There’s more to a Grasshopper than
zero-turning-radius!

PRODUCTIVITY

Yes, there really is more to Grasshopper than zero-
turning-radius. Grasshopper mowers are built to take
it, and take you where other mowers just can't cut
it! Under low-hanging trees and shrubs. Under split-
rail fences. In and out of tight spots. Close to fences,
walls and statuary. All of which allow you to put
the finishing touch on mowing — without touching
a walk-behind.

It's called productivity, and it's a combination of
low-profile outfront deck design, cat-like agility,
instinctively natural controllability and the silky-
smooth responsiveness of clutchless dual-hydrostatic

drive. The exclusive “designed for turf’ Gemini direct
drive system in our 700 Series mowers also lets you
take advantage of maximum horsepower for more
efficient mowing. Armed with these weapons, you can
invade turf that's a battleground for most mowers,
and turn it into a playground with your Grasshopper.
Yes, we build them tough and productive. We also
make sure they are easy to operate and easy to service.
Grasshopper — first to finish...built to last!

The nationwide Grasshopper dealer network offers
you strong support and the most complete line of
outfront zero-turning-radius mowers in the industry.

For free literature and the name of your nearest Grasshopper dealer, write or call today!
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Model 411R Model 1212 Model 718 Model 718K
11 hp Wisconsin-Robin 12 hp Kohler 18hpB&S 18 hp Kohler
35" or 41" Deck 4" Deck 447 . 51" Decks 47 51" Decks

(Crasscatcher Optional)
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Mode! 720 Model 721 Model 721D Model 725
21 hp Kubota Gas 20.9 hp Kabota Diesel 24.5 hp Kubota Gas
72" Decks 447 72" Decls 4772 Decks M 77 Dechs

{ROPS Optional) ROPS & Crasscatcher Optional)

The Grasshopper Company * One Grasshopper Trail ® PO. Box 637 * Moundridge, KS 67107 * Phone 316-345-8621 » FAX 316-345-2301

Wi GRASSHOPPER'

OUTFRONT SINCE 1970

YOUR NEXT MOWER

©1990, The Crasshopper Company
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Breeders develop colors (varieties)
within a series to achieve similar
traits, like plant growth habit, height,
size of bloom and blooming period—
for both greenhouse (pack) and out-
door performance. By choosing vari-
elies within the same series, you
won’t be surprised to find one variety
six inches and another 12 inches tall.

The transition bed
Another important bed, located be-
tween the clubhouse and No.1 tee,
became known as the “lransilion
bed.” This informal 1,850-square fool
shaded bed created an effective tran-
sition from the formality of the en-
trance to the natural setting of the
course.

Accordingto Clay, “The plants cre-
ated a friendly, laid-back, relaxing at-

Early ordering makes it
easier to remember
what was ordered and
how well each variety
fared the season before.

mosphere that added to the
enjoyment of the game especially for
those who are social versus serious
players.”

Forty flats of mixed colors of be-
gonias and 20 flats of mixed colors of
coleus were used. Several reasons this
bed appeared informal include:

® coleus looks natural, “woodsy;”

® mixed colors generally appear
informal; and

@ the bed was not designed in a
rigid straight line, bul instead por-
trayed a meandering effect.

Other ways lo achieve an informal
appearing bed might be to incorporate
annuals among perennials. Or com-
bine a number of species, colors, lex-
tures and flower forms together.

Some plants, like coleus, creeping
zinnia, cornflower, gazania, rud-
beckia, kochia, nicoliana,
snapdragons and zinnias jusl natu-
rally look casual.

To design a sun-loving informal
bed, consider using canna lilies, spi-
der flower or hibiscus in the back-
ground. Then incorporate a mixture
of rudbeckia, African marigolds, nico-
tiana and/or ageratum in the fore-
ground.

The 1000 bed

While bedding plants were strate-
gically planted throughout the 170-
acre course, the grande finale cer-
tainly became the logo bed placed

Findlay Country Club horticulturist
Susan K. Crosley, left, with Shirley
Vlasich, FCC's women's club
tournament champion, 1989 and
1990.

near the last green.

Tocreatea final, spectacular visual
image thal members and guests will
long remember, consider transplant-
ing bedding plants to form your golf
course or corporate logo. This approx-
imate 10-by-20-fool bed was not only
highly visible, bul it achieved added
interest of a 3-D effect by planting the
letters in 25 flats of 18 inches tall red
salvia with 10 flats of four-inch-tall
white sweel alyssum for the back-
ground.

Use a spreading annual outside the
lettering, such as ageratum, lobelia, low
growing impatiens, cascading petunias
or vinca. For a more rigid annual to form
the letters, consider transplanting cel-
osia, dahlia, dianthus, geraniums, mar-
igolds, ornamental pepper or primrose.
Note that some of these species are short
and others tall, that some require cool
and others hot weather, and that some
prefer sun while others bloom best in

part-shade.

Susan's dreams for a bigger and
better 1991 are wholeheartedly sup-
ported by the country club’s board of
directors; her flower bed budget has
been increased 50 percent.

Looking back

While many aspects of designing,
transplanting and maintaining the 22
flower beds were thoroughly enjoya-
ble, it was not always easy going for
Sue. Here are some practical lessons
she learned:

1. Start out small if: a) having
flower beds is new to you, no matter
how much of a horticulture back-
ground you have; b) this is your first
year at the job sile so you can learn
more aboul the growing conditions,,
walering systems, etc; c¢) you just
moved from another part of the coun-
try; d) you don't have an automatic
walering system.

2. Prepare the beds before the
plants are to arrive so that when the
plants do arrive, they can be planted
right away.

3. Don't take more flats than can be
transplanted within a short period of
time, especially if you don't have an
ideal location to hold over the plants.

4. Check the water and soil for pH.
Check the soil for possible nutrient
deficiencies and porosity.

5. Amend the soil several weeks
before transplanting.

6. Avoid growing loo many species
for the first time. Here loo, learn the
idiosyncrasies of each species.

continued on page 64

20 Low - to - Medium Maintenance Annuals
that can be grown almost anywhere in the country.
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High Pointe GC in Traverse City

has everything...heat, cold, snow,
rain, wind, shade, traffic and
Oregon Grown Fine Fescue.

High Pointe GC in the resort town of Traverse City, For a series of tech sheets on
Michigan, is exposed to extremes of nature and man. Oregon Grown Chewings and

. - : : creeping red fescues, call or write:
This course demands a great deal from its turfgrass ... Ffa it e Tl

that’s why it’s wall-to-wall Oregon grown fine fescue. OREGON FINE
Architect Tom Doak desired a links-type course with
low maintenance qualities. Fine fescue filled that bill. FESCUE
Now, superintendent Dan Pillard finds that thousands \
and thousands of dollars have been saved establishing g%{IMISSgO,S\IE
the turf, and in maintenance costs, over other species. 0 ancaste_l ’
And since it’s from Oregon grown seed, they know Salem, OR 97301
the turf will stay manageable, predictable and playable. 503-585-1157
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SHATTERMASTER

will explode the Sub-soil aeration marketplace.

GreenCare has been designing, testing and run-
ning a new sub-soil aeration system.

We think it will SHATTER all other sub-soil aerators
in the market today.

Contact your Greencare authorized distributor today for a demon-
stration or call us at 1-800-635-8761.

E CREES) )= rmmerons.

SPORTSTURF EQUIPMENT SYSTEMS GOLF COURSES STADIUMS RESORT

Circle No. 120 on Reader Inquiry Card

“With a Wells Cargo Bebind. .. You Never Look Back”

14 ft. cargoWagon® EW142

ALL YOUR GEAR...
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
consider Wells Cargo? How about:

« Factory Service Facilities - GA, IN, TX, UT.

« US Wide Dealer & Service Network.

« A Product Designed & Built for 15 Yrs. Hard Service, and More.
« Second-to-None 3 Yr. Warranty Coverage.

« Full Line Ball-Hitch Units 6” — 32" and Up.

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

WELLS CARGO

WELLS CARGO, INC. PO.BOX 728-975
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CATALOGS
SPECIFICATIONS

CALL
1-800-348-7553
SAY YOU SAW ITIN
LANDSCAPE MGT.

SINCE
1954

ELKHART, IN 46515

7. Before growing a large bed of a
species and possibly a variety that has
not been grown in the area before, try
it out on a small scale in a in-
conspicuous area.

The Professional Plant Growers
Association offers these suggestions:

® Communicate your needs to
your growers.

@ Tell your grower the dates you
want the bedding plants and how they
are to be transported.

@ If you require specific varieties
and/or cells per flat or pot sizes, make
this clear when ordering the plants.

@ If you are not certain which spe-
cies or varieties will do best in the
location intended, ask your grower for
advice. They are very knowledgeable
and can provide valued suggestions.

@ Order early. Most successful
landscapers place their orders be-
tween July and early November. One
advantage to early ordering is it's
easier to remember what was ordered
and how well each species/variety
fared the season before.

® Whenever shipments arrive,
“take stock” immediately. Report any
damaged or missing plants imme-
diately. Your grower, like you, wants
your order to be right.

@ Water the plants right away to
reduce transportation stress.

@ Locate the plants in a somewhat
shaded area away from strong winds
until they can be transplanted.

® Keep in mind the standard
“formula”—that one person can plant
approximately 25 flats per day—to
help determine the number of people
needed to transplant the bedding
plants as soon as possible after deliv-
ery.

(To obtain a comprehensive book-
let about annual bedding plants and
ideas for their use in the landscape,
order “The Professional Guide to
Flowering Annuals.” This 28-page
book is available through the Profes-
sional Plant Growers Association, P.O.
Box 27517, Lansing, MI 48909. It con-
tains useful design ideas, plus charts
outlining planting, spacing and her-
bicide tolerance of most bedding plant
annuals.

Include your address and a check
for $2 when ordering.) LM

Kathy Zar Peppler is a horticulture public
relations consultant and writer for Yoder
Brothers, Inc. and the Professional Plant
Growers Association. With 21 years experi-
ence in the horticulture field, she has man-
aged one of the largest garden centers/flo-
rists in the country, was the national
spokesperson for the gardening and inte-
rior landscape/floral industries and was the
executive director for All-America Selec-
tions.



If You Guarantee Your Plantings,
You Need a
Transplant Survival Kit.

If you're going to guarantee the Aquatrols water management products,
survival of your plantings, you've got individually or in combination, can

to give trees, shrubs, annuals and sod help you hold onto your profits and

an edge against transplant stress. Using your reputation.

M=

AquaGro soil wetting agents increase transplant survival ’
by ensuring rapid and uniform water penetration into all types Free user s Gl"ue
of soils and improving drainage and aeration in the root zone. ].800.257.7797

SuperSorb water absorbants work like water reservoirs in
the soil to minimize moisture stress by maintaining optimum
soil moisture conditions for plant establishment.

"JAQUATROLS
FoliCote transpiration minimizer reduces transplant . ’A T L

moisture stress and protects established plants against desicca- The Water Management People

tion, winter or summer, by locking moisture in the leaves.
1432 Union Avenue

Call us to find out more about the Aquatrols water Pennsau(lé%ré,) Iggso?%g U.S.A.

management products that give your landscapes an Fax (609) 665-0875
edge on survival.
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Some promises just never

Promises, promises. Anyone can make them. But few actually keep them. One of them is

Rubigan® fungicide, the only product good enough to guarantee its patch disease control.

If you don’t see at least 80% control of your necrotic ring spot, summer patch and Fusarium

blight, we'll replace your Rubigan free of charge to retreat your problem area. We promise.

For full details, write for your free Rubigan technical guide and complete terms of our

performance guarantee. Or call toll-free: 1-800-729-3693, ext. 6622.



RUBIGAN
GURANTeeS
CoNTRoL .

come true. Some do.

Send for your free Rubigan technical guide.
To receive your free technical guide and complete terms of our performance guarantee, just clip coupon and
return to:

DowElanco Fulfillment Or call wll-free:

P.O. Box 3064 1-800-729-3693, ext. 6622
Cedar Rapids, IA 52402

Name Title

Golf Course # of holes

Address City State Zip

Phone ( )
Current DowElanco distributor 4 DO‘VElanCO

© 1990 Dowtlonco
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SURVIVING IN A
TROUBLED ECONOMY

In Part One of a four-part series, our green industry analysts reveal what it
takes to stay on top in a time of increased competition and economic

recession.

by Ed Wandtke and Rudd McGary, Ph.D.

urvival.
s In the business world, this

word conjures up a scenario of
economic doom and gloom. In the
green industry, however, survival has
more to do with keeping up with
change and competition than fluctua-
tions in the Dow-Jones. So while this
series of articles is driven, to some
extent, by the economic conditions
that we are likely to encounter in the
coming years, it’s important to note
that there are other important factors
to take into account when discussing
survival in the 1990s.

Numerous standard economic in-
dicators today point toward an on-
coming recession. We believe it’s
more realistic to think of the upcom-
ing economic period as a slowdown—
not a full-blown recession. The result
of this slowdown will be that consum-
ers will become more selective about
what they buy and how often they
buy it. Consequently, the next 18 to 24
months will be a time of opportunity
for the well-run company and a time
of disaster for companies that are
managed poorly.

Where to look

In a slow, even downward-spiraling
economy, one of the first areas to lose
consumer support are auxiliary ser-
vices, which include the landscaping
and lawn care industries. Companies
that have targeted upscale accounts
are less likely to be affected by a
slowed economy and will fare better.
Therefore, your marketing efforts
should be geared toward residential
and commercial accounts that are
somewhat insulated from a slowing
economy.

Another area of concern in a
turned-down economy is your pro-
ductivity. Many companies run “fat”
during prosperous times yet don’t re-
alize it until more difficult times
emerge. Managers should be aware of
the numbers needed to run the orga-
nization and how to manage them.

The professional landscaper can do
little to stem the tide of a slowing

economy, but factors closer to home
may be impinging on your pro-
fitability. For example, in many mar-
kets there is a preponderance of
landscaping firms, causing market
saturation.

Saturation strategy

Saturation explains why we’re now
seeing larger firms buying accounts
from smaller companies rather than
pursuing additional marketing ef-
forts. In some areas, it’s cheaper to buy
companies than to launch a marketing
campaign.

In saturated markets, survival is a
way of life. It doesn’t matter if the
economy is up or down; there is so
much competition that every day is
spent just trying to get by. Low-balling
is a common practice for these organi-
zations. Good companies don’t need
to sink to this level. They realize that
in the long run, low-balling will lead
to nothing but problems.

Long-term growth in a saturated
marketplace depends on sound man-
agement, marketing and operating de-
cisions. Mistakes like cutting
essential budget items, inaccurate
pricing, or laying off important per-
sonnel will have disastrous con-
sequences for a firm trying to survive
stiff competition.

Follow trends

Lastly, green industry companies bat-
tling for survival need to remain
aware of where the industry is
headed. For example, a recent trend
in the industry has been the move to-
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ward multiple service offerings. Many
prudent, aggressive companies care-
fully chose those services it can pro-
vide profitably.

If you bring on a new technician
who happens to be skilled at tree ser-
vice, why not begin marketing that
service to your customers? A lot of
companies do this with a variety of
combinations.

A common pitfall is when service
combinations don’t make sense to the
consumer. Make sure your service
mix reflects the consumer’s wants,
then deliver each in a manner that
leaves room for profit.

Remember that surviving in the
1990s goes beyond worrying about the
state of the economy. A slowdown is
only natural, and there’s nothing you
can do about it. Use the opportunity to
take a closer look at your organization
and find ways to do what you do
leaner and better.

In upcomingarticles, we’ll focus on
strengthening your marketing efforts,
operations and budgets. It is our intent
to not only help you surive what may
be lean years, but to actually grow in
spite of them.

Next month: survival marketing

Ed Wandtke and Rudd McGary, Ph.D., are senior
consultants with AGMA Inc., Columbus, Ohio.
Wandtke focuses on operational and financial
questions, while McGary is a marketing specialist.



THE PRODUCTION MACHINE

“HIGH CAPACITY, EXCEPTIONAL TRIMMING CAPABILITY”

TURF BLAZER 1260

That’s how this machine has been designed! maximum trimming capabilities far superior to a
The mammoth 126" appetite affords you 75% 72" even under trees and bushes.

h'ghef capacuty thar: a standard 72" unit. With a x Add to this a field tested, 4-cylinder water-cooled,
combination of a 60" mower out front and two 38 40 HP diesel engine in conjunction with hydro-
hydraulically operated wings, you are assured : >Ng ) Y :

of picture perfect floatation over berms and static transmission and you have a machine which
undulations. With wings strategically located in will maximize your retum on cost of acre cut.

line with drive wheel pivot point, you can achieve Contact your local HOWARD PRICE distributor for

a demonstration on your turf.

HOWARD PRICE
TURF £ []lJ[PMENT
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QUICKIE-QUIZ

Weed reduction and control

Common Weeds in Turfgrass

Common Weeds in Turfgrass

Bunch Spreading Annual Perennial
Broadleaf Broadleaf Grassy Grassy
Dandelion® Chickweed Crabgrass' Poa annua*
Plantains’ Knotweed! Goosegrass! Tall fescue?
Others Henbit! Nimblewill2
Wild garlic? Speedwell? Quackgrass?
Nutsedge? Spurge! Dallisgrass’

' Controlled by annual application of herbicides.

? Glyphosate kills weeds and turf.

3 Requires repeated treatment. Underground bulbs make control difficult.

1.

3.

4.

Weed control is most effective when done in:
a) September and October
b) mid-summer
c) late spring
d) early June

Apply herbicides:
a) one day prior to mowing
b) immediately after mowing
¢) 24 hours after mowing
d) timing is not important

Weed elimination becomes evident within:
a) three days
b) one week
¢) two to four weeks

Crabgrass thrives well during:
a) mid-summer, when hot and dry
b) mid-spring, when warm and rainy
c) late fall, in cooler temperatures.

Two applications (5-7 days apart) of organic
arsonates can selectively kill: (multiple
answers)

a) crabgrass, goosegrass, chickweed

b) Poa annua

c) sandbur, barnyard grass and foxtails

d) lovegrass and nimblewill

In warm winter areas, Poa annua germinates

during:

a) June and July
b) October through May
c) August and September

7. Name the weed pictured below:
a) nutsedge
b) spotted spurge
c) speedwell
d) common chickweed

8. Aquatic weed treatment is most effective
during: (multiple answers)
a) very early May in southern areas
b) August, when in full bloom
c) very early June in northern areas

ANSWERS
2'®(g (£ 'q(9 2'e(¢ :q(p *o(g ‘ez ‘o1
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