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LAWN CARE from page 8

ation,” Murphy continued, “that if a
customer receives a service in the
spring but refuses to pay on the
grounds he did not order the service to
be continued, the lawn service thanks
them for calling and writes it off.”

In short, says the PLCAMA, the re-
port ended up as somethingof a public
service announcement instead of a
tongue lashing.

INDUSTRY

Contractor calls for
established standards

Landscaping in Southern California is
easily a multi-million dollar industry.
In such a large market, and in the rest
of the country, there stands a need for
high standards, at least one landscape
contractor believes. Certainly, he is
not alone.

Dan Heiny of Allseasons Land-
scape Service in El Toro, Ca., in refer-
ence to the industry, hopes “we are

~— = trying to achieve
the highest qual-
ity landscape we
can attain. It
takes a lot of per-
sonal drive to
have high quality
projects or prod-
ding from oth-
ers.”

He notes that
in Southern Cal-
ifornia there are a lot of “mow, blow
and go” experts. “You have probably
lost jobs because of them,” he told at-
tendees of his talk at the Landscape
Industry Show in Long Beach April
20.

Heiny has found that many prop-
erty managers and owners have not
been educated about which com-
panies will do the best jobs. “Low bid-
ders often cause more grief than the
money savings was worth,” he com-
ments. They “generally lead to a bad
reputation for all contractors through
lack of professionalism,” he says.

Heiny adds there is a movement by
the California Landscape Contractors
Association to set standards for the
industry. Standards, he says, will lead
to better quality jobs. “(Better jobs)
give the maintenance group better
credibility, among other things.”

Also, in the instance of a lawsuit,
he explains, “‘the law looks to state-of-
the-art for a particular area as the in-
dustry standard in the absence of an

continued on page 14

Dan Heiny

HAZARD COMMUNICATION...The Associated Landscape
Contractors of America has obtained a copy of “Hazard Com-
munication: A Program Guide for Federal Agencies” for mem-
bers of the association. The guide is designed to provide
technical assistance to agencies participating in the newly-
implemented Hazard Communication Program. This docu-
ment may be used by field managers to help determine those
elements of the hazard communication program that are neces-
sary to prepare their facilities for extension of the new stan-
dard. For more information, call ALCA at (703) 241-4004.

A LITTLE LOCAL SELF-HELP...Ilona Gray, executive direc-
tor of the Alliance for Environmental Concerns in New Jersey,
had some advice for the those starting a similar group in Penn-
sylvania. “You are probably the best spokespersons on your
business,” she told attendees of the Western Pennsylvania Turf
Conference, but that voice should be unified. She noted there is
a fear of pesticides, some real, some imagined. “You have to
fight this with education.” She also stressed the importance of
local involvement to help against damaging state legislation
and regulation.

NEIGHBORS TO THE NORTH...The first official meeting of
the Sports Turf Association-Canada was a huge success, with a
turnout of close to 100. Athletic field management is as much a
concern in Canada as it is in the U.S. For more information,
contact: Annette Anderson, Dept. of Horticultural Science,
University of Guelph, Guelph, Ontario, Canada N1G 2W1; (519)
824-4120. For information on athletic turf in the U.S., contact:
Sports Turf Managers’ Association, 400 Mountain Ave., Up-
land, CA 91786; (714) 981-9199.

GERMAN ASTROTURF...The New York Times reports that
Monsanto has sold its Astroturf Division to the German com-
pany Balsam. No word yet on how it will affect U.S. sales.

AQUATIC WEED PROBLEMS?...The “1987 Aquatic Weed
Control Guide”, authored by Vernon Vandiver, Ph.D., gives
aquatic site managers and applicators access to the following:
aquatic weeds and herbicides registered for their use, labelled
aquatic sites for specific herbicides, and herbicides, manufac-
turers, percent active ingredient by product. It is available
through IFAS, University of Florida, Gainesville, FL 32611.

REMEMBER...Ovid the philosopher said: “When elephants
fight, the grass suffers.”
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The most effective

The labels on your best pre-emergent crabgrass
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 control. And it does it very economically.

But pendimethalin controls more than just crabgrass.
One low rate also prevents other tough grassy weeds
including foxtail, fall panicum, barnyardgrass, and Poa
annua. Hard-to-control broadleaf species like oxalis
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crabgrass control.

word for it.

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 vegetation you don’t want it to stop. Plus,
pendimethalin-based herbicides don’t have an offensive
odor like some products.
So remember, when you select a herbicide with

pendimethalin on the label, you have crabgrass control CYANAMID
. & ricultural Division
in the bdg And our word. Always read and follow label directions carefully. \"«?nh: N 07470 1988

Circle No. 101 on Reader Inquiry Card

JUNE 1988/LANDSCAPE MANAGEMENT 13



ATHLETIC TURF

Managing baseball, football fields

It’s important for a school or park athletic field manager to
know the age of people using a baseball field. The height of the
pitcher’s mound and the age of the athlete can make a dif-
ference in injuries, according to sports physical therapist Allan
Brown, of Brunswick, Maine.

If you're working with young kids, “keep it flat,” Brown says.
“Encourage no kicking out the hole in front of the mound.”

The higher the mound, or the deeper the hole, the more
speed on the ball. But higher mounds or deeper holes also
create a higher torque for the arm. Such a powerful thrusting
motion can cause shoulder injuries, especially in younger
athletes.

Brown encourages turf managers to work closely with
coaches and trainers. “If a kid complains of a painful arm, go
look at the mound,” he says. “Suggest to the coach that the kid
throws on a flat surface for a while.”

Brown also encourages turf managers to work closely with
coaches in repairing divots and holes on a football field which
can cause ankle injuries. “Eighty-six percent of ankle sprains
rotate outwards, often because of uneven terrain,” Brown ex-
plains. The nerve endings in previously sprained ankles “for-
get” to stay balanced. When the foot comes down in a divot, the
ankle will twist again.

“You can help as a turf professional by keeping the terrain
even,” Brown says. He also suggests that coaches advise ath-
letes to wear 15-spike molded shoes whether they play on
artificial or natural surfaces. That type of shoe distributes the
friction between the leg and the surface.

The turf manager gets off easy on the problem of shin splints,
however. Brown says most cases are not caused by the surface
but by a “biomechanical problem in the athlete's lower
extremities.”

Brown spoke at the Maine Turf Conference in Portland,
Maine.

Regional seminar in lllinois

The Sports Turf Managers Association (STMA) will hold a
regional seminar at the College of DuPage in Glen Ellyn June
22. To receive further information or to register, contact Susan
Glasgow at (312) 858-2800, ext. 2770.

Memberships available

Memberships are available in the STMA, which was formed in
1981. Cost for professional sports turf facility managers are $50
per year. Educators/parks/schools pay just $30 and students
$10. Commercial affiliates may obtain a membership for $100.
Checks should be sent to the STMA at 400 North Mountain
Ave. Suite 301, Upland, CA 91786. For questions, call the STMA
at (714) 981-9199.
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CALIFORNIA from page 11

established standard.”

Established standards will have
benefits to owners and managers as
well as contractors. They will lead to
better looking projects, less com-
plaints from tenants and less van-
dalism, Heiny notes. This in turn
leads to lower replacement costs in
the future.

Heiny brings up another point.
“What is the first thing an owner does
when he gets ready to sell a prop-
erty?” he asks. “He jazzes up the
landscape.”

Heiny suggested a number of main-
tenance standards:

@ Plants, irrigation, etc., should be
maintained in a high standard at all
times.

® A short monthly summary of
work done on a property should be
filed. This, Heiny says, results in
quicker payment and reduced
liability.

® Overall appearance should be
good: uniformed employees, clean
trucks and equipment.

LEGISLATION

Chemical producers
blast EPA program

In testimony before representatives of
the Environmental Protection Agency
(EPA) in Washington, D.C., Warren
Stickle called for changes in the
agency's Endangered Species
program.

The EPA is holdinga series of hear-
ings to gather suggestions for improv-
ing its plan to protect endangered
species from agricultural chemicals.
Stickle is executive director of the
Chemical Producers and Distributors
Association.

“Despite the merits of the Endan-
gered Species Act, we seem to be pur-
suing a program of implementation
that is out of proportion to the real
needs of endangered species,” Stickle
told the EPA. “In many cases, itis like
attempting to swat a fly sitting on a
glass table with a 16-pound
sledgehammer.”

The Endangered Species Act
would outlaw pesticide applications
in certain areas of the country where
endangered species live or visit.

Specific recommendations made
by Stickle included updating habitat
information, correcting county maps
and establishing a training and cer-
tification for pesticide applicators.
“Alternatives to the prohibition-of-
use approach should be considered,”
said Stickle. “The unnecessary re-
moval of pesticides creates an eco-
nomic hardship without enhancing
the goal of protecting species.”



BROUWER...more firsts

first the five gang, now three or seven!

Brouwer technology, innovative engineering and rugged reliability all built into these
NEW tractor mount mowers. For superb mowing, ease of operation, easy servicing,
economy of operation, lightweight and low compaction. Check below, for more
outstanding features that will make your choice easy...Brouwer. Last but not leaély,
you know you can rely on Brouwer after sales service no matter where you are.

BOTH UNITS -« 4-wheel drive traction
OFFER -+ Fixed or floating heads

« Low-cut available for fine finish

* Cat. 1 3-point hitch to rear units

T-GANG -+ 8 forward speeds
* Kubota 29.5 h.p. diesel engine
* Over 15 feet cutting width
* Built-in backlapping system

3-GANG -+ Kubota 15 h.p. diesel engine
* Hydrostatic transmission
* 84 in. width of cut
* Backlapping system option

For more information and a demonstration of these and other fine turf care equipment
from Brouwer, call your dealer.... TODAY.

BROUWER

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

“Ten years ago when we first started
using Roundup® herbicide for reno-
vations, some lawn care operators
in the area thought we were making
mistakes...misapplying the product.
I mean our signs started showing
up in a lot of browned-out yards.
We were doing renovations without
rototilling or sod removal and get-
ting predictable results every time.

“That’s the thing about Roundup,
it eliminates a lot of variables and
problems that you can have with
rototilling or overseeding. With
Roundup you get a uniform stand
of quality turf. You don't inherit
any weeds or old turf to cause
problems.

“With Roundup we cando a
10,000 square foot lawn in about

fifteen hours —total. And that
includes one spray pass with
Roundup followed up by one day’s
work about two weeks later to

aerate, thatch, slit-seed and fertilize.

There’s no mud and no mess. Plus,
its about half the time it would take
to rototill and easily half the cost it
would be to remove the sod.

“The guys who avoid renova-
tions are thinking of all the
problems of mechanical methods.
That's why we only use Roundup.

Incidentally, the lower cost of chem-

ical renovation helps make it an
easier sell to the homeowner, too”

George Kanavas
Kanavas Landscape
Management, Inc.
Elm Grove, Wisconsin
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COMPLETED
LAWN RENOVATION
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George Kanavas, pioneered with
Roundup in lawn renovations over
10 years ago. Now it’s the only kind
of treatment he uses.




WON'T TOUC

ROUNDUP TURNS PROBLEMS

INTO PROFITS

George Kanavas' experience in
renovating lawns using Roundup®
herbicide is typical of operators
across the country. Roundup tums
renovations into profit opportunities
instead of problems. It's the modem,
time, labor, and cost effective way to
renovate. Using Roundup avoids the
problems of rototilling or overseed-
ing. It gives the homeowner the
lawn he wants. And gives you the
chance for referrals, continued
maintenance and additional work

from a satisfied customer.

GET THIS FREE SALES KIT

call 1-800-323-1421 and you'll

Learn how Roundup can help
build your business with profitable
renovations. Send in the coupon or

receive a free Roundup herbicide

Lawn Renovation Guide plus a com-

plete sales kit with samples of

letters, invoice stuffers, doorknob
hangers and a prospecting guide
that shows you how to build this

profitable segment of your business.

You can't lose because there’s no
obligation. But there’s sure a lot of
business out there you could be
getting.

Call or send in the coupon for
this free sales kit. It tells you every-
thing you need to start profiting
from renovations with Roundup.

Monsanto

Circle No. 135 on Reader Inquiry Card

[ Yes, I'd like to learn how to
make money on renova-
tions with Roundup. Send
me the Lawn Renovation
Guide and Sales Kit.

Name L -

Company

Address s

City

State Zip i

Phone

Send to: Lawn Renovation Kit Offer
Monsanto Industrial
and Residental
Marketing C2NC
800 N. Lindbergh Blvd.,
St. Louis, Missouri 63167
LWAYS READ AND FOLLOW THE LABEIL

undup 1s a registered trademark of Monsanto Company
Monsanto Company 19588

RIP-8-201D
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Equipment
improvements and
greater awareness have
aeration service
penetrating deeper into
the residential market.

by Jeff Sobul, associate editor

or a long time, aeration was
F something golf course superin-

tendents did, and few others.
There were, of course, some reasons
for this.

Most of the aeration equipment
was geared toward operating on larger
areas such as fairways, or smooth
areas such as greens. Up until a few
years ago, no aerators were designed
specifically for lawns.

Early experiments with machines
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such as the Ryan Ride-Aire found
they really couldn’t hold up to the
constant pounding on grass areas that
often had never been aerated before.

In addition, early machines for
home lawns were expensive and
weren't always reliable. Therefore,
smaller contractors and lawn care
companies which seem to have a lot of
residential contracts couldn't afford
the machines, which in turn made it
difficult to offer the service.

Also, awareness of core aeration’s
benefits has only recently begun to
spread as more research is conducted
on the cultural practice, and as more
golfers see the results on the course.

Shattering the core problem

Equipment manufacturers are finally
addressing the problem of viable
equipment shortages. Ryan led the
way with its Lawnaire series and now,
according to Milwaukee-area equip-
ment distributor Ed Devinger of Rein-

»
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Smaller equipment built specifically for home lawns has fueled the growth
of core aeration service as a money-maker in the residential market.

ders Brothers, smaller service
companies have 12 to 15 machines to
choose from.

While that isn’t exactly a flood of
machinery, improvements and com-
petition have brought the price of a
home lawn core aerifier down to
about $1,000. “You paid $2,000 five
years ago for a similar machine,” De-
vinger notes.

Low prices and good results are
making aeration a cost-effective ser-
vice. “It's an increasing part of our
business,” says Bob DeRosa, DeRosa
Landscaping in Montvale, N.J. “I
think this is the way to go.”

One obvious reason for DeRosa'a
thinking is that the amount of aerify-
ing his company has done in the last
two years has grown by 50 percent. He
sees no reason to slow it down. “In the
Bergen County area, we're coming to
realize aeration is the thing. It's a
worthwhile service to sell.” He be-
lieves his aeration contracts could in-
crease by another 50 percent this year.
He has about 40 clients now totalling
three to four acres, but 80 clients is a
reasonable goal.

DeRosa explains that Bergen
County is about the second-most af-
fluent county in the cougtry, home to
the headquarters of a number of large
corporations. In his neck of the woods,
houses start at $250,000. Of course,
with a house like that, a good lawn isa
necessity. (“When we have a down-
turn in the economy, we don't feel it
too much,” he relates.) In addition,
the potential for commercial con-
tracts is excellent.

Propagating nationally

DeRosa’s is not an isolated case.
“Since people are becoming more at-
tuned to its benefits, it has increased,”
says Bill Davids of Clarence Davids &
Sons, Blue Island, Ill. The 38-year-old
company has offered the service for at
least the last 25 years, he says. The
service has grown by 10 percent since
1986.

Prograss Liquidcare Lawn Service
of Hubbard, Ore., began offering the
service three years ago, according to
manager Paul Bizon. “Some accounts
were asking for it,” he explains. They
had heard about it through gardening



articles or had seen its effects on the
golf course.

“It was a natural thing for our pro-
gram,” Bizon continues. About 10 per-
cent of the company’s customers have
the service. Bizon expects that total to
grow by another 12-15 percent this
year.

Marketing efforts have gone a long
way toward building the service.
Companies only recently began to
market the service. Clarence Davids &
Sons offers the service as an extra to
its regular management package.
They sell the service with with a brief
description and some help from pam-
phlets by Ryan.

Bill Davids says the price for the
service is based on the size of the job
(more or less than an acre) and the
estimated time per hour for the job.

DeRosa now sells the service as
part of the whole package as opposed
to an extra. He explains that commer-
cial aeration holds the biggest growth
potential for his company because of
the direction it is taking. “But there is
potential for residential aeration con-
tracts,” he adds.

Bob Berry of Lancaster Land-
scapes, Arlington, Va., has a similar
forecast. Eighty percent of his com-
pany’s contracts are large commer-
cial /residential ones—housing or
condominium developments. He has
seen about 50 percent growth of the
service in the last two to three years.
Because of the size of his company,
the residential market is not cost-ef-
fective for him, but “it has tremen-
dous potential,” he adds quickly. “In
the metro Washington D.C.-area
there's a need for people in this field.

“No question. I think someone com-
ing into this area offering aeration as a
service would do very well,” he says.

A few more obstacles

Though home lawn areation equip-
ment has improved greatly during the
second half of this decade, it still isn’t
perfect. “None of them take enough
cores out,” says Prograss’s Bizon. Hav-
ing to go over a lawn in two or three
directions is not cost-effective, either.
“You can't afford to take a lot of time
on it,” he adds.

“I can understand the manufactur-
ers’ problems,” Bizon empathizes.
“They have to make a machine small
enough to fit through a gate and fast
enough to get the job done to make it
worthwhile.”

This challenge lays before the
equipment manufacturers for this
year and into the "90s. Given the rapid
strides they have made in the last few
years, it is not unreal to believe they
can make the improvements. LM

‘In the metro
Washington D.C.-areaq,
there’s a need for people
in this field.’

—Bob Berry

‘Since people are
becoming more attuned
to its benefits, it has
increased.’

—Bill Davids

‘In Bergen County,

we’re coming to realize

aeration is the thing.’
—Bob DeRosa

‘Aeration has become
more cost-effective for
smaller companies.’

—Ed Devinger

JUNE 1988/LANDSCAPE MANAGEMENT 19



Troubled
waters?

Otterbine Aerators

The prescription for troubled
breathing, poor circulation, and
changing temperatures in ponds
and lakes is practical engineering
that is esthetically pleasing.

These aerators range in power,
circulating from 600,000 to 20
million gallons of water in a

Otterbine Aerators meet
the water management needs
of golf courses, parks, recrea
tional lakes. office develop-
ments. and residential con-
dominiums. Call or write for
more information:

7
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Barebo Inc.
24-hour R.D 2, PO. Box 217
period. Each Emmaus, PA 18049
complete, turnkey system is
delivered fully assembled; no
special pump?s‘ or foundations 215/ 965 -6018
are required.

Striking patterns begin with
the Starburst, Rocket, Sunburst,
Constellation, or Phoenix
working alone or mingled
together. Add the Otterbine
Fountain Glo™ lighting system
for spectacular evening display
as well as security or the Rock
Float Cover for the illusion of
natural spray.
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