
With All The AbuseY)urTurf Takes, Who Needs Root Pruning? 

You know the story. The guys who swing an iron 
the way a lumberjack wields an ax are the same guys 

who yell the loudest when weeds give them a bad 
lie. So, with all the abuse your turf takes, the last 

thing you need is root-pruning from your herbicide. 
That's why you need CHIPCO® RONSTAR® brand G 

herbicide. University root pull studies show that 
CHIPCO® RON STAR* G works without pruning turf 

roots. That means healthier roots and stronger, 
more durable turf. Best of all, just one pre-

emergence application provides season-long 
control of 25 tough broadleaf and grassy 

(fP RHÔNE-POULENC 

weeds-including goosegrass, crabgrass and Poa 
Annua. You'll also appreciate the fact that CHIPCO® 

RONSTAR® G is labeled for use on a wide variety 
of ornamentals, and is now available in a new low-
dust formulation that makes application even 
more convenient. CHIPCO® RONSTAR® brand G 
herbicide. It can't improve the quality of play on 
your course, just the quality of weed control. 

New Low-Dust Formulation Chipco RonstarG 
Brand Herbicide 

Rhone-Poulenc Ag Company, 2 T.W. Alexander Drive, Research Triangle Park, NC 27709. For additional product information, please call: 1-800-334-9745. As with any crop protection 

chemical, always read and follow instructions on the label. C H I P C O and RONSTAR are registered trademarks of Rhone-Poulenc. ©1991 Rhone-Poulenc Ag Company. 
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'LEAST GEMENT TIPS' 
CONSIDERATION 1 NORMAL MANAGEMENT 'LEAST MANAGEMENT' 

Scarification 2 to 3 times per year as needed 
Mowing twice a week once a week 
Edging once a month twice a year 
Irrigation supplemental supplemental 
Fertilization spring, summer, fall spring, fall 
Overseeding late fall none (heavy fall fertilization) 
Weed Control pre-/post-emergence 

herbicides 

pre-emergence herbicides 

Insect/Disease Control as needed none 
Aeration 2 to 3 times per year 

Source: the author 

as needed for compaction 

Diamond-Dry, which can be 

raked into the infield mix to 

bring a too-wet field into playable 

condition. 

Mowing frequency is determined by 

budget. Though most turf managers 

can't devote time to creating a striping 

pattern in the grass, all alter directions 

with each mowing to maintain a cleaner 

cut. 

Where funds are available, the infield 

and skinned areas receive some type of 

supplemental irrigation. Even the money-

strapped facilities have found that it's 

more costly to rebuild a turf field than to 

keep it alive by watering. 

Soil testing once a year for pH and fer-

tility levels is a wise budgetary move. The 

test results help tailor fertilization pro-

grams to specific needs, possibly cutting 

Even the money-strapped faci l i t ies 
have found that it 's more costly to 

rebuild a turf f ie ld than t o 
keep it al ive by 

watering. 

fertility needs. 

The optimum time to verticut and 

dethatch bermudagrass is during the 

playing season, which is advantageous 

for the turf but not good for the playing 

schedule. A compromise is often made, 

tackling these procedures only as neces-

sary, and timing them as 

late in the season as possible, 

but early enough so the grass is 

still actively growing. Fertilizer is 

a big variable in maintenance pro-

grams. Turf managers with smaller 

budgets use the slow-release fertilizer 

products to stretch fertilization benefits 

over a longer period. 

—Leif Dickinson is assistant turf 

course superintendent for the Los 

Angeles Turf Club and Santa Anita 

Park. He is a graduate of the University 

of Maine, completing the program in 

horticulture and sports turf manage-

ment at Mount San Antonio College, 

and a member of the Sports Turf 

Managers Association. He extends spe-

cial thanks to Merton Johnson and Jeff 

Barnes for their assistance. 

Use customer complaints 
to secure company loyalty 
• If one of your customers—whether he 

be a landscape client, a member of the 

golf course, a citizen using one of your 

athletic fields—has a complaint, you have 

a tremendous opportunity to build cus-

tomer loyalty, but it depends on how you 

choose to satisfy that complaint. 

A survey by the U.S. Office of 

Consumer Affairs shows that whenever 

customer complaints are successfully 

resolved, 73 percent of the complainers 

would return to buy that product or ser-

vice again. 

Conversely, when customers had 

minor problems but did not complain, 

nearly 67 percent would not buy the same 

product or service again. The three rea-

sons mentioned most often for not com-

plaining were: 

• Customers felt complaining wasn't 

worth their time and effortl 

• They believed complaining wouldn't 

do any good; 

• They didn't know how to or where 

to address complaints. 

To handle complaints successfully, 

and better insure cutomer loyalty, you 

should: 

1) Listen to the customer's entire 

complaint. Don't interrupt; let them say 

all that's on their minds; 

2) Sympathize with them, and be sure 

to communicate sincerity; 

3 ) Avoid justifying or making excuses; 

the customer doesn't want to hear any 

excuses; 

4) Ask questions; 

5) Agree on a course of action; 

6) Inform and involve others who 

need to know; 

7 ) Monitor the progress in resolving 

the complaint. 



On big jobs you'll be impressed at how 

Stihl string trimmers combine power with 

lightweight handling ease. You'll also appreci-

ate the low noise level at which many of our 

blowers operate. 

If you'd like to test any of our grounds main-

tenance equipment, see the Yellow Pages under 

"Saws" for your nearest Stihl dealer. The long 

and short of it is that you won't find any better. 

1993 Stihl Incorporated 

Or maybe a flattop on that boxwood. With Stihl 

power equipment, almost anything's possible 

for the grounds maintenance professional-

even the thorniest jobs. 

From hedge trimmers to string trimmers 

to power washers to backpack blowers, Stihl 

offers a full line of rugged and reliable prod-

ucts. Stihl's famous dependability ensures that 

you can tackle just about any project quickly 

and efficiently. 

STIHL 
As good as you thought. 

Priced less than you think. 



Picking the right dealer 
as a business partner 
W h e n you n e e d n e w 
e q u i p m e n t , c h e m i c a l s or 
s e e d , do you shop for t h e 
b e s t pr ice , or t h e b e s t 
d e a l ? 

• Your equipment/seed/chemical dealer 

should be a partner in your business, 

experts say. What is good for your business 

is good for his. What is bad for your busi-

ness is bad for his. 

Nowhere else in the country is a land-

scaper more of a "partner" to his dealer 

than at KEI Enterprises in Cudahy, Wis. 

Rich Wilbert is KEI's landscape division 

supervisor and Rick Rollo is director of 

KEI's commercial equipment dealership. 

They talked, together, about their relation-

ship during the Associated Landscape 

Contractors of America annual conference 

last November. 

Here are the points, in descending 

order of importance, most landscapers 

admit they sell their services: 

1) on quality that the customer 

establishes; 

2) on performance; 

3 ) on reliability; 

4 ) on availability; and 

5 ) on price. 

Here are the points, in descending 

order, most landscapers buy their 

equipment, according to Rollo: 

1) on price; 

2) on availability; 

3 ) on reliability; 

4 ) on performance; and 

5 ) on quality. 

Note anything unusual with 

the two above lists? "Eighty to 

ninety percent of all the people I 

deal with buy exactly the opposite 

of the way they sell," observes 

Rollo. "This needs to be reversed. You need 

to buy the way you sell." 

For instance, "you should demand your 

partner train your people," Rollo contin-

ues. "Make him aware of that right away— 

that's part of the partnership. We, as a dis-

tributor, feel that if we get a fair price for a 

machine, we have a responsibility to the 

customer." 

Rollo and Wilbert cite eight keys to 

picking the proper dealer: 

• Who and what is available? This 

includes the types of equipment and the 

people you want to deal with. Go talk to a 

few to see if you can build a relationship. 

• Are replacement parts and service a 

part of the deal? "Ask your salesman at 

your time of purchase for one of its parts. 

If they don't have it, you may be out of 

luck when your equipment breaks down," 

Wilbert suggests. 

• What programs are available? What 

Rollo: You can find 
some imaginat ive 
manufacturers . 

Wi lbert : Out of luck 
when equipment 
breaks down? 

Maintenance prolongs mower life 
• If you want your lawn mowers to last, 

treat their engines with the same respect 

you show your car's engine, says a Penn 

State University machinery specialist. 

Read the owner's manuals and follow 

the directions for maintenance, says James 

Garthe, instructor in agricultural and bio-

logical engineering. Pay strict attention to 

the viscosity and quality of oil used in the 

engine. 

"The wrong oil shortens your engine's 

life by causing overheating and excessive 

wear on valve guides, seals and main bear-

ings," he says. "Use high quality engine 

oils containing additives that buffer corro-

sive acids generated during fuel combus-

tion." 

Keeping the air filter clean also extends 

your mower's life. 

"If the air filter is dirty, minute parti-

cles of silicon can eventually get into the 

internal moving parts," Garthe says. "A 

dirty air filter also keeps air from getting 

to the engine and affects the air/fuel ratio 

that governs combustion. The engine has 

to work harder, wasting energy and foul-

ing the spark plug with deposits." 

Other hints: 

• Check spark plugs regularly. 

Carefully scrape deposits from the plug 

with a pocket knife or wire brush. 

• Change oil while it's still warm to 

drain suspended contaminants. 

• If you keep your mowers in a damp 

location, consider coating them with a sili-

con spray to keep moisture out and dis-

courage rust. Covering with a plastic tarp 

also keeps moisture—and rodents—out. 

kind of financing, tax-free or tax-supported 

rebates, leases, national and regional pro-

grams? "There are some imaginative man-

ufacturers out there," notes Rollo. 

• Is back-up equipment available? 

What will the dealer do for you? What war-

ranties will be in effect, both pre- and post-

breakdown? 

• What about demonstrations? "Can 

you take it to your site and operate it 

where you will be using it?" Rollo asks. "At 

that time, you can easily involve your 

operators. If an operator doesn't buy into 

the program, he'll do anything he can to 

destroy the equipment. 

• Does the dealer have references? 

"Dealers will tell you their machines can 

do a lot of things," Wilbert observes. "You 

need someone who can tell you if the 

equipment can be used in a situation simi-

lar to yours." 

• What's the warranty? Length and 

type are good indications of how much 

confidence a manufacturer has in a piece 

of equipment. "If this person's your part-

ner, he'll go to bat for you on warranties," 

says Rollo. 

• Does the salesperson inspire trust, 

knowledge and understanding? "He must 

understand your business and your appli-

cations," Wilbert says. 

Manufacturers are just beginning to 

offer their dealer/distributors more assis-

tance in customer relations, the pair 

notes. For instance, Rollo will ship or air-

freight a part that he doesn't keep in stock 

as an added service to his valued cus-

tomers. 

Finally, remember that your dealer is 

in the business of making a profit. And if 

he or she can make a fair profit on the 

equipment or chemicals or seed being sold 

to you, he can afford to offer the service 

that goes with it. 

—Jerry Roche 



KUBOTA RUNS 
CIRCLES 
AROUND THE 
COMPETITION 

Kubota's FZ2100 and FZ2400 with Zero Diameter Turn (ZDT) run circles around 
the competition. 

The power in the innovative FZ front mowers starts with 20 or 24 horsepower 
Kubota liquid cooled diesel engines and 
continues with the Auto Assist Differential 
(AAD) drive system that automatically 
switches between 2WD and 4WD to match 
operating conditions. With AAD, you get 
extra power to maneuver easily in wet grass 
and muddy conditions with the front wheels 
rotating freely through the tightest turns. 
The FZ can turn completely around in one 
spot without damage to the turf, cutting 
way down the time spent on labor-intensive 
hand trimming jobs. 

For productivity and versatility, Kubota's 
F-Series front mowers can't be beat. The 
F2400 is 4WD and 24 horsepower, while the 
F2100 is available in 2WD or 4WD, and has 20 horsepower. Both have Kubota 
diesel engines, and are equipped with hydrostatic rear-wheel power steering for 
easy handling. A wide selection of Performance Matched Implements provide the 
versatility. They include triplex reel, rotary, flail and mulching rear discharge mow-
ers, rotary broom, leaf blower, snowblower, and front blade. Roomy operator's 
deck, tilt steering wheel, and excellent visibility increase comfort and productivity. 

Your Kubota dealer can show you the complete Kubota turf equipment line with 
the power and maneuverability to run circles around the competition. 

Kubota. 
For informat ion write to: 

Kubota Tractor Corporation, 
P.O. Box 2992, Dept. LM, Torrance CA 90509-2992 

Financing available through Kubota Credit Corporation. 



Halting soil 
erosion on your 
landscape sites 
The old a d a g e a b o u t an o u n c e o f p r e v e n t i o n wi l l he lp 
you avo id e ros ion - re la ted e n v i r o n m e n t a l p rob lems. 

by Fred Kel ly 

tion on the characteristics of local soils. 

The County Soil Survey and information 

on both the USLE and WEQ can be 

obtained from your local USDA Soil 

Conservation Service or Soil Conservation 

District office. 

Each site, however is unique in regard 

to erosion potential. The landscape profes-

sional can become proficient at recogniz-

ing potential high-risk areas just by using 

a little common sense. 

1) Generally, sandier soils will erode 

more easily than finer-textured soils. 

2) Slopes that are steeper and longer 

will erode more severely than flatter, 

shorter slopes. 

3) Where vegetation is spotty and not 

providing a contiguous cover, soil will 

erode. But with a vigorous turf cover, the 

underlying soil is protected. 

4) When rainfall-induced runoff flows 

across the site in a concentrated fashion, 

such as in a natural depression or draw, it 

will often speed up and erode much more 

than where the water is flowing in a wide-

ly-dispersed sheet at a slower speed. 

Concentrated flows cause gullies. 

5) Lastly, parts of the country that have 

more annual rainfall will generally pose a 

greater risk than low rainfall areas. 

This is an over-simplification of the sci-

ence of erosion prediction. But it's worth 

some consideration because landscape 

managers can help themselves, their 

clients and the environment by thinking 

about prevention before correction is nec-

essary. 

Plan ahead—Any project you under-

take should have a logical sequence of con-

struction. This sequence should not only 

consider contractor or material availabili-

ty, but also getting any erosion-control 

structures such as diversions, basins, 

A t h i c k turf cover p r o t e c t s under ly ing 
soil on s lopes. 

• Soil erosion is a landscape manager's 

nightmare. Not only can it cause unsightly 

gullies and sediment bars around your 

site, but it can also result in off-site dam-

age to adjoining properties and pollution 

of surface waters. 

The problem can be worsened when a 

site has been fertilized or treated with pes-

ticides. The nutrients and agrichemicals 

may adsorb to the soil and leave the site 

with the sediment. 

Many thousands of dollars are spent 

annually to correct the effects of soil ero-

sion. Believe it or not, sediment is the 

number one pollutant of surface waters in 

this country. It makes a lot more sense to 

prevent soil erosion in the first place. 

The rate of erosion from a particular 

site can be predicted with a reasonable 

degree of accuracy. The Universal Soil-

Loss Equation (USLE) and Wind Erosion 

Equation (WEQ) combine critical erosion 

factors to yield an average soil loss, 

expressed in tons per acre per year. 

Naturally, the soil type at a give site is 

the starting point in beginning the erosion 

estimation process. Different soils have 

different tolerance for development and 

disturbance. The Soil Survey for your 

county can provide a wealth of informa-

This 
roadside 
plant ing 
w a s done 
w i th 
conserva-
t ion in 
mind. 

drains or swales in place and seeded before 

the structure will handle runoff. 

• Planned pipe outlets should be stabi-

lized with rock rip-rap or other suitable 

materials before concentrated runoff will 

come through. 

• Rough grading should be planned to 

prevent diverting runoff into possible trou-

ble spots. 

• Don't clear portions of a wooded or 

well-vegetated site until absolutely neces-

sary. 

Keep it under cover—Nothing prevents 

soil erosion better than vegetation. The 

denser and more sod-like, the better. Good 

seeding, liming and fertilizing practices 

make the process go a whole lot quicker. 

• Placing mulch over a seeding is 

mandatory. Make it clean straw or salt hay, 

at a rate of at least three bales per 1000 sq. 

ft. 

• If a site needs to be protected only 

temporarily, use a quick-establishing 

annual grass like annual ryegrass. In some 

cases, a heavy application of mulch held in 

place with an environmentally-friendly 

tacking agent can also suffice. 

• Low-maintenance slopes on a site 

should be protected with more permanent, 

wood mulches along with spreading peren-

nial groundcovers. The Soil Conservation 

Service has developed some superior culti-

vars like 'Chemung' crownvetch and 

"Lathco" flatpea. 

W a t c h your back—Any erosion prob-

lems on your site may be causing havoc off 

Stabi l i ze pipe o u t l e t s w i t h rock rip-rap 
or o ther su i tab le mate r i a ls . 



KNOWLEDGE IS POWER. Every day, Advanstar opens up a world of knowledge, becoming the 
prime source of information that you need for success — through leading publications serving 
diverse business and professional markets...productive expositions that deliver i^mk 
quality audiences...and sharply focused database marketing services. Look at 
your world in a whole new light. Advanstar. Serving business9 need to know, C O M M U N I C A T I O N S 

PUBLICATIONS • EXPOSITIONS • DATA SERVICES 

7500 Old Oak Boulevard, Cleveland, Ohio 44130 216-243-8100 800-949-9049 



FACTORS AFFECTING EROSION 
F A C T O R S I N USLE: F A C T O R S I N W E Q : 

ra in fa l l soi l suscept ib i l i ty to w i n d movemen t 
soi l t ype unshel tered d i s tance a l o n g 

p r e v a i l i n g w i n d s 
length a n d steepness o f s lopes soil moisture 
c r o p cove r o r g r o u n d c o v e r w i n d s p e e d 
ag r i cu l tu ra l Factors, l ike c o n t o u r i n g vege ta t i ve cove r 

r i d g e roughness 

your site. This results in an environmental 

problem, and often a public relations 

nightmare. 

Be aware of what your practices are 

doing to the lands and waters beyond the 

site. Consider waters coming into your 

site from outside. Be prepared to handle 

the storm flows you may be getting from 

upstream or uphill. Consider your neigh-

bors and take care of the site the way 

you'd like to see it if you were outside the 

fence. 

Soil Conservation Service and local 

Soil Conservation District personnel can 

help you. Publications are also available. 

The Soil Conservation Service is in the 

phone book listed under "U.S. 

Government, Department of Agriculture." 

Your Soil Conservation District is listed 

under "County Government." 

Soil erosion ruined th is tennis 
court . 

For more information, contact your 

local office or the National Association of 

Conservation Districts, P.O. Box 855, 

League City, TX 77574-0855. 

—The author is Assistant State Resource 

Conservationist for the Soil Conservation 

Service in New Jersey. 

TUrf rollers to fit your needs. 

o u w 

T R 224 
TheTR 224 is an 
exceptionally 
maneuverable roller, 
which shifts effortlessly 
from forward to reverse 
by pulling a single 
lever. Powered by a 
5.5 h.p. Honda engine. 
24"-wide rounded 
edge rollers. 

23324 Woodbine Avenue 
Keswick, Ontar io 
Canada L4P 3E9 

T R 130 
Compact 
and easy 
to operate, the 130 
roller is powered by 
a 5.5 h.p. engine 
and features 
a hydrostatic 
transmission for 
smooth, easy 
control. 30"-wide 
rounded edge 
rollers. 

Tel. (416)476-4311 
Fax (416)476-5867 

TURF EQUIPMENT LIMITED 



TESTED TOUGH 
FOR TWO YEARS, 
THIS IS 
THE CUPPER 
THAT JUST 
WON'T QUIT! 

Model HC 2400 
30' Blade. 
Model HC 2410 
40" Blade. 

I n t r o d u c i n g t h e t o t a l l y - r e d e s i g n e d E c h o H C - 2 4 0 0 , n o w w i t h t h e 
s t a m i n a a n d re l i ab i l i t y y o u n e e d t o b o o s t y o u r j o b p r o d u c t i v i t y . 

W e ' v e i n c r e a s e d p o w e r u s i n g a n E c h o 2 3 . 6 c c e n g i n e w i t h 
P r o - F i r e ™ E l e c t r o n i c I g n i t i o n , p l u s p u r g e p u m p e q u i p p e d c a r -
b u r e t o r f o r f a s t s t a r t s . T h e a l l - n e w , h e a v y - d u t y g e a r b o x h a n d l e s 
t h e h e a v i e s t c l i p p i n g , w h i l e t h e n e w c o m m e r c i a l d u t y air f i l t r a t i o n 
s y s t e m e x t e n d s e n g i n e l i fe . A n t i - v i b r a t i o n s y s t e m s o n b o t h h a n d l e s 
a l l o w h o u r s o f c o m f o r t a b l e o p e r a t i o n . 

To p r o v e t h i s c l i p p e r ' s d u r a b i l i t y , w e p u t i t i n t o f i e l d t e s t i n g 
f o r two years, l o n g e r t h a n w e ' v e t e s t e d a n y o t h e r p r o d u c t . 
N o w w e ' r e s o c o n v i n c e d o f i t s re l iab i l i t y , w e ' v e e x t e n d e d t h e 
c o m m e r c i a l w a r r a n t y t o o n e fu l l year . W i t h a t w o , f i v e a n d l i fe 
c o n s u m e r w a r r a n t y . 

C h o o s e t h e 3 0 " c u t t e r bar, ^ ^ o r t h e n e w 4 0 " c u t t e r 
ba r w i t h M o d e l H C - 2 4 1 0 . N o o t h e r h e d g e c l i p p e r s 

g i v e y o u m o r e f e a t u r e s f o r 
b e t t e r p r o d u c t i v i t y , r e l i ab i l i t y a n d 

eas ie r h a n d l i n g . 
For t h e E c h o d e a l e r n e a r y o u , ca l l t o l l - f r e e 

1 - 8 0 0 - 4 3 2 - E C H O . Or w r i t e : E c h o I n c o r p o r a t e d , 
4 0 0 O a k w o o d R o a d , Lake Z u r i c h , 
IL 6 0 0 4 7 . 

KliBCHO 
THE RIGHT TOOL 



LANDSCAPE 
345 - KERR'S COST DATA FOR 
LANDSCAPE CONSTRUCTION 
by Norman L. Dietrich 
Eleventh e d i t i o n . 
G ives y o u a l l t he p r i c i n g d a t a y o u 
n e e d in o n e c o n v e n i e n t sou rce ! 
Save hou rs o n t i m e - c o n s u m i n g 
research a n d ca l cu la t i ons . C o ve rs 
site, r e c r e a t i o n a n d l a n d s c a p e 
d e v e l o p m e n t , p lus specif ic d a t a 
o n ma te r i a l s , e q u i p m e n t , l a b o r . 

$ 4 9 . 9 5 
305 - LANDSCAPE MANAGEMENT 
by James R. Feucht 
and Jack D. Butler 
Learn i m p o r t a n t p r inc ip les o f 
ins ta l led l a n d s c a p e s - t r e e , sh rub 
a n d tu r fg rass soils a n d fer t i l i zers , 
i m p r o v e d p l a n t i n g a n d p r u n i n g 
techn iques , i n t e g r a t e d pest a n d 
d isease m a n a g e m e n t , s p r a y - e q u i p -
ment ca l i b ra t i on a n d ca re . $ 4 2 . 9 5 

370 - LANDSCAPE OPERATIONS: 
MANAGEMENT, METHODS & 
MATERIALS 
by Leroy Hannebaum 
C o m b i n e s techn ica l t r a i n i n g in 
l a n d s c a p e science w i t h easy - t o -
u n d e r s t a n d a c c o u n t i n g , business 
m a n a g e m e n t , m a r k e t i n g a n d sales 
techn iques - a l l in o n e h a n d y vo l -
u m e ! C o v e r s l a w n ins ta l l a t ion , 
l a n d s c a p e p l a n t i n g a n d 
m a i n t e n a n c e . $ 6 6 . 9 5 

365 - LANDSCAPE PLANTS IN 
DESIGN 
by Edward C. Martin 
A n n o t a t e d p h o t o g r a p h i c g u i d e t o 
aesthet ic a n d f u n c t i o n a l use o f 
o r n a m e n t a l p lan ts in l a n d s c a p e 
des ign . Trees, shrubs , v ines, 
g r o u n d cove rs a n d tu r fg rasses a r e 
i l lus t ra ted w i t h o v e r 1 , 9 0 0 b lack 
a n d w h i t e p h o t o g r a p h s . C o n t a i n s a 

3uick r e f e rence g u i d e t o p a r t i c u l a r 
esign qual i t ies, g r o w i n g cond i t ions . 

$ 7 5 . 9 5 

102-LANDSCAPE PROBLEM 
MANAGEMENT 
by Balakrishna Rao, Ph.D 
E n j o y a b l e and e d u c a t i o n a l ! Dr . 
Rao has rev ised a n d u p d a t e d his 
p o p u l a r " P r o b l e m M a n a g e m e n t " 
co lumns a n d a r r a n g e d t h e m in a 
c o n v e n i e n t , c a t e g o r i z e d f o r m a t . 
D r . Rao sheds l igh t o n a w i d e 
r a n g e o f quest ions • $39 .95 

TREES & SHRUBS 
430-DISEASES OF TREES 
AND SHRUBS 
by Sinclair, Lyon & Johnson 
A c o m p r e h e n s i v e p i c to r i a l su rvey 
o f diseases a n d e n v i r o n m e n t a l 
d a m a g e t o t rees a n d w o o d y o r n a -
m e n t a l p lan ts in the U.S. a n d 
C a n a d a . U p - t o - d a t e d e v e l o p m e n t s 
in f u n g a l b i o l o g y , t a x o n o m y , 
b a c t e r i o l o g y , v i r o l o g y , a n d env i -
r o n m e n t a l stress. $ 5 2 . 5 0 
690 - INSECTS THAT FEED ON 
TREES AND SHRUBS 
by Johnson and Lyon 
Essential i n f o r m a t i o n o n r e a d i l y 
i den t i f y i ng m o r e t h a n 6 5 0 insect 
pests a n d r e c o g n i z i n g the in jur ies 
they cause. Enhanced w i t h m o r e 
t han 2 0 0 co lo r i l lustrat ions. $ 5 2 . 5 0 

720 - SHRUB IDENTIFICATION 
by George Symonds 
Pic tor ia l key to sh rub iden t i f i ca t i on . 
C o n t a i n s m o r e t h a n 3 , 5 0 0 i l lustra-
t ions. Popu la r a n d b o t a n i c a l 
names a r e g i v e n t o e a c h shrub . 
H a n d y index tabs f o r qu ick 
re fe rence . $ 1 9 . 5 0 

750-TREE IDENTIFICATION 
by George Symonds 
Pic tor ia l r e fe rence t o t ree ident i f i -
c a t i o n . I l lustrates leaves, buds , 
b r a n c h e s , f ru i t a n d b a r k . Like its 
sister p u b l i c a t i o n , SHRUB IDENTI -
F I C A T I O N , p o p u l a r a n d b o t a n i c a l 
names a r e l isted w i t h index 
tabs f o r easy re fe rence . $ 1 7 . 9 5 

TURF 
220-CONTROLLING 
TURFGRASS PESTS 
by Shurtleff, Fermanian, Randell 
N o p ro fess iona l c a n b e w i t h o u t this 
n e w c o m p r e h e n s i v e g u i d e w h i c h 
p r o v i d e s the most recen t i n f o r m a -
t ion a v a i l a b l e o n the iden t i f i ca t i on , 
b i o l o g y , c o n t r o l a n d m a n a g e -
men t o f e v e r y t y p e o f tu r fg rass 
pest . $ 5 6 . 9 5 

235-LAWNCARE: A 
HANDBOOK FOR 
PROFESSIONALS 
by H. Decker, J. Decker 
A n i n v a l u a b l e g u i d e f o r p l a y i n g 
f ie ld m a n a g e r s , g o l f cou rse m a n -
age rs , l a w n c a r e p rac t i t i one rs . 
W r i t t e n b y tu r fg rass p ro fess iona ls , 
this h a n d y re fe rence covers 
a l l aspects o f tu r fg rass 
m a n a g e m e n t . $ 5 6 . 9 5 

640 - TURF IRRIGATION MANUAL 
by James Watkins 
Keep pace w i t h the latest deve l -
o p m e n t s in tu r f a n d l andscape ir-
r i g a t i o n . Ro ta ry spr ink ler a n d g o l f 
cou rse des ign systems, a n d 
e x p a n d e d e n g i n e e r i n g a n d re fe r -
ence ma te r i a l m a k e this a g r e a t 
re fe rence f o r eng ineers , arch i tec ts , 
designers a n d cont rac tors ! $ 3 2 . 9 5 

620-TURF MANAGEMENT 
HANDBOOK 
by Howard Sprague 
Pract ica l g u i d e to tu r f c a r e u n d e r 
b o t h hea l t hy a n d p o o r cond i t i ons . 
C ov e r s specia l tu r f p r o b l e m s in c o o l 
a n d w a r m reg ions , fe r t i l i zer use, 
r e g u l a r tu r f ca re , w e e d a n d 
d isease c o n t r o l . Inc ludes useful 
seasona l schedules. $26.60 

630-TURFGRASS: 
SCIENCE AND CULTURE 
by James Beard 
Used in m a n y l e a d i n g univers i ty 
tu r f p r o g r a m s , this comprehens i ve 
tex t a n d re fe rence source includes 
f i nd ings o f cu r ren t research 
c o m p i l e d f r o m m o r e t h a n 
1 2 , 0 0 0 sources. $ 6 2 . 9 5 

110-TURF MANAGERS' 
HANDBOOK 
by Daniel and Freeborg 
Second ed i t i on . 
Ent i re ly u p d a t e d ! Innova t ions 
resu l t ing f r o m research a n d p rac-
t ice h a v e been a d d e d to ref lect 
c u r r e n t techn iques. Chap te rs o n 
grasses, g r o w t n regu la to rs a n d 
diseases n a v e h a d extensive 
m o d i f i c a t i o n . $ 3 9 . 9 5 

GOLF 
615-TURF MANAGEMENT 
FOR GOLF COURSES 
by James Beard 
I dea l re fe rence a n d " h o w t o " 
g u i d e , this fu l ly i l lus t ra ted U S G A 
sponso red text deta i ls a l l phases 
o f g o l f cou rse ope ra t i ons - des ign 
a n d cons t ruc t ion , tu r f m a n a g e -
ment , course admin i s t ra t i on , 
i r r i g a t i o n , e q u i p m e n t a n d disease 
a n d pest con t ro l . $ 7 4 . 0 0 

GENERAL 
410-DISEASES & PESTS OF 
ORNAMENTAL PLANTS 
by Pascal Pirone 
Learn w h e n a n d h o w to use the 
most e f fec t ive fung ic ide , insecti-
c ides a n d o the r con t ro l methods o n 
nea r l y 5 0 0 var ie t ies o f o r n a m e n t a l 
p lan ts g r o w n o u t d o o r s , under 
glass o r in the h o m e . This essential 
r e fe rence covers b o t h d iagnos is 
a n d t r e a t m e n t . $ 5 5 . 0 0 

BOOKS EVERY PROFESSIONAL SI 
TURF • TREES & SHRUBS • GOLF 


