David Kroll, CGCS, inspects one of 18 PennLinks greens at Wilmington CC, Delaware

PennLinks creeping bentgrass —

working wonders at Wilmington

New bentgrass variety pro-
vides a truer putting surface
at Wilmington CC.

When David Kroll, CGCS, was
dealt the problem of bentgrass

This Wilmington green was seeded

in early '60s with poor quality seed
Jfraudulently labeled Penncross. All the
greens deteriorated to the point that
they had to be entirely renovated.

deterioration on the greens of this
prestigious country club, he called
in the experts to help. The greens
could not be salvaged, so they
were treated with methyl bromide
and completely re-greened.

Dr. Joe Duich, Penn State Uni-
versity, suggested seeding with a
bentgrass coded PSU 126.

Two and a half years later, the
greens look great and with
PennLinks’ more upright growth
pattern, putt like a dream. That
experimental variety is now
named PENNLINKS, and is avail-
able inlimited quantities.

OREGON CERTIFIED

CREEPING
BENTGRASS
PVP Applied For
2518S NET WT. - 11.35 kg-

Available in limited supply this fall in
the re-usable 6 gallon “PENN PAIL.”

|




Look closely at this course. No dollar
spot in sight. Not even resistant dollar
spot, thanks to Rubigan.

Rubigan controls dollar spot on your
tees, greens and fairways for only about
10 cents per 1,000 square feet per day.
That's all. And you get a full 28 days
control with just one 0.4 oz. application
per 1,000 square feet.

Now look closer. Notice there’s also
no fusarium blight, necrotic ring spot,
summer patch or take-all patch. And
no large brown patch, either, with a
Daconil 2787® tank mix.

Only Rubigan is labeled to prevent

and treat all these harmful diseases. No
wonder Rubigan is the superintendents’
choice for dependable dollar spot control
in all types of weather.

This year, make your course look this
spotless. Make it dollar spotless with
Rubigan. See your Elanco distributor.

Or call toll-free: 1-800-352-6776.

Elanco Products Company
A Division of Eli Lilly and Company

Lilly C
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Dollar spotiess.

Dollar for dollar, nothi

controls

dollar spot better than Rubigan.
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A quality cut

isn't the only thing
it's designed to
leave behind

Make no mistake.

The John Deere 756 and 856 are turf mowers
first. Good ones. But what makes these two mowers
even more attractive is their ability to do more than cut
grass.

With the rear cutting unit removed (a job that
takes less than 5 minutes), the 756 and 856 can do
extra duty carrying rear-mounted implements.

Both feature Category 1 3-point hitch capabil-
ity and drawbar. So, when needed, you can quickly put
attachments like aerators or spreaders to work.

For mowing, the 756 and 856 both feature three
30-inch cutting units. All are hydraulically driven to
deliver better quality cuts in long grass, wet conditions,
or over contoured terrain. Places where ground-driven
reels fall short.

Individual control of left, right, and rear cutting units
also makes them perfect for areas where mowing
around obstacles 1s a must.

Talk to your John Deere distributor today
for more information on these multifunctional mowers.
Or, write John Deere, Dept. 956, Moline, IL 61265
for a free brochure on all of John Deere’s Golf and
Turf Equipment.

The 756 and 856 both feature a
Category 1 3-point hitch capabil-
ity to carry attachments like the
o John Deere 206 Spreader or
g 260S Shatter Aerator.

Standard drawbar on 756 and 856
allows you to pull implements

like the John Deere 140S

Shatter Aerator. 5

Nothing Runs
s Like a Deere
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25 COVER STORY:COOL-SEASON INSECT CONTROL GUIDE

Here's what's new in cool-season insect control: Triumph has finally
received a label; diazinon can no longer be used on golf courses; and
nematodes may control insects biologically.

34 NOT SO FAST

Opinions on green speeds vary as much as the management practices
themselves. In the following, a few superintendents reflect on the trials
and tribulations of managing greens in the face of pressure from players.

40 A GUIDE TO LAWNGRASSES

Confused about which new turf varieties will work best for home lawns?
The executive director of The Better Lawn and Turf Institute tells what to
look for in choosing good grass.

48 DISEASE GUIDE FOR COOL-SEASON TURF

No fungicide offers a complete spectrum of turf disease control. But, for
most diseases, a range of reliable products is available and (in spite of
enormous development costs), the introduction of new materials
continues.

56 VALUING YOUR COMPANY

If you are thinking about selling your landscape or lawn care company,
how do you determine how much to ask? Or to expect from the potential
buyer? These formulas should help you get in the ballpark, anyway.
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THE ORTHENE
MACHINE
PROTECTS TURF

P! N> TS
MEAN. | il °  MID

°

o chﬁi?si @ Reduces need for bulky
mole crickets’ protective equipment?

and fire ants.

Low toxicity
to wildlife.

Continues to —
work systemically
by remote control.

Convenient-
to-use soluble
powder. Compat-
ible with most
insecticides and
fungicides—
gentle on turf.

Sprayable by
vehicle or on foot.

4

Once spray dries
you can re-enter
treated area

Gives effective, immediately—
E' ‘broad-spectrum ideal around golf
~ control of courses and parks.
- armyworms,
' leafhoppers and _
greenbugs.

\«"

=y L\ —
| : ‘t »‘ﬁ\
'Refer to state requlations. ‘

Avoid accidents. For safety, read the entire m“u omENE
label including precautions. Use all chemicals Chanrdn Chis I

only as directed. Copyright © 1988 Chevron mica

Chemical Company. All rights reserved. Company TURF, TREE &ORNAMENTAL SPRAY
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NEWS/TRENDS ............

LM

Industry needs to join forces

B Words from Larry Scovotto, executive vice president of the
American Association of Nurserymen:

‘A great deal of work needs to be accomplished on behalf of the
landscape industry. The residential landscaper, the landscape
contractor and the interior landscaper need to join forces in a
unified business and marketing effort to make the commercial
sector and the general consumer more aware of the value and
necessity of landscaping.

“On the national level, there is a big job to be done in residen-
tial, commercial and governmental business promotion on behalf
of landscaping. People at all levels need to be educated to perceive
both the need and value of landscaping. The expectation of land-
scaping throughout our daily lives must become a part of a new
national culture.”

Governmental sales growing?

M Sales of turf supplies to landscape managers in the government
sector will be a growing area in the next few years, according to
James I. FitzGibbon of Lesco Inc.

“Government, school and institutional sales has the potential
to be a big revenue-producer for us in the near future,” he told
company employees and suppliers recently.

FitzGibbon made the comments at the company’s annual sales
meeting in Sebring, Fla. which featured two days of trade show
exhibits. Seminars were conducted by Ciba-Geigy, American
Cyanamid, Elanco, Hoechst-Roussel and Mobay.

Construction up, down

M A construction boom is seen on college campuses in the next
five years, but the overall construction outlook for 1988 doesn't
appear as rosy.

According to The Chronicle of Higher Education, “a survey of
college planners found that about 60 percent saw the need for new
or modernized facilities on their campuses as ‘extremely urgent’
or‘very urgent.”” Why? Because the facilities built during the first
post-war baby boom in the 1960s are reaching the end of their 25-
year life expectancy.

However, the overall 1988 construction picture is not good,
according to George Christie, vice-president and chief economist
for McGraw-Hill Information Systems. ‘“Lower interest rates,
more than anything else, will make the difference between a
shallow and a steep decline of construction activity” this year.
Projection is that the total 1988 construction contract value will
drop three percent lower than last year’s $248.4 billion.
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One great discovery deserves another.

We call ours the Kubota F2000 front mower.
With a flip of a lever you’re in 4-wheel
drive, making fast work of those nooks, cran-
nies, curbs and curves you can’t landscape

into submission.

Add front wheel differential lock, a 20-
horsepower diesel engine, and travel speeds
up t0 9.5 mph, and it flies in the face of rain,
snow and mud. With Kubota-like ease.

It has a hydrostatic transmission to spare

1988 Kubota Tractor Cor;

WE BUILT OUR MOWER ON THE

you the trouble of clutching. Rear-wheel
power steering and independent front
brakes for precision maneuverability. And
your choice of 60" or 72" mowers, a sweeper
or snowblower. All lifted hydraulically.

Next time your turf throws you a curve,
let our F2000 straighten it out.

Send for our free Grounds Maintenance
Equipment Guide, by writing to Kubota
Tractor Corp., P. O. Box 7020-A, Compton,
California 90224-7020.
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GREEN INDUSTRY NEWS

GOLF

Keeping your course secure

Vandals used to be a problem at Chic-
asaw Country Club in the Memphis,
Tenn., area. No longer.

Jim Harris, Chicasaw superinten-
dent, has some tips on how to keep
undesirables off golf
courses, especially in
urban areas. They
focus on *‘pre-
venting rather =
than apprehen- ==
ding and pro-
secuting.”

@ If an inci-
dent takes
place and the ==
culpritisnotap- —=
prehended, keep ——=
it out of the me- —
dia. This takes
away his satis-
faction. =

® Have members ——
keep valuables at home or
in the locker. A number of players on
his course had been robbed during
rounds.

@ Hire highly visible, uniformed
security guards.

@ Cover drain ducts with grates to
keep people from crawling in through
them and enclose the course in fenc-
ing with barbed wire on top if
possible.

® Make sure everyone on the

course can be identified: members,
maintenance crew and caddies. Uni-
forms for maintenance crews are a
good idea, Harris says. Question any
unaccounted for people on the course.
® Control all
course entrances
and hire 24-hour se-
curity for the front
gate, closing almost
all the gates.
There are, of
course, some prob-
lems in taking these
measures.
“Locked gates
meant vendors
had to go to the
front office and
then be let in,” Har-

shop couldn’t sell
orange shirts because this
was the color given to the mainte-
nance crew.

COMING IN JUNE

@ Aquatic weed control
® Warm-season disease guide
@ Aerification/dethatching

Dr. Robert Shearman

RESEARCH

Potassium prominence
growing in turf care

As more research is conducted, re-
sults are showing more benefits of po-
tassium use.

Within the turfgrass plant, potas-
sium helps with sugar transporting,
starch formation and enzyme activity.
It also influences the opening and
closing of stomata.

Studies conducted at the Univer-
sity of Nebraska on Fylking Kentucky
bluegrass show that potassium in-
creased root density and depth. “With
increased potassium, wilting tend-
ency is lower because of the de-
creased water use rate and deeper
rooting,” explains Robert Shearman,

continued on page 18

LANDSCAPING

Sixty-seven companies made
Lawn Care Industry’s second an-
nual Million Dollar Mowers List,
representing more than $170 mil-
lion in mowing/management
revenue in 1987.
Mowing/management reve-
nue is that which is billed for
mowing, trimming and clean-up
services. Billings specifically for
chemical applications, landscape
installation, design and tree/
shrub care are not included.
Fourteen companies joined
the list this year. Two companies
dropped off. Environmental Care
(Calabassas, Calif.), The Brick-
man Group (Long Grove, Ill.) and
Lancaster Landscapes (Arlington,
Va.) held their respective first,
second and third place rankings

‘Million Dollar List’ led by Environmental

IJAWN (ARE INDUSIRY

Serving lawn management and chemical lawn care professionals

from last year. The rest of the top
10: 4. Northwest Landscape In-
dustries (Tigard, Ore.), 5. Oyler
Brothers (Orlando, Fla.), 6. (tie)
Maintain (Dallas, Texas)and Cag-
win & Dorward (Novato, Calif.) 8.
Las Colinas Landscape Services
(Dallas, Texas), 9. AAA Lawn In-
dustries (Tucker, Ga.), 10. (tie)
Shearon Environmental Design
(Plymouth Meeting, Pa.), Pam-
pered Lawns (Houston, Texas).

The companies averaged ap-
proximately 20 percent growth
over 1986.

Company representatives at-
tribute the growth to a con-
tinually wider demand for their
services.

“I think developers are more
aware of the need for curb appeal,
selling their project as the people
are walking in the door,” says
Scot Davis of Davis Landscape
Contractors.

‘“Maintenance is a market
that’s really growing,”” adds
Wayne Richards of Cagwin &
Dorward.

—Elliot Maras
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