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Along
sidewalk
cracks

Now’s the time to Remember

ROUNDUP® herbicide for all
kinds of jobs around the customer’s
lawn. Remember that ROUNDUP con-
trols a broad spectrum of weeds, roots-
and-all. With no time wasted on
retreatment, you'll have more time for
new business.

Remember that ROUNDUP stays where
you put it...so there's no washing or
leaching to harm desirable vegeta-
tion. And Remember that ROUNDUP is
biodegradeable and won't build up

tree bases
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in the soil. Thct fcct gives you the flex-
ibility to use ROUNDUP just about any-
where a trimming, edging or weed

problem pops up. Spray with confi-
dence — Remember the ROUNDUP.

Always read and follow the label for Roundup® herbicide.
Roundup® is a registered trademark of Monsanto Company.
Monsanto Company 1989

RIP-9-101D

Monsanto

For complete information on the many benefits of trim-
ming and edging with Roundup, call

1-800-694-4000
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LETTERS

To the editor:

In your December issue,
in the “Problem Manage-
ment”’ section, Dr. Bal-
akrishna Rao comments on
controlling two major turf
pests without mention of
either Banner or Triumph.

In our recently-com-
pleted research study, the
largest ever conducted in
the U.S., Banner gets among

the highest ratings for an-
thracnose control. This is
further supported by Dr. Joe
Vargas' research.

With Trumph, we not only
have a new 24(C) label for all
major turf uses in Florida, but
the product is recognized as
being especially effective on
mole crickets. Triumph will
become a major factor in this
important market in 1989.

While the biological data on

mole crickets is informative,

the recommended alter-

natives for effective control

are not current with the new-
est labels.

Joe Prochaska

Ciba-Geigy

Greensboro, S.C.

To the editor:
I always enjoy reading

Are you fully equipped

Maruyama.

and performance.

lightweight.

cuts.

water.

When your livelihood depends on
your equipment, you can depend on

Whether pest control, landscape maintenance,
nursery or greenhouse operating, produce
growing or farming, you can count on
Maruyama equipment for durability, quality

A Complete Line of Equipment:

®m Sprayers — Manually or gas engine oper-
ated; backpack, cart, or frame mounted.

® Brushcutters — 5 models to choose from
— 18.4¢cc to 40.2cc — low vibration,

® Trimmers — Dual reciprocating blades
15.9¢cc or 24.1cc Mitsubishi drives, clean

® Water Pumps — Three models, 32gpm to
132gpm for irrigation or moving murky

up clumps.

chemicals.
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= Mist Dusters -
dust, or granules.

® Granule Spreader — 18 ft. range, dry
chemical or seed, with tank agitator to bust

Handles liquid spray,

m Blowers — Powerful air blast makes
cleanup jobs easy.
m Soil Injectors — For precise injection of

® And much more.

Choose an International Leader.
Maruyama — producing the very best since 1895.
US. Office: Maruyama U.S. Inc.
15436 NE 95th St.
Redmond, WA 98052
(206) 885-0811
Head Office: Maruyama Mfg. Co. Inc.
4-15 Uchi-Kanda 3 Chome
Chiyoda-Ku, Tokyo 101, Japan

MARLUYAMA .

The very best.
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your excellent publication
and look forward to all the
interesting articles and infor-
mation. [ have a file that I add
to when I see an article worth
saving, and I pull it out of the
magazine and file it for future
reference. I have a degree in
horticulture, but I think I've
learned more from your mag-
azine than from many of the
courses I took in school.

In reference to “Jobtalk”
in the December issue
(“Thorny flora makes a
good-looking fence”), I
can’t see using this plant in
any commercial applica-
tions considering our litiga-
tion-happy society. Install-
ing such a dangerous plant
capable of inflicting “pain
and terror’” in our area
would be considered an ex-
treme liability almost invit-
ing lawsuits. Military
installations—justified—
but not in the public arena
where careless children
and adults abound.

Chuck Wills
Minyard Properties
Coppell, Texas

To the editor:

I was quite pleased to see
the article “Firm Provides
Temporary Help” in Green
Industry News (January,
1989 LM).

The majority of our busi-
ness revolves around mak-
ing permanent placements.
Most of our workers are
looking for full-time jobs
and are willing to relocate
anywhere in the country.

To date, we have placed
workers in 17 states. All
have been documented un-
der the Immigration Re-
form and Control Act of
1986.

In addition to placing la-
borers, we also find em-
ployment for landscape and
irrigation foremen, super-
intendents, production
managers and designers.

We find the biggest prob-
lem facing a potential em-
ployer is which applicant to
choose!

Robert Wingfield
Amigos Empleo Legal, Inc.
Dallas, Texas
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EVERY GREAT PERFORMER
IS A GREAT COACH
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PEOPLE

Beliczky named
marketing director
Mark W. Beliczky has been
named director of market-
ing for LESCO, Inc., of
Rocky River, Ohio.

Beliczky signs on with
LESCO after an eight year as-
signment with ChemLawn
Services Corporation, where
he serves in a variety of cor-
porate and operations man-
agement posts.

David L. Peiffer is the
new director of landscape

M. Beliczky

services and regulatory af-
fairs for the American As-
sociation of Nurserymen.
Peiffer has 12 years of
association management

D. Peiffer

experience, and will

serve as administrator of
the National Landscape
Association and staff co-
ordinator for AAN reg-
ulatory affairs.

Betsey T. Lyon is the
AAN's new director of edu-

J. Albizo B. Lyon

cation and publications.
Lyon is a communications
professional with 10 years
of association experience.
She now edits AAN’s of-
ficial magazine and directs
educational programs.

Joel D. Albizo is the asso-
ciation’s new director of ad-
vertising and public rela-
tions. He was former
director of marketing and
communication for the Na-
tional School Supply and

Equipment Association.

The San Diego office of
Vander Kooi & Associates
hasanew consultant; Kevin
Persons. A landscape con-
tractor for several years,
Persons has been involved
in various residential and
commercial projects, and is
an expert in landscape con-
struction and irrigation.

Brouwer Turf Equip-
ment has promoted Ian
True to the post of North
American sales manager.
True carries more than 10
years of company product
knowledge to his new post
and plans to increase com-
pany sales and strengthen
its dealer network.

Wilbur Mull of Classic
Nurseries has resigned
from the board of directors
for the Garden Centers of
America, having sold his
garden center to business
partner Joe Gayle.

“It would not be right for
me to represent GCA as its
president and be a retailer,”

Mull said.

Oregon State University
student, Gary Yates, has re-
ceived a NOR-AM Chemi-
cal Company scholarship
for the 1989 scholastic year.
The award helps students
meet educational expenses
and is given on several
factors.

William E. Dunn is now
sales manager for Lofts’
Professional Turf Division.
He is responsible for sales
and service to independent
garden centers, the lawn

G. Yates

care industry, landscape
contractors and suppliers,
professional landscape and
athletic field managers and
sod growers.

I. True

fb('
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Big enough. Tough
enough Fast enough.
Efficient enough.
So you’ll make

more than
enough.

TREE TRANSPLANTERS

P. O. Box 608, Heber Springs, AR 72543
5611 South Calhoun Rd, New Berlin, WI 53151
1-800-643-8039 In Wis. 414-679-0318

o




BUILD YOUR PYTHIUM Only GHIPCO ALETTE

fungicide translocates

CONTROL PROGRAM ON A [GEEIEE

FIRM FOUNDAT‘ I()N. If you're like many golf course

superintendents, you rotate

® ® ye
CHIPCO A I | I I E fungicides to reduce the risk of
P disease resistance. But you still

FUNGICIDE

need a “foundation” product you
can count on for effective, long-
lasting Pythium control. And the
name of that product is CHIPCO
ALIETTE fungicide.

Unlike other turf fungicides,
CHIPCO ALIETTE fungicide fea-
tures a unique two-way systemic
action. Once applied to turf, its
active ingredient translocates
downward and upward through-
out each grass plant. The result:
total disease protection from top
to bottom.

In addition, CHIPCO ALIETTE
fungicide offers you 21 days of
Pythium protection from a single
application. Even in hot, humid
weather, CHIPCO ALIETTE fungi-
cide stops Pythium before it gets
started.

Best of all, CHIPCO ALIETTE
fungicide delivers long-lasting
pythium prevention at a down-to-
earth price. In fact, CHIPCO
ALIETTE fungicide is one of your
best fungicide values based on
cost per day of control.

This year, discover the fungj-
cide that’s in a class by itself.
CHIPCO ALIETTE fungjcide.

Rhone-Poulenc Ag Company,
CHIPCO Department, PO. Box
12014, Research Triangle Park, NC
27709.

CHIPCO
ALIETTE

FUNGICIDE

C/RHONE POULENC AG COMPANY
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Please read label carefully and use only as directed
CHIPCO® and ALIETTE® are registered trademarks of
Rhone-Poulenc




You can use Mavrik Aqua

Mavrik Aquaflow is the
1deal insecticide/
miticide for landscape
maintenance.

It is a non-restricted product that is
highly effective against the majority of
insect and mite problems.

There are no phytoxicity
problems. Mavrik® has
been proven safe for
hundreds of plant
species, even when
sprayed right on the
blooms.




flow’ all over this page.

.7

4

Mavrik is also very
concentrated. So you
have less to buy, carry
around, or store. It's
safe to use and Mavrik
leaves no odor and
little visible residue.

2
No matter what kind of insect

and mite pests you come up y
against, hit them with Mavrik 4

Aquaflow. And it'll be over
for them.

See your distributor today.

SANDOZCROP PROTECTION

Use pesticides effectively. Read and follow
label directions carefully.

© 1987 Sandoz Crop Protection Corporation
Mavrik is a registered trademark of Sandoz, Ltd
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RENOVATION TIME

The silver lining to all those clouds we didn’t see last summer is the need
for lawn renovations. And that’s another way for the astute landscaper to
put dollars in the ledger.

any green industry companies
M have scheduled large numbers

of lawn renovations due to the
dry turf conditions left in the blistering
wake of last summer’s drought.

Most renovation work seems to be
occuringin the East and Midwest. For
the southern and western regions of
the country, little rainfall is business
as usual, and irrigation systems come
into play to provide relief.

“We'll probably be involved ina lot
of spring renovations whether we
want them or not,” says Rick White of
ServiceMaster, Downers Grove, Ill.
“There’s a lot of dead grass out there.”

43 o"""ir’.'f“"":"‘ = Joseph Kudwa, president and

— i o A owner of Linden Lawn Care in Michi-
] gan, will have completed close to 200
lawn renovations by summer. Por-
tions of Michigan were slammed hard
by the drought, receiving .83 inches of
rain from May through June. Normal
rainfall for that time is six inches, ac-
cordingto Paul Rieke, Ph.D., at Michi-
gan State University. The Lansing
area also experienced 37 days above
90°F, well above the average 11 days
of above-90 temperatures.

Fulfilling a need
Customers want this service.
“They're coming to us requesting
something be done, and we simply
make suggestions,’” says Kudwa.
Kudwa's company completed about
30 re-dos in the fall, and is expected to
do between 100 and 150 this summer.

Rather than prospect extensively,
Kudwa distributes flyers among his
present customer base, using that
base as a more than adequate source
of renovation income. “We've got
more than we can handle as it is.”

Neuvirth Lawn & Landscaping of
Omaha did very well by overseeding
last fall, when the drought began to
taper off. Frank Neuvirth reports that
his field personnel encouraged his
customers to undergo lawn renova-
tion “because the way things were
going, if we didn’t re-establish their
lawn we wouldn’t have any custom-
ers this spring.”

Neuvirth estimates that 25 to 30
percent of his customers agreed to
renovation last year, despite the fact

Many landscapers did well last fall by making the best of a bad situation: renovating that most have irrigation systems.
drought-stricken turf. Total renovation was in the 750,000
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square foot range.

Neuvirth says “there is quite a nice
profit to be found in renovations.” He
won't be purchasing new equipment
this year. “The amount of time we use
renovation equipment compared to
its cost doesn’t fare too well, espe-
cially when you compare it to things
like mowers. It just doesn’t pay off for
us,” Neuvirth says. He recommends
the new fine fescues to his customers
because of their drought tolerance.

Neuvirth's neighbor to the north,
Leonard Hernoud of Pro Mow in Lin-
coln, Neb., agrees that the drought
created a nice market for lawn reno-
vations last fall. Hernoud’s company
did no advertising and still managed
to drop about 2,000 pounds of seed last
year. He and his customers are getting
away from traditional bluegrass mix-
tures, he says, and are using the hard-
ier, more drought-tolerant tall
fescues. “We definitely did a much
larger percentage of renovations last
year, maybe as much as 75 percent,”
says Hernoud.

Lied’s Nursery of Sussex, Wisc., is
having no trouble selling lawn reno-
vations among its customers, accord-
ing to customer service repre-
sentative Tim Narr.

“Our plan is to focus on our current
market of homeowners, rather than
find new customers,” Narr notes. “We
have the necessary equipment and
chemicals, and staff additions aren’t
necessary.’”’ He uses a bluegrass
blend /ryegrass mixture which has
been in good supply.

Lawn renovations play well in
Peoria, Ill. Dean Ramseyer of D.A.
Hoerr & Sons says many of his for-

eliminate all plant material.

Dean Ramseyer of D.A. Hoerr & Sons
believes cooperative fall rains could
bring good results come spring.

ward-thinking residential and com-
mercial customers also requested
renovations in early fall. And the co-
operative fall weather gives Ram-
seyer reason to believe results should
be good come spring, but he admits his
renovating work is far from over.

“There’s still plenty to be done that
should give us a good start on spring,
and seeding should go well if the
weather is good,” he says. Ramseyer
adds that Hoerr's may also do some
sodding projects if the product is rea-
sonably available.

Though customers indeed want re-
lief from torched lawns, Kudwa
thinks the degree of work will greatly
depend on what kind of budget people
will be willing to set for lawn care
after “the discouraging summer of
1988."

Where do you begin?
The degree of renovation required (do
you start at square one with

Step one of a lawn renovation often involves the application of Roundup to

Roundup?) obviously depends on the
extent of drought stress. As Ramseyer
putsit, “You don't need to kill it if it’s
already dead.” Kudwa uses Roundup
for coarse fescue problems, goes over
the area twice with a slitseeder, then
fertilizes.

“We use a fertilizer that will not
burn the turf, something with heavy
phosphorus and potassium content,
like 18-24-12. If the lawn is over-the-
hill,” says Kudwa, “we explain the
circumstances, and recommend slit-
seeding. One man can slitseed a 10,000
square-foot lawn in half a day.”

Ramseyer’'s crews can slitseed if
plant kills are not total, and lots of
power raking and overseeding will
probably be in order. “But if the lawn
is totally devastated, you're best off
stripping it off and cultivating a new
seed base.”

Though Ramseyer, like Kudwa
and others, hasn't had to do much pro-
moting of the service, he is making
some changes in his approach. He says
recent research suggests the winteriz-
ing family of fertilizers is perhaps the
better way to go for overall root du-
rability and drought tolerance.

“That would be those fertilizers
with lower nitrogen/higher phospho-
rus content. A winterizing product
would be in the range of 14 percent
nitrogen, 8 to 10 percent phosphorus.”
In some cases, Ramseyer says, con-
sumers are going to straight win-
terizer/fertilizer year-long, and not
giving the soil extra nitrogen in the
spring.

Another trend Ramseyer thinks
might be sprouting among two-in-
come families with little time on their
hands is that of using a seed mix that
allows the homeowner to slack off a
bit in watering and fertilizing and still
have something decent.

“That might mean a shift into fes-
cues and perennial ryes,” he says.
“Bluegrass tolerance is also improv-
ing, and the consumer might be hap-
pier if the mix gives them a more
relaxed maintenance schedule.”

Compounded problem
Jay Gilfus, vice president/general
manager at Arbor Heights Nursery in
Webster, N.Y., says Arbor renovated
up to 50 lawns last fall, and he expects
more requests come spring. Three
lawns were total kills, brought about
by excessive thatch buildup of upto1
/2 inches. The thatch acted as an in-
sulator, and the high temperatures
“cooked the grass right off its roots.
“In severe thatch cases we had to
use a sod cutter to strip the thatch off
the lawns, which in some cases can
take hours of labor. Then we'd ver-
tislice or power rake, reseed, then
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make a light pass with the vertiseeder
to work in the seed. Finally, a high
phosphorus fertilizer is added to aid
development.”

For cases of “no thatch, but very
little grass,” Gilfus's crews would ver-
tislice and overseed or use a slicer/
seeder or power rake, rake off the
loose material and reseed.

A majority of the other cases Gilfus
encountered involved maladjusted
pH levels of 7 to 8 pH. “We have heav-
ily limestone-based soils in the
Rochester area,” he explains, “and if
the pH is not adjusted downward with
sulfurora sulfur compound, you have
weak, shallow-rooted turf. Even if
you have the proper fertilizers and
nutrients going into the soil, the high
pH restricts root and soil exchange ca-
pability. Fighting to overcome the dif-
ference makes it difficult for grass to
be hearty.”

Despite the high demand for the
renovation service, Gilfus prefers
more challenging projects, and only
performs renovations as requested.
“It’s not profitable for us,” he says.
“It's a labor-intensive, plain vanilla,
one-shot deal. Still, we will perform
the service to accommodate our
customers.”

It's ““Slitseeding City'" at BGT

THE
MULCHING SOLUTION

Now you can cut mulching time
by up to 75%. And get excellent
coverage that significantly
improves moisture retention
and germination.

All with the Goossen Bale
Chopper. Our “Mulching Solution.”

For complete details, call Goossen
Industries:
Toll-free 1-800-228-6542
(In Nebraska: 402-228-4226)

=(Ge0a0eu

P.O. Box 705 « Beatrice, Nebraska 68310
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“There’s a lot of dead grass out
there,"” says ServiceMaster’s Rick
White. He says he'll be doing a lot of
lawn renovations this year.

Landscaping in Mundelein, Ill. Jim
Biebach says seed is on order, and an-
other slitseeder is on the way to ser-
vice his commercial and industrial
clients.

Biebach believes slitseeding is a
profitable, cost-efficient service,
thanks to new slitseeders on the mar-
ket. “If you do it well, you can have a
standard grass in two weeks,” he says.

Seed availability has not been a
problem, however Biebach has seen
prices go up about 20 percent. “We
passit alongto the customer,” he says,
“but they don’t mind because it (the
cost) can be justified, and it's cheaper
than (installing) sod.”

Business is hot!

Many southern and western com-
panies found the drought posed no
problems because hot weather was
expected. Bret Boland of Lifescapes of
Canton, Ga., says the company did cir-
culate more information on manual
watering, and did more of that service
than usual.

“We also changed our irrigation
management program a bit as far as
tuning more people in to how their
irrigation systems work,” he says.
“The drought situation brought to
light how well we managed irrigation
on the site, pointed out irrigation sys-
tem weaknesses, and gave us an op-
portunity to to sell hand watering to
about five percent of our customers.”

Lifescapes has done lots of over-
seeding, but not total lawn renova-
tions. ““Any established fescue in this
zone has to be overseeded at least
once a year, even without the
drought,” explains Boland. “The heat
down here regularly results in thin-
ning turf.”
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Messer Landscape of Staunton,
Va., doesn't see a big demand for lawn
renovation from its commercial or
homeowner accounts. Says customer
representative Don Esch: “We don't
do a lot of lawn reseeding. It’s not all
that profitable, frankly.”

He is recommending his customers
go with fine-bladed and turf-type tall
fescues. “The fescues did fairly well
last year for the most part,” says Esch,
“but we had problems with Kentucky
bluegrass.”

Related issues

As an off-shoot of the drought stress,
Gilfus says he found grub control to be
tougher than usual:

“The grubs burrow deeper to find
the moist soil, making it hard to reach
them with chemicals.”

Jim Biebach of BGT believes the
drought of ‘88 pointed out the need for
more professionalism within certain
companies seeking a fast buck.

“Too many companies are cutting
and running, not pointing out the
drought stress problems. I drive by
sites all day long,” reveals Biebach,
“and watch the leaves fall off the
trees. Maybe customer budgets don’t
allow more maintenance.”

He admits that sprinkling bans
were perhaps a factor depending on
location, but he was able to easily sell
manual watering. ““It was unbelieve-
able the number of water tankers we
had going,” Biebach recalls, thanks to
the company’s private lake. “It's an
expensive service, but if you're
knowledgeable, you can convince a
customer to water manually.”

Rain in ‘89?

Will drought conditions return in
19897 Norton Strommen, chief mete-
orologist with the World Agricultural
Outlook, does not offer any predic-
tions, but he says soil recovery is
going well in most of the country.

“The Mississippi Delta up through
the Ohio River Valley and the Great
Lakes area has had a good moisture
recharge,” reports Strommen. “And
in the West, the cumulative snow
pack for the season—which provides
the runoff that fills irrigation reser-
voirs in the spring—is at or above nor-
mal.”

Of concern is the western Great
Plains states, from the Canadian
border to down to Texas. which have
escaped much winter snow and fall
rain.

Strommen adds that history has yet
to record two consecutive major
droughts, and prospects are for signifi-
cant improvement. However, the
mild winter could lead to greater in-
sect problems in 1989. LM



