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Winged Foot loses ‘guardian’
MAMARONECK, N.Y..A tree was cut down last month, and
the game of golf is the less for it.

The elm tree at the 10th hole on Winged Foot Country Club
in Mamaroneck, N.Y. was once called by writer Dan Jenkins
“the greatest tree in golf.” In 1987, the 250-year-old giant that
guarded the green was named “big tree champion” of New York
State. It was 100 feet high with a canopy over 40 feet wide. Its
trunk was seven feet in diameter.

“This tree was like a person to us,” superintendent Bob
Alonzi told the New York Times, which ran a big story in its
Feb. 14th editions.

Because of its presence, golfers were forced to hit to the
l(lth green under the treeline. “If not,” the Times
ed, “your ball would ricochet almost anywhere...if you were
lud\,\. (it) would sometimes plop down onto the green, proving
the elm had a heart, hard as it usually was.”

In place of the venerable giant elm, felled by Dutch elm dis-
ease, Alonzi and his crew will transplant a pin oak this spring.

article relat-

Seeking literary contributions

CHELSEA, Mich.—Dr. Trey Rogers of Michigan State
University is soliciting contributions from golf course superin-
tendents for his “Superintendents’ Handbook for Golf Course
Maintenance and Construction.”

Each chapter will consist of contributions detailing tech-
niques that superintendents have successfully used at their
courses. Contributions should be one to five pages in length,
and include photos.

For more information and/or to receive a contribution
packet, please write: “Handbook for Superintendents,” P.O.
Box 799, Okemos, MI 48805.

‘Menacing threat’ to golf courses

SAN FRANCISCO—CGolf course architect Robert Trent Jones
Jr. sees the nation’s financial instability as playing a large role
in the downturn in golf course development. But, according to
his “Reading the Green"” newsletter, Jones sees a much larger
“menacing threat” to golf development in the U.S.

“The major concern to our industry is the so-called ‘envi-
ronmental movement,” which has targeted golf courses for
capital punishment,” he writes.

“These folks...have become a part of the golf course permit
approval process at every level of government, from the local
planning commission to the Supreme Court.

“Their familiar refrain is that the golf course is a good idea,
it is just in the wrong place. The fact is, they don't like golf
courses anywhere...they just don't like the game. They see it
as an elitist pastime. It occupies too much space; it takes too
long to play; it is not the people’s game.”

Jones feels the answer to these people is for those who love
the game to step forward and “shout loudly that golf is the
absolute preservation of open space” and has more environ-
mental benefits than drawbacks.

“Let’s join together and actually sell the game to those who
make land use decisions. Loud and clear, let's let them know
that our vote is for open space, greenbelts, wetlands, ani-
mals...birds...and wholesome fun and exercise.”

INDOOR/OUTDOOR

LITTER VACUUM
Parker Vac-35

The Vac-35 has a
12-gauge welded
steel chassis and
a non-sparking
aluminum/
magnesium alloy
impeller for
heavy-duty, long
term use.

Far

Unequalled
vacuum power
combined with
superior maneu-
verability makes
the Vac-35 the
right choice in

Models are available
with gasoline, propane

litter sweepers. and battery power.
For a no-obligation i
demonstration, circlethe _ Poanken:
reader service number \/
below or call (513) 323- P.O. Box 1728

4901 /fax (513) 322-5462. Springfield, Ohio 45501
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- BESTWAY Help Keep

_/ COMMERCIAL SPRAYERS

Lawns Green for Less
of Your Green

=1
»

[Why Pay for bxtras — JRERUS

1 L8
LT ETT] Bestway Commenr
cial Sprayers are designed and built to fit your N

specs — exactly. Order direct from our factory and $om o

we'll help determine what tank size and boom length — or other
options — best meet your requirements. Don't pay for features
you don't need. Pay the lowest price for exactly what you want.

Ritchie Bestway has been produc-
ing high-quality agricultural sprayers for the past 20 years. That
knowledge is put to use producing the best commercial, lawn
care and golf course sprayers available today That’s quality you

| can depend on.

The bottom line is a customized, quality sprayer that can help
keep lawns green for less of your green.

| Just Call 1-800-747-0222 For A No Obligation Guote

Ritchie Bestway Commercial Sprayers
120 South Main PQ ‘Box 730
Conrad, lowa 50621 USA
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LAWN CARE

INDUSTRY

Do you have ‘the right stuff’
to become a franchisee?

Dick Nelles wants people
with administrative and
management skills, ‘people
skills’ and a passion for
customer service.

® The requirements to become a good
lawn care franchisee are wide-ranging,
according to Canadian businessman Dick
Nelles of Nutrilawn International, head-
quartered in Winnipeg.

A Nutrilawn franchisee has to be a per-
son with overall management ability,
Nelles notes. He has to be a good adminis-
trator, trainer and judge of personnel. He
has to be able to handle the field opera-
tions; he has to be a good people person;
he has to ensure his employees have a
good attitude to service.

He also has to have some money in his
pocket.

Nelles and his vice president and part-
ner, Derek Riley, charge six percent royal-
ty on franchisees’ sales. In return, they
provide technical support and help with
business and market planning.

“It's a two-way street,” says Nelles. “If
our franchisees are successful, then we are
successful.”

Nutrilawn franchises sell for $50,000 in
larger Canadian markets and $37,500 in
smaller markets. Nelles observes that
prospective franchisees also need enough
capital on hand to ride out the lean years
while they build up their businesses. A
base of at least 30 customers is needed to
make money, he notes. But the rewards
would seem to be worth the wait.

The company's annual meeting in
Ottawa in January focused on training
franchise operators to train their staffs.
“Because our franchises are growing so
fast, we emphasize retraining on training
procedures,” Nelles explains. “The Ottawa
franchise, for example, growing as it is,

has to train several new employees every
year. It is a step-by-step process aimed at
motivating employees to strive to excel in
customer service.”

Nelles reports that Nutrilawn is doing
research on developing a tree and shrub
program for its franchisees. Irrigation has
also been looked at. In his view, though,

Nelles: Lawn care is
large size business
opportunity with good
growth potential.

“you have to stick to your knit-
ting"—your core business.

“Any add-on services should
only be approved where a guy is
doing a real good job of looking
after that core business,” Nelles
maintains. “You have renew-
able business out there and
opening new accounts to worry
about. A new division requires
more people and capital. From all the
research I've done, the consistent message
is that add-on services can detract from
customer service. [ would be very cautious
about approving add-on services to what
we do.”

The keys to operating a successful fran-
chising business like Nutrilawn are a good
business plan and training program,
choosing the right kind of people as fran-
chisees and staying focused on your core
product or service, Nelles has learned.
Using that formula, Nutrilawn has grown
to 26 franchises with system-wide sales of
$5 million in seven years. Projected
growth for 1992 was 30 percent; Nelles
expects 1993 sales to reach $7 million.

When he started the business in
Winnipeg after being a long-time agricul-
tural equipment dealer there, he had 500
customers. Last year, there were 50,000
Nutrilawn customers in Winnipeg alone.

“From the outset, I felt the business
could be duplicated successfully else-
where,” Nelles says. He developed solid
training and support programs, and began
marketing franchises.

“It is a large size business opportunity
that offers good potential growth,” he
points out. “We have divided Canada into

87 exclusive territories.”

Nutrilawn’s first franchisee opened in
Edmonton in 1987. Last year, that fran-
chisee had 38 summer employees and took
in more than $1 million in revenue. Newer
franchisees in Ottawa, the nation’s capital,
and Halifax are growing even more rapidly.
Ottawa's revenue, for example, has jumped
from $100,000 in its first year to $400,000
in 1991 to $650,000 last year.

Although the Nutrilawn name is regis-
tered in Washington, D.C., Nelles has no
immediate plans to sell franchises state-
side. “We want to fully look after Canada
first and make sure that our Canadian
franchisees are successful,” he says. “We
have franchisees from coast-to-coast, but
there are still a lot of areas to fill in.”

—The author, Myron Love, is a freelance
writer based in Winnipeg, Manitoba,
Canada.
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PLCAA’s stand
on pesticide use

& This is where the Professional Lawn
Care Association of America (PLCAA)
stands on pesticide application issues.

PLCAA made the following recom-
mendations in a briefing paper to par-
ticipants at its Day on the Hill in
Washington D.C. this past February:

Customer right-to-know: PLCAA’s
members endorse providing their cus-
tomers with a written, “rolling”
Customer Service Agreement, given to
customers at time of an application. It
would include the brand name or com-
mon name of the product applied; the
general reason for use as stated on the
label; the maximum concentration of
the end-use product and the rate of
application; any special instructions
relating to the use of the lawn by the
customer after the application is made;
and, on request, a copy of the product
label.

Notification registry: PLCAA sup-
ports the creation of a notification reg-
istry in each state. Anyone who pays an
initial fee and an annual renewal fee
(to be used to defray the costs of oper-
ating the registry) would be eligible to
be placed on the registry, with provi-
sions for the fee to be waived in bona
fide cases of inability to pay. State reg-
ulatory agencies would then send the
registry list to commercial and “part-
time” applicators (e.g. building mainte-
nance personnel) on a quarterly, or as-
needed basis.

Pre-application notification:
Commercial lawn care companies and
part-time applicators should pre-notify
the following people one day in
advance of intended applications: cus-
tomers (if applicable); persons on the
notification registry that are adjacent
to the customer’s property; or an
appropriate school authority.

Posting: National posting would
build public recognition of the indus-
try standard for the size and type of
signs. Commercial applicators, part-
time applicators and do-it-yourselfers
should affix a posted marker or mark-
ers at the primary point or points of
access to a property at the time of
application. Retail establishments
would be required to provide posted
markers and information on the
requirement to their customers.

/My Bobcat
ARTICULATED
LOADER is *

PERFECT for HANDLING

1
Heavy NURSERY Stock””

We just got tired of having to jockey a flatbed with nursery

stock and landscaping material around so our tractor could

| unload it. We started looking for a
machine that could do the

job better. We found the

Bobcat® Articu-

lated Loader. It

E e
~ P vl

can unload everything from one side of the flatbed and do it

more quickly. Now we just pull the flatbed in and unload. ‘

The Bobcat was so fast and smooth, we tried it in

our landscaping operation. It worked so well

transporting stock, we quickly
added a box scraper and a
powered landscape rake. We
have the thing working in

both directions. It saves us a bunch of time.

[ just don’t know what we’d do without it. ‘

To know more about Bobcat
Articulated Loaders, find your
dealer in the Yellow Pages or

call 701-241-8700

ars are available in two capacities
led attachments and 2400 Ib. (3000 Ib. optional)
and rear mounted attachments
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PENDULUM™

Preemergent Herbicide.
It’s tough against weeds,
gentle on ornamentals

and your budget.

Weed control is top priority with PENDULUM™ WDG
herbicide. It's highly effective against most annual grasses
and many broadleaf weeds, stopping them dead in their
tracks as they germinate.

Yet there’s a gentle side to PENDULUM, too. Its active
ingredient, pendimethalin, makes it safe for labeled
ornamentals. So you can spray over the top of established
trees, shrubs, flowering bedding plants and ground covers.
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For added ease-of-use and con- N

venience, PENDULUM now comesin P " % =
e
a premeasured water-soluble package.

And when you get right down to it, PENDULUM costs
less per treatment than Surflan' and other preemergents.
The result? Top performance CYANAMID

g

and a more beautiful Cyanamid Company
Agricultural Products Division
bottom line. e o

PEND 7
Good in beds.

Always read and follow label directions carefully
™Trademark, American Cyanamid Company ©1993
Trademark, DowElanco

Circle No. 104 on Reader Inquiry Card



JOB
TALK

Oil changes help
Bailey’s truck fleet
stay trouble-free

Frequent oil changes are essential if you
expect to get your money’s worth—and
more—from trucks and tractors.

® The key to a good preventive maintenance program on your
tractors and trucks is frequent oil changes, says Len Bondeson,
maintenance supervisor at Bailey Nurseries, St. Paul, Minn.

The company operates 175 pieces of equipment, from Ford
F600s to a Kenworth with a 300 Cummins engine; from new vehi-
cles to ones from the 1950s.

“Although there’s more stress on a tractor digging in the field
than on a truck making a delivery 100 miles away, each piece of
equipment gets the same care,” says Bondeson.

Each day, Bondeson and his maintenance staff of three will
bring several pieces of equipment into the 2,800-sq.ft. mainte-
nance ship for inspections, oil changes and maintenance. “We try
to work around production and delivery schedules,” Bondeson
admits.

Today's oils are designed with universal characteristics to
accommodate all types of gasoline or diesel fuel engines. Using a
multigrade universal lubricant offers two major benefits:

1) inventory consolidation; and

2) reduced application errors.

“In addition, says Dennis Boggs of Phillips 66, “multigrade oils
are more versatile than single grades, because they can meet spe-
cific requirements for both old and new vehicles in the same
fleet.”

All of Bailey’s tractors are overhauled at the nursery, but

Checking the oil at three-hour intervals keeps Bailey's
tractor fleet always ready to do the toughest jobs.
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Bailey Nursery supplies more than 4,000 retail nurseries,
landscape companies and garden centers nationwide with
nearly 10 million trees, shrubs and container plants.

because of increased fleet size, trucks are now sent to a local
repair shop for overhauls.

To supplement these major in-shop inspections, operators con-
duct their own equipment checks at least daily. These usually
involve checking the oil once or twice a day, checking hydraulic
fluid and greasing all joints.

“During the fall, a digger can run 9 to 14 hours a day,” says
Bondeson. “The operator will check grease and oil and give the

| Maintenance scheduling |
_Maintenance Tractors Trucks

Oil change 100 hrs. 2,000 mi. |
' Engine overhaul 15,000 hrs. 250,000 mi. \
D B¢ 0 . & e e T NN S 4 J

digger a complete look-over every three hours to make sure every-
thing is running right.”

Maintenance is important both winter and summer. In the
winter, trees must be dug out of what is sometimes frozen
ground. In the summer, dust is a constant problem that puts extra
stress on an engine.

“We haven’'t had a problem
with dirt in the engines, though,
because we change oil frequently
to get rid of any dirt and grime
suspended in the oil,” Bondeson
notes.

Phillips 66 Super HD II motor
oil is changed in tractors at 100-
hour intervals and in trucks and
buses at every 2,000 miles. Phillips 66 HG Fluid is changed in
hydraulic systems and transmissions once a year.

An oil analysis program was recently implemented to deter-
mine if oil-change intervals could be safely extended. Proper anal-
ysis and interpretation of oil samples can help operators find
internal engine problems early, or allow them to increase inter-
vals between service.

“The toughest part is reading the report,” says Bondeson, who
worked closely with Fuel Oil Service, plus an independent oil
analysis company.

Lubricants experts at Phillips 66 advise operators to avoid
making decisions based on oil analyses, unless they've mastered
the art of reading them or have their oil supplier or oil analysis
company help interpret the results.

Oil analysis
programs can
determine if oil
changes can be
safely extended.




The

only grub control

fast enough

to compete in the
fifty-yard dash.

Nothing works faster than DYLOX insecticide. Plus it has no turf restrictions, it's
low odor, and it's available in an 80% water soluble powder and 6.2% granular. So it's
easy to apply as well. Which helps when you have to cover a lot of ground. For more

= information, contact Miles Inc., Specialty Products, Box 4913,

MILES /A

Kansas City, MO 64120. (800) 842-8020.
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EPA will ask states
for yet another round

of lawn care

Industry says violation rate
of 1992 inspections gives
misleading impression of
lawn care safety.

ALEXANDRIA, Va.—When states, direct-
ed by the U.S. EPA, conducted 760 addi-
tional inspections focusing on lawn care in
1992, about 34 percent of the inspections
found violations.

What does this mean? That's what sev-
eral key lawn care industry members asked
U.S. EPA officials at a meeting of the Lawn
Care Pesticides Advisory Committee
(LCPAC) here in February.

What it means is another round of

unannounced inspections of lawn care |

application companies across the country,
says EPA’s Maureen Lydon.

The EPA wants yet more data on the
industry. Meanwhile, it’s putting together
a “compliance assistance packet” which
will tell LCOs how to better meet state and
federal regulations.

LCOs at February’'s LCPAC meeting

claimed the fiscal 1992 inspections unfair- |

ly portrays the industry’s willingness
and/or ability to comply with oftentimes
confusing pesticide-use regulations. They
pointed out that 25 percent of the docu-
mented violations involved recordkeeping
and other non-safety issues.

Even so, as one industry member
admitted, the 34 percent violation rate will
make “great sound-bite stuff.” Industry
critics, he said, will point to this number

inspections

Congressional hearing again later this
spring. (As of mid-March no plans had vet
| been made for more so-called ‘victems’
hearings.)

7 Indeed, the EPA directed the state
agencies to inspect
10 additional lawn
care firms each
(actually some
inspected more) as a
result of just such a
lawn care hearing
before a U.S. Senate
subcommittee in
May 1991.

“We were asked,
‘What do we know
about the nature of
violations?'" said
EPA official Vic Kimm of the ‘91 hearing.
At that Senate sub-committee hearing
both pesticide critics and the General
Accounting Office scolded the EPA. The
resulting 1992 inspections provide a
“snapshot” of LCOs’ activities, not a statis-
tical sample, he
explained.

“We can take the
data and read it in a
lot of ways,” admit-
ted Kimm, deputy
assisant administra-
tor of the Office of
Prevention,
Pesticides and Toxic ‘
Substances. | Y

But Russ Frith,

President and CEO Frith: unlicensed
of Lawn Doctor, said operators are a

| Kimm: not a
statistical sample

tors accounted for 15 percent of all viola-
tions, and should not be included with
licensed operators. Marty Erbaugh, presi-
dent of Lawn-mark, added that the “snap-
shot” drawn from the inspections is too
narrow.

“We're not dealing with any kind of
national crisis, but we do think we can do
a better job of it (compliance),” responded
EPA official Stephen L. Johnson.

Art Losey, a regulator from the
Washington State Ag Department said he
was surprised at the number of violations,
but admitted, “some of our best applica-
tors, if you look close enough, you're
going to find something wrong. That's the
world out there.”

Even so, Losey said professional users
' of lawn/landscape pesticides seem to be
| doing a better job of complying with regu-
lations in his state.

Industry and the
EPA agreed on the
need for a more
aggressive educa-
tional effort directed
at lawn/landscape
care companies.

The EPA’'s Mau-
reen Lydon promised
that “compliance
assistance packets”
would be made avail-
able to lawn care
companies before the
additional lawn care company inspections
planned for fiscal 1994.

But when a lawn care spokesman sug-
| gested that applicators be supplied with
this information just before an impending
inspection, regulatory officials balked.
Inspections must be unannounced, they
insisted.

“If our people (applicators) are
licensed, we expect them to know the law,”
said Washington State's Losey. “We expect
them to know how to read a label.”

Erbaugh: ‘snap-
shot’ too narrow

should lawn care be the subject of a | unlicensed applica- problem —~Ron Hall
INSIDE
‘Pesticide-sensitivity’ Scotts, Sandoz fungicide Family leave bill specifics

debate at LCPAC meeting,
page 82

could get '94 labelling,
p. 82

available from nurserymen,
p. 82
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