‘CUT YOUR TURF PROBLEMS
DOWI\I i SIZE

UNIQUE TRIMMING YEAR-ROUND
CAPABILITIES : VERSATILITY

Your search for a high capacity mower encompassing A foot pedal controlled hydrostatic transmission

a one man operation is now concluded. The Hydro- affords variable mowing speeds as well as transport
Power 180 with its 15 foot hydraulically driven rotary speed to insure maximum travel time between the
mower has a mowing capacity of up to 11 acres an job sites. The Hydro-Power 180 offers year-round
hour while incorporating rear wheel steering for versatility with a 2-stage, 73"’ snow blower and
maximum maneuverability. Cutting units are designed heated cab.

for maximum floatation and may be used individually 18155 Edison Avenue
or in any combination of the three. Manufactured by Chesterfield, Mo. 63017
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when he sees the golf construction in-
dustry harken to the call for more
courses. -

“The industry recognizes the va-
lidity of the NGF’s research, which
indicates that there are some very
strong golf markets out there,” he
notes, “and this is demonstrated by
the number (of golf courses) under
construction and recently opened.”

Financially speaking

California’s Palm Springs area, long a
premier golf mecca, has a thirst for
more public courses that won't take a
divot out of middle-income pocket-
books. Bob Stucynski, superintendent
at Ironwood Country Club in Palm
Desert, notes that the surrounding
Coachella Valley has only six or seven
public/semi-public courses that
charge from $25 to $50 a round. The
yen for private, residential courses
seems to be driven by developers’ de-
sires for quicker investment returns.
Much of the thinking, according to
Stucynski and other supers, is that
with high land prices and no housing
developments to provide extra in-
come, the lag time before a public
course can be successful is a million
yards long. A public course built for
$2-4 million would take 10-15 years
before becoming profitable, especially
with low green fees.

“Even if you run 380 rounds
through each day,’”’ reasons
Stucynski, “you still have operational
budgets (which will vary), depending
on what condition you want the
course to be in. Let’s say your mainte-
nance and pro shop operation costs $2
million per year, with salaries. You've
got to generate $2 million worth of
outside play. Where are you going to
get the money to pay off the initial
premium?”’

Public courses work

Funding is the biggest bunker to clear
when it comes to development, and
the combined resourses of multi-in-
vestors can make it easier.

More private investors have to be-
come aware of the money-making po-
tential for new courses.

“No question about it,” says Tom
Haugen, of Stonebrook Golf Course in
Shakopee, Minn. when asked if a pub-
lic course can be a more profitable
venture.

“You've got so many more people
todraw from.” states Haugen. ‘“People
don'’t like to play 20 rounds of golf at
one place (as do members of a private
club). It’s an easy way to set up a golf
course, with virtually no advertising
other than to announce that you're
open.”

Jerry Lemons, superintendent at
Tennessee’s Old Hickory Country
Club: “The business has been looked
at by owners as an ‘ego-driven’ enter-
prise rather than one by which
owners can profit.”

How much money can a public golf
course make? “If you can keep land

hire a lot of lawyers and environ-
mental engineers, and face a two- to
three-year permit process before you
can even break ground. In many cases
the privates have access to more fi-
nancing, but that’s a generalization.”

But to some experts, the “members
only” golf course is not an absolutely
more profitable way to play the game.
Golf course architect Michael
Hurdzan serves as president of the
American Society of Golf Course Ar-
chitects. Hurdzan believes there is a
mistaken belief that a golf course de-
veloped in tandem with housing must
someday become a private course in

- [
Florida golf course designers Lloyd (left) and George Clifton believe in an
“absolute need” for more public access courses in the state, just as in the U.S.

N g
Bob Stucynski says that, for quicker
investment returns, developers build
residential courses. Wholly public
courses don’t prove as profitable as
soon.

and construction under $2 million,”
insists Lemons, “you can pay for that
course in five years.”

Butisitindeed that quick a return?
According to Pat Jones, director of
communications for GCSAA, a public
course can be a hard row to hoe.

“It takes quite a bit of capital to
work for two or three years in advance
of construction,” reminds Jones. “To
go through the permit process, to com-
plete environmental audits, and deal
with the government, you've got to
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order to exist profitably.

“Primarily,” states Hurdzan, “golf
development is in the golf resort and
second home market. That doesn’t
mean the most demand is there; that
simply means that that’s the easiest
way to develop.”

According to Hurdzan, *20 percent
of the people who buy homes in a golf
course development play golf. The
other 80 percent want the amenity of
not having neighbors; they just want
to sit on their patio (and enjoy the
view).”

“We in the golf industry can
make the boom continue for a long
time,” Hurdzan warns, ‘“‘or we can
kill it by charging too much and try-
ing to put too many people on too
few courses.”

The average golfer needs the help
of the golf course construction indus-
try. A developer in suburban Chicago,
for instance, says golfers at courses
there constantly face long lines.

More groups of private investors
looking for a long-term commit-
ment are needed. Those who will
build the course and manage it for a
long term. It can be done, and is in
the best interest of golfers every-
where serious about the game.

continued on page 24
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Prove it
yourself!

Introducing PRIMESTAN . . . exclusively from Stanford Seed. Quality first! The seed that is chosen for PRIMESTAN must be

Plant on a Monday and see the green results in one week or among the very best available. Stanford Seed has chosen the bold,
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dis - BEESS T MRS e e variety, Gnome Kentucky
PRIMES FAN 15 a 'state-ofv [ Bluegrass to introduce PRI-
the-art matrix priming proc- "’Please send me a PRIMESTAN Data Pack.”’ MESTAN. As an advanced

ess which brings turf seed

- . generation bluegrass, Gnome
to an animated state . . . just

is consistently in the top

waiting for water, warmth NAME rankings of turf trials
;md oxyfgertl to };:roduce lush throughout the United States.
awns fast when you are COMPANY, CLUB, CEMETERY, INSTITUTION

ready. It is not a seed coat- g ok, oA B g

ing p}rocess or anything else ADDRESS Kem'ucky Bl.uegrass A
you may have heard about. days! Prove it to yourself . . .

TOWN/CITY 7P today.
Turf Professionals, like VL

yourself, can see dramati- |

cally improved germination > o > & Div
that delivers thicker, lusher, ® S g
greener lawns FAST! Ken- & &anhdsew Muddy Creek Road

tucky Bluegrass in 7 days or Denver, PA 17517
less instead of 21 to 28 . . . Stanford Seed, 1989

Circle No. 120 on Reader Inquiry Card

DECEMBER 1989/LANDSCAPE MANAGEMENT 23



Pat Jones

l (R \
Michael Hurdzan

Brice Gordon

TRUTHS AND CONSEQUENCES

Chemicals were favorite targets for environmentalists during the 80s. The future
holds more of the same scrutiny.

“Be prepared,” says Jerry Lemons of Old Hickory Country Club. “When
there’s a tragedy, it jumps out at us. That's when we in the business get hurt the
most. Pesticides are guilty before proven innocent.”

GCSAA's Pat Jones says resistance from persons who do not want to see a golf
course built in their neighborhoods is a towering hazard many developers must
clear to reach the green. And the best defense is to stay one step ahead.

“GCSAA'’s role,” explains Jones, “is to educate the public, develop factual
information and data, and prove to the public and government regulators that golf
courses are safe places to be, are not damaging to the environment, and—if
anything—are an environmental benefit.”

Remembering the drought of 1987-88, superintendents want more sensitized
irrigation systems that conserve more water. Systems are now hooked into
weather stations that adjust the watering cycle based on daily evaporation rates;
soil sensors corroborate with weather system information.

“We're seeing the trend to double- and triple-row irrigation,” says architect
Michael Hurdzan. “We're going to two or three systems of sprinkler heads around
a green as well.”

Lemons says the cost of lightweight mowers can outweigh the gains.

“On warm-season grass courses especially,” he says, “wear and tear is not as
critical as on bentgrass fairways. In the South, it’s been one of those fads that has
pushed down our way. You can still use the tractor-type mowers, and maybe go to
a 10-bladed unit rather than a seven-bladed one.

“We've got 120,000 square feet of greens,” says Lemons. “And we want to
maintain high stimpmeter readings. Smaller triplex mowers are used on greens
and approaches. We have Bermuda fairways, and we overseed with rye in the
fall. By the time we get the Bermuda pumped up to take over the rye, we're on a
five-day cutting schedule.”

“The competition has forced us to lightweight mowing of fairways," says Brice
Gordon of the Audubon Country Club, Louisville, Ky.

“You've got tremendous-looking courses out there,” says Gordon, “thanks to
the new varieties of grass and new equipment. It's a positive development. We
now mow fairways six times a week at %-inch. People want that quality.”

Hurdzan also notices greens getting flatter, but not without drawbacks.
“Lower cutting heights are due to less slope. They’'re mowing so close that if we
put very much pitch to a green, the ball starts rolling too much. So we're forced to
design flatter greens.

“Consequently, the flat greens don’t have surface drainage. And shots don’t
hold as well, so superintendents are forced to over-water. Before, we could bank
them. All the water goes through the soil profile, so we have more disease
problems as a result of that."”

The solution then is to increase the infiltration rate of greens, to dry them
down.

Rolling mounds, wrap-around bunkers and elaborate water hazards have
satisfied golfers’ desires for challenging (some say impossible) shots and beautiful
scenery. But design often becomes a game of one-upmanship, leading to time-
consuming, costly maintenance.

Jones believes that with the heavy public demand for golf there follows a
demand for relatively inexpensive tracks of $2-4 million. “Without proper main-
tenance and a proper superintendent, the more expensive courses can be difficult
to maintain. You might spend $1 million a year to keep the place going.”

Lemons recently re-designed and rebuilt the greens and bunkers of Old
Hickory Country Club in Tennessee. He believes that many current designs
neglect maintenance concerns, and will frequently build huge mounds into
designs “to keep up with the big boys.”

Lemons asks, “How long can the course be maintained at the dollar figures that
are received from public golfers? Big-name designers spend upwards of $6
million, and often create nightmares for maintenance.”

Lemons is using foresight. His concern is the capital required to maintain that
look. “If the economy goes bad in the future,” Lemons asks, “can we afford million
dollar maintenance budgets?”

The answer: “Design for maintenance, and realize that form follows function.”

—Terry Mclver(J
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ROUND-UP

Improve golf course appearance

Learn how 1o control 44 tough
broadleaves such as ragweed, plantain,
spurge and chickweed with new
Gallery™ preemargence herbicide.

Dow Elanco and Company

4040 Vincennes Circle, Suite 400
Indianapolis, Indiana 46268 USA
1-800-352-6776
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Improve turf health. Free guide
describes how you can control 14
major turf diseases and three
ornamental diseases with one product
— Rubigan®.

Dow Elanco and Company

4040 Vincennes Circle, Suite 400
Indianapolis, Indiana 46268 USA
1-800-352-6776
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Improve floral beauty. See how 10
prevent over 50 unsightly weeds in
ornamentals with Surflan® or XL ™,
Gentle enough 10 spray over the top

Dow Elanco and Company

4040 Vincennes Circle, Suite 400
Indianapolis, Indiana 46268 USA
1-800-352-6776
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Improve turf quality. Find out how 10
make turf denser and darker green
with less mowing and watering with
Cutless® turf regulator,

Dow Elanco and Company

4040 Vincennes Circle, Suite 400
Indianapolis, Indiana 46268 USA
1-800-352-6776
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DOGGETT

Six different fertilizers for trees. All
contain a good balance of slow & fast
release nitrogen and all contain iron,
copper, manganese, & zinc. These
products were designed for hydraulic
injection into the soil, in the root
zone.

The Dogget Corporation
30 Cherry St.

Lebanon, NJ 08833
(201)236-6335
Fax(201)236-7716
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Mobay Corporation has literature on
its full line of turf and oranamental
products. Brochures contain technical
data and information on handling,
application and storage of each
product. Mobay manufactures turf
and ornamental fungicides,
insecticides and herbicides.

Mobay Corporation
Specialty Products Group
P.O. Box 4913

Kansas City, MO 64120
(816) 242-2333

Circle No. 160 on Reader Inquiry Card
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Sprinkler manufacturer Hunter
Industries’ new 32-page 1990 irrigation
products catalog, illustrates Hunter
sprinklers now available in the
Professional Series, designed for
residential and commercial applications,
and the Institutional Series, used on
sports fields, golf courses and public
areas. Performance charts with water
distnbution data are supplied for each
sprinkler model, along with information
on matched precipitation rates.

The Hunter Industries
Communications Department
1940 Diamond Street,

San Marcos, California 92069,
619-744-5240, Fax:619-744-7461
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BONANZA

TURFIYPE
TALL FESCUE

BONANZA TALL FESCUE, CREW-
CUT DWARF TALL FESCUE,
VANTAGE PERENNIAL
RYEGRASS AND MAGNUM
BRAND PERENNIAL RYEGRASS
OVERSEEDING BLEND are among
the exceptional ryegrass seed line-up
produced by Proprietary Seeds, Inc.
Contact Proprietery Seeds for product
information and distributors in your
area.

PROPRIETARY SEEDS, INC.
2882 Howell Prairie Rd. NE
Salem, OR 97305
1-800-228-4119

FAX 1-503-585-3273

Circle No. 162 on Reader Inquiry Card

RIGHT COLRSECOLORYOUR
WAY FROM T IOGREEN

BLAZON® SPRAY PATTERN
INDICATOR is a non-staining
colorant offered for broad use in turf
management to show exactly where
pesticides are being applied. In many
applications Blazon saves more in
reduced waste than it costs 1o use.

Milliken Chemical
Box 817

Inman, SC 29349
(800)845-8502
Fax:(803)472-4129
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ROOT GROWTN ENMANCLR

ROOTS™ Root Growth Enhancer A
natural biostimulant for reducing
transplant loss in trees, shrubs, and
sod. Use in all plantings and new
seedings to start new root growth
quickly. Use ROOTS™ to increase
plant resistance to drought, heat, etc.

ROOTS Inc.

25 Science Park

New Haven, CT 06511
(203)786-5295
Fax:(203)786-5297
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G wrucial mocCTE

Distributor of Professional turf, tree
and ornamental products: fertilizers,
insecticides, herbicides, fungicides,
irons, adjuvants, product/program
consulting and other special services.

SDI offers over 80 models from 50
thru 1000 gallon size, featuring
custom molded fiberglass tanks,
exclusive self lubricating mechanical

agitator, and various pump and power

IRV RSN H Y PR " options 10 cover most spray
Like Vo, UAP SPECIAL PRODUCTS applications.
Wele (ameptted P.O. Box 1467
(ewmg Fremont, NE 68025 Spraying Devices Inc.
800-833-4UAP P.O. Box 3107
402/727-8689 Visalia, CA 93278
(209)651-1306

Circle No. 167 on Reader Inquiry Card Fax: (209)651-5024
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&
Seed Research of Oregon offers a PERMALOC ALUMINUM
complete line of improved, top EDGING is a heavy gauge permanent
quality, low maintenance turfgrasses. landscape edging offering easy

Many of their varieties have high
levels of edophytes for improved
stress tolerance and insect resistance.
These products are available through
their network of distributors.

Seed Research of Oregon, Inc.
P.O. Box 1416

Corvallis, OR 97339
(503)757-2663
Fax:(503)758-5305

Circle No. 165 on Reader Inquiry Card.

llation, low mai ¢ and

lasting beauty. Available finishes
include mill, black dura-flex (painted)
and black anodized finishes.
PERMALOC is available in 1/8" or
3/16™ thickness by 4" and 5 1/2"
depths.

Permaloc Corporation
13505 Barry St.
Holland, M1 49424
800-356-9660

Circle No. 161 on Reader Inquiry Card

Fasl Easy Brantijnt Woming

WALKERTE=MOWERS

Walker offers a very compact,
mancuverable rider mower for use by
commercial operators. Unique
features such as built-in grass
collection system and direct (no
chain) dual hydrostatic drive are
targeted for the demands of
commercial mowing. Available in 11
or 16-HP models with 36,42 or 54-
inch front mounted mowing decks.

Walker Manufacturing Company
1839 East Harmony Road

Fort Collins, CO 80525
(303)226-1514
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CORE AERATION AT A FASTER
PACE. Triple your profits with the
Feldmann Pull Behind Gang System.
Pull with approximately 20 HP utility
tractor for wider and more
comprehensive coverage. Core aeration
encourages healthy turfand a
subsequent resistance 10 discase.
Increases moisture infiltration and
rooting. The 2340-32" units ganged in
three will encompass an area of eight
feet. The 2340-48 ganged 1ogether will
cover an area of eleven feet, nine inches.

Feldmann Engineering &

Manufacturing Co., Inc.,
520 Forest Avenue,
Sheboygan Falls, W1 53085-0908
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The
Professional
Landscape
Fabricthat's
easier to
install. _

Reemay, Inc. offers a 12-page installation
brochure and products sample for its
Typar® Landscape Fabric. This Fabric
is lightweight, tough, permeable
spunbonded polypropylene fabric
which helps minimize landscaping
maintenance by blocking weeds. It
allows air, water and liquid nutrients
10 pass through to plant roots, and is
used in landscaping beds, as plant/pot
liners, under brick or block patios and
walkways, behind retaining walls and
under wooden decks.

Reemay Inc.

Industrial Road

P.O. Box 511, Old Hickory, TN 37138
Fax: (615)847-7068
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Our Newest PROFESSIONAL
LIQUID FERTILIZER, 18-3-6 with
50% SRN and micronutrient blend is
ideal for those special turf and
ornamental applications. This Non
burning solution will go thru the finest
spray and injection equipment
without clogging or settling.

Growth Products, Ltd.
P.O. Box 1259

White Plains, NY 10602
1-800-648-7626
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CoRoN Corporation, “The Leading
Force in Controlled Release
Nitrogen,” offers the green industry a
concentrated clear liquid nitrogen
fertilizer solution that is both slowly
available and non-burning. CoRoN
can answer your liquid fertilizer
questions on the wide-range of turf
and ornamental feeding practices.

CoRoN Corporation

P.O. Box 198

Souderton, PA 18964
800-338-0836, 215-723-5099
Fax 215-721-2800

Circle No. 150 on Reader Inquiry Card

Place your
next Brochure
ad here




apid growth for the landscape
R industry will continue into the

next decade. Opportunities
exist for the industry to double in the
next three years or sooner. Being able
to secure some of this available busi-
ness will mean that you need to de-
velop your management to take
advantage of the growth.

What is the outlook for 19907 Is this
an industry where diversifying com-
panies are likely to expand? Will it be
an industry where new companies
can find an opportunity? What will
happen to the quality of service as the
industry expands?

Residential, commercial

Residential occupants are getting
tired of spending time maintaining
their properties externally. In addi-
tion, residential customers of chemi-
cal lawn care companies are starting
to consider outside contractors to per-
form the rest of their landscape ser-
vices. These non-commercial cus-
tomers are realizing that, if they are to
have multiple property services per-
formed on their landscape, it can be
cheaper and more effective to have

SERVICES

DOUBLE

YOUR MONEY:

D$CAP

Our intrepid business expert peeks into
his crystal ball and sees up to 40 percent-
that’s right, 40 percent! — growth in the
landscape market within the next year.

by Ed Wandtke

only one service company.

In the commercial sector, com-
panies that had been maintaining
their own property are starting to turn
to professional service companies.
This is happening because of expand-
ing pesticide regulations. Companies
do not want to worry about liability
issues derived from applying
pesticides. Also, many businessmen
believe that an outside landscape
company can do the job better and
cheaper.

Increased growth, then, will come
from first-time customers and more
residential and commercial custom-
ers seeking outside professional land-
scape services. A 25 to 40 percent

growth in the entire landscape ser-
vices market over 1989 levels is not
out of the question.

New entries

With this growth will come many new
companies. If 1989 is an indicator of
the potential quantity of new com-
panies in the industry, most markets
could double in size. While many of
these new companies often tend to
lower prices for a while, most go out of
business if they are not providing the
service above cost. For most U.S. mar-
kets, the failure rate of these new
companies is often more than 50 per-
cent. These companies often do not
fail because of under-capitalization

28 LANDSCAPE MANAGEMENT/DECEMBER 1989




but rather because of management
incompetence.

Seeing an opportunity in the land-
scape industry will not assure a start-
up company that it will make it. As a
matter of fact, customers will cancel
landscape services because they
failed to provide on a timely basis the
only item they are selling—"service.”
Like many industries, landscaping al-
lows a company the opportunity to
self-destruct because it took on more
work than it could reasonably expect
to service.

Since there is no licensing re-
quirement to provide landscape
services, there is no effective
method to police the industry. This
may change in the future, but for
now there are almost no barriers to
any individual wishing to enter the
landscape industry.

Many companies currently

Landscaping allows a company the opportunity to
self-destruct because it took on more work than it

could reasonably expect to service.

providing some lawn care or tree
services are starting to look at ex-
panding into landscape mainte-
nance. ChemLawn and Tru-Green,
for instance, are testing the pos-
sibility of offering landscape main-
tenance services. And their tests
will probably tell them there is an
opportunity to enter this lucrative
market because it is not now being
fully serviced. In addition, with
chemical lawn care industry’s
slowdown during the past three
years, many companies have diver-
sified into the landscape or tree ser-
vice industries because of their
larger untapped market segments.

Quality control

As the number of new service provid-
ers continues to expand, it will
become important to somehow estab-
lish a determination of service qual-

ity. In professions like plumbing or
electricity, there is a formal training
sequence needed to acquire enough
knowledge to perform the work. At
the end of the formal training pro-
gram, the individual is then licensed
as a master electrician or plumber.

Such a system needs to be devel-
oped for the professional landscaper if
there ever is to be some assurance—
on a state, regional or national basis—
that landscapers are truly “profes-
sional” and command the fees of a
professional.

Quality control in the landscape
industry is a very subjective notion.
Even within a company, the level of
quality provided customers differs
significantly. If your company does
not have written standards of appear-
ance together with pictures of what
the standards mean on a property,
1990 is definitely the year that you

The Growmg Cholce it

Low Maintenance Design  *
Dual and Quad “Hydro-Jet"

Agitation with Verticle Homogenizers

High Speed Mulch Grinder
No Clog Muich Chamber
Direct Drive

WRITE OR CALL TOLL FREE (800) 526-7687

Reinco Hydrograssers and Power Muichers offer you
the dependability you need because they are designed
with the operator in mind. Our Hydrograssers range in

capacity from 800 to 3500 galions and feature easier to
maintain ‘“Hydro-Jet” agitation. Reinco Power Mulchers

utilize time proven straight through drive while the
MB80C offers as standard a vanable speed automated

bale feed system.

B

Remco S

Dealer inquiries invited.

.~
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should put such a quality control sys-
tem in place. If you do not, you will
learn of customers’ dissatisfaction
with your quality when they cancel or
do not renew a contract.

New offerings
For many years, landscape mainte-
nance has meant mowing, edging and
cleaning sidewalks and driveways.
Today, consumers are asking their
landscapers to do more:

@ vacuum parking lots,

G

PLAYING ENVIRONMENTALIST

@ aerate lawns,
® mulch decorative beds,

@ provide vegetation control in
beds,

@ design and install flowering en-
hancement to their properties,

@ prune small shrubs and trees un-
der 20 feet,

@ renovate part of a lawn that has
been damaged,

@ install and maintain irrigation
systems, or

@ re-do plant material that has be-
come overgrown or just needs a new
look.

Opportunities continuing to ex-
pand, and often are limited only by
you not realizing that you could be
providing the service.

So make a point of examining the
opportunities and evaluating your

abilities to effectively deliver the ser-
vices.

Beyond 1990
Asnew equipment continues to be de-
veloped, man and equipment will be
more efficiently mixed to service cus-
tomers. Today there is entirely too
much labor needed to service land-
scape properties. That will need to
change. In the future, property
owners might ask you to design the
property service, and then to provide
those services. A standard of property
management service for commercial
sites might be developed on a national
basis with individuals modifying the
standard based on their budget.
Start looking at what property
management associations are asking
for, and work with them.

VERNMENT:

Landscapers in the public sector have a lot to gain
by educating the public on the importance of their work.

the 1980s never had it so good.

In this decade, the green indus-
try has seen an avalanche of new and
improved products tht kept the lid
on labor costs and bolstered the bot-
tom line.

Two-cylinder, air-cooled engines;
front-deck, hydrostatic mowers and
the inventive use of hydraulics has
made good turf equipment even bet-
ter. And that equipment now borders
on greatness, as manufacturers put
more emphasis on operator-friend-
liness. More comfortable seats, better
maneuverability, and improved
speed and visibility continues to have
a favorable, if immeasurable, impact
on employees.

Chemicals too, have allowed land-
scapers to manage acreage that in the
past would have been too substantial
for today’s smaller crews. The speci-
ficity of today’s herbicides and

I n many respects, landscapers in

by Will Perry, managing editor

pesticides allow landscapers to better
pinpoint targets, reducing rates while
improvingefficacy. Biologicals and in-
tegrated pest management (IPM) are
making their presence felt as well.

Chemophobia’s future

So what do landscape managers in the
government sector have to worry
about? Well, how about ‘““chem-
ophobia’ or today’s tax rollback
climate?

“To be honest I don’t think the fu-
tureis too bright,” says Allan Shulder,
executive director of the Professional
Grounds Management Society. Shul-
der says popular citizen movements
to hold the line or reduce taxes (such
as Proposition 19 in California) are a
threat to government sector land-
scapers, since landscape management
is too often regarded as an expendable
municipal program.

“We’'re usually the first to go,” says
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Shulder. “I can’t explain why that’s
the case, but it is. Right now, the cli-
mate in this country is to hold the line
on taxes or cut them back. I'm not
opposed to that personally, but when
that happens our services are cut.”

Other landscapers, particularly
those caring for universities or school

districts, are more optimistic. Jack
Coffman, of Margaretta Local Schools,
Ohio, says school board members to-
day are more aware of the importance
of well-landscaped building exteri-
ors. “I've been getting real positive
feedback for what I've done here,”
says Coffman. “The board realizes
that only about 30 percent of the
voters in this town have kids in the
schools. The other 70 percent make
up their minds about the quality of the
schools by other means. By seeing
well landscaped buildings they de-
velop positive feelings about the
school system.”

continued on page 32



