MOWING SLOPES
DOESN'T HAVE TO BE AN
UPHILL BATTLE.

The Jacobsen Tri-King 1471 is king of the hill
with exclusive 3-wheel drive.

No other triplex mower flattens hills like the
Jacobsen Tri-King 1471. No-slip direct-drive traction
pump and optional 3-wheel drive take you to the
top while other mowers are spinning their wheels.
And with automotive-type drum brakes, no one lets
you hold your ground better.

With the Tri-King 1471 you get both high perfor-
mance and the legendary Jacobsen quality cut.
Pick either 5- or 10-blade reels to match your mow-
ing needs. Use them in fixed position for higher
cutting, or floating position to hug contours and
eliminate scalping. Time-saving on-machine
backlapping is another Jacobsen advantage.

Operators will like the foot-controlled hydraulic
lift with automatic reel shutoff; and positive aircraft-
yoke-type steering. Together, they deliver the fast-
est, most convenient lift, turn and mow capacity of

mE...

any triplex. Plus, rubber-cushioned isolation
mounting of the engine reduces vibration and noise
for better operator comfort.

The Tri-King 1471 is also tops in serviceability.
Interchangeable reel drive belts make replacement
easy without tools. Ducted air flow keeps the
engine clean and cool. And the efficient drive
system design eliminates constant adjustment
and replacement of drive belts.

Stay on top of your mowing schedule with a
Jacobsen Tri-King 1471. See your Jacobsen distrib-
utor today. Attractive lease and financing plans
available. Jacobsen Division of Textron Inc.,
Racine, WI 53403.

SJACOBSEN

1

Jacobsen Division of Textron Inc
©Jacobsen Division of Textron Inc. 1988
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our course this clean.

© 1988 CIBA-GEIGY Corporation, Turf and Ornamental Products, Bax 18300, Greensboro, NC 27419 Abways read and follow label directions
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HOW WILL YOU
DO THIS YEAR?

The first step in reaching your 1989 goals is to
put together a zero-based budget.

00 many companies in the green

I industry underestimate the

value of a well-conducted busi-

ness forecast. Yet the most successful

companies use forecasting as an impor-

tant management tool and are more

likely to succeed in the long term be-

cause they have a plan to assess perfor-
mance throughout the year.

Without this notion of ac-
countability, management cannot
have a complete grip on the company.

While some companies in the
green industry still operate on a day-
to-day basis, the competitive nature of
the industry today dictates that a fore-
cast be done. The path the company is
to follow needs to be projected into
the future if it is to succeed.

Generally, there are two ways
green industry companies should go
about forecasting this year’s business.
Most have a tendency to forecast judg-
ing by last year’s figures. In addition to
this method, a zero-based budgeting
system should be implemented.

Management information

In order to forecast by using last year's
information, it's important that the in-
formation be in workable form. Too
often companies compile mounds of
data and forget to turn it into usable
information. Some of the key parts of
information you need to note are:

1. Your source of leads. Was it re-
ferral, direct mail, yellow pages, tele-
vision, newspaper, radio, teleselling,
outdoor or advertising in this maga-
zine?

2. Leads by type. How many leads
did you get from each of these adver-
tising vehicles?

3. What was your closing ratio by
source of lead? Did certain types of
leads result in better sales closings?
Referral leads almost always have the
best closing ratio for a service com-
pany.

4.What was your cost per lead?
This figure is the total cost of attrac-
tion divided by the number of leads it
generates.

Rudd McGary, Ph.D., is a senior consultant
with All-Green Management Associates,
Columbus, Ohio.

by Dr. Rudd McGary
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5. What was your cost per sale?
Simply divide your total advertising
cost by the number of closes.

6. Who is selling? Identify the
salesperson who gave you the best
closing ratio and note the type of leads
that were utilized.

7. When did your leads occur?
Using this type of information will
help us get to a zero-based budget.
This simply means that you start with
information on last year’s perfor-
mance and base your forecast on as-
sumptions not linked to the previous
year, but rather to actions you intend
to take this year.

To make this a little clearer, many
companies take last year's sales and
add 10 percent, using this number as
the new goal in a sales area. This may
work for some companies, but it
doesn't indicate how the company is
going to reach these new goals.

If you use a zero-based budgeting
approach you will use information
from last year and interpolate your
management time and skills into the
forecast. Basically you're saying,
“Last year we closed 80 percent of all
leads we got through referrals. We
had 80 referrals and 64 closes to get
that number. This year we are going to
be more aggressive in seeking out re-
ferrals and expect to get more than
150. If we do that and continue to close
at 80 percent, we will close at least 120
new sales this year as a result of ac-
tions we take to increase referrals.”

You then need to plug this number
into the sales line for 1989, with the
appropriate times and sequencing for
referral leads that you know from last

year's information. This is only a part
of the total sales figure, but it will give
you a start on your sales numbers.

At the same time you put this
number in place in the forecast, you
must make sure that you have made
someone in the organization re-
sponsible for getting and closing
these leads. It's one thing to say
you're going to get leads, it's an-
other to get them and to make sure
someone closes them. In other
words, you need to make an action
plan for this particular part of your
sales.

Segmenting targets

Even before the process of forecasting
begins, you need to consider the seg-
ments of the target you want to fore-
cast. In order to forecast correctly you
need to look at last year’s information,
this time with a different view than
that above. The key parts of informa-
tion are:

1. What characteristics of last
year’'s customers are the same? For
example, do your customers live in
the same area in the same type of
house? Do they make the same in-
come? Are they the same age? These
types of questions will help give youa
profile of your past customers.

2. Can you reach the profile you
construct with some action by the
company and how much will it cost?

3. Who will be in charge of reach-
ing these people?

If you take these simple questions
seriously when you are doing your
forecasting, you will be able to assign
responsibility to the sales staff and de-
termine who your most likely cus-
tomers are going to be. Remember,
consumers that are similar to your
current customers are most likely to
buy what you are offering.

You must take both sets of questions
seriously if you wish to prepare a fore-
cast. You need to know who your cur-
rent customers are and understand the
numbers behind how they became
your customers. By putting this infor-
mation together in a zero-based budget,
you will be able to forecast the upcom-
ing year and gain control from a man-
agement point of view. LM
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found a

turf specialist
who1s1n my league.”

Mr. George Toma, World Renowned Turf & Landscape Specialist

Introducing ProHauler.

After more than 20 years in the
turf grass business, I've seen almost
every kind of utility vehicle there
is—from modified golf carts to a
motorized wheelbarrow. But in my
book, the ProHauier by Yamaha
beats them all.

ProHauler is more maneuver-
able than other utility vehicles
because of its tight 84-ft. turning
radius. Its special low gearing is
designed for serious work. Even
with heavier payloads, ProHauler’s
special turf tires and differential
help prevent damage to even the
most delicate surfaces.

With a 400-Ib. cargo capac-
ity and a long, wide wheelbase,
ProHauler has no problem hauling
mowers, irrigation supplies, and
those bulky bags of fertilizer. And
the ability to pull a trailer provides
even more payload capacity.

So when it comes to a utility
vehicle designed with turf in mind,
dont play around in the minor
leagues. Play with a pro, the
ProHauler by Yamaha.

For the location of your nearest
Yamaha dealer and more informa-
tion about the Yamaha ProHauler,
call 1-800-284-1991, Extension 701.

YAMAHA
We make the difference:

ATV s with engine sizes of %0cc o1
Arspgc

Long wheelbase, wider track and
optional stake sides give ProHauler
a400-Ib. cargo capacity—up to
three times more weight than other
vehicles in its class

Circle No. 192 on Reader Inquiry Card

Dunlop turf tires and differential to
protect the grass
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History tells us
- throwing packages into
the water can be
a revolutionary idea.

atriotic colonists really started something
when they threw packages of tea into Boston
Harbor back in 1773. Today, DURSBAN* 50W
in water-soluble packaging is starting a

new revolution in simple and convenient
insecticide handling,

In handy 4-oz. packets that dissolve
quickly and completely in water, DURSBAN
S0W eliminates many problems which have
been bugging lawn care operators for years.
B No mess. No dust to blow around.

m No operator exposure. The chemical
stays in the packet.
B No measuring. Each pre-measured packet

holds exactly 4 ounces; no chance for error.

B No waste. No accidental overuse. .. no
skimping that can lead to costly callbacks.
® No package disposal problems. The

DURSBAN* 50W

TURF INSECTICIDE

Attention: Always read the label before use and care
fully follow all label directions and precautions.

packet dissolves as you mix, and the fiber
container goes in the trash.

Just convenience...and lasting
efficacy. No turf insecticide controls a broader
spectrum of surface-feeding insects than
DURSBAN 50W. And because its a wettable
powder, it keeps working longer than emul-
sifiable concentrates. . . without their solvent
odor. And DURSBAN 50W has an estab-
lished human safety record.

Join the revolution. Throw over
your old insecticide and
switch to DURSBAN
S50W. Eight 4-0z.
water soluble
packets in a
childproof fiber
container.

“Trademark of
The Dow Chemical Company
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THE
UNSEEN
KILLER

oo often when the importance

I of internal soil drainage is men-
tioned, people misunderstand.

That includes some professional engi-
neers and landscape specialists. They
tend to think in terms of the water
they can see moving across the sur-
face. So they work hard to improve
that water’s exit from properties with

Ricks Pluenneke is a plant science consul-
tant to industry and institutions with an of-
fice and laboratory in the Dallas/Fort Worth,
Texas, area. He is also a Certified Profes-
sional Agronomist, Certified Professional
Chemist and Certified Professional Crop
Scientist.

Subsurface drainage is one of the keys to
keeping grass, trees and shrubs healthy.

But without a few ‘tricks of the trade’ suggested
here, it’s difficult to monitor.

by Ricks H. Pluenneke, Ph.D.

concrete-lined ditches, proper slopes
and surface improvements.

They don't realize that water is
also slowly flowing downslope be-
neath the surface where it can run
into concrete curbs and other obsta-
cles that act as dams in its path, caus-
ing it to accumulate and kill plants
growing there.

Plants as traps

Concrete ditches and drains help, but
they still don’t directly address some
of the drainage problems we often
build into our landscapes. Water often
lies trapped in subsurface depres-
sions. These are created by digging

holes in tight soils like clay, and then
backfilling them with mixtures of
sandy loam, organic material, gravel
and all kinds of “improved” backfill
combinations. These traps are often
freshly-dug tree or shrub pits, re-
cessed flower and groundcover beds,
and similar areas in turf that have
been “improved” by backfilling with
“better” soil.

Soils, to varying degrees, are com-
posed of organic material (humus), clay,
sand and silt. The particles that make up
clay are about 1,000 times smaller than
those in a sand. Clays retain both the
good (fertilizers) and bad (salts) ex-
tremely well. Sand does not.

Taking a look at the roots

How can you best cope with a situation where young
tree roots are rotting from a lack of oxygen? Consider
using raised beds for the shrubs or plant on slopes. Don’t
plant the trees quite so deep. Back off an inch or two, or
even plant them in a raised-bed fashion. (I've named
two approaches to this planting style “New Orleans”
and “Semi-New Orleans,” which is pictured here. For-
give me, New Orleans.)

Inspection tube

Install a PVC inspection tube beside each tree when
planting them so you can see if water is standing around
the roots. Otherwise you may never know what'’s kill-
ing the plants. Water need only be present for 48 hours
before damage begins. You may not see actual foliage
damage until next spring or summer when those extra
roots are needed by the plant. I've probably reinvented
the wheel with PVC inspection tubes, but I've beenon a
crusade for them for years, trying to get landscape pro-
fessionals to use the tubes more in tight, poorly-drained
soils. They're simple, cheap and effective. I use another
version on containerized plants too.

Cut a piece of PVC pipe (some people use four-inch
diameter, others use smaller) to a length so that it will
reach from the bottom of the hole to the surface, and
preferably a couple of inches beyond. Put an end cap on
it. Leave it white, paint it brown or green, etc. They are
easy to put in at planting time, but hard to put in as an
afterthought. Smaller versions are helpful in shrub
beds and at other places in the landscape.

Backfilling helpful

When planting trees, consider putting the original soil
back in the holes around the balls (and an inspection
tube). Put a shovelful of gravel around the bottom of the

Burlap & wire
peeled back

-

B YRR J
o Tt sty
Original soil A 00PN b oA Al S
Burlap & wire

SEMI-NEW ORLEANS STYLE

inspection tube. Use your organic mulch, peat moss or
pine bark on the soil surface, surrounding the planted
tree and extending out past the edge of the ball six to 12
inches. Check the inspection tube during irrigation and
wet weather to see if water is standing around the ball
excessively. Ifitis, find a way to siphon it out and /or cut
down on watering.

-Dr. Pluenneke
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You make it a work of art. Surflan® keeps it
a picture suitable for framing.

Surflan stops more than 50 different weeds
and g s before they emerge. Yet it’s labeled
for use on more than 175 different ornamen-
tals. No other ornamental herbicide can top
these numbers

Surflan preemergence herbicide is so gen-
tle on your established shrubs and ornamen-
tals you can spray it directly over the top, even

over sensitive ornamentals like petunias. At

recommended rates of 3 oz. per 1,000 square
feet, Surflan keeps tough weeds out all season
long. That makes your work a real work of art

Choose from quarts or gallons. See your
Elanco distributor. Or call toll-free

1-800-352-6776.

Elanco Products Company
A Division of Eli Lilly and C

Lilly Corpr

Over-the-top
picture-perfect
weed control.



Fertilizers and other salts are readily
leached out of sands, so more frequent
applications are normally needed.
With regard to particle size, silt is in-
termediate to clay and sand, and has
many of the good properties of both
and fewer of the bad ones. The rela-
tively large pore spaces in most sands
allow water to be absorbed rapidly,
but it's retained much longer by clay
soils.

However, if a sandy soil is in a no-
drain hole pot or has been used as
“improved soil” in a poorly-drained
hole in clay soil, salts cannot drain
away. They will accumulate until
they cause damage. In a properly con-
structed raised bed, they could freely
drain away with excess water.

Water moves slowly through clay
soil, since it has such small pore
spaces between its tiny particles. It
moves even slower if the soil has been
compacted by equipment during con-
struction, or even by excessive foot
traffic (athletes, etc.), particularly
when the soil is wet.

Low-salt diet
A high sodium content in the soil will

cause clay to collapse and become
more dense, decreasing water move-
ment through it. Irrigating with soft
water (high in sodium and low in cal-
cium) can increase this problem.

Let's assume you're putting in a
new landscape and the existing soil is
mainly clay. There may be some areas
in the landscape where water tends to
stand, so you order a few loads of a
good sandy loam and smooth it out
across the property, giving it a nice 6-
to 8-inch layer of topsoil. Then a
sprinkler system and sod, St. Au-
gustine for example, are put in.

During the season you also dig
holes two feet deep to plant red oaks
and replace the soil that came out of
the holes with a nice mixture of loam,
peat moss and sand. You also dig two
long beds along the front of the new
building, 12 to 18 inches deep, replac-
ing the soil with the same improved
soil and plant shrubs there.

A year passes. The grass is nice and
green, but some of the red oaks have
what looks like fall foliage—in April.
Two die by the following spring. Sev-
eral shrubs are looking sick, too. The
boss says water them more, so you do.
In one or two locations, the St. Au-

“Wztb a Wells Cargo Behmd }bu Never Look Bac/e”

LAWN SERVICE

ALL YOUR GEAR...

28 FT. WELLS CARGO EXPRESS WAGON

SECURE, ORGANIZED AND READY TO ROLL

We can say, “We build the best”. Our specifications
sheets will back that up. But why else should you

> CATALOGS
consider Wells Cargo? How about: SPECIFICATIONS
« Factory Service Facilities - GA, IN, TX, UT. CALL
« US Wide Dealer & Service Network. 1-800-348-7553
« A Product Designed & Built for 15 Yrs. Hard Service, and More.
« Second-to-None 3 Yr. Warranty Coverage. SAY YOU SAWITIN
« Full Line Ball-Hitch Units 6” — 32” and Up. LANDSCAPE MGT.

« Full Line Fifth Wheel Units 20" — 40’ and Up.

WELLS CARGO

WELLS CARGO,INC. PO.BOX 728-837

SINCE
1954

ELKHART, IN 46515
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gustine tends to develop disease prob-
lems in the spring. What's happening?

Let’'s make a slice down through
the landscape so we can see what's
happening. We find that beneath the
surface, water stands for long periods
in the porous soil of the tree pits like it
does in a pot with no drain holes. It's
practically impossible to overwater a
plant that has reasonable drainage,
but you have to water poorly-drained
plants very carefully.

Water accumulation

Water accumulates in the tree pits, in
this case from heavy irrigation of the
lawn, and stands there for long peri-
ods during wet weather too. Young
roots rot from lack of oxygen in the
stagnant water. Disease problems may
be favored, too. Similar things are
happening in the shrub beds, where
water from the roof adds to the situa-
tion. You can't see the problem, be-
cause the “improved’ porous soil
hides it. But it’s there.

If you anticipate an excessively
wet situation, plant trees and shrubs
whose habitat normally includes wet
sites along sloughs and creeks. The
trees might include cedar elm, bald
cypress, willows, sweetgum, birches
and others.

The problem with the St. Augustine
is from standing puddles (beneath the
loam) that are contributing to disease
problems. It's always better to fill in de-
pressions in turf with soil similar to the
original soil before putting the loam on
top. Also, be sure to “scratch up” the
surface of the original soil before apply-
ing the new one. This will help avoid an
interface between the two.

We've gotten it into our heads that
humans and animals use oxygen, but
green plants make oxygen and use
carbon dioxide. That's not right! Hu-
mans, animals and green plants use
oxygen 24 hours a day. Green plants
do use carbon dioxide and make oxy-
gen when they have enough light to
run photosynthesis. The roots of
green plants constantly need oxy-
gen—even to take up water.

That's why plants standing in a
flooded field will commonly be
wilted. It’s also why the symptoms for
overwatering and underwatering are
often the same. It’s practically impos-
sible to overwater a plant if it has good
drainage. If the roots remain in a su-
persaturated mess for even a day or
two, some roots will likely die.

Don’t underestimate the impor-
tance of a good constant oxygen sup-
ply to plant roots. Without it, root
growth, proper nutrient and water
uptake, and many other systems es-
sential to the plant may be seriously
affected.



