
Take IJfe'sTwists And Turns In Stride. 

engine power and 

reliability. [ But the real test of any machine is its quality of cut. And the Groundsmaster 220-D passes with flying 

colors thanks to patented floating decks that allow the cutting units to follow ground contours smoothly without 

scalping. And there are three decks to choose from: 52", 62" or 72". • A deck -to-tractor weight transfer knob 

provides even more cutting control. A twist of the wrist easily balances cutting unit flotation to height of cut and 

traction needs. And the Groundsmaster 220-D is so versatile that all existing 200 Series Toro cutting and 

attachments retrofit to it. E H It is easy to see how Groundsmaster 220-D runs 

circles around the competition. Now it's time to see for yourself. Request a 

demonstration or watch our new video. Call your local Toro Distributor 

or contact Toro at the address below. The Toro Company, Com-

mercial Marketing Services, 8111 Lyndale Avenue South, 

Minneapolis 55420. 
The Professionals 

Wheelbasc is the distance between the front and rear axle. "Toro" and "Groundsmaster" are registered trademarks of the Toro Company. ©1988 The Toro Company That KeepY>u Cutting. 

TORO 

For all the hairpin turns, the long stretches of straightaway, all the obstacles in your way, Toro presents the 

Groundsmaster® 220-D. No other out-front riding rotary mower is as maneuverable, as effortless to operate or 

provides as much trim productivity. Q Toro engineering and design is the reason why. A small, compact wheelbase* 

provides a small uncut trim circle and tight turnaround enabling you to trim close around any obstacle. Or get into 

and out of tight areas. L ] Quadlink power steering provides even more maneuverability. Operators can make sharper, 

easier turns with virtually 

no fatigue. For power, 

the Groundsmaster 220-D 

packs a compact liquid-

cooled, 3-cylinder 

Mitsubishi diesel engine. 

That means more 

efficient and durable 



amount of dirt needed to complete 
the planting job might make the roof 
cave in. "We talked about the job for 
months. We even called a roofing 
contractor," he remembers. The 
consensus solution was to use a light 
non-biodegradable foam, with 1,800 
yards of dirt on top of it. 

That was also the most expensive 
solution. The foam itself cost 
$100,000. The next trick was to use a 
150-ft. conveyor to get the trees to 
the roof. 

Business philosophy 
When dealing with his employees 
and clients, however, tricks just 
won't do. Cavotta is a straight-
forward up-front kind of guy. A 
family-owned business such as CLI 
is exactly that—family, whether or 
not the employee is actually a blood 
relative. And Cavotta stays close. "I 
know all their birthdays," he says, 
referring to his key personnel. In 
fact, after the successful Galleria 
project was completed, he took his 

foremen and their families to the 
Bahamas...and picked up the tab. 

Running a family-owned 
business, of course, isn't always 
easy. "A lot of times if you mix 
personal feelings with business, it 
comes back to haunt you. Business is 
business...family is family." 

He even relates his work to 
family. Asked which landscaping 
project has been his favorite, he 
answers: "That 's like asking a father 
which child he likes the most. One's 
a doctor, one's a lawyer and one's a 
shoemaker. But you love them all 
the same." 

Just as parents admit they make 
mistakes, Cavotta easily confesses 
his. "I 've made some mistakes on 
jobs, like an omission on a bid," he 
says. "But you learn. It's not all 
honey out there. There's a lot of 
vinegar." 

Once, on a railroad land 
reclamation project, he and the 
hydroseeding crew had to cross a 

'It's not all honey out 
there. There's a lot of 
vinegar 

—Phil Cavotta 

bridge to access parts of the job. 
While they worked, someone took 
the bridge down. "Now I'm on the 
other side of the river..." with no 
way back. That was one of those 
little things not usually planned on. 

Planning ahead 
If there's one thing Cavotta has 
learned through the years, it's to 
plan ahead for what can be planned. 
"I wear a lot of hats," he says. "One 
day I'll be behind a machine moving 
snow, the next I'm looking at 
blueprints." 

Through such versatility, he's 
been successful in the competitive 
northeast Ohio market. 

He also knows his plant materials, 
which is a necessity with climate 
changes affecting areas near Lake 
Erie. On the average, for every 10 
bids he makes, he is awarded one 
job. But that's better than most. "My 
name is synonomous with 
landscaping in this city," he says 
proudly. His next goal is to do a 
project outside of Ohio, "something 
people can relate to, like the White 
House." 

His secret formula for success 
probably won't change: "Shoot 
high...and never forget where you 
come from." LN| 

Use the Proven Erosion Fighter! 
Hydro Mulch 2000 fiber is THE hydraulic mulch and tackifier 
combination that can help keep the green on your job. . and in 
your pocket. 

Here's why: 
• Hydro Mulch 2000 fibers have been independently lab tested and 

field proven to substantially reduce seed bed erosion caused by rainfall. 
• Hydro Mulch 2000 fibers mean outstanding all-around performance. 

Mulch and tackifier are specially "premixed" for error free loading 
and consistent ground coverage. There are no variable, hidden costs 
and unpredictable applications found with separate tackifiers. 

Don't watch your profits and customers wash away. Use the proven 
erosion fighter! Hydro Mulch 2000. 

CONWEP 
FIBERS 

1985 Tate Blvd. S.E. 
Suite 350 

Hickory, NC 28601 

Hydro Mulch® fiber is a 
registered trademark of 
Conwed Fibers, a division 
of Leucadia, Inc. 

For more information, 
write or call 
(704) 327-6670 
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Most Versatile Performers 
That's why Hunter Institutional 

Series sprinklers score big in all 
fields of athletic competition. 

They have the latest safety 
and vandal-resistant features, 
plus the muscle for dependable 
performance. 

At the top of the line-up are 
safety-cushioned rubber 
covers, slip clutch protected 
drive systems, break resistant 
arc stops, locking caps and 

small exposed surface areas. 
Plus the extraordinary versa-

tility of Hunter's interchangeable 
nozzles. 

Now a golf course or field 
manager can water his turf 
exactly the way he wants. By 
using a higher application rate 
to match older sprinklers in his 
system. Or by using a modern 
low precipitation rate with lower 
operating pressure for water 
and energy savings. 

In either case, you'll find a 
remarkably even distribution of 
water and a higher quality turf 
in all soil conditions. 

Look for Institutional Series 
sprinklers at work on the grid-
iron, on baseball or soccer 
fields, golf courses, bowling 
greens, grass or clay tennis 
courts, even horse tracks. 

And remember, the whole 
team is backed by a full five-
year, no-questions-asked 
exchange warranty. 

The MVP Line-up (Left to right) 

Model 1-10 Shrub, 
Model 1-20 Pop-up, 

Model 1-25, Model 1-40, 
Model 1-42 High Speed and 

Model 1-44 Sod Cup. 

< Model 1-40 

Hunter k 

Institutional Series 
MVP In All Fields Of Athletic Competition 

Hunter Industr ies • The Irr igation Innovators 
1940 Diamond St. • San Marcos, CA 92069 • 619/744-5240 • Telex: 910-3335694 Ans. HUNTER IND SM • FAX: 619/744-7461 
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Keep your fairways 
looking great 



Golfers love to play on 
beautiful fairways. It’s that 
simple. Which is why it’s so 
important to keep your course 
in top shape. That means 
controlling diseases like dollar 
spot and anthracnose. And 
that means a program using 
BAYLETON® fungicide.

BAYLETON is taking care 
of more and more beautiful 
fairways because more super' 
intendents are discovering

how long it lasts. How much 
they save in application costs 
by making fewer applications. 
And how good it makes them 
and their fairways look.

BAYLETON. Because golfers 
play favorites. Specialty 
Products Group, Box 4913, 
Kansas City, M O 64120.

BAYLETON is a Reg. TM of Bayer AG, Germany.

Bayleton

Mobay Corporation
a Bayer usa inc. company
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Desert landscaping has become more accepted for the aesthetics—the open landscape, the filtered light effect from 
using palo verde trees.

‘SCAPING ARIZONA
In the arid parts of this country, there is a recent trend toward more native 

plants and less forced use of turfgrass. The practice is called ‘desert 
landscaping,’ and here’s what you should know about it.

^  ^  here is a recent trend,”
says landscape architect 

Steve Martino, “to want Arizona to 
look like Arizona.”

First in Tucson and now increas­
ingly in the Phoenix area, traditional 
landscapes of the Midwest and Cal­
ifornia are losing ground to the look of 
the native Sonoran Desert. Turf areas 
are smaller. Desert plants increas­
ingly are in demand. Decomposed gra- 
n ite  and b r it t le  bush rep la ce  
Bermudagrass as ground cover. Mes­
quite and ironwood replace mulberry 
and olive trees. Jojoba replaces hi­
biscus.

Usually referred to as “desert land­
scaping,” it’s a challenging new ball 
game for the green industry in the 
southwest.

One of the pioneers in using desert 
plants is Steve Martino & Associates, a 
Scottsdale-based landscape architec­
ture and planning firm. Martino has 
specified native desert plants into 
landscapes for 12 years.

Martino prefers to call it “native 
plant landscaping.” The word “des­
ert” misses the mark, he says.

In this type of landscape, native 
desert plants and plants from other 
arid regions of the world like Aus­
tralia are used to provide the tradi­
tion al b en efits  of landscaping: 
shade, privacy, screening and aes­
thetics.

‘T ve tried to show that native 
plants can be used in landscaping 
and you gain the benefits without 
losing anything,” Martino says. It

While desert plants 
require less watering, 
trimming and mowing, 
some maintenance is 
required.

looks natural. It works. And it ’s 
catching on.

Desert demand
“Demand this year for desert plants is 
u nbeliev able ,” says nurserym an 
Mark Mohlenbrock. “It happened in 
Tucson earlier, but the Phoenix area 
has really caught on to using low 
water-use plants this year. More so 
than ever before.”

Mohlenbrock is production mana­
ger and research botanist for Green- 
world Nursery Products, a wholesale 
and retail nursery in Phoenix. For 
several years, he kept small supplies 
of desert plants he knew would catch 
on “someday.” This year those sup­
plies were exhausted early.

The increasing popularity of desert 
landscaping is due largely to three fac­
tors.

• Water conservation. “People are 
becoming more aware of water use in 
the desert,” Mohlenbrock says. “Most 
new developments call for low water-

i
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UNLEASH THE BIG CATS.
The Jacobsen Turfcat family. . .  the rugged breed 
that thrives on tough conditions.

Tall, thick grass. Undulating terrain. Even snow. 
You name it. Jacobsen Turfcats do more than survive 
tough operating condi­
tions. They master them.
Quickly and efficiently.

Pounce on one of 
seven gutsy Turfcats 
from 17-hp to 36-hp, in 
3-wheel and 4-wheel 
models. Exclusive 
2-speed, full-time, 
limited-slip transaxle 
delivers maximum 
power and traction in 
low range, to cut more and climb higher. Shifting 
to high range increases transport speeds, so you 
lose less time between jobs.

For superior stability, Turfcats have a low center 
of gravity and a hill-hugging, wide-track stance. 
Plus, quick, easy steering lets these agile cats 
dart around trees and in-and-out of tight spots.

The largest Turfcats give you an exclusive 
hydraulic implement drive system that elimi­
nates belts, drive shaft and universal joints for

reduced maintenance. And the harder you work 
this power delivery system, the better it works.

Tackle mowing tasks with your choice of durable 
50:60" or 72" rotary decks. The rugged Deep-

Tunnel rotary decks 
channel clippings 
out faster to increase 
cutting capacity 
without windrowing 
or clumping.
In areas where 
thrown objects and 
noise are a concern, 
use the 50" or 60" 
fine-cut flail decks 
with downward 

discharge and a cut rivaling reels.
Turfcats won't hibernate once your mowing's 

done. Blades, brushes, snow blowers and a variety 
of other attachments keep these cats producing 
year-round.

So take a Turfcat for a run. Arrange a free dem­
onstration with your Jacobsen distributor today. 
Attractive lease and finance plans available. Or 
for more information contact: Jacobsen Division 
of Textron Inc., Racine, Wl 53403.
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use plants. Many of the metro com­
munities here in the Valley have 
come out with lists of plant material 
accepted for city jobs and commercial 
developments. They’re not outlawing 
the heavy water users, but there cer­
tainly is a real discouragement against 
using them. And some are banned be­
cause they’re allergenic.”

• Aesthetics. “Desert landscaping 
has become more accepted for the aes­
thetics—the open landscape, the fil­
tered light effect from using palo 
verde trees,” Mohlenbrock says. In 
the desert landscaping around his 
own home, Mohlenbrock says, he has 
50 different species. “I’ve got all dif­
ferent shapes, all different textures 
and something that blooms every sin­
gle month of the year.”

• Low maintenance. “Desert land­
scaping or low water-use landscaping 
requires a lot less m aintenance,” 
Mohlenbrock says. Less watering is 
needed. Most desert plants are not 
meant to be tightly pruned. “And you 
don’t have to go out and mow your 
grass every day,” he says.

Both Martino and Mohlenbrock 
are quick to point out that desert land­
scaping does not mean “no grass.” 
Turf areas may be smaller, but they’re 
used as an accent, as a means of unify­
ing space. Turf particularly is used to 
establish more lush micro-climates in 
private courtyards, gardens or patio 
areas.

Desert aesthetics
Water issues started the trend to des­
ert landscaping. But it’s the growing 
appreciation of the native desert 
that’s making it increasingly popular.

“Most people still want our envi­
ronment to look like Orange County, 
California,” Martino says. “But peo­
ple can really get attached to the des­
ert once they’re out here, even though 
they may not think that in the begin­
ning.”

In contrast to the view that the des­
ert must be barren, Martino likes to 
use desert washes or “arroyos” as a 
model, particularly for garden areas. 
Because arroyos catch water, plants 
are larger and more abundant there. 
Martino likens it to a “weedy English 
country garden look with native 
plants.”

Landscape designers can use a 
plant palette of more than 100 species 
of trees, shrubs, cacti, ground cover, 
annuals and grasses. For trees, vari­
eties of palo verdes, acacias and mes- 
quite are common. For shrubs, yucca, 
creosotebush, jojoba and cassias may 
be used. For accent, cacti such as 
saguaro, ocotillo, prickly pear or cho- 
11a may be used, though availability 
isn’t always assured. Bursage, brittle

V

Mark Mohlenbrock of Greenworld 
Nursery Products with a desert 
plant called a ruellia calfernioa.

bush, verbena and aloe are common 
ground cover.

One side benefit is, because the 
native plants offer habitat and tie into 
the food chain, native creatures reap­
pear. Martino’s clients report seeing 
hummingbirds, coyotes, foxes and 
javelinas around their homes.

Landscaping challenges
Desert landscaping is not without its 
challenges. Its maintenance is both an 
advantage and a problem. While des­
ert plants require less watering, trim­
ming and mowing, some maintenance

‘  Education o f the 
general public as to 
what’s available is 
poor.’

—Mark Mohlenbrock

is required. Owners often don’t know 
what’s needed.

“You really do need to learn all 
over again how to care for i t ,” 
Mohlenbrock says. “You may go out 
and water for a few minutes once a 
week and your trees die. They’re used 
to once or twice a month deep soak­
ing.”

Learning to accept desert plants in 
their natural, free-flowing form is a 
challenge for some people. With many 
desert plants, only dead branches 
should be removed, but some trim­
mers tend to give the plants a “hair­
cut,” as Martino says.

As with other landscapes, annual 
grass and broadleaf weeds pose a 
problem in the native plant landscap­
ing. Decomposed granite does little to 
crowd out weeds. Among the com­
mon weed problems are spurge, pig­
weed, crabgrass and Russian thistle.

The most practical way to control 
weeds in desert landscaping is with 
pre-emergence herbicides. “The key 
material we use is Surflan,” says Jeff 
Eggen of Scottsdale’s Eggen Weed 
Control. “For many jobs, it’s the only 
pre-emergent specified.”

Surface-applied as a liquid, Surflan 
can be sprayed safely around the base 
of established plants or broadcast over 
the top. It is labeled for control of 50 
different annual grasses and broadleaf 
weeds and is safe on 175 different or­
namental species.

Occasionally, on a first application 
where weeds are up and growing, 
Eggen uses a tank mix of Surflan and 
R oundup. In one a p p lica tio n , 
Roundup controls the emerged weeds 
and Surflan provides the residual con­
trol to keep new weeds from emerging 
all season.

Education and supply
One of the challenges facing desert 
landscapers remains public educa­
tion.

“ The concept has caught on,” 
Mohlenbrock says. “Grass is ‘out’ but 
what to do next is a question. Educa­
tion of the general public as to what’s 
available is poor.”

The Arizona Nurseryman’s Asso­
ciation is working to change that, 
Mohlenbrock says. Nursery plants 
will be marked with tags indicating 
low water users. The association also 
has worked with a Phoenix news­
paper on articles about selecting and 
maintaining desert plants.

The Desert Botanical Garden in 
Phoenix and the Boyce Thompson 
Southwestern Arboretum in Superior 
display for public view fine examples 
of desert landscaping plants. Supply­
ing desert plants also ranks as a chal­
lenge to the Arizona landscape 
industry.

Transplanting desert plants, once 
considered impractical, is becoming 
an industry, Martino says. Now plants 
typically unavailable from commer­
cial sources— large desert trees, 
saguaro, cholla—are salvaged from 
development sites and replaced when 
the development is completed. Or 
they may be moved to revegetate an­
other site.

“There’s a lot of potential as we 
become more aware of how to use it 
and grow it,” Mohlenbrock says. “Ex­
pect to see a lot more creativity in the 
landscape of the Southwest.” LM
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But we can be your No.1 supplier because we are giants 
when it comes to service. Prompt, courteous deliveries 
are made with our own trucks and by our own drivers. 
Whether it's a single pallet or a full truckload, you still get 
the same great attention-all season long! 

So, don't be carried away by inflated claims. 
If you're after super service and great seed 
varieties, give us a call. You'll see... 

we deliver! 

J p ^ l i i a i f e g n i 
• SEEDSMEN • FARMINGDALE, NEW JERSEY 07727 

201-938-7007 
(In New Jersey) 

1-800-243-0047 
(In New Jersey) 

1-800-526-2303 
(Outside NJ) 

(Cascade) International Seed Company 
Jonathan Green's Western Division 

We're not 
the world's 
largest 
seed 
company 




