Excellent lift height,
dump angle and reach
for Ioadlng trucks. Meiroe Company

P.O. Box 6019
Fargo, ND 58108

(701) 241-8700
e

Smooth. Quick.
Powerful.

Introducing The New Bobcat 7753 Long Wheelbase Skid-Steer Loader.

The7753 Bobcat is the ideal “lift and camn
machine. It's versatile, compact, maneuver-

able, comfortable and easy to operate

FEATURES

Quick loader cycle time
* 7 mph travel speed
Long wheelbase for
smooth ride
Push-button auxiliary
hydraulic controls
Dozens of available
attachments

1700 LB’

Rated Operating Capacity
*1800 LB. with optional
counterweight kit

Tip-up ROPS

Swingout tailgate

for easy for one-side

46 HP access to service

* hydraulic of engine

Liquid-Cooled Diesel Engine plumbing. = components.

. = F :

s

. b*u. q W
¢ - Americas
I BestdS: The Bobcat Operation Sensing System (BOSS *)

protects your investment.

See your Bobcat dealer for a demonstration!
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and topsoil were mixed and used on site,
savings thousands of dollars in hauling
costs.

In fact, since most of the coarse sand
was found near the stadium, the board
saved an additional $15,000 by eliminating
the drainage system beneath the football
field.

(Ultimately the stadium field's growing
media will consist of 75% sand, 15% peat,

10% topsoil and the equivalent of 80 Ibs. of |

“Sand Aid” per 1,000 sq.ft. The soil mix for
the remaining fields will be 50% coarse
sand/50% topsoil mix over a sand/tile
drainage system.)

Says Wrona: “A project like this is a

constant series of tradeoffs and planning |

moves. But it can only be done if you have
a very good relationship with the owner,
and everybody understands where every-

1 i
Wrona says a planner’s job is to get
the most for dollars allocated for site
work.

body is in terms of the budget.”

Wrona continues to work with school
leaders on the 80-acre site.

“All playing fields at Rockford High
School will have an additional advantage
not often afforded to many new sports
fields,” explains Wrona. “All fields will be

| allowed to grow a minimum of two grow-

ing seasons (one spring and one fall) prior
to their use.”

Preparing for the day when the fields
are playable, Rockford has already hired a
new grounds manager, and is developing
fertility and field use policies.

The key to Rockford’s success?—"A
knowledgeable owner representing a posi-
tive, supporting community and taking
best advantage of available sight design
opportunities,” says Wrona.

—Ron Hall

Seasonal help:

where to find

them, how to choose them

Seasonal workers might
some day become full-
timers, if you hire wisely.

by Ed Wandtke

m Seasonal help has been one of the stan-
dards of personnel recruitment for the
green industry. The use of seasonal
employees allows the green industry com-
pany to avoid the extra costs of full time
personnel and at the same time capture
the enthusiasm received from fresh
employees.

Some job applicants will be looking for
more than just a job, although some will
only be looking to make money. Others
will want an opportunity to learn some
additional skills and apply current knowl-
edge. In the past, the seasonal employee
has typically not been motivated, but the

current economic conditions make this a |

buyer’s market for the employer. Will you
be ready to meet the challenge of these job
applicants or are you just looking for peo-
ple to fill the various jobs you have open at
this time?

The financial needs of the unemployed
will lead many over-qualified individuals to
your company if the unemployment rate is
very high. Be careful in hiring these job
shifters. if an individual has been highly
compensated in the past and your job

opening will not pay what he has been
used to earning, expect him to leave as
soon as a better paying job is offered.

Much of the turnover in the green
industry occurs in the first two to four
weeks on the job. It is extremely important
to advise them that they will be expected
to work in almost all weather conditions.
Remember: you are used to working 10- to
12-hour days, but the prospective employ-
ee might be thinking he will only work
eight-hour days.

When to hire — Deciding on how
many seasonal employees you need should
be done at least two months before you go
to the market place to compete for the
potential employees in the market. Letting
your current employees know in advance
of your seasonal employee needs will allow
them to recruit for you. One of the most
effective systems of finding quality season-
al employees is to have a job notice posted
at the various churches within one mile of
your shop. The quality of the applicants,
their integrity, and highly-dedicated work
ethic results in better-than-expected per-
formance.

If your seasonal recruitment takes
place at the start of the season, you will be
forced into making decisions on the hiring
of individuals based on the immediate
need for the individual to be working. As a
result, you will not be choosing the indi-
viduals who can satisfy both the short- and
long-term needs of your company. These

type of last-minute hiring decisions will
often result in increased turnover or in the
hiring of an individual who just doesn’t
seem to work out. Avoid this process in
your company by making the seasonal
employee interviewing process a year-
round activity .

How to choose — How would you
describe your company’s personality? You
must now determine this before you hire
seasonal employees. If not, you may hire
some quality individuals who just don’t
seem to fit in.

When you hire your seasonal employ-
ees, you should consider the individual’s
adaptability to your company.

Flexibility, cooperation and a sense of
teamwork are the key characteristics a
person needs to bring to the job in order
to contribute to the overall profitability
and effectiveness of your company.

Their job description — [t is very
important to allow these people the oppor-
tunity to make decisions and have a
chance for authority and responsibility.
This opportunity for the individual to
make decisions on the job and accept criti-
cism will help the employee become an
integral part of the company.

Evaluating their performance as well as
that of your full-timers will encourage all
employees to be concerned more with the
job than the job title.

Helping all employees realize that there
is a consistency requirement in the perfor-
mance standards they will be expected to
meet will help everyone become part of
company.

—The author is a senior consultant
with Wandtke & Assoc., Columbus, Ohio.
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The super bowl of lawn maintenance
equipment tradeshows

features an outdoor demonstration area
that occupies more turf than
14 football fields...
and everyone gets to play!
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* Try before you buy
* Free seminars daily for commercial end-users

* 500 manufacturers exhibiting products for landscapers,
mowing contractors, rental equipment dealers, retailers,
nurserymen, distributors, servicing dealers.

INTERNATIONAL LAWN, GARDEN AND POWER
EQUIPMENT EXPO

JULY 26-28

Louisville, KY
Call today — 1-800-558-8767 or 502-473-1992 FAX 502-473-1999
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xperts recommend combining a proven
fungicide with smart cultural practices to
create a summer patch prevention program.
If you think that's sound advice, then

call for our free audio tape and brochure.

Each outlines a summer patch program that
includes everything from identifying the causes
to managing susceptible areas.

Also, they tell you a little bit about
BAYLETON 25 Turf and Ornamental Fungicide.
For ten years, you've seen what it can do for dollar
spot and many other diseases. Now discover how
well it performs in a summer patch program.

For your free tape and brochure, call
1-800-842-8020. Or write Miles Inc., Specialty
Products, Box 4913, Kansas City, MO 64120.

After all, summer patch control today

requires that you use your head. And what better

place to start than with

your ears. MILES /70
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Removing trees to improve play

Veteran golf course
superintendents say tree
management programs
may be necessary on many
golf courses.

m Stanley Zontek says the chain saw is a
marvelous tool in the fine art of maintain-
ing golf turfgrass.

“Sometimes turf managers have to get
out there and clear some underbrush and
down some trees,” claims Zontek, who
travels the Mid-Atlantic region as the
USGA's turf expert.

“The essence of our jobs as turf man-
agers is to grow strong healthy grass, and
we're not going to do it in the shade and
we're not going to do it in pockets of poor
air circulation, ” he adds.

Few golf course superintendents would
argue with Zontek. They know their repu-
tation and job hinges on how well they
grow and maintain quality turf. They're
graded on
the condi-
tion of turf,
not the
beauty or
utility of
trees.

Even so,
stately or
colorful
trees grace
most U.S.
golf courses.

Quast: anyone hitting a
tree with a mower at
Medinah must report it.

Golfers, for
the most
part, appreciate trees and recognize them
as valuable on the course.

Zontek himself claims he’s not advocat-
ing “the wholesale removal” of trees on
courses, particularly those that don't cause
turf maintenance problems for the super-
intendent and aren’t hazardous for golfers.
“Who's going to argue with the spring
color of sunburst honey locust after just
coming out of a bleak winter?” he asks.

Danny Quast, golf course superinten-
dent at the Medinah Country Club about
30 miles west of Chicago, says superinten-
dents can provide fine turf and keep valu-
able trees on their courses.

They'll need a separate tree program to
do it. They'll also probably need the help of
an arborist.

Quast has had arborists on staff at both
Milwaukee Country Club (where he was
employed previously) and now at Medinah.
“You need to have a management program
for the trees just like we do our turf,” he
says.

A tree inventory was conducted br Dr.
Tom Green before Quast joined Medinah.
Green of the Morton Arboretum also grad-
ed the trees on a scale of 1-6, with one
being a newly-planted tree and six being a
dead tree or stump. In all, Green developed
225 pages of information about the 7,000
trees at Medinah.

“The information needs to be developed
into a working program,” insists Quast.
(See accompanying article.)

He offers these suggestions for imple-
menting a golf course tree program:

v Purchase a chipper. They're expen-
sive but with rising landfill costs, they'll
pay for themselves in a few years.

v Have available and use the proper
tree care equipment—power saws, hand
saws, cabling equipment, etc.

¥ Many trees on a golf course can be

trimmed from below with a pole saw.
v Make sure your arborist has an
ornamental pesticide license.
¥ Never let your arborist climb alone.
—Ron Hall

The tree program
at Medinah C.C.

egular pruning, says
players and spectators (40000&6&

appearance and health of trees. He says some trees on the course were topped" years

\ ago. They're rotting from the top down. This improper pruning probably took 40 years

from their lives.

Tree insect and disease problems on the large oaks are controlled by injections
(Mauget's) and the smaller oaks receive Dursban spray in May and again in June. Every
American elm at Medinah is treated at least once every three years to fight Dutch elm

disease.

Quast says there are many reasons to remove particular trees on a course, including

"

“just plain ugly.

—R.H.
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SERVING GOLF AND LANDSCAPE PROFESSIONALS

Complete this form
today and fax it to:
218-723-9433

Subscription
Fax
| wish to receive (continue receiving) LANDSCAPE MANAGEMENT free of charge:
YES [] no (|
Signature Date
Name (please print)
Title Phone No. ( )
Your Firm's Name
Business Address
City State Zip
Do you wish to receive promotional materials? YES [ No [

1. BUSINESS & INDUSTRY
My primary business at this location is: (Check only one in either A, B, or C)
A. LANDSCAPE/GROUND CARE AT ONE OF THE FOLLOWING TYPES OF FACILITIES:

0005 ] Golf courses 0050 ] Cemeteries/memorial gardens

0010 [ Sports complexes 0060 [] Military installations & prisons

0015 [ Parks 0065 [] Airports

0020 [ Rights-of-way maintenance for 0070 [] Multiple government municipal
highways, railroads & utilities facilities

0025 [ Schools, colleges & universities ] Other type of facility (specify)

0030 (] Industrial & office parks/plants

0045 ) Condominiums/apartments/housing
developments/hotels/resorts

B. CONTRACTORS/SERVICE COMPANIES/CONSULTANTS:

0105 [J Landscape contractors (Installation 0135 [ Extension agents/consultants for
& maintenance) horticulture
0110 [J Lawn care service companies ] Other contractor or service
0112 1 Custom chemical applicators (specify)
0125 [] Landscape architects
C. SUPPLIERS [ Other supplier (specify)

0205 [J Sod growers

0210 [] Dealers, distributors

2. WHICH OF THE FOLLOWING BEST DESCRIBES YOUR TITLE? (Check only one)

10 ) EXECUTIVE/ADMINISTRATOR—President, owner, partner, director, general manager,
chairman of the board, purchasing agent, director of physical plant

20 [ MANAGER/SUPERINTENDENT—Landscape/ground manager, superintendent, foreman,
supervisor

30 ) GOVERNMENT OFFICIAL—Government commissioner, agent, other government official

40 [] SPECIALIST—Arborist, forester, architect, consultant, agronomist, pilot, instructor,
researcher, horticulturalist, certified specialist

50 ) OTHER TITLED AND NON-TITLED PERSONNEL (specify)







