
Trade In The Tools 
Trade! 

Trade in any broken or used cutter, 
trimmer, blower, or sprayer for a 
Maruyama product and get factory 
cash back for your trade! 
You can depend on the uncompromising 
quality of Maruyama commercial equip-
ment. It's built for long life and backed with 
parts & service by local qualified dealers. We 
make long life products. When you're look-
ing for the very best, look for Maruyama. 

Call your local dealer today 
Trade in offer ends soon. 
Maruyama's 
total line includes 
• BRUSHCUTTERS 
•BLOWERS 
•HEDGE TRIMMERS 
•MIST DUSTERS 
•POWER SPRAYERS 
•GRANULE SPREADERS 
• SOIL INJECTERS 
•MANUAL SPRAYERS 
•FRAME MOUNT SPRAYERS 
•WATER PUMPS 

U.S. Off ice 
MARUYAMA U.S., Inc. 

. 15436 N.E. 95th St., Redmond, WA 98052 
P.O. Box 2167, Redmond. WA 98073 
Phone: (206) 885 0811 
Fax: (206) 885 0123 
Singapore 
MARUYAMA MFG. CO., Inc. 
16 Raffles Quay 
Level 36, Hong Leong Bldg., Singapore 0104 
Phone: 321 8943 Fax:225-9060 
Telex: RS 43382 COHQHL 

Quality equipment since 1895 

Paris 
MARUYAMA MFG. CO., Inc. 
34, BD. Haussmann, 75009 Paris, France 
Phone: (1 )47 70 28 52 
Fax:011-331-45231830 
Telex: MBI 290266F 
In te rna t iona l H e a d q u a r t e r s : 
MARUYAMA MFG. CO., Inc. 
4-15 Uchi-Kanda 3-Chome 
Chiyoda-Ku, Tokyo, 101 Japan 
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With v i r tua l l y end less var ie t ies of 
colorful woody ornamentals now avail-
able in nurseries, many landscapers 
are purposely creating Dyclomec-safe 

beauty spots such as the one above. 
Photos on the right show how Dyclomec 
can turn a fence line into a landscaping 
highlight. 

How to improve your efficiency in 
managing landscape beauty spots 

Nothing says as much about a landscaper s expertise as 
the appearance of ornamental beds, fence lines, tree 
wells, etc. Learn how Dyclomec® Landscaping Herbicide 
can help keep these beauty spots weed-and-grass-free 
for considerably less money than you are now spending. 

In recent years, the usage of Dyclomec 
has increased at an unprecedented 
rate as more and more landscapers 

have learned from direct experience 
what a labor-saving, cost-saving chem-
ical tool it is. 

And now, it is your turn to discover 
how you can use Dyclomec to keep 
problem areas such as fence lines, tree 
wells, ornamental beds, etc. free from 
weeds and grasses. Of course, you 
know how important this is, because 
the most neatly manicured turf and 
beautifully trimmed ornamentals are 
wasted if your landscaping highlights 
are spoiled by an ugly growth of weeds 
and grass. 

Perhaps you've tried a 
contact herbicide only to find 
that the vegetation grows 
right back. Perhaps you've 
tried a f lower-safe pre-
emerge, only to find that it 
runs out of gas long before 
the season is over, and that 
its narrow spectrum misses 
the very weeds and grasses 
you need to control. 

Broad-spectrum strength. 
In desperat ion you may 
have gone back to your 
string trimmer and a hoe. 

But cheer up — because this is the year 
you discover Dyclomec. 

Indeed Dyclomec's active ingredient 
is unique in all the world. No other 
chemical is so versatile and so helpful 
to the landscaper. 

It's both post-emerge and pre-
emerge; it controls both grasses and 
broadleaves, even such toughies as 
quackgrass and spurge; it controls both 
annuals and perennials; it has the 
broadest spectrum of any pre-emergent 
in the world; one treatment lasts all 
season and then totally biodegrades. 

What is Dyclomec 
— how does it work? 

The active ingredient in 
Dyclomec is dichloroben-
zonitr i le. We mill it into 
razor-thin crystals and in-
corporate it into a spe-
cial granule that our re-
searchers developed in 
1985. 

You simply spread the 
granules on any precise 
area you want to keep 
clean. You can put the 
granules down over existing 
weeds and grasses or you 
can put them down over 



Schematic drawings show why Dyclomec works 
where conventional (flower-safe) pre-emerges fail. 
Flower-safe pre-emergent herbicides in some 

instances have to be present in adequate strength 
before germination occurs. Such herbicides simply 
will not knock out weeds after they germinate. 

Furthermore, these flower-safe pre-emergents 
are broken down by light and microbial action and 
thus begin to lose strength from the very first day 
they are applied. 

Seeds, of course, can germinate almost anytime 

during the year, depending on the weather and the 
weed or grass species. Thus it is that many seeds 
can germinate past the efficiency period of the pre-
emerge — or could have germinated before the 
pre-emerge is applied. It's a narrow window at best, 
and characteristically the spectrum of a pre-
emerge that stops germination is relatively limited. 

Of course, these flower-safe pre-emergents have 
no effect at all on existing weeds (that's why it's safe 

to spray them over flowers). Accordingly, to clean 
up a landscape beauty spot, it is necessary to kill 
existing vegetation with a contact herbicide. Or 
clean it out by hand. 

Now . . . take a minute to study the schematic 
drawings on this page that delineate the remark-
able activity of Dyclomec . . . then, as a profes-
sional, ask yourself if you shouldn't at least give 
Dyclomec a trial. 

Vapor barrier kills 
existing shallow-rooted 

weeds and grasses. 

Germinating weed sprouts 
can't live within 

the vapor barrier. 

Dyclomec granules are spread In areas you wish 
to keep clean from weeds and grasses. It is all right 
to spread them over existing vegetation if you want 
to kill it. Water moves the active ingredient into the 
top 2 or 3 inches of the soil, where it forms a vapor 
barrier that kills meristematic tissue. 

Perennials coming out of dormancy die when their 
new sprouts hit the barrier. Likewise, creeping 
grasses like Bermuda are pruned back when they try 
to invade the vapor barrier. So long as the Dyclomec 
vapor barrier is present, you can be sure that the area 
is going to be free of weeds and grasses. 

Dyclomec kills all existing weeds and grasses 
because their tender roots are in the vapor barrier. 
Even such toughies as quackgrass, crabgrass, 
Bermudagrass, spurge, oxalis and ground ivy will 
die when their roots are exposed to the Dyclomec 
vapor barrier, resulting in beautifully weed-free 
grounds all season long. 

Woody ornamentals that have roots below the 
vapor barrier are unaffected. Because of this, many 
landscapers deliberately plan their "beauty spots" 
to contain colorful, woody ornamentals that are 
Dyclomec-safe. The overall beauty is enhanced 
and the maintenance cost is reduced. 

Weed seeds either in or below the vapor barrier 
cannot emerge because the barrier kills their 
meristematic tissue. And, since Dyclomec gives 
season-long control, there is no critical time table 
as to when it must be applied. Do it at your 
convenience, confident that the treatment will be 
effective. 

Still another use for 
Dyclomec is under 

blacktop paving. 

Blacktop cart paths that are underlaid with 
Dyclomec will not have weeds poking through their 
surface nor shallow roots invading from below and 
threatening to buckle the blacktop. Of course, this 
is also true of areas that are covered with gravel or 
pebbles, or even cobblestones or bricks. 

bare ground, or bark, or mulch or 
pebbles. The herbicide can work its way 
down through any kind of groundcover 
that weeds can work their way up through. 
All you need to do is be sure it is incorpo-
rated into the soil. So, in most instances, 
the best thing to do after spreading it is 
to sprinkle it in with irrigation. 

The herbicide will penetrate into the 
top layer of soil and form a vapor barrier 
approximately 2 to 3 inches deep. This 
vapor barrier is not water soluble so it 
has very little lateral movement. 

The vapor barrier kills meristematic 
tissue, and thus no shallow-rooted 
plants can live in it. No newly germi-
nated seeds can live in it, and no 
perennial shoots coming up from dor-
mancy can penetrate it. And yet exist-
ing, deep-rooted woody ornamentals 
are completely safe. 

And here's the really good news! It 
lasts all season long, and then totally 
biodegrades. 

If you have any questions or would like 
more information, please call our Sales 
Service Department. 
Call toll-free, 1-800-821-7925. 

p b l / G O R d o n 

C Q R p o n a b o n 

'1217 WEST 12th STREET 
P. • . BOX 4Ü90 
KANSAS CITY, MISSOURI 6A101 

Circle No. 151 on Reader Inquiry Card 

DYCLOMEC VAPOR 
BARRIER' 

HERBICIDE 

Irrigation moves active 
ingredients into soil. 

Perennial weeds die when new 
growth invades vapor barrier. 

Dylomec« and Barrier» are registered trademarks of PBI/Gordon Corporation 5 PBI/Gordon Corporation 1989 719-289 

Woody ornamentals 
safely rooted below 

vapor barrier are 
not affected. 



any landscaping companies 
ventured further into the 
realm of full-service by 

adding irrigation installation to 
their arsenals during 1989. Benefits 
cited by company spokespersons re-
s p o n d i n g to L a n d s c a p e M a n a c k -
mknt 's fourth annual survey of 
contractors include more income and 
less of the hassles often associated 
with subcontracting. 

A full-time irrigation technician 
post was added to Four Seasons 
Landscape in Sacramento, Ca. Pete 
Bowman, operations manager, says 
the extra expertise generated reve-
nue and helped improve mainte-
nance. 

"His duties include all irrigation 
troubleshooting, such as a valve that 
doesn't work, or a clock in need of 

repair or replacement." 
Mark Cetnor of Scandia Landscap-

ing, Livonia, 111.: "We added an irriga-
tion service a year ago. This year it 
was fully operational, and it went 
smoother. It complements our work 
when we're doing landscape con-
struction; the service can be operated 
independently (of other services)." 

Who they are 
The following are the Top 50 land-
scape contractors in the U.S., based on 
gross sales of those companies which 
responded to our survey: 

1. Trop ica l P lant Lenders , 
Riverwoods, 111., reported gross sales of 
$40 million. That's a $5 million increase 
for Tropical, thanks to the efforts of 900 
yearly employees stationed at 10 branch 
offices. Tropical's maintenance con-

tracts for 1989 surpassed the 10,000 
mark. 

(Last year's top company, Environ-
mental Industries, of Calabasas, Calif., 
failed to respond to this year's survey.) 

2. Carlacio Landscape, Inc., Fuller-
ton, Calif., had $22 million in gross 
sales. Carlacio's gross sales were $4 
million higher than they were in 1988. 
The company employed 240 peak sea-
son employees at four branch offices. 
They worked on three design/build 
jobs and six maintenance contracts. 

3. Landscape Specialists, Inc., of El 
Toro, Calif, takes the number three 
position in its first year in the survey. 
The company recorded gross sales of 
$18 million for landscape design, 
build and maintenance. It completed 
90 design/build jobs and fulfilled 61 
maintenance contracts. 

THE WATER'S FINE! 
Many companies responding to our annual survey have discovered 

that irrigation services are a great way to compete. 

by Terry M elver, associate editor 

LANDSCAPERS 



MANPOWER CONCERNS REMAIN 
Finding qualified labor was the biggest concern of the 
large landscaping companies we surveyed. 

Thirty-eight percent of respondents have trouble 
finding and keeping people who are willing to work. 

" W e get people who work for a few days, and you 
never see them again." says one landscaper. "And sal-
ary-wise. we're a little bit higher than others around 
here. We start a guy at $18,500. In my opinion, people 
don't want to do this work." 

Scott Plein. president of KT Enterprises, is con-
cerned about " the environment, and what type of ap-
proach our industry takes toward our interaction with 
and ability to affect our natural surroundings. Hope-
fully," says Plein, " w e will be pro-active in dealing with 
such issues and be at the forefront of developing more 
logical, sensitive controls and more responsible meth-
ods for solid waste disposal." 

Other respondent concerns included the high cost of 
health insurance and workmen's compensation, soft-
ness in the construction industry, and dangerously low 
bids by some contractors. 

Most vocal about the issue of undercutting was Mark 
Yahn, president of Ground Control Landscaping, in the 
"fiercely competitive market" of Orlando. Fla. 

"Contractors must learn to bid responsibly for their own 
financial well-being as well as that of the industry," warns 
Yahn. "It does little good to take premium jobs out of the 
market if the final result is conflict with the owner and no 
profit; or, in some cases, red ink. Wake up. guys!" 

Regarding another key financial development orig-
inating from the nation's capitol, (âmes H. Taylor, presi-
dent of Taylor Made Landscaping, Farmingdale, N.J. 
relates that, "Most of us landscape contractors work 
with builders, and builders account for a substantial 
part of our volume, especially as it relates to design/ 
build. During the last couple of months, due to the new 
laws affecting banks, we have found that our largest 
customers have been unable to make payments as it 
relates to their balances. This is apparently because of 
the banks' new guidelines. They have not advanced 
monies that had previously been permitted. 

" T h e new laws as they relate to banking and the 
réévaluation of the real estate market ," says Taylor, 
"have created a situation in which a lot of trades are 
looking at very bleak conditions as they start the 1990 
season. I don't know who to blame: the banks, the 
builders, or both." 

—Terry M elver • 

4. American Landscape, Inc., of Can-
oga Park. Calif., had gross sales of 
$13.5 million, an increase of $1.9 mil-
lion from 1988. The company has one 
branch office, and employs 250 peak 
season workers. The company com-
pleted 106 design/build jobs and 178 
maintenance contracts. 

5. The Bruce Co. of Wisconsin, Inc., 
Middleton, Wise., posted gross sales of 
$13.2 million, a $2.2 million gain over 
1988. Its 370 peak season/210 yearly 
workers completed 500 design/build 
jobs and 50 maintenance contracts. 

6. ISS Landscape Management Ser-
vices, Tampa. Fla. . and Lancas ter 
Landscapes, Alexandria,Va. recorded 
gross sales of $13 million. Landscape 
Management services completed 10 
design/build jobs and 250 mainte-
nance contracts. The company oper-
ates 9 satellite offices and employs 325 
yearly/425 peak season workers. 

Lancaster employs 650 peak/325 
yearly workers. Design/build jobs to-
taled 45; maintenance contracts to-
taled 280. 

8. Landscape Contractors of Illi-
nois, Inc.. Bartlett, 111., tallied $12.5 
million in gross sales, a $2.5 increase. 
The company employs 320 peak and 
40 yearly employees. Design/build 
jobs totaled 100; maintenance con-
tracts totaled 48 in 1988. 

9. De Laurentis Construction Co., 
Mamaroneck, N.Y. reported gross sales 
of $12 million. De Laurentis Construc-
tion Co. employs 120 peak employees, 
doing site work as diverse as excavating, 
blasting, grating and landscaping. 

10. Chapel Valley Landscape Com-
pany of Woodbine, Md. and Ruppert 
Landscape Co. of Ashton, Md. (tie). Both 
had gross sales revenue of $10.5 million. 
Chapel Valley employs 150 peak and 100 
annual employees for 115 design/build 
jobs and 60 maintenance contracts. It has 
two branch offices. Ruppert Landscape 
Co. completed approximately 100 de-
sign/build jobs and about 100 mainte-
nance contracts, with 215 peak/175 
year-round workers out of one satellite 
office. 

12.Big Pine Farm, Marietta, Geo. 
grossed $10.3 million in sales for the 
year. The company operates two branch 
offices and employs 96 yearly workers. 

13. Green Thumb Enterprises, Inc. 
of Sterling, Va. and Randall & Blake, 
Inc. of Littleton, Colo, (tie), each with 
$10 million. Green Thumb completed 
50 design/build and 180 maintenance 
c o n t r a c t s with 2 5 0 peak and 150 
yearly employees. It was also ranked 
316 in the Inc. magazine Top 500 list of 
national companies. Randall & Blake, 
Inc. has two satellite offices. It em-
ploys 150 peak and 100 annual work-
ers. Design/build jobs totaled 150; 
maintenance contracts totaled 35. 

15. Greenleaves, of Chamblee, Geo. 
had estimated gross sales of $9 million. 
The company operates two satellite of-
fices, employing 325 peak and 200 year-
round people. It predicted completing 
130 design/build and 90 maintenance 
contracts by year's end. 

16. KT Enterprises, Inc., Chantilly, 
Va., $9.4 million on 194 design/build 
and 396 maintenance contracts. KT em-

ploys 350 peak and 120 yearly workers. 
The company has two satellite offices. 

17. )ohnson Hydro Seeding Corp., 
Rockville, Md. Johnson tallied $7.713 
million throughout seven satellite of-
fices. The company completed 160 de-
sign/build projects during 1989, and 
fulfilled 320 maintenance contracts. 
Johnson employs 140 peak employees, 
40 year-round. 

18. Edmund M. Hayden, Inc. of 
Woodstock, 111. estimated gross sales 
for landscape design, build and main-
tenance in 1989 at $7.5 million. Hay-
den employs 30 year-round and 125 
peak season workers. 

19. Southern Tree & Landscape 
Companies, Charlotte, N.C. Southern 
Tree earned $7.4 million on 325 de-
sign/build jobs and 65 maintenance 
contrac ts . T h e company operates 
three satellite offices and employs 110 
employees year-round. 

2 0 . H a w k i n s L a n d s c a p e Co. , 
Dallas, Texas, and Heyser Landscap-
ing, Inc. of Norristown, Pa. (tie) with 
gross sales of $7.3 million. Hawkins 
completed 15 design/build jobs and 
six maintenance contracts. It employs 
165 peak season workers , and 115 
year-round. Heyser completed 13 de-
sign/build jobs and 164 maintenance 
contracts. Fleyser employs 237 peak, 
and 83 yearly workers. 

22. Four Seasons Landscape and 
Maintenance, Inc. of San Jose, Calif., 
and Maintain, Inc. of Dallas, Texas (tie) 
with estimated gross sales of $7 million. 
Four Seasons derived its sales from more 
than 300 maintenance contracts. It em-



ploys 230 workers at peak season, and 
210 year-round employees, from a 
main office and three satellite offices. 
Maintain, Inc. completed 20 design/ 
build jobs and fulfilled 300 mainte-
nance contracts in 1989. The company 
has one satellite office, but employs 
285 peak and 170 yearly workers. 

24. Gibbs of Smyrna, Geo. estimated 
gross sales for landscape design build 
and maintenance at $6.7 million. De-
sign/build jobs totaled 150. Mainte-
n a n c e c o n t r a c t s n u m b e r e d an 
impressive 500. The company employs 
105 peak and 125 yearly workers. 

2 5 . Rood L a n d s a p e Co., I n c . , 
Tequesta, Fla. totaled $6.6 million in 
gross sales from 260 design/build jobs 
and 164 maintenance contracts. The 
company's 160 peak season and 140 
yearly employees operate out of one 
main office. 

26. Alfred L. Simpson & Co., Inc., 
Atlanta, Ga. had gross sales of $6.5 
million from 25 design/build jobs and 
150 maintenance contracts. A main of-
fice and three satellite offices employ 
150 peak and 130 year-round workers. 

27. Chalet Nursery & Garden Shop. 
Wilmette, 111. earned $6.3 million in 
gross sales from an impressive 1,470 
design/build jobs and 300 mainte-
nance contracts. That work is per-
formed by 135 peak-season and 50 
year-round employees. 

2 8 . L a r c h w o o d C o n s t r u c t i o n 
Corp., Holtsville, N.Y. posted gross 
sales of $5.5 million with 55 design/ 
build projects and 6 maintenance con-
tracts. It employs 70 peak-season 
workers and 15 year-round. 

29. Clarence Davids & Sons, Inc. of 
Blue Island, 111. posted gross sales of 
$5.26 million from 250 design/build 
projects and 150 maintenance contracts. 
The company's staff totals 130 during 
peak season and 35 all year long. 

30. AAA Landscaping of Tucson, 
Ariz, completed 67 design/build pro-
jects and 265 maintenance contracts in 
1989, for total gross sales of $5.2 million. 

31. Hillenmeyer Nurseries of Lex-
ington, Ky. boosted sales by $1.5 million 
to $5 million, from more than 50 mainte-
nance contracts. The company employs 
150 peak-season and 100 annual 
workers. 

32. Designs by Lee, Inc. of Stam-
ford, Conn, and Scapes, Inc. of Mar-
ietta, Ga. (tie) with $5 million in 
estimated gross sales. Designs by Lee 
completed about 200 design/build pro-
jects and 25 maintenance contracts. 
Scapes completed 42 design/build pro-
jects and 37 maintenance contracts. 

34. AAA Lawn Industries, Inc. of 
Tucker, Ga. posted sales of $4.9 million 
from 30 design/build projects and 140 
maintenance contracts. The company 
employs 120 peak and 80 year ly 
workers. 

35. Torre & Bruglio Landscape, Mt. 
Clemens, Mich, estimates gross sales 
at $4.7 million. Ninety peak-season 
and 20 yearly employees completed 
150 design/build jobs and 80 mainte-
nance contracts in 1989. 

36. J. Farmer & Co., Inc. of Mid-
dleton, Mass.; Dennis' 7 Dee's Land-
scaping of Portland, Ore.; Ground 
Control Landscaping, Inc. of Orlando, 
Fla.; Davis Landscape Contractors of 
Harrisburg, Pa. (Tie). 

Farmer & Co. completed 67 design/ 
build projects. Dennis' 7 Dee's somehow 
managed to complete 2500 design/build 
projects and 385 maintenance contracts. 
Ground Control completed 33 design/ 
build jobs and 72 maintenance con-
tracts. Davis completed 20 design/build 
and 60 maintenance projects. 

40 . Varsi ty Sodding Serv ice of 
S w o y e r s v i l l e , Pa. and Landscape 
Technologies of Clearwater, Fla. (tie) 

with $4.3 million in estimated gross 
sales. Varsity completed 10 design/ 
build projects and 70 maintenance 
contracts. Landscape Technologies 
completed 100 design/build jobs and 
14 maintenance contracts. 

4 2 . A m l i n g s L a n d s c a p e Co. , 
Hinsdale, 111., grossed $4.2 million 
from 168 design/build jobs and 628 
maintenance contracts. 

43. Robert W. Childs Landscape 
Contractors, Inc., of Arnold, Md. re-
corded gross sales of $4.1 million via 165 
design/build jobs and 35 maintenance 
contracts. 

44. Doerler Landscapes of Lawren-
ceville, N.J., North Haven Gardens of 
Dallas, Texas and Allen Keesen Land-
scape, Inc. of Denver, Colo, (tie) each 
did $4 million worth of business. 

47. Batista Landscape Service, Inc. 
of Redwood City, Calif., New England 
Horticultural Services of Milford, 
C o n n . , a n d M c D u g a l d - S t e e l e of 
Houston, Texas (tie) all grossed $3.5 
million for 1989. Batista's streamlined 
operation employs 6 yearly workers 
and about 30 during peak season. 
They completed 6 design/build jobs 
and 15 maintenance contracts. 

New England Horticultural Ser-
vices completed 48 design/build jobs 
and 337 maintenance contracts. Its 
total work force during peak season is 
about 150; annually, the company em-
ploys between 40 and 60 workers. 
McDugald-Steele completed 120 de-
sign/build jobs and 65 maintenance 
contracts. It employs 75 peak-season 
workers and 55 throughout the year. 

50 . O u t s i d e , U n l i m i t e d , I n c . , 
Lutherville, Md., recorded estimated 
gross sales of $3.2 million on 60 design/ 
build projects and 12 maintenance con-
tracts. Thirty-two peak-season and 24 
year-round employees are headquar-
tered in one main office. LM 

THE BEST OF THE REST 
The following is a list of companies surveyed with esti-
mated gross sales between $1 million and $3.2 million; 
Acres Enterprises, Wauconda, 111. 
Arbor Heights Nursery, Inc., Webster, N.Y. 
Bland Bros., Inc., West Jordan, Utah 
BGT Landscape Co., Inc., Mundelein, 111. 
Bregenzer's, Inc., Alpharetta, Ga. 
Control Environmental, Somerset, N.J. 
ChemTurf/Astin-Russell, Inc., Norcross, Ga. 
Clean Cut, Inc., Austin, Texas 
Earth Tone Development, Houston, Texas 
Evergreen Services Corp., Bellevue, Wash. 
Four Seasons Lawn & Landscape, Parkville, Mo. 
Greater Detroit Landscape Co., Warren, Mich. 
Greathouse Landscape Co., Inc., Nashville, Tenn. 
Green Carpet Landscape, Inc., Worcester, Mass. 
Greenland Landscaping Co., Inc., Paramus, N.J. 
Hively Farm & Nursery, Inc., Dover, Pa. 

Hunt & Hulteen, Inc., Brockton, Mass. 
JBK Landscape, Inc., Aurora, Colo. 
L&L Landscape Services, Inc., Santa Clara, Calif. 
M a r v i n ' s Garden & Landscape Service , Inc. , 
Sarasota, Fla. 
Mill Bros. Landscape & Nursery, Inc., Fort Collins, 
Colo. 
Pennink Arrimour, Bryn Athyn, Pa. 
R.M. Landscape Industries, Inc., Hilton, N.Y. 
Scenic Landscaping, Inc., Hohokus, N.J. 
Scian's Landscaping, Inc., Berlin, N.J. 
Skandia Landscaping, Inc., Livonia, Mich. 
Smallwood Landscaping, Inc., Naples, Fla. 
SKB Lawn Industries, Inc., Clarkston, Ga. 
Starwood, Inc., Darlington, S.C., 
Suburban Landscape Associates, Inc., Davenport, Iowa 
TerraScaping, Inc., Birch Run, Mich. 
Virginia Turf Management Assoc., Inc.. Norfolk, Va. • 



New 8x8 
torque converter transmission 
gives you the speeds you need 

With eight forward and eight reverse 
speeds, Ford C-Series tractor loaders 
don't miss a thing! You get exactly the 
speed you want for loading, grading, 
tilling, mowing, raking, seedbed prep-
aration and roading. 

The new eight-by-eight fully-
synchronized, power-reversing torque 
converter transmission creates its own 
world. It's coupled with a 540-rpm 
independent PTO to make more effi-
cient use of power for a wider range 
of work. 

More speed selection 
For rototilling you get a ground 

speed under 1.5 mph. Three speeds 
between three and six mph for grading, 

loading and mowing. And a top speed 
near 20 mph gets you down the road fast. 

Smooth direction changes 
For fast, efficient loading and grad-

ing, a smooth electric forward-to-
reverse powershuttle allows you to 
change directions without clutching or 
stopping. If you want to hold a constant 
ground speed, just engage the electro-
hydraulic torque converter lockup. It 
forms a solidly-coupled driveline so 
constant ground speed is maintained for 
mowing, tilling or fine grading. 

Want more versatility? You can turn 
your tractor into a backhoe loader in a 
matter of minutes with the Model 764 
backhoe attachment. It has a digging 

depth of ten feet, eight inches, and more 
than five tons of bucket digging force. 

Often, buying the right tractor loader 
comes down to choosing the right fea-
tures. Your Ford New Holland dealer 
has more to offer. He's listed in the 
Yellow Pages under "Contractor's 
Equipment & Supplies." 

Find out how good a Ford C-Series 
tractor loader can be. 





TO THOSE 

STILL 

QUESTIONING 

THE BENEFIT 

OF PACE 

FUNGICIDE, 

WE D LIKE TO 

CLEAR 

THE AIR. 

We'd also like to help 

clearup that nasty container 

disposal problem of yours. 

Not to mention improv-

ing your Pythium control a 

healthy notch or two. 

All of which is possible 

thanks to Pace and its dust-

free, water-soluble package. 

It's simply the most effec-

tive Pythium control you can 

use. And the most responsi-

ble way you can use it. 



OVERCOMING 
RESISTANCE 
Low-risk, broad spectrum fungicides will 
lessen resistance to popular systemics. 

In the late 1960s, a new generation 
of systemic fungicides emerged 
that represented a breakthrough 

in fungicide technology. 
Initially, some predicted that these 

new fungicides would replace older, 
p r e v e n t i v e contac t fungic ides be-
cause they offered systemic action, 
curative ability, and lower dose rates 
for optimum disease control. 

T h e high eff icacy of these new 
agents unfortunately led to over-re-


