allow you to customize a mower to suit your particular conditions and
requirements. Also available are the Fairway Models with floating heads and front rollers for a perfect short
cut on undulating fairways.

Put it all together and it adds up to dollar sense. Can you afford not to buy a Brouwer?

FEATURES: Terra-tires or highway tires for maximum flotation or
transportation
Rugged frame of lightweight high-strength structural steel Hydraulic or manual lift for easy transport
High ground clearance for maneuverability around Optional four, five, six or seven bladed reels
obstacles and over curbs P.T.O. driven with a proven V-belt drive system

BROUWER

TURF EQUIPMENT LIMITED

An Outboard Marine Corporation Company

7320 Haggerty Rd./Canton, MI. 48187 Telephone (313) 459-3700
Woodbine Avenue/Keswick, Ontario, Canada L4P 3E9 Telex 065-24161 Telephone: (416) 476-4311

86-59
Circle No. 107 on Reader Inquiry Card

DECEMBER 1987/LANDSCAPE MANAGEMENT 25



The most effective crabgrass
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Take our

Labels of your best pre-emergent crabgrass and
goosegrass herbicides have one thing in common. And it can
be summed up in a word: pendimethalin.

That’s because pendimethalin from American Cyanamid
is the active ingredient that offers season-long crabgrass
and goosegrass control in both warm and cool season turf
grasses. And it does it very economically.

But pendimethalin controls more than just crabgrass and
goosegrass. One low rate also prevents other tough grassy
weeds including foxtail, fall panicum, barnyardgrass and Poa



and goosegrass control.

word for it.

annua. Hard-to-control broadleaf species like oxalis and spurge
are also eliminated with the same rate.
What's more, pendimethalin breaks down into the
environment. And it doesn’t move laterally through the soil.
Which means it won’t seep into bodies of water or stop vegeta-
tion you don’t want it to stop. Plus, pendimethalin-based
herbicides don’t have an oftensive odor like some products.
So remember, when you select a herbicide with pen-
dimethalin on the label, you have crabgrass and goosegra% CYANAMID

control in the bag. And our word. R

1987
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A GOOD ROOT FEEDING

Yes, the green industry remains strong as 1987 ends. But a good diet of
education all around is needed to keep it healthy.

s the green industry closes out
A adynamic year, it becomes ob-

vious that education is
needed.

Education not only within the in-
dustry, but for the public, the cus-
tomer and potential customer.

The healthiest segment of the
green industry remains the golf
course segment. “I've never seen as
many golf courses being built or re-
construction jobs done,” says Gerald
Faubel, superintendent at Saginaw
(Mich.) Country Club. “It's wonderful
to be associated with such a growth
industry.” (For more on the golf
course boom, watch for a special sec-
tion next month.)

Thereis, however, a flip side to this
growth, Faubel notes. “I've seen no
increase in students in university pro-
grams.” He is not alone. Everyone
contacted for this report expressed
similar concerns.

People problems

A number of prominent schools such
as Purdue have experienced signifi-
cant declines in enrollment in agron-
omy programs, Others have remained
steady, but have not increased to the
point of nearing industry demands for
graduates.

John Street, Ph.D. at Ohio State
University, reports 110 students en-
rolled in agronomy, an increase of five
from last year. Fifty of them are in
turfgrass management. “This (enroll-
ment)is pretty good considering other
schools are down,” he adds.

The Agronomy Department uses a
strong state show (2,000+ attendees
from 35 states) and the Agriculture

Jeff Bourne: Contractors will
diversify

by Jeff Sobul, assistant editor

School’s informational mailings as its
chief methods of spreading informa-
tion.

Penn State University is in a sim-
ilar situation. Tom Watschke, Ph.D.,
has seen no increase in agronomy en-
rollment, with about half of the 38
students in the program studying
turfgrass management.

Watschke says he would like to see
about 150 students in agronomy, with
the same 50/50 ratio of turf to non-
turf. By his estimation, the program
could place about 20 graduates a
year—more this year, he says, if the
grads were there. “There are barely, if
ever, enough graduates to meet indus-
try demand,” he says.

Graduate students generally range
from four to six. This year there are
seven.

Why the shortfall of students? Ed-
ucation. “The opportunities are not
beingdelivered to the high school stu-
dents,” Watschke says. He feels part
of this is a stigma attached to agron-
omy because of its association with
crop agriculture. Students are not
well-informed on what agronomy is.
High school guidance counselors fall
victim to the same stigma, often steer-
ingaway potential agronomy students
because of it.

Richard Akerman of Oregon Land-
scape Maintenance echos this senti-
ment. “The industry is not perceived
as glamorous or well-paying,” he
notes.

Watschke says university and col-
lege programs need exposure and vis-
ibility at the high school level. Part of
Penn State’s information program is a
new brochure mailed to students who

Ron Kujawa: Mount public relations
campaign.
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recently completed the Scholastic Ap-
titude Test (SAT) in Pennsylavania
and probably neighboring states such
as Ohio and New York.

In addition, Penn State is going to
increase the activity of its agronomy
alumni now in the green industry—
between 1,200 and 1,500. “We know
our course of action and we’re going to
take it,” Watschke states.

Marvin Gross of Sarasota, Florida-
based Marvin's Garden and Land-
scaping Service also sees the shortage.
“There is a need for skilled, trained
managers and sub-managers in the
landscape industry,” he says. With
the public putting a greater emphasis
on harder-to-maintain native orna-
mentals in landscapes, he notes there
isaneed for “more schools putting out
better people.” The industry needs to
make employment opportunities
more attractive, highlighting manage-
ment and training opportunities,
Akerman adds.

“Industry organizations should
combine to promote, encourage and
market careers in the industry,” says
Jeff Bourne, chief of the Bureau of
Parks in Howard County, Md., and
1987 president of the Professional
Grounds Management Society. “We
must look to the future, to the founda-
tion of the industry. Self-preservation
of these organizations is a basic rea-
son.”

Some indications show that relief
from the small graduate pool may be
in store. Akerman reports that fresh-
man enrollments in horticulture-re-
lated majors in northwest colleges,
mainly Oregon State and Washington
State, increased this year by 25 per-

_,

John Street: Enrollment is up some
at OSU.
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Elid.t Maras: Local media is
positive

cent. Whether that increase is still re-
flected four years from now remains
to be seen.

More PR?

The rest of the green industry needs to
take the example set by the Profes-
sional Lawn Care Association of
America with its recent campaign to
beat back negativism directed at the
industry.

Elliot Maras, editor of Lawn Care
Industry magazine, notes that the
PLCAA ran a sophisticated national
public relations campaign which off-
set much of the negative publicity the
industry was receiving as a result of
attacks on 2-4,D and other chemicals.

“Local media ran more favorable
articles and the national media did
nothing, which was an improvement
over the negativism of last year,”
Maras says.

He adds that as part of the cam-
paign, education of existing custom-
ers also helped retain business. With
the campaign, ‘‘existing customers
put more creedence in what LCOs
were doing, not in negative media.”

Ron Kujawa of KEI Enterprises
feels the entire green industry should
band together in an effort such as the
PLCAA's, mounting one public rela-
tions campaign a year to battle such
issues as unfavorable pesticide legis-
lation or tax laws.

“We have to have ways of surviv-
ing,” he states. “Get together as one
voice. One guy writing doesn't mean a
thing. A thousand, that’s different.”
He calls on the major industry organi-
zations to mobilize their members for
such an effort, perhaps for a period of
just one or two months a year, delug-
ing Congress with letters and working
to get favorable press.

Labor pains

The labor pool overall seems down in
the green industry, partly because of
the new federal immigration laws,
partly because unemployment is
down.

Rich Akerman: Perceptions aren’t
glamourous

Immigration laws have affected the
South Central region (Texas)and west
into California the most.

David Marsh of Industrial Land-
scape Service in San Jose, Calif., says
the labor pool is a chief concern in the
West. Marsh, who is Region 2 director
of the Associated Landscape Con-
tractors of America, says “there used
to be two or three people outside in
the (company’s) yard every day look-
ing for work. They're not there any-
more."

He notes the biggest effect is on
larger businesses, which can't afford
to try and skirt the new law. Smaller
businesses, however, have an advan-
tage because the law is harder to en-
force on them. Marsh adds that many
industries now are competing for the
same reduced labor.

With unemployment down nation-
wide, Akerman notes, there is a
smaller pool of employable people
without jobs to hire seasonally; a dou-
ble-edged sword if there ever was one.

Business sense

As with most businesses or industries,
the health of the green industry is de-
pendent on that of the U.S. economy.

Now things are going well, though
the day most of the people were con-
tacted for this report, the Dow Jones
Industrial Average had just dropped
500 points.

But the industry is still attractive to
outside investment. The lawn care in-
dustry can attest to this. It has consoli-
dated extensively in the last year
through takeovers such as Ecolab’s
purchase of ChemLawn and Waste
Management's purchase of Tru Green
(see LANDSCAPE MANAGEMENT
November, 1987).

Though lawn care market growth
has slowed some, it remains at a
healthy 15 to 18 percent annually,
down from a high of 25 percent. Maras
says this is a result of market satura-
tion and not negativism, though.

Even with a downturn in the econ-
omy, the green industry generally
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Tom Watchke: Programs need
exposure

isn't affected for at least six to 12
months, when housing starts are com-
pleted and new starts slow.

This reaction time should be used
wisely, Bourne notes. A lot of con-
tractors, he feels, will be looking to
diversify their services, such as a de-
sign/install contractor adding main-
tenance as a service. Akerman sees
LCOs adding lawn maintenance as
well.

A result of this is a greater need for
business skills, Akerman adds. He
says ALCA has begun a management
seminar series to address this. Also,
looking at the schedule for most state
shows, management sessions are be-
coming more and more common.

Akerman says this increased
awareness is something that has been
going on most of the decade. “Without
it, the industry would not have grown
as it has in the last five years.”

Industry growth has had a few un-
pleasant outgrowths as a result. Doug
Fender, executive director of the Amer-
ican Sod Producers Association, has
seen a lot of “me-too” entries into the
sod market, people not sure what
they're getting into, and worst of all, not
sure what they're doing. “It's dangerous
for them and the people in that immedi-
ate area,” he says, with poor quality
product being produced. “The long-
term effect is negative in many cases for
the professional sod market.”

Contractors share similar con-
cerns. Bourne terms them “Midnight
Gypsies:” someone with a pickup
truck, a lawn mower and a rake who
calls himself a contractor. Bourne
hopes that professional organizations
can establish professional standards:
quality—not quantity—for price.

For the most part, though, the qual-
ity is there, and the growth is con-
tinuing, though maybe a little slower.
However, Kujawa summarizes, ““if the
whole economy goes to hell then we
just suffer. We can’t doanything about
it. But as long as the economy is good,
we can adapt.”

So start adapting. LM



