
INSECTICIDE PESTICIDE LEACHING POTENTIAL (PLP) RATINGS 

Toxicity 
Toxicity to people, pets, fish 

and birds is a prime consideration 
when selecting a pesticide. This 
label information should be con-
sidered prior to any pesticide use. 
It has direct effects on worker 
protection practices and may cer-
tainly influence where you can 
use it. Different formulations of 
the same product can also differ 
in their actual toxicity or hazard, 
even though the toxicity of the 
active ingredient is the same. 

Several new synthetic 
pyrethroids have recendy ob-
tained labels for turf. Products 
like cyfluthrin (Tempo, De-
cathlon), lambda-cyhalothrin (Scimitar), 
bifenthrin (Talstar) and fluvalinate 
(Mavrik) have longer-lasting residual activ-
ity than the old pyrethroids. These prod-
ucts have low use rates (often between 
0.05 and 0.20 lbs. of active ingredient per 
acre), quick knockdown and kill, and rela-
tively low mammalian toxicity (that in-
cludes humans!). However, they are very 
toxic to fish, so use near water must be 
avoided. 

Toxicity must also be considered in the 
context of hazard. Something may be quite 
toxic, but is not really a hazard because of 
the way it is formulated or because it is 
used at a low rate. 
Solubility 

Concerns over groundwater contamina-
tion and run-off make product solubility a 
concern for many turf managers. However, 
the likelihood of a pesticide moving in the 
soil is influenced by factors besides solubil-
ity, like soil type and texture, annual and 
seasonal rainfall, thatch and slope. Numer-
ous formulations have been devised to help 
determine pesticide leaching. These for-
mulas can then be used to rank pesticides 

Common name Trade name Rate PLP Index PLP Rating 
acephate Orthene 3.00 60 moderate 
bendiocarb Turcam 4.10 40 low 
carbaryl Sevimol 2.10 37 low 
chlorpyrifos Dursban 1.00 21 very low 
cyfluthrin Tempo 0.09 1 very low 
diazinon Diazinon 4.30 43 low 
ethoprop Mocap 4.90 57 moderate 
fonofos Crusade 3.90 42 low 
isazofos Triumph 2.00 50 low 
isofenphos Oftanol 1.90 46 low 
methomyl Lannate 1.90 51 moderate 
propoxur Baygon 8.10 71 moderate 
trichlorfon Proxol 8.16 67 moderate 
NOTES 
Rate in pounds of active ingredient per acre 
PLP Index = (T1/2) x (application rate) x (fraction of pesticide reaching turf [0.5 for turf])/Koc 
PLP Rating based on PLP value: very low<30, low=31-50, moderate=51-75, high=76-100 
PLP Rating adopted from "Water Quality and Golf Course Superintendents," 1995. North 
Carolina Cooperative Extension Service Pub. No. WQWM-154. 

(see above). 
Persistence 

The persistence of a pesticide can be 
both good and bad. When a pest is present 
for a long time, then persistence is good. 
When a product persists longer than is 
needed and has a potential for negative en-
vironmental consequences, then it's bad. 

When selecting a pesticide, choose one 
with the residual activity and use the rate 
necessary to get the job done. There are no 
benefits, either economically or environ-
mentally, to over kill. 
Other factors 

Rotation is always a concern, because 
there is the potential for a pest to develop 
resistance to a particular pesticide. More-
over, in the case of certain soil insecticides, 
there may be concerns over enhanced pes-
ticide degradation from using the same 
product year after year. 

Chinch bugs have developed resistance 
to some pesticides, and a phenomenon 
called enhanced degradation has occurred 
to isofenphos (Oftanol). Although we are 
still unclear about the benefits of pesticide 
rotation in some situations, it makes good 

sense to occasionally rotate products if you 
are using high rates or or treating for a pest 
that has the potential to develop resistance. 

Biological/biorational pesticides are 
now more effective and cost-efficient than 
ever. They are, however, a little less forgiv-
ing than conventional pesticides. Appropri-
ate timing, application techniques, envi-
ronmental conditions and pest life stage are 
all very critical, since some biological or bi-
ological materials have narrower ranges for 
optimal activity. Before selecting such a 
product, be sure you understand what it 
takes to make it work. 

Alkaline hydrolysis occurs when alka-
line water causes a pesticide to break down 
more rapidly than it might under more 
neutral or acidic conditions. This may re-
sult in poor performance or limited resid-
ual activity. If you use alkaline water to 
mix and spray pesticides, consider using a 
buffer or acidifier. In the case of alkaline ir-
rigation water, which will cause the same 
effects, buffering is not practical. However, 
you can select a pesticide that is not sus-
ceptible to alkaline hydrolysis. LM 
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CHIPPERS/SHREDDERS 
...for the golf/landscape market can help 
you save the money you normally spend 
on disposing debris. 
by JERRY ROCHE / Editor-in-Chief 

Bandit 

Little Wonder 
J 

Troy-Bilt 

Not too many years ago, the "Don't Bag It" program started in Texas 
and expanded from coast to coast. Though the original program was 
meant to address turfgrass clippings, there is some wisdom in extend-
ing the concept to other landscape debris like tree prunings, broken 
branches, twigs and brush. 

And the best way to "not bag" organic landscape debris is to chip or 
shred it up and return it to the landscape in the form of mulch. 

Chippers/shredders, detailed elsewhere on these pages, are the per-
fect means for converting organic landscape debris into various types 

and consistencies of mulch. They are 
true "garbage disposals" for the yard. 

Not only does such a plan save 
you the money it would normally 
cost to cart the detritus to an 
approved dump site, but you can also 
make money on the other end (if you 
are a contractor) by charging clients 
for the mulching service. 

Before purchasing a chipper/-
shredder, here are some factors you 
might want to consider: 

• Make sure that you're buying a 
commercial-grade machine. Many homeowner-grade chippers and 
shredders are available through local retailers and dealers, but they are 
not built sturdily enough to stand up to the longer, harder hours you 
will be using it. The money you invest in a commercial unit at the 
front end will save you at the back end in machine life and downtime. 

• Know the difference between a chipper and shredder. Chippers 
are required for woody branches; shredders are better for brush, leaves, 
twigs and stalks. 

• Answer these three questions in your mind before visiting your 
local dealership: "How am I going to use it?," "How big are the yards 
I'm going to use it on?" and "Will I be chipping large pruned branches?" 

That said, here are some special features to consider before buying: 
• Know whether you want fixed hammers or flail knives; each has 

its advantage. 
• Do not buy too big or too small a model. Engine size begins at 

about 4 hp and goes all the way up to 100+ hp. Select the right size for 
your operation. 

S&R Prochip 



Protect your valuable plants with the best winter 
overcoat you can buy - Transfilm Antitranspirant. 

Overcoat trees and ornamentals to protect from 
winter dessication. 

Overcoat fall transplanted trees and shrubs for 
sure success. 

Overcoat fungicide applications on greens, tees 
and other highly managed turf sites. 

"For some 15 years we have used 
Transfilm for winter protection of 
new evergreen transplants and 
specimen stock in vulnerable sites. 
Road salt and salt vapors coming 
from ice melt plus exposure to 
drying winter winds can create 
dissatisfied customers and 
problems for us. Transfilm reduces 
these risks. We view it as winter 
insurance." 

Eric Moore, President 
Moore Landscape 
Glennview, IL 

"During the construction of this 
course in 1989-90, our owner 
bought a nearby tree farm, a spade 
truck and enough Transfilm for 
2,700 Scotch pines 6 to 15 feet tall. 
Also, over 700 deciuous trees were 
planted. We were told to expect 
losses of around 300 trees, but 
thanks in part to Transfilm, our 
replacements totaled less than a 
hundred." 

Frank Moran. GCS 
Beaver Run Golf Course 
Grimes, IA 

TRANSFILM 
antitranspirant 

ALWAYS REM) AND 
FOLLOW LABEL DIRECTION. 

p b i / G ü R d o n 
c o R p o R a t i o n 

An Employee-Owned Company 

© 1996, PBI/Gordon Corporation. TRANSFILM' is a registered trademark of PBI/Gordon Corporation. 

Circle No. 127 on Reader Inquiry Card 
023/996 
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• Many available units 
come with blowers and/or vac-
uums. Such a machine could 
give you extra versatility that 
you might need in your jobs. 

• Consider safety features: 
make sure that your choice 
comes with a power feed safe-
ty clutch release if you need it, 
or perhaps a folding safety 
door on the chipper chute. 

Speaking of safety, always 
make sure proper training is 
available, either from the deal-
er or from the manufacturer. 
Then train your employees in 
the proper use of chipper/-
shredders (which can be very 
dangerous because of the 
rapidly-revolving hammers or 
knives), and make sure they 
are wearing the proper cloth-
ing and safety gear when oper-
ating the machines. 

CHIPPERS AND 
SHREDDERS FOR THE 
GREEN INDUSTRY 

ALAMO 
Circle No. 261 
(210) 372-9531 

FM Series consists of three mod-
els: FML for light to medium duty, 
FMM for medium duty, FMH for 
heavy duty. All can fell a tree up to 
15 inches in diameter and mulch 
the limbs and trunk so all that re-
mains is a fine K-inch mulch. FML 
100H can be mounted on Alamo 
Machete boom and used to turn 
compost piles or eliminate stacks of 
construction material waste. 

BANDIT 
Circle No. 262 
(800) 952-0178 

Model 280XP has 18-inch diam-
eter capacity. Large chipper opening 
(18x2014 inches). Powerful hydraulic 
feed system, 55-inch diameter chip-
per disc. Gas and diesel power op-
tions to 120 hp. Heavy duty diesel 
engines up to 200 hp. with heavier 

chipper components. Single or dual 
axles. 

BCS AMERICA 
Circle No. 263 
(800) 227-8791 

Bio 100 model has 8 hp Briggs 
& Stratton engine. Accepts up to 1-
inch brush leaves, small branches, 
other debris. Chips limbs up to 3 
inches. Other features: wheelbar-
row-type handles, variable screen 
sizes, durable construction. 

BUSH HOG 
Circle No. 264 
(205) 872-6261 

Three models that will chip light 
brush to 5 inches and shred material 
up to 1 % inch: CS-1 OOP PTO (for cate-
gory I, 3-pt. hitch 540 rpm tractors, 
18-35 hp), CS-130T (highway tow-
able model with 13 hp Honda en-
gine) and the CS-180T (highway tow-
able model with 18 hp Honda 

cont. on page 63 

Alamo 

Closely 
coupled 

feed 
system 

Variable 
speed 

Autofeed 
system 
reduces 
engine 
stress 

Curbside 
feed 

system 
controls 

Big job or little job, Gravely chippers are built with outstanding quality and durability. Perfect for the rental 
market, landscape contractor or professional arborist, they're designed to satisfy your needs. 

See your nearest Gravely dealei today or write or call: 
Gravely International, 150 Sourh Stratford Rd., Suite 530, Winston-Salem, NC 27104 
910-777-1122 • Telefax: 910-777-1594 © Gravely Intl., 1995. 

NC 27,04 Success Rides on a Gravely. • 
Circle No. 113 on Reader Inquiry Card 



THINK TANK 
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Telephone tag: 
expect it with 
supers and 
groundsmen 

TERRY McIVER 
M a n a g i n g E d i t o r 

In the early days of golf course design, the 
going rate for an 18-hole layout was $25. 
The designers would plot out the course 
with stakes, leave instructions for the 
greenkeeper on how to build and care for 

the finished product, and move on. 
That's just one of the many interesting bits of 

information I learned while researching my seg-
ment of the "LM 100" (see page 12). 

Toward the end of all the phoning, I was writ-
ing notes on envelopes, desk calendars, whatever 

was handy. The phone 
would ring, and all other 
available scraps were filled 
with barely legible notes 
from conversations with 
superintendents and ath-
letic field managers. 

And I wasn't going to 
keep a Joe Hahn or a 
Mike Trigg waiting as I 
searched for a new note-
book, especially not after 
protracted sessions of tele-
phone tag. 

This was the kind of 
project that helped me 
see how little time is 
available for anything 

other than the job. The more messages I left, and 
the more phone calls that were returned—during 
brief stops at the maintenance shop, inside of 
hectic schedules, or with a tournament under 
way—underscored the large work-load and duties 
that rest on the shoulders of the modem day turf 
manager. 

To help in my search for some of the most vis-
ible golf courses, I referred to The Golf Course, by 
Geoffrey S. Comish and Ronald E. Whitten. It's a 
nifty reference book, and it helped me realize the 
rich history of golf course design (it's also where I 
got that $25 figure), and the accomplishments by 
people such as Donald Ross and Willie Park, Jr. 
These men churned out hundreds of designs, at a 
time when equipment technology was still in the 
Model-T stage! 

OS 
o 

P A G E 1 G 
Football prep: know your field 

P A G E 6 G 
Ingenuity keeps Pinehurst going 

P A G E 1 0 G 
Green Team teens hard at work 

P A G E 1 1 G 
Building a field for St. Louis Rams 

Fast forward to present day, and I see how the 
modem day superintendent must keep the turf 
healthy and green without compromising the 
original design. 

Athletic field managers also nurture turf that is 
in constant use, for a variety of not-so-turf-
friendly sports: football, soccer, moto-cross, trac-
tor pulls and concerts. 

Most with whom I spoke, from both industry 
segments, feel it's essential to be organized, with 
a positive attitude. You also have to get along 
with people. 

A solid knowledge of turf science is helpful, 
too, and is what most interests people like Scott 
Niven at the Stanwich Club. Steve Glossinger of 
Oakland Hills would agree. He keeps his eye on 
the basics: greens, tees and fairways. 

The work can be tough, the days long and the 
schedules hectic, but the rewards of lush, green 
turf, a job well done, and a dedicated crew are all 
worth the effort. LM 

Comments? Write Terry at 7500 Old Oak, 
Cleveland, OH 44136; phone him at (216) 891-
2709, fax him at (216) 891-2675 or e-mail him 
at 75553.502@compuserve.com. 

mailto:75553.502@compuserve.com


ALL FORF ONE... 
The team approach is a proven way to attain success. 
All for one, and one for all. And to build the best team, 
you need a star; a single player from which to build a 
strong foundation. Fore' fungicide takes the offensive 
in a number of ways when it comes to controlling 
tough turf diseases. 

First, Fore handles tough diseases like brown patch, 
pythium and slime mold, while offering the same level 

of control as Daconil* and Chipco* 26019. In fact, 
Fore controls every major disease—fourteen in all— 
and has never shown a record of disease resistance. 
Those stats are hard to beat. 

Next, Fore is a great team player. Studies have proven 
and time has shown that a tank mix of Fore plus Aliette* 
is the best treatment available to combat summer stress 
complex. Tank mix with Eagle' to get both contact and 



AND ONE FORE ALL 
systemic control and with Subdue for unbeatable 
knockdown of pythium. Plus, use Fore with Prostarv 

to get even wider disease protection. 
Finally, Fore is now available in easy-to-use water 
soluble packs. Just drop a pack directly into the spray 
tank. The quickly dissolving packets make Fore easier 
than ever to handle, measure and mix. 
When you need to win, season after season, Fore is 

the foundation of good disease management 
you can't afford 
to be without. 

ALWAYS READ AND FOLLOW 
I ABEL DIRECTIONS. 
Fore* and Eagle* are registered 
trademarks of Rohm and Haas Company. 
Miette ' a n d ( Iii[k«>' 2b<HM are 
trademarks of Rhone-Poulenc. 
Daconil* is a trademark of ISK Biosciences. 
Prostar* is a trademark of AgrEvo. 
c 1996 Rohm and Haas Company T-O-177 5/96 

WOKE M 
TURF * O R N A M E N T A L F U N G I C I D E 

The foundation of good disease management. 

R o h m ra 
IHflRS 



Formula for success: 

(1) safety; (2) paya-

bility. Keep your pri-

orities straight, and 

the field will follow. 

by STEVE & SUZ TRUSTY 

Safety and payability should 

top your list of field priorities. 

Assess past problems, and de-

velop data on water movement 

on and from the field surface. 

ootball only starts in 
the fall from the 
fans' perspective. 

For the sports turf 
manager, football field prepara-
tion and maintenance is a year-
round job. Demands are increas-
ing for both game and practice 
field time. Football facilities usu-
ally must share space with soc-
cer, baseball, bands, concerts, 
and other events. Proper field 
preparation entails bringing turf 
to optimum levels so it can 
stand up to the stress and main-
tain season-long payability. 

Steve Wightman, stadium 
turf manager for San Diego's 
Jack Murphy Stadium, says, 
"The biggest difference be-
tween sports turf management 
and other areas of turf care is 
that our prime concentration is 
always on athlete safety and 
field play ability. The optimum 
agronomic conditions for the 
turf and aesthetic appeal of the 
field take second place." 

Sports turf managers must 
know their own field conditions, 
have a good understanding of 
agronomic principles, keep up 

with the latest advances in turf-
related technology, observe 
other fields and exchange infor-
mation with other turf profes-
sionals, and keep detailed 
records of their own field main-
tenance procedures, including 
timing, weather-related influ-
ences and results. 

On top of that, mainte-
nance procedures must be 
"worked into" the small win-
dows of opportunity allowed 
by heavy field-use schedules. 

Tom Lujan, stadium turf 
manager of Denver's Mile High 
Stadium, stresses that planning 
and communication are the 
keys to success. Coordinating 
the grounds care staff with field 
user groups allows essential 
procedures to be scheduled 
around activities. 

And all this must happen 
within the constraints of avail-
able time, money, equipment 
and personnel. 
Eight tips 

1 ) Know your fields. Some 
sports turf managers have had 
the privilege of helping design 
and develop state-of-the-art 

game and practice fields. Oth-
ers have inherited decades-old 
established facilities. Whatever 
the situation, maintenance pro-
cedures must be based on your 
field conditions. The more you 
know about your fields, the 
more comprehensive your pro-
gram can be. 

2) Do some digging, liter-
ally. Take soil test samples from 
multiple sections of your game 
and practice fields and have 
these samples analyzed by a 
competent lab. Assess not only 
pH and nutrient levels, but also 
the soil profile breakdown. 

3) Study construction, re-
construction and/or renovation 
plans, if they are available. Do 
some probing to verify for 
yourself whether subsurface 
materials, drainage and irriga-
tion systems correspond with 
existing records. Develop an 
up-to-date plot plan of each 
field, noting dimensions, eleva-
tion changes, soil type and the 
depth of various layers, includ-
ing any changes in soil profile 
within portions of the field, the 
sub-surface drainage and the ir-



ligation system. 
4) Develop data on water 

movement on and from the 
field surface and the percolation 
rate of absorbed water during 
and after heavy rains and during 
and after normal irrigation. 

5) Study wind patterns, 
temperature and humidity 
variations and sun and shade 
variations across the field dur-
ing different seasons. In cold 
weather regions, track "normal" 
snow accumulation patterns 
and snow melt variations. 

6) Pull plugs of turf from 
multiple areas of each field. 
Check density, color, crown 
condition and the length and 
development of the roots. Note 
turf variations between seg-
ments of the field and how 
these variations are related to 
the conditions already tracked. 
If your budget will allow it, send 
turf samples for tissue analysis 
to determine how effectively 
soil nutrients are being used. 

7) Identify problems from 
past seasons and determine 
whether changes in the current 
maintenance programs will 
help alleviate those problems. 

Because football is played 
"in the turf," often concentrat-
ing action in specific areas, 
compaction is a continual prob-
lem. Pre-football core aeration 
traditionally begins as early in 
the spring as other field use al-
lows. Budgets, temperatures, 
grass types and irrigation capa-
bilities govern when and how 
frequently core aeration can be 
used. Some stress can be allevi-
ated with additional aerations 
only on the game field, or only 
between the hash marks of the 
football fields. 

Topdressing is most effec-
tive when used in conjunction 

with core aeration. When nec-
essary, field soil profiles can be 
modified gradually by remov-
ing cores and topdressing with 
the desired media. 

8) Assess the grass types 
and varieties in use and ana-
lyze their performance under 
field use conditions. Check out 
alternatives, compare perfor-
mance at test sites and at other 
sports fields with conditions 
and programs similar to your 
own. New grasses generally are 
tested on a practice field, or 
portion of a practice field for at 
least a season before a com-
plete change is made. These 
"experiments" usually start in 
the early spring. 

Heavily damaged and thin-
ning fields also will be over-
seeded, sprigged or sodded as 
early as possible, frequently fol-
lowing the first aeration of the 
spring or summer. Cool-season 
fields also may be overseeded 
with perennial ryegrass or a rye-
grass/bluegrass combination 
just prior to the beginning of 
the football season, and weekly 
throughout the season. Players 
then "cleat in" the seed so it's in 
place for germination as condi-
tions warrant. 

Fertilization programs are 
adjusted according to specific 
turf needs, but generally, nitro-
gen levels will be kept sufficient 
to support sustained, steady 
growth while avoiding any 
flush of rapid, lush growth. 
Potassium levels will be in-
creased to improve plant hardi-
ness, both for the rigors of play 
and the approaching colder 
weather. Phosphorus levels 
may increase in conjunction 
with overseeding. 

Turf color may be "perked 
up" a touch on the game field 

with an application of a liquid 
nutrient "package" or chelated 
iron a few days before the sea-
son opener. 

Mowing heights that have 
been moved up gradually dur-
ing summer's more limited 
field use are gradually moved 
back down to game levels prior 
to the start of the season. 
Mowing frequency which also 
may have been reduced during 
the summer returns to play 
schedules. Mowing must fit 
into the multiple pre-game 
practices and the irrigation and 
field painting schedules. 

Irrigation timing and 
amounts are critical to seed 
germination and turf rooting. 
For seedlings, frequent, light ir-
rigation is needed. On estab-
lished turf, less frequent, longer 

irrigation periods encourage 
deep rooting. On fields with 
thick, well-rooted turf, com-
paction can be reduced some-
what by keeping moisture lev-
els toward the dry side during 
practices and play. But fields 
can't be so dry during use that 
the turf is stressed. 
Cut t h e stress 

Safety and playability 
should be tops on everyone's 
list. Work with field users and 
plan field use to move some 
practices to the outer sections 
of the game field, to a practice 
field, or even to the outfield 
section of the baseball field. • 

—The writers are partners in 
Trusty <Sd Associates, Council 

Bluffs, Iowa. Steve is Executive 
Director of the national Sports 

Turf Managers Association. 

r r o r i r 
GUIDE TO SPORTS TURF 
This free guide to the selection and use of turfgrass is a 
handy reference for anyone involved in sports turf. 
The booklet addresses every 
area of sports turf...from 
the fine, dense turf required 
for precision sports like 
tennis and croquet to the 
tough turf needed for 
rugged sports like football 
or racetracks. 
Geographically arranged, 
it suggests the appropriate 
turfgrass species, where 
to use them and even 
proposes proper cutting 
heights and seeding rates. 
A separate section covers Southern Winter 
Overseeding. And this new guide is yours for the asking. 

L O F T S 

Lofts Seed Inc. 
Dept. LM 
347 Elizabeth Ave. 
Somerset, N J 08873 
(800) 526-3890 ext. 250 

Circle 122 



Ingenuity helps carry on 
Pinehursfs reputation 

by JERRY ROCHE / Editor-in-Chief 

Pinehurst. When you're talking horti-
culture, the word "Pinehurst" ranks 
right up there with "Disney," "Pebble 
Beach" and "The White House." 

Head horticulturist/grounds su-
pervisor John M. Clark is no different 

than the many thousands of his colleagues at lesser-
known institutions all across the country. His prob-
lems are just more numerous and more compli-
cated. And they're not always solvable by throwing 
money at them. 

"There are no open purses and no unlimited 
deep pockets," says Clark, a certified grounds man-
ager (CGM) with the Professional Grounds Man-
agement Society. "That type of situation is a myth. 
We're like any other business: we have to watch 
each and every penny." 

Because visitors to Pinehurst Resort & Country 
Club have come to expect eye-popping vistas, Clark 
must use his ingenuity to get the most "bang for his 

buck," just like anyone else. And he's 
not afraid to borrow good ideas. 

"Partial pre-finishing was an idea we 
got from Disney World," Clark relates. 
"Instead of going with cellpacks of 32 
cells to a flat, we will start using 214x214-
inch cubes in which annuals are grown. 
We pre-finish perennials in a 314-inch 
pot. Starting next spring, when we take 
out pansies that are in full flower, in-
stead of putting in a new plug, a pre-
finish plant will minimize color loss. 
We want to get transition color in be-
fore anybody else. We can't afford to 
wait until the pansies go out." 

The only difference between Pine-
hurst and other grounds operations is 
scale, Clark contends. He has 20 peo-
ple working for him, and 10 addi-
tional are hired for four to five weeks, 
just to plant annuals. 

"I admire people who don't have 
the huge scale we do," he notes. "They are folks who 
have to figure out innovative ways to do the job 
safely and efficiently with not as much equipment 
availability. I've been there, and I know it's a chal-
lenging job." 

Pinehurst crews plant 100,000 annuals and hun-
dreds of perennials every year. Having an assembly-
line mentality has helped Clark cope. 

"We use a 14-inch drill with a 'bulb bit' to speed 
up the plugging of annuals and perennials," he notes. 
"One person pops the hole, two people put the 
plugs of annuals in the holes and cover them up. We 
can average—with two groups of five people—5000 
to 7000 annuals in the ground in one day, fertilized 
and mulched." 

Grass is sometimes a small problem, too. Pine-
hurst has 13 acres of non-golf turf-type tall fescue, 
proprietary bermudagrass and common bermuda. 
But the only problem worth mentioning (except for 
mowing) is fungus on the fescue—mostly brown 

cont. on page 8G 
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Compact hollies with formal pruning and 
conical-shaped, head-sized hollies bring bal-
ance to the Pinehurst hotel entrance. 

cont. from page 6G 

patch because of the humidity. 
No, the big problem is color in the 

landscape. 
"The requests for and expectations 

of color have gone through the ceiling," 
says Clark, who has been at Pinehurst 
since 1987. "I'd say they've quadrupled 
in that time. So we're using more spe-
cial fall and winter color, and we're 
working to improve our transition so 
we never look void of color. 

"We have more than 8,000 sq. ft. 
of greenhouse space this year, with an 
additional 3,000 sq. ft. planned for 
next year. With that extra space, we 
can [test] the All-American selections 
and see if they work here." 

Part of the key to successful color is suc-
cessful planning, since the color is year-
round and a large part of the budget. 

"We plan our color six months ahead of 
time," Clark says. "The growers offer us a 
percentage discount for having our order 
booked by May 31 st for fall and winter 
color, and by September 30th for spring 
and summer color." 
Dream job 

Despite the color concerns, there are 
many things to like about the job. For in-
stance, the U.S. Department of Interior 
and National Park Service certified Pine-
hurst as a National Historic Landmark in 
June, so Clark now feels like preserving 
part of U.S. history and culture is part of 
the job description. 

Frederick Olmsted was original Pine-
hurst designer of the resort and village. 
Monuments to him still remain, the tower-
ing, majestic oaks that dot the grounds. 

"Everyone who works here carries on 
the tradition of hospitality and camaraderie 
that has made this area famous," Clark says. 

"At the time I applied for the position, I 
thought it was a wonderful opportunity to 
allow me to incorporate some landscape 
ideas and designs I'd been pondering. The 
ideas really lent themselves to the formal 
landscape preservation of Pinehurst, too. 

"I see my job as enhancing the history 
of the preserved landscape that's been here 

for more than 100 years—not recreating 
the landscape. It has been a dream job." 

His predecessor, Lanny Gamer, was the 
grounds manager who really brought the 
Southern "feel" back into the perspective 
of Pinehurst. Clark just added some per-
sonal "touches." 

"My first project was to reformalize the 
front of the hotel area," he says. "It was a 
hodgepodge of shrubbery. The Formosa 
azaleas had grown absolutely huge. You 
couldn't see over them from the front 
porch, and you couldn't see the wonderful 
expanse of turf. So we brought rhyme and 
reason into the design by planting compact 
hollies with formal pruning and conical-
shaped head-sized hollies." 
Special projects 

Making topiary and responding to the 
weather are two ongoing programs, though 
they're pretty much seasonal. Pinehurst 
displays "mock topiary" in the shape of 
what they call their "Putter boy" and 
"Tour boy," four flamingos and—in sea-
son—an Easter bunny. "They're wire forms 
covered with vinca minor. We also do 
Christmas tree shapes out of myrtle and 
we plant poinsettias, in season. 

"In December, we clean up the natural 
areas, do small projects: tree pruning, mov-
ing and transplanting plant material. In 
January and February, we do ice and snow 
removal with our 'Ice Patrol.' The ice 

storms here can absolutely wreak 
havoc. This past winter was as close to 
a total nightmare as I can remember. 
We lost six trees." 

Clark especially remembers Febru-
ary of 1995 when high winds felled 
more than 75 trees on the resort 
grounds and golf courses and in the 
Pinehurst community. Because the 
year-round residents are so closely-
knit to the resort, Director of 
Grounds and Golf Course Mainte-
nance Brad Kocher took resort crews 
out onto the public driveways and 
lawns, and helped clean up debris. 
"The chain saws and pick-ups were all 
coordinated by Brad Kocher and the 

other golf course superintendents—before 
the clean-up of the golf course and resort 
grounds," Clark says. 
Behind the scenes 

As with any successful venture, the 
people make the difference. Clark is sur-
rounded with quality co-workers—and 
they're more co-workers than anything else 
because he gets his fingernails as dirty as 
anybody else on the payroll. 

"We're specialists, but there's a lot of 
overlap," he claims. "I'm grounds superin-
tendent, and Tim Kemper is the grounds 
assistant. Brad Kocher is director of 
grounds and golf course maintenance, Paul 
Jett is superintendent on Pinehurst No. 2, 
and manages the croquet and lawn bowl-
ing courts. We have an irrigation depart-
ment and a vehicle maintenance depart-
ment that maintains 120 vehicles. 

"We have a lot of 'non-traditional' em-
ployees, too. Cynthia Alexander is our 
greenhouse foreperson. Michelle Buie is 
her assistant. We have a lot of minorities; 
interns from England, Australia and New 
Zealand; lots of retirees, including two who 
work in the greenhouse. 

'We work our schedule around the re-
tirees' hours, and people like Dr. Dick Nick-
eson—who is a retired tomato breeder for 
the Campbell's Soup Company—is an in-
spiration to us. This is a learning experience; 
there's a wealth of knowledge here." • 



It needs PROGRASS® 
Herbicide. PROGRASS is the 
surest way to get Poa annua 
(Annual bluegrass) out of 
your turf and keep it out. 

By attacking Poa annua (and 12 other weeds) 
with both preemergence and postemergence 
control, PROGRASS lets you design a control 
program that fits your particular situation best: 

complete renovation, gradual conversion or 
preventive maintenance. Properly managed, 
PROGRASS protects ryegrass, Kentucky bluegrass, 
creeping bentgrass, tall fescue, and even dormant 
Bermudagrass overseeded with rye, from 
Poa annua infestations. 

Even if Poa has a grip on your course, 
it's never too late for PROGRASS. But it's never 
too soon, either. 

Progr ass E C 
H E R B I C I D E 

(jfj) AgrEvo 
A company of Hoechst and NOR-AM 

Read and follow label directions carefully. AgrEvo USA Company, Wilmington, DE 19808 © 1996 
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Young hands at work 
A ' Green Team' composed of Lincoln, Neb., teenagers 

brightens city golf courses and parks. 

by RON HALL / Senior Editor 

Dick Neumann appreciates all the help he 
can get at the Highlands Golf Club in 
Lincoln, Neb. This year he's been really 
grateful. 

The 27-hole municipal course he and his crew 
maintains struggled through the spring and early 
summer recovering from winter kill. Seven bentgrass 
greens, including the nursery green, suffered severe 
damage. Four others required intensive nursing. 

The extra help comes from four seasonal work-
ers. They're part of the Green Team, an employ-
ment program for 14- and 15-year-olds. The four 
youths at Highlands are part of a much larger pro-
ject, but more about that later. 

At Highlands, Green Team members tackles pro-
jects that Neumann's crew is usually too busy to do. 

"Because our crew is spending so much extra ef-
fort on winter recovery, we really haven't been able 
to do anything on our landscape beds or the wild-
flower beds around the clubhouse until we got the 
Green Team kids," says Neumann. 

Green Team members, because of their age, can't 
operate heavy equipment, but there's still plenty to do. 

Last summer at Highlands, they spread mulch 
and worked in beds, planted trees and buffalograss 
plugs, helped compile a list of plants and wildlife for 

Thanks to the Green 
Team, Highlands Golf 
Course "has never been 
cleaner," says Dick Neu-
mann. 

The Green Team plants wildflowers at the Woodmen 
Outdoor Classroom. Nhan Le, Julia Eckles, LaShawn 
Mody, Renee Snoad, Lihn Nguyen, Ryan King, Curtis 
King, Mike Satorie (leader) and Kelly Williams. 

the Audubon Sanctuary Program, and cleaned the 
maintenance shop. "I don't think it's ever been 
cleaner," says Neumann. 

One project in particular drew appreciative com-
ments from Highlands' golfers. 

Green Team workers stripped sod away from the 
bases of tee marker signs, tilled in organic material 
and planted wildflowers that had been tagged from 
the course's five acres of wildflowers. 

"The program costs us very little, just the use of 
some of our tools and the cost of a supervisor," says 
Neumann. The key to its success, at least at High-
lands, is finding the right supervisor to oversee each 
four-youth crew. The supervisor is also typically a 
student and seasonal worker. 

Neumann says the program teaches the youths 
valuable work skills. About half represent minorities; 
about a quarter come from poverty households. 
Most turn out to be competent helpers, and some 
develop a genuine interest in the green industry and 
return from season to season. 

Sheila Vrana, who helped start the Green Team 
program five years ago with Parks Dept. colleague 
Tammy Casey, says 108 Lincoln teenagers are partici-
pating this summer. Each receives minimum wage. 
The program's budget of $27,500 comes from dona-
tions from businesses in Lincoln, Nebraska's capital city 
of about 200,000 in the state's southeast comer. The 
coordinator for the program is Kristi Bomemeier. • 



Welcome to St. Looie 
Local green industry experts teamed to give the professional 

football Rams a field that should make them feel right at home. 

by RON HALL / Senior Editor 

Creating a new field for a profes-
sional football team takes the co-
ordinated efforts of a team of 
green industry pros. In St. Louis, 

which promised the sun and moon in lur-
ing the Rams from Los Angeles, that team 
included landscape contractor Munie Out-
door Services, sod supplier Emerald View 
Turf Farms, and Rams' groundskeeper 
Scott Parker. The NFL's "Sultan of Sod" 
George Toma personally oversaw all of 
their efforts. 

While St. Louis is yet to deliver either the 
sun or the moon, it did come up with, pier-
haps, the best practice facility in the NFL. 

The complex is located in the suburb of 
Earth City about a 2 5-minute drive north 
of downtown St. Louis and the city's new 
domed football stadium. The Rams' new 
headquarters consist of a 90,000 sq. ft. of-
fice building, with attached indoor practice 
area and training rooms. 

The heart of the facility, though, is a 405-
by-410-foot bermudagrass playing surface. 
It's the size of two football fields and can be 
lined east-west, or north-south. If needed, 

Joe Munie (left) built the field; now Scott 
Parker, the Rams' groundskeeper (right), 
takes over. Parker is a St. Louis native and 
has worked several Super Bowls with 
George Toma. 

the Rams will be able to use an adjacent, 
crowned tall fescue field. It's also new. 

"When the Rams come back, they're 
not going to believe how good a field 
they're going to have to play on," says 
Scott Parker, the Rams' groundskeeper. He 
joined the club on its move a year ago. 

Parker, a St. Louis native, learned a lot 
of his grounds skills from Toma, the nation-
ally recognized groundsman formerly with 
the Kansas City Chiefs. Parker worked a 
couple of Super Bowls and a Pro Bowl with 
Toma, who, along with his son Chip, regu-
larly advises and works with the National 
Football League concerning playing fields. 

Says Parker, "With all the players and 
the money involved with this football team, 
they want the best field they can get." 

Munie Outdoor Services of Belleville, 
111., built the practice fields. The company 
started last October and worked through a 
cold but relatively dry winter. The goal was 

Tolerance. 
Persistence. 
Success. 

W h e n the heat is on, 
CATO Creeping Bentgrass 
goes deep after moisture. 
Bred for heat, its persis-
tent root system provides 
excellent tolerance to 
heat >and drought stress. 
Suitable for modern 
lower cutting heights, 
CATO's erect growth 
habit also means less 
stress for golfers, be-
cause a CATO green is 
true. (CATO's winning 
combination is great on 
tees and fairways, too!) 
Enjoy success. Check 
with your distributor 
or call (800) 547-4108. 

C r e e p i n g B e n l g r o s s . 

PICKSEED WEST, Inc. 
P.O. Box 888 • langent OR 97Ï89 
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Because it is a relatively new grass, at 
least in the Midwest, sod for the Rams' site 
was trucked from Texas, 25 loads. Then it 
was laid in rolls, 42 inches wide, 32 sq. yds. 
to the roll. 

"In seven to eight days in that sand, the 
rootzone was already down at least three 
inches. It was phenomenal," says Keeven. 

With sod in place and rapidly knitting, 
Munie's crew rolled the field in two direc-
tions, sprayed Bovamura on it and a couple 
of days later topdressed it. 

"We've got to start aerifying it and get-
ting the water to perk down, but actually 
the water's going through it pretty fast 
right now," says Munie. 

When Toma walked the practice field 
and presented Munie with a sweatshirt 
with his thanks scribbled across it, the vet-
eran landscape contractor was pleased and 
relieved. LM 

to build the practice field with the same 
care and precision as a putting green. 

"I took it upon myself to run this pro-
ject because I knew what had to be done," 
says owner Joe Munie. "I wanted it to 
come out perfect, and we got pretty close." 

After grading the field (Munie used a 
laser in the process, as he also did in setting 
Toro sprinkler heads), Munie crews cov-
ered four inches of pea gravel with 14 
inches of sand/peat/topsoil rootzone mix. 
Unlike a putting green which is often just 
sand and peat, the mix contains 5 percent 
topsoil for stability. Drainage was installed 
in a herringbone-pattern on 20-foot centers 
running to 15- and 18-inch collector pipes. 

In July, Emerald View Turf Farms in-
stalled the 18,403 square yards of fine-tex-
tured bermudagrass, a variety known as 
Baby Bermuda. Emerald View is the li-
censed grower for the grass in Missouri, Illi-
nois and part of Kansas. 

"Baby Bermuda is a very aggressive little 

Tom Keeven of Emerald View Turf Farms 
says the Baby Bermudagrass put down 
three inches of roots within a week of being 
installed in July. 

grass. It has fine texture and it can actually 
be brought down to putting green height," 
says Tom Keeven, who runs the family sod 
operation with brothers Ed and Jim. 
"Around here I think it's going to make a 
great grass for athletic fields, especially 
those that have summer and fall play." 

Keepers of the Green 
Fioratine Products Group • 144 Mid South Cove • Collierville, TN 38017 • (901) 853-2898 

7 have seen an increase in root development 
and heat & stress tolerance (on bent/poa). 
Poa roots mean I still have a job. I'm 
convinced that Fioratine products are the 
way to go. They give me the winning edge. " 

Bob Tillema, Jr., Supt. 
Riverside Golf Course 
Riverside, CA 
(Mike Farmen, Distributor) 

7 manage the oldest bentgrass greens in one of 
the hottest, most humid areas of the U.S. 
Astron and Perk Up help to maintain good 
greens despite poor drainage and heavy play." 

Kenny Herzog, CGCS 
Big Creek Golf Club 
Millington, TN 
(Scott Chilson, Distributor) 

'I've used Floratine for the past 3 years. 
These products have given me a deep, dense 
root system & healthier topical growth. During 
grow-in (we were able) to open earlier than 
anticipated 

Richard Broome, CGCS 
Harbor Pines Golf Course & Estates 
Egg Harbor Township, NJ 
(Mel Fifer, Distributor) 
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• Taking the plunge 
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Akzo Nobel Salt keeps your 
parking spaces open. 

Winter can be wicked. If you're in property and grounds 
maintenance, keeping parking lots, sidewalks, roadways, and 
other areas clear of snow and ice is a top priority. Because 
businesses have to stay open. 

Salt, of course, is the most cost-effective way to go. Research 
shows that salting reduces accidents. No question about it. 

Abrasives and other materials just can't compare. 
Who do you call when it's time to stock up on winter 

deicing supplies? Akzo Nobel Salt, your local resource. 
bThanks to the expertise of the world's largest deicing 

company, we'll get the salt to you when and where you need it. 
Count on us to come through, even when it's so cold your green 
thumb's blue. 

Contact us for a complete line of deicing products, including 
effective, economical Bulk Ice-Control Salt, from the country's 
most reliable distribution network. Plus packaged 
products like Diamond Crystal® Halite salt crystals 
for general application, Diamond Crystal liffyMelt® 
melting crystals for fast, low-temperature melting 
near sensitive vegetation, corrosion-fighting LoCorr® 
deicer for use in parking garages, on bridges, or other structures, 
and other custom-blended deicing materials. 

Salt Fact. Studies* show that 88.3% of all injury accidents 
during winter storms can be avoided through deicing. 

Call 1-800-752-SALT for more information. 
*T(ie Marquette Report. Marquette University. 1992 

AKZO NOBEL 
Akzo Nobel Salt Reduces Accidents. 

© 1996 Akzo Nobel Salt Ine 
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Snow jobs 
don't have 
to be so 
painful 

If you live north of the Mason-Dixon 

Line, snow removal is just part of life. 

And even in the South, it can occa-

sionally be a nuisance. Across the mid-

dle of the U.S., the unpredictability of snow is a 

"catch-22" no-win situation, where you can be 

faced with the frustration of whether or not to 

even buy snow removal equipment. 
But just as soon as the budget-minded professional—who has 

saved money by not purchasing snow equipment—is faced with 
the once-in-a-decade blizzard, 
he or she can feel "a penny 
wise and a pound foolish." 

Even in the North where 
the question is only when 
(not if) it will snow, having 
the right equipment to handle 
the various kinds of snow can 
be a challenge. 

Powder snow or thick, wet 
snow; sleet or snow mixed 
with rain that freezes on im-
pact all present different 
problems. Let's start with 
equipment. 

Unpredictable? 
Being prepared for snow 

removal has its rewards for 
maintenance shops and con-
tractors alike. But if you're a 
grounds/landscape contractor, 
the added dimension of offer-
ing clients snow removal ser-
vices during the winter is an 
ideal way to strengthen those 
relationships. It can also help 
smooth out cash flow during 
traditionally slow months. 

However, buying snow 
equipment can be prohibitive 
if you don't choose versatile 
grounds maintenance systems 
that offer a wide range of 
year-round attachments, 
which most contractors and 

in-house grounds managers 
recommend. 

Mark Moyer of Kirksville, 
Mo., is right in the middle of 
the "unpredictable snow" belt. 
His ability to offer year-round 
service—including snow re-
moval—has both strength-
ened his relationships with 
clients and added significantly 
to his bottom line. 

"My approach to every-
thing has changed since I saw 
my first demonstration of a 
zero-radius mower. The 
Grasshopper system, for ex-
ample, is really a grounds 
maintenance system, not just 
a mower. The system's at-
tachments are what allow me 



TIP #1: 
Choose versatile equipment that can be used not only in 
the snow, but also in your primary seasonal business. 

to work year-round. 
"As soon as I bought my first zero-radius unit, I quit my job 

and started accepting all the work I had been turning down, in-
cluding snow removal jobs. My income jumped immediately." 

Moyer's equipment choices were rotary broom, dozer blade, 
snowthrower and enclosed cab for his three mowers. 

"Having the right equipment for a job just makes sense," Moyer 
says. "I compare it with eating soup with a spoon instead of a fork. 
The right equipment makes the job easier, faster and more prof-
itable." 

Moyer says that for light fluffy snow up to five inches, he uses 
the broom. If the snow is wet and heavy, he goes to the blade, 
which also handles heavy, deep slush and sleet. For deeper snows 
and drifts, Moyer uses the snowthrower. 

"If it is really deep, I set the 
snowthrower a few inches off the 
ground and cut a path," he notes. "Once 
you have a path, then it's a piece of 
cake. Zero-radius maneuverability lets 
me get into spots other guys just can't 
reach with bigger or less maneuverable 
equipment and is a lot faster than the 
smaller hand-pushed snow blowers. 1 
don't even own a shovel." 

Moyer's clients include banks, 24-
hour restaurants, churches, private resi-
dences, the multi-purpose building at 
the fairgrounds and doctors' offices. 
Predictable! 

Dave Combe of Salt Lake City, on the other hand, contracts 
snow removal for a wide variety of residences, condos, apartment 
complexes and commercial clients. 

"Of course, we have Western blades and another V-blade for 
our three trucks. They take care of the big parking lots and streets. 
But then we go back in with our 721D Grasshopper with the 
snowthrower attachment and that gives us another three feet. It 
throws the snow over the berm and finishes the job." 

Combe also uses a dozer blade and broom. 
"We charge $20 a push [per residential driveway) and we can 

knock off one in about 10 minutes," he observes. "We have about 
80 driveways that we take care of regularly, in addition to the lots 
and other commercial customers." 

Combe recommends low-pressure tires without chains, which 

give you traction even on inclined driveways. 
"We also start clearing even while it's still snowing if it's going 

to be a really deep snow. That helps us keep ahead of it, and the 
people seem to appreciate it, too." 

Warren Brown, who is in charge of snow removal at John 
Knox Village in Lee's Summit, Mo. (the nation's largest retire-
ment community), uses 60 hand-shovelers to clear sidewalks in 
eight hours. They use dozer blade-equipped mowers and John 
Deere walk-behind snow blowers for the 25 miles of sidewalks. 

Streets are cleared with two one-ton trucks with sand spreaders 
and three four-wheel-drive Ford Broncos with 8-foot blades. Two 
Ford tractors equipped with rear blades also help clear streets, and 
New Holland skid loaders are used for parking areas. 

Tom Hays of Alexandria, Minn., clears 
snow an average of 12 times a year, in-
cluding drifts of up to four feet. He appre-
ciates movable deflector chutes. 

"They can be easily turned around 
with your feet to keep the snow blowing 
in the same direction whether you are 
going down or coming back," Hays relates. 
"It sounds like a little thing, but when you 
are out there moving around in deep 
snow, being able to direct the snow dis-
charge without stopping is important." 
City maintenance 

Marc Evens, parks crew leader for 
Kaysville City, Utah, has to get around a 

honeycomb of walkways and sidewalks when cleaning up around 
the two-block city office campus. 

"I can't imagine how long it would take with conventional 
hand-pushed snow removal equipment," says Evens, "but the 
zero-radius units are ideal for that kind of job. If the snow is 8 to 
10 inches or more, we set the snowthrowers high and make a cou-
ple of passes. There is no depth they can't handle if you either go 
slow the first pass or just set it high for the first pass and then re-
peat at a lower setting. 

"Our snowthrowers are also ideal for keeping the cemetery 
clear because they don't scalp the grass under the snow. And their 
zero-radius ability makes removing snow around traditional mark-
ers or flat markers quick and efficient." 



DESIGNED FOR 
PROFESSIONAL USE 

Unique features are what make Fisher snow-
plows the choice of the professional plower! 
The Fisher Minute Mount® System sets the 
industry standard for detachable mounting 
design. Permanently mounted connecting pins 
and simple drive-in attachments allow for the 
quickest removal and reattachment of any 
plow on the market. 
With the Fisher trip-edge blade design, only 
the lower edge of the blade trips back when 

an object is struck. Because the blade remains 
upright, plowed snow in front of the blade stays 
put - allowing you to plow and stack more snow 
quickly and easily. 

No one offers you more hydraulic options than 
Fisher. Traditional belt-drive, the new Electric 
Clutch/Solenoid Valve system or the Solenoid 
Electric Hydraulic Pak are all available. 
Fisher. For nearly 50 years the finest snowplow 
you can buy for your 4x4! 



Be serious 
about snow 
business 
by TERRY McIVER / Managing Editor 

Iohn Allin of the Allin Companies, Erie, 

Pa. is serious about snow plowing. He runs 

a 60-truck operation composed of his own 

trucks and his subcontractors' equipment. 

He has eliminated most of his snow competition 

by hiring them to work for him in the winter! 
Allin knows the competition is going to be there, primarily 

from other seasonal businesses. 
"Snowplowing is not exclusive to the landscaping business," he 

says. "It's seasonal, and companies that work during the summer 
also put the trucks they have 
to work during the winter." 

Landscapers who offer 
snow removal face competi-
tion from a variety of sources 
including: 

• roofing contractors, 
• excavation contractors, 
• masonry companies, and 
• virtually any service busi-

ness with pick-up trucks. 
Allin has made the compe-

tition work...for him! 
He has more than 45 sub-

contractors, 20 of whom are* 

self-employed in seasonal work 
for other businesses. "We also 
use three pieces of equipment 
from a local excavation con-
tractor," he explains. 

"That kind of competition 
is out there," says Allin, when 
talking of some of the unfore-
seen surprises that occur dur-
ing a season. "It's just a differ-
ent type of competition. 

"Excavation people have 
the capital already invested in 
the equipment, and need to 
figure out how to use it for 
plowing. 

"Snow plowing is an indus-
try in and of itself. We're a 
60-truck operation going 
against one- or two-truck op-
erations. We have a decided 
advantage." 

Allin has 12 residential ac-
counts, most of whom are 
owners of commercial sites he 
plows. In the commercial 
market, says Allin, you have 
to have things businesses de-
mand: 

1) liability insurance 
2) dependability: you 

show up. 
Allin and his crews see 18-

inch snowfalls on a regular 
basis, which is why he calls it 
"a major business. 

"If you're not making 
money by plowing snow, 
you're doing it wrong," insists 
Allin. "Approach snow plow-
ing as a business, not as an-
other add-on service." 

Allin is serious about the 
need snow removal profes-
sionals have for useful infor-
mation, which is why he and 
others who are heavily in-
volved in plowing have 
formed the Snow and Ice 
Management Association. 
Parks, too 

Mike Trigg, superinten-
dent of parks for the 
Waukegan, 111. parks district, 
deals with "the A to Z of 
snow removal." 

His fleet of four vehicles 
and miscellaneous retrofits 
handle the wet stuff on path-
ways, sidewalks, around 
buildings and recreational fa-
cilities, including the grounds 



TIP #2: 
Be dependable. Customers don't want excuses, they want 
action. And keep the promises you make in your contract. 

around an outdoor ice rink, 
seven days a week. 

"A lot of the time those 
operations are open till 10 or 
midnight," says Trigg, which 
adds to scheduling challenges. 

"We also share snow re-
moval for Park Place, a com-
munity senior center." 

Trigg stocks up on de-icers 
in November. Thanksgiving is 
the deadline. Everything is 

ready to go by then. 
"We have a two-yard 

spreader unit on trucks. We 
set up an aggreement with the 
city that we load at public 
work site. That eliminates pal-
lets. We reimburse the city at 
the end of the season. We 
ended up buying them a semi 
load of rock salt. I didn't use 
that much, but it was a coop-
erative agreement." 

Trigg says four tons of salt 
is an average winter's supply. 
He also uses de-icer on walk-
ways. 

"Truck maintenance in-
creases in the winter," admits 
Trigg. "We have to maintain 
the transmissions. Trucks are 
up to 10 years old, so we have 
mechanics do a detailed in-
spection, and frequent fluid 
changes." 

Plow damage to pathways 
is always a concern, and re-
ducing damage requires care 
while plowing. 
Major accounts 

Phil Cavotta of Cavotta 
Landscaping, Cleveland, 
Ohio, keeps a snow crew on 
his major account (the 180-
acre Cleveland Clinic) around 
the clock. 

"It's a massive undertaking," 
admits Cavotta, as he counts 
down the duties it involves. 

"We've got driveways. 
We've got 1.6 million sq. ft. 
of surface lots that all have to 
be salted and plowed. We've 
got 400,000 sq. ft. of garage 
roofs that we have to plow 
with a special rubber-edged 
blade because of the expan-
sion joints on the roofs. And 
on those roofs, we can only 
use sand and gravel—no salt." 

Because the crew is on-site 
24 hours a day, when the snow 
gets heavy, Cavotta sets up rest 
areas with coffee and cots 
where crew members can take 

Cavotta: snow removal 
'a demanding service.' 

breaks on an alternate basis. 
Equipment includes: 
• 2 five-ton trucks with 

10-foot road plows; 
• two one-ton dump 

trucks with plows; 
• one-ton pickups with 

plows; 
• two-yard front-end load-

ers that do the heavy work; 
• all equipped with salt 

spreaders. 
Cavotta begins a two-week 

assessment of his snow re-
moval equipment in August. 
For the most advanced warn-
ing of coming snow storms, he 
subscribes to a satellite 
weather service. 

"Snow removal jobs are 
longer hours, and require 
more attention," says Cavotta. 
"It's a very demanding service, 
because you're always fighting 
the elements. I'd much rather 
landscape than plow snow." 

CHECK LIST: 
CAN YOU HANDLE IT? 

Green industry consultant Ed Wandtke of Wandtke & 
Associates, Columbus, Ohio, says snow removal can be 
profitable if you: 

^ know the customers' requirements and expecta-
tions; 

^ know the level of service you are able to provide; 
^ know how much work will have to be sub-con-

tracted. 
"I often see green industry companies making promises 

to customers that they cannot keep," says Wandtke. 
"These companies have over-extended themselves, and 
could lose those valuable customers." 

Here's Wandtke's list of questions you have to answer: 
1) What snow removal equipment do I have? 
2) How many qualified operators do I have access to? 
3) What timeline do my customers demand for snow 

removal? 
4) What type of back-up equipment does my company 

have for major storms? 
5) Considering typical snow conditions, to what geo-

graphical area should I provide these services? 
6) How much money is needed to make snow plowing 

a profitable business? 



Snow removal equipment: 
eliminate any surprises 

by RON HALL / Senior Editor 

ne of your goals as a snow removal 

contractor is to eliminate as many 

surprises as you can before you 

begin moving snow. This is particu-

larly true when it comes to your equipment. 
After all, you can't use weather as an excuse when you're in 

the snow removal business. It's not like being a day late in mow-
ing a property or building a 
stone walkway. When it 
snows, you have to provide 
service. Now. 

But things do go wrong 
with equipment, even for the 
most conscientious service 
provider. One contractor, in 
fact, says that even in the best 
snow operations, only 90 per-
cent of everything goes well. 

Preparing equipment for 
snow removal begins well in 

advance of the first autumn or 
winter storm. It starts with 
matching equipment with the 
services that you provide. 

One of the first mistakes 
some contractors make is that 
they don't purchase the right 
truck for snow removal. 

"You should consult a 
dealer or a snow plow distribu-
tor to make sure that you get 
the truck spec'd properly, that 
you get a truck with a heavy 
enough front axle, that you get 
the proper charging system, 
that you get the proper trans-
mission cooler, and you get the 
so-called snow plow prepara-
tion package," advises Don 
Anderson of Scherer Truck 
Equipment in Auburn Hills, 
Mich. "You have to make sure 
that the truck is able to be out-
fitted with a plow." 

Anderson points out that 
certain extended-cab pickups, 
because of federal motor vehi-
cle safety standards, can't be 
outfitted with plows. "That 
can be a real surprise to a guy 
who buys a $30,000 truck," 
says Scherer. 

Rob Harris of Knapheide 
Truck Equipment Co. in 
Kansas City adds that it's also 
important that the proper size 
plow is fitted to each truck. 
This information is readily 
available from snow equip-
ment manufactors. Or, con-
sult with a knowledgable 
dealer or distributor; they'll be 
glad to help. 
Maintenance 

Larry Wright of Wright's 
Landscape Services whose 
company provides snow re-
moval in the "down river" area 



Tip #3: 
If you don't have a full-time mechanic on staff have a 

good list of people you can rely on in emergencies. 

of Detroit, recognizes the importance of matching the proper 
equipment with jobs—and of maintaining his equipment, too. 

Two areas in his trucks—mostly Ford F350s and F450s and 
several larger trucks like F700s—receive special consideration: 
transmissions and electrical systems. 

"We make sure that all of our trucks go into the transmission 
shop every fall, before winter, and the transmission fluid is 
drained, and they check all the filters and evaluate the condition 
of the transmissions," says Wright. (After 20 years of professional 
snow removal, Wright strongly favors automatic transmissions, 
even in larger trucks. "The fatigue on a driver is real tough with a 
stick shift. On a small truck, I wouldn't even think about using a 
stick shift," he says.) 

"Electrical problems are insidious because you don't see 
them coming," says Wright. For instance, an electrical short can 
play havoc with a vehicle's lights. Hint: make sure that when an 
installer puts a dump body on a bare chassis and cab that he 
uses weather-tight sealed connections for splicing into the 
wiring harness. 

As far as heavy duty items like plows, Wright says regular in-
spections will usually turn up cracks and evidences of fatigue be-
fore they fail. He urges his operators to periodically look over 
their equipment. 

"If you're big enough to have a full-time mechanic on your 
staff, that's fantastic," he adds. "If not, you should have a pretty 
good list of people you can rely on for emergency service on 
your equipment. Whether it's somebody who can come out 
and do some welding, or a mechanic. Having someone with a 
strong electrical background who can trace those types of prob-
lems quickly is important, too." 

Wright says snow removal equipment has improved quite a 
bit in the 20 years he's been in business. He started out using 
four-speed Jeeps, and he remembers some contractors still 
using plows that they had to shoved by hand into the angle that 
they desired. Now, of course, electronic controls from inside the 
cab make blade operation a push-button affair. 

Also very handy, he says, is the quick-attach plow mounting 
systems. (Western Products' UniMount System and Fisher En-
gineering's Minute Mount are examples.) This allows a contrac-
tor to remove the plow mounting assembly, including frame, 
lights, and pump very easily. 

Even with these improvements, it's still essential that you 
prepare your trucks and equipment now to avoid those mid-

winter surprises. Remember, if your equipment isn't working, 
you aren't making money. 
Spreaders 

You also need the proper spreading equipment for any de-
icers you will be applying. 

"Someone riding in the back of the truck with a shovel is a 
waste of time, money and material," says Bob Guy of Akzo 
Nobel Salt. 

Some smaller spreaders use a crank or run off the truck's 
electrical system. Other, bigger, spreaders run off the truck's 
primary drive and give a much more accurate dispersal. 

"I'm partial to several types of polyethylene hopper spread-
ers that mount on the back of a pick-up," says Guy. "You can 
put a couple hundred pounds of de-icer straight from the bag 
into the hopper." 

If you don't calibrate your equipment frequently and use too 
much material, it's hard on the plant life, it's hard on the con-
crete, and it's hard on the cars. Highway departments calibrate 
spreaders once a month, Guy notes. Landscapes should cali-
brate as often as possible, and check to make sure that there are 
no blockages before every snowfall. 

Train, train, train 
In the Minneapolis area, Henning, Rhode & Associates pro-

vides snow removal for a sizable number of townhouses, con-
dos and some commercial property, too. But George Rhode 
says that his company wouldn't put even an experienced em-
ployee into one of its 35 trucks without proper training, much 
of it hands-on. 

"They usually ride with an experienced person first," says 
Rhode. "Then they get turned loose, but with supervision 
from somebody else that's close by, maybe on the other side 
of the parking lot or on a nearby driveway." 

This training also includes three or four hours by one of the 
company's three mechanics about how snow removal equip-
ment works, with some instruction on diagnosing minor 
equipment problems that can be remedied on the street. 

"When it snows, we usually put everything out there. 
We're going at it hard right from the beginning, so that if 
something goes wrong, we're not behind," says Rhode. 



Let it Snow. Let it Throw. 
When it snows... 

PTO-driven rotary brooms leave a 
clean, dry path. Shown with winter 
enclosure and optional heater. 

Multipurpose dozer blades remove 
heavy snow, slush or sleet. 

V-snow plow clears walkways. 

First to Finish...Built to Last 

Call or write for the name of your nearest dealer 
and a "hands on" demonstration. 

YOUR NEXT MOWER 
The Grasshopper Company • One Grasshopper Trail • P.O. Box 637 • Moundridge, KS 67107 U.S.A. • Phone: (316) 345-8621 • FAX: (316) 345-2301 

"Being able to clear snow is a real added value I offer my clients. 
I have a snowthrower, dozer blade and rotary broom, and my system 
lets me change attachments fast, without tools. I'm a real believer in 
zero-ra.dius maneuverability. It lets me get into spots other guys just 
can't reach with bigger or less maneuverable equipment. And it is a 

^tot faster than the smaller hand-pushed snow blowers." 
— Mark Moyer, Kirksville, MO ' M 



Grasshopper passes the test in the 
worst storm of the decade. 
"More than 25 inches of snow fell. Even though 
1-2 inches fell each hour, we were able to keep the 
driveways in our area clear with our Grasshopper. 
The cab enclosure allowed us to stay warm for long 
periods of time - even with a minus 20° F wind 
chill index." 

— Charles Mclntire, Elkton, MD 

Let it Mow. 
When it shines . . . 
Your Grasshopper turns into a high-efficiency 
zero-radius mower that lets you trim while 
you mow. Built for comfort, productivity and 
endurance, your Grasshopper will give you 
dependable service all year long, season 
after season. 

Switch attachments in minutes 
without tools. 
Grasshopper's Quik-D-T^tch® mounting system* 
easily connects a deck or attachment to the power 
unit and eliminates the alignment hassles often 
associated with switching attachments and 
deck sizes. 

Other productivity tools include: 
• Quik-D-T&tch Vac® Collection Systems 
• Dethatcher • AERA-vator™ • Wand Vac,M 

• ROPS • Sunshade Canopy 

Let it pick up leaves, mulch and aerate. 
Grasshopper lets you handle 
more jobs with the same machine. 

GRASSHOPPER is number one in productivity. 
The exclusive Combo Mulching™ Deck* with full-flotation 
option, lets you mulch, discharge or bag with the same deck for 
superior results in varying conditions. 

•patent pending 



A sample contract for snow plowing 

The following is a sam-
ple contract that can be 
used with commercial/ 

industrial clients. 

covering some of the basic 
contingencies that historically 
have been forced upon con-
tractors by fickle clients and 

Beware: it is only a sample, bad weather conditions. 

You may not be comfort-
able with some provisions. 
Your clients may not be com-
fortable with some provisions. 
So tailor this sample to fit 

your individual situation. 
And, after devising your own 
version of this contract, please 
consult your attorney. 

SNOW PLOWING CONTRACT 

To: Date: _ 
Time Limit: This quotation is firm for days. 
Contact Person: Project: 
Location: 

We propose to furnish labor and equipment to plow snow for the following areas: 
(Describe areas by sketch and/or monuments) (Areas not covered by proposal) 

This bid is based upon a season price of $ . The season shall 
commence 19 and shall terminate 

19 . 
Snow plowing is to commence within a reasonable time after the 

accumulation reaches a minimum of inches, but not before it 
ceases to fall. Snow depths in excess of inches will be plowed at 
an additional charge of $ per inch. Snow depths shall be 
determined by the official report of the National Bureau and General 
Weather Service. 

If any equipment other than a snow plow, snow blower and snow 
shovel is required to clear snow from the area to be plowed (i.e. front 
end loader, dump truck, etc.), an hourly rate of $ per man 
shall be charged to the customer, along with any other costs incurred, 
including rental fees for such equipment. Work involving the use of 
extra equipment as described above shall be performed within a rea-
sonable period of time upon completion of the contractor's regularly 
scheduled route. 

If the customer so elects that his/her place of business should be 
plowed before business hours, and a snowfall necessitates an addi-
tional plowing, the customer will be charged $ for the addi-

tional plowing. If the customer elects to have additional plowings, 
please initial here: . 

Drifted snow in excess of inches will be plowed at the ad-
ditional charge of $ per time. 

Due to variables of temperature, compaction, winds, drifting, pil-
ing, etc., it is impossible to guarantee removal to the bare pavement. 

It is the duty of the customer to afford access to the subject premises 
at all times, and the contractor shall not be responsible for failure to per-
form plowing services when access is denied or unavailable. Further-
more, the contractor shall not be responsible for any delay in rendering 
services occasioned by the customer's failure to grant access to the des-
ignated premesis. 

Reports of damages must be reported to the contractor within 
twenty-four (24) hours. Failure to report the damages constitutes a 
waiver, and the contractor is released from liability. 

This written contract may be cancelled by either party with thirty 
(30) days advance written notice to the other party. Delinquent pay-
ments will be due on their due date. Failure to pay on the due date 
will relieve the contractor from any further liability to plow. 

Unpaid balances will be assessed at a charge at the rate of one and 



one-half percent (1.5%) per month on the unpaid balance. 
The contractor shall not be held responsible or liable for any acci-

dents resulting in injuries due to falls on the customer's property due 
to weather conditions for any except employees of the contractor. 

The contractor will not be responsible for sod damaged by salty 
snow from streets or by snow piled next to roadways. Also, the con-
tractor cannot be held responsible for scratches or scrapes in asphalt 
or asphalt curbs. The contractor cannot assume liability for any salt or 
calcium chloride damage to concrete or wood. 

It is the duty of the customer to clear the designated areas of all 
movable obstacles including, but not limited to, automobiles, trailers, 
trash dumpsters, etc. Furthermore, any object which remains will be 
left in place and plowed around, and contractor shall be held harm-
less for any damage resulting to such obstacles unless the damage 
shall result from the grossly negligent or intentional conduct of the 
contractor, its employees, agents or servants. 

DISCLAIMER: 
The owner of the property is presumed to know his property bound-
aries. The owner will clearly stake or instruct the contractor to stake 
the areas to be plowed. In the event the areas staked are erroneous, 
the owner agrees to defend and hold harmless the contractor for any 
and all trespasses that may result from the owner's failure to properly 
stake his property. The owners agrees to pay the contractor's attorney 
fees in defense of the trespass claim. 

The season snow plowing price does not include salt or calcium 
chloride application. Failure to salt or apply calcium chloride may re-
sult in unusually slippery conditions which may cause injury to persons 
or property. Salt will be applied at an additional charge of 
$ per ton. Calcium chloride will be applied at an addi-
tional charge of $ per ton. 

If customer wishes salt and calcium chloride to be applied after 
each snowfall, please initial this box. The amount of salt and 

calcium chloride to be applied will be at the contractor's discretion. 

• • 
The customer acknowledges that the real property is adequately 

insured for torf claims. 
The customer agrees to defend and hold the contractor harmless 

from any and all liability, including attorney fees, which the contractor 
may accrue resulting from the contractor's work on the customer's 
property. 

TERMS AND CONDITIONS: 
This written agreement contains all conditions and describes all work 
to be done. This agreement supersedes all previous agreements and 
any verbal commitments made prior to the date of this agreement. 

Unless specifically stated, sidewalk snow removal is not part of 
quoted rate. Quoted rate does not include front-end loader services. 

Accounts that are past due will not be plowed until the account is 
brought up to date. The customer understands and accepts the fact 
that delays in payments made to the contractor may result in appro-
priate legal action being taken to collect monies owed. 

If court litigation is begun, the customer agrees to pay the con-
tractor's reasonable attorney fees. 

This contract shall be binding inure tothe benefit of the parties 
and their heirs, executors, administrators and assigns. 

The customer understands that plowing (or salting) of a particular 
location may continue to prevail even after plowing (or application of 
salt). The customer understands that the contractor assumes no liabil-
ity for this naturally occurring condition. The customer agrees to de-
fend and hold harmless the contractor for any and all trespasses or 
suits that may arise as a result of this naturally occurring condition. 

If sidewalk snow removal is selected as an option: The customer 
understands that sidewalk crews may not work safely if temperature 
and wind conditions combine to make wind-chill factors below 0 de-
grees Fahrenheit. The customer understands that the contractor re-
serves the right to stop working in these severe conditions so as not 
to force unsafe working conditions upon its employees. 

This contract may be paid in three (3) installments. The first install-
ment shall be fifty (50) percent of the contract price and is due on or 
before , 19 . The second installment of 

19 . The 
19 . 

If customer does not want salt applications, please initial this 
box. 

If customer does not want calcium chloride applications, please 
initial this box. 

twenty-five (25) percent is due 
third and final installment is due 
Failure to make timely installments terminates the contract and re-
lieves the contractor from any further liability to plow the snow. 

CUSTOMER ACCEPTANCE AND WORK 
AUTHORIZATION: 
The above quotation is accepted as written, and you are hereby au-
thorized to proceed with the work: 
By Date: 

APPROVAL: 
This proposal will not be binding upon the contractor until the signed 
acceptance has been received by the contractor with a minimum pay-
ment of fifty percent (50%) of the contract price. 
By: 
Title:. 
Dated:. 

Thank you for using our service! 



What kind 
of pick-up? 
by JERRY ROCHE / Editor-in-Chief 

Once you've decided 
to plow snow for 

I a living (or been 
I delegated it by 
' your superiors), 
the biggest, most 

important purchase 
that faces you is the pick-up 
truck. 

Snow plowing demands 
more from a pick-up than al-
most any other activity. Con-
stant—almost abusive— 
changing gears, sometimes 
rapidly, with extra weight on 
the front (snow and the plow) 
and sometimes on the back (a 
load of de-icing material 
and/or spreader) means you 
need heavy duty equipment. 

Here are some things 
you'll want to con-
sider before pur-
chasing a pick-up 

truck that will be used to 
plow snow: 

^ Is it a 4x4? If you're 
going to be plowing snow, for-
get buying a 4x2. You need 
four-wheel drive. Period. 

^ Does it come with a 
"snow plow prep package?" 
Many brands of pick-ups can 
be purchased with such op-
tions as heavy duty front tor-
sion bars (to support the 
weight of the plow), a 100-
ampere alternator (for run-
ning electronic plow controls, 
standard and optional lights 
and heater, all at once), a 
heavy duty radiator, a heavy 
duty oil cooler and/or a trans-
mission cooler. 

"There are a lot 

of what we call 'high-duty cy-
cles' involved in plowing 
snow," says Ken Mussman of 
GMC Trucks. "Landscapers 
can order our snow-plowing 
VYU option for our ^-ton, 
ton and one-ton Sierra pick-
ups for $ 118. The important 
thing is to specifically order 
the snow plow prep package." 

^ What kind of torque 
does the vehicle produce? 

Horsepower is fine, but a 
high-torquing engine "will 
allow you to not have to get a 
running start to plow a bank 
of snow," says GMC's Duane 
Paige. "Horsepower will allow 
you to go faster when you've 
started moving, but torque 
provides the power to push 
heavy objects." 

Most vehicles will have 
torque ratings of 250-

380 foot/lbs. 

GMC's Vortec V-8 engine 
gets 410 foot/lbs. of torque, 
which is more than a standard 
V-10 engine, according to 
Mussman. 

However, it is also impor-
tant that you also buy a truck 
"with a high numerical axle 
ratio to get the power to the 
wheels," adds Ford's Tom 
Baughman. Ford makes the 
popular F-Series of pick-ups 
for snow-plowing. 

^ Does it have limited 
slip differential, non-flotation 
tires and the same front and 
rear track width? 

"Limited slip rear differen-
tial is a major factor in getting 
out of situations where the 
plow might get trapped," says 
Baughman. "Also, non-flota-
tion tires are the ones that are 
not very wide so they get 
down to the pavement. They 

I 



THE LEADER IN 
SNOW & ICE CONTROL! 

If your job is snow and ice 
control, we've got you covered! 
Western offers a complete 
line of hopper spreaders -
in 12 ga. steel or 16 ga. 304 
stainless steel - along with 
several models of versatile, 
affordable tailgate spreaders. 
The PRO-FLO 2™ tailgate 
spreader, for example, is made 

of high-strength polyethylene 
and powder coated steel, and 

includes a belt conveyor 
to assure positive feed of 
all materials, including 
wet sand. 
Western snowplows and 

spreaders - the choice of snow 
and ice control professionals 
for over 45 years! 

o n 
WESTERN PRODUCTS 7777 N. 73rd Street Milwaukee, Wl 53223 

World Wide Web http://www.westernplows.com 

http://www.westernplows.com


Tip #4: 
What to look for: four-wheel drive, high torque and a 
snow plow 'package,' at the very minimum. 

should also have a relatively aggressive tread pattern for biting 
into the pavement once they get to it. And the front and rear 
track must be the same so the tires will roll in the same rut and 
you don't lose power by making the front and rear tires both cut 
a path through the snow." 

^ Does it come with interior amenities? 
"In the Sierra, you can run everything at once," says GMC's 

Paige. 'You don't have to unplug something to do something else. 
There are three power ports to accommodate a cigarette lighter, a 
cellular phone or mobile radio and even a portable computer." 

A sliding rear window helps in situations where you'll be 
backing up and the window might be frosted. Good ventilation 
will help keep you cool (yes, it'll get surprisingly warm under 
your jacket if you're working the truck hard). As a matter of 
fact, Ford has a heater/defroster with a halfway stop that allows 
you to use both at the same time, at enough power that your 
front window is defrosted and your feet keep toasty. 

In the long run, vinyl seats and mats will pay off because it 
will get wet inside, and any moisture that is retained can quickly 
ruin the cab. 

^ What are heavy duty maintenance requirements? 
With most pick-ups that are being used for heavy jobs like 

snow plowing, you will need to perform standard maintenance 
at narrower intervals. GMC and Ford, for instance, publish two 
maintenance schedules in each owner's manual: one for every-
day light driving and one for heavy duty driving that puts added 
stress on components. 

^ Is expert plow installation available? Because of the rela-
tionship between the airbag (which is normally adjusted to de-
ploy when the truck hits something) and the plow (which nor-
mally "hits something" hundreds of times a day), the airbag's 
trip mechanism must be adjusted so it doesn't blow up in your 
face everytime you push a load of snow. 

"When we develop our vehicles, we engineer them for snow 
plowing," says Ford's Baughman. "The F Series is engineered to 
be as friendly as possible with respect to airbag deployment. We 
did computer modelling and designed 'transparent' snow plow 
brackets to make the magic of the airbags work." 

^ Does the vehicle come with safety equipment, either op-
tional or standard? Besides four-wheel drive and airbags, you'll 
want four-wheel anti-lock brakes, running lights—and good 
back-up lamps for conditions where the back windows might be 
frosted up. 

Four-wheel anti-lock brakes will allow you to hit the brakes 
on slippery pavement without spinning and yet you'll still be 
able to steer the vehicle in the desired direction. Four-wheel 
anti-lock brakes also brake the vehicle quicker than rear-wheel 
anti-lock brakes—and much quicker than disc brakes. 

Running lights come in handy during early-morning hours 
when the sun hasn't quite peeked over the horizon. There is a 
danger that the driver may become so involved with his plowing 
duties that he becomes unaware of other vehicles around him. 
Special running lights will notify other vehicles of a plowing op-
eration in progress, especially in those hours when other vehi-
cles might be harder to see. "Many of the trucks we sell are 
white, and snow is white," says Mussmann. "In those situations, 
it's a good idea to have extra lights." 

^ Finally, what about other goodies? Here are some to con-
sider: 

• A block heater like the kind Ford builds into the engine 
housing. The owner simply unwinds an electrical power cord, 
plugs it in at night, and when the engine starts in the morning it 
doesn't take as long to warm up. 

• Automatic transmission "so you can pay attention to all the 
things you have to do," notes Baughman. Because plowing snow 
is hard work, even from the cab of a pick-up, you'll also proba-
bly avoid a lot of sore muscles by the end of the day with an au-
tomatic tranny. 

• Enough rear payload to carry de-icer and a spreader in the 
bed. Don't forget, however, that you'll be using the same truck 
during the summer and might be carrying heavier objects then. 

• Most of all—bottom line—the main thing to remember 
before you buy your snow plowing pick-up truck is best voiced 
by GMC's Paige: 

"The truck you buy should be a smart business investment." 



Pour on 
performance, 
profits with de-icing salt 

by ROBERT GUY / Highway Field Sales Manager, Akzo Nobel Salt 

| t's that time of year again. September 

not only marks the children's return to 

I 

school, but also signals the time to 

I begin planning for the business that 

occupies the winter months: de-icing. 
An understanding of how the various de-icing products 

work, coupled with knowledge of proper application tech-
niques, will provide for safe stepping in winter, a green land-

scape in spring—and satisfied 
customers all year round. 

The four halide salts used 
as de-icers are: 

• magnesium chloride, 
• calcium chloride, 
• sodium chloride ("salt") 

and 
• potassium chloride 

("potash"). 
They all have the same 

chemical-melting capacity. (If 
you took a pound of each, and 
kept pouring ice on them 
until they stopped melting the 
ice, they'd all melt about the 

same amount.) The differ-
ences are in the melting rates, 
which are related to the 
chemical activity of the indi-
vidual products. 

Magnesium chloride pro-
vides a very fast melting ac-
tion and a high penetration 
rate. However, the melting 
action does not last very long. 
Magnesium chloride is so ac-
tive that it will drain moisture 
from the air until it dilutes it-
self so much that the water 
will freeze again. 

Calcium chloride has a 
somewhat faster melting ac-
tion compared to sodium chlo-
ride. It, too, however, draws 
moisture from the air in a 
manner similar to magnesium 
chloride, but at a lesser rate. 

Sodium chloride provides 
a long-lasting melting action 
as a result of the product's 
chemistry and mixture of fine 
and coarse crystals. 

Potassium chloride's melt-

ing action is quite slow and 
therefore not the best choice 
for de-icing. 
Which is best? 

Salt (sodium chloride) is 
the most common melter 
used today. While other 
melters have different perfor-
mance characteristics, salt 
melts the most ice and snow 
per dollar. A cost comparison 
of the four de-icing products 
reveals that potassim, cal-
cium and magnesium chlo-
rides are 4, 7 and 14 times 
costlier, respectively, than 
sodium chloride. 

Salt is used as a de-icer be-
cause it lowers the freezing 
point of water. The melting 
action of salt forms a brine 
layer below the surface of the 
snowpack. The brine layer 
prevents water from bonding 
to the pavement or walkway. 
How much? 

The amount of de-icer 
needed to achieve a desired 



Tip #5: 
Install salt-tolerant plants around the edges of landscapes 
where you plan to be spreading de-icing materials. 

pavement condition is a func-
tion of temperature and 
weather conditions. 

When the temperature 
drops, two things happen to 
the ability of any de-icing 
product to melt ice and snow: 

1) the total amount of ice 
a de-icer can melt decreases as 
the temperature falls, and 

2) the speed at which the 
de-icer melts also decreases, 

resulting in a longer period of 
time required to melt the 
same amount of ice per 
pound of de-icer applied. 

The keys to the effective 
use of any de-icer, including 
salt, are to apply the proper 
amount based on the weather 
conditions and to allow suffi-
cient time for the melter to 
work. This is particularly im-
portant at lower temperatures. 

Application tips 
Different conditions call for different approaches to de-
icing salt applications. Salt industry manufactuers, working 
with snow-fighting professionals, have formulated the fol-
lowing guidelines for various weather conditions. 

Temperature: near 30° F. 
Snow and sleet: Apply .40 lb. of de-icing salt per 100 sq. ft. 
surface area. If snow accumulates, plow and salt at the 
same time. 

Freezing rain: Apply 0.20 lb. per sq. ft. of surface area. 

Temperature: below 30° F. 
Snow and sleet, surface starting to get slushy: Apply 0.25 
to 0.67 lb. of de-icing salt per 100 sq. ft. surface area. If 
snowfall builds up, plow and repeat de-icing procedure. 
Snow turning to freezing rain: Apply 0.25 to 0.30 lb. per sq. 
ft. of surface area. 
Temperature: below 20° F. 
Dry snow: Plow only; wait to apply salt. Apply de-icer to 
wet or icy areas. 
Snow and sleet, wet road surface: Apply 0.45 to 0.67 lb. 
per sq. ft. of surface area. If snow or sleet accumulates, 
plow and salt simultaneously. If temperatures rise, reduce 
salt amount to 0.45 lb. per 100 sq. ft. of surface area. 
Allow salt to act before plowing. 

Temperature: below 10° F. 
Snow, sleet, with packed snow or ice: Apply 0.67 lb. of de-
icing salt per 100 sq. ft. of surface area. When snow or ice 
turns to slush, start plowing. Continue applying salt and 
plowing until you have safe surface. 

The effective temperature 
range for many common 
melters is often a point of dis-
cussion among snow-fighting 
professionals. Frequently, a set 
temperature is given for each 
di-icer; however, most de-
icers continue to work well in 
the low-temperature range. 
Allowing adequate working 
time—usually 20 to 30 min-
utes—for the de-icer to per-
form can significantly reduce 
the amount of melter used 
overall. Pouring the salt on, 
five applications five minutes 
apart, is very wasteful and 
very expensive. 

Another salt application 
procedure in the experimental 

stages is "pre-salting." The 
idea behind pre-salting is to 
apply de-icing salt to the sur-
face area prior to the winter 
storm. An application of de-
icing salt 20 minutes before a 
snowfall delays the initial ap-
plication of salt during the 
snowfall and can ultimately 
eliminate the final application 
of salt, thereby reducing prod-
uct and labor costs. 

Akzo Nobel has 95 depots 
across the country. It also of-
fers valuable information on 
salt storage, application and 
estimation through a serives 
of seminars. For more infor-
mation, phone toll-free (800) 
752-SALT. 

SALT-TOLERANT SPECIES 
Plant type 

Deciduous trees 

Conifers 

Excellent Good 

tall fescue perennial rye 
creeping bent colonial bent 

Norway maple shagbark hickory 
horsechestnut Russian olive 
tree of heaven white ash 
honeylocust largetooth aspen 
cottonwood Lombardy poplar 
black locust trembling aspen 

choke cherry 
pear 
mountain ash 
red oak 

Siberian peashrub burning bush 
sea buckthorn honeysuckle 
staghorn sumac Japanese tree lilac 

common lilac 

blue spruce red cedar 
jack pine juniper 
mugo pine 
Austrian pine 



Akzo Nobel Salt will keep you going 
for years and years and years and y 

You've relied on us for years. You can count on us next 
winter, and well into the next millennium. Whenever there are 
roads to be cleared, Akzo Nobel Salt will be there, providing the 
ice-control salt and other deicing products you need. And we 
just keep getting better. 

We are improving our service to you by expanding our 
Cleveland and Avery Island, La., mines and launching the largest 
salt distribution center in North America, the Retsof Distribution 
Center. And, most important of all, we're putting the finishing 
touches on an unparalleled, integrated supply network of both 
domestic and international sources of salt. 

We are well stocked and ready to deliver deicing salt for 
all your present and future needs. Remember — during the 
dreaded Winter of '96, Akzo Nobel Salt came through when 
others could not. We're proud of our record. And we intend to 
maintain it. 

Call us 24 hours a day, seven days a week. We'll be here. 
What else would you expect from the world's largest deicing 
company? 

Sa/t Fact. 90% of Akzo Nobel Salt customers say our service 
is "outstanding."* 

Call 1-800-752-SALT for more information. 
* Customer Satisfaction Survey, 1996 

AKZO NOBEL 
Akzo Nobel Salt Saves Lives. 

© 1996 Akzo Nobel Salt Inc. 



De-icers have 
different uses 

Akzo Nobel is America's 
largest supplier of salt prod-
ucts for highway safety. Mar-
keted under the "Diamond 
Crystal" brand name, the 
product mix includes Halite, 
Calcium Chloride and 
JiffyMelt. 

Halite de-ices walks and 
driveways, and helps to keep 
them ice-free well below 
freezing. Sodium chloride 
crystals will not chemically at-
tack concrete or harm vegeta-
tion when used as recom-
mended, Akzo Nobel notes. 

Calcium Chloride is the 
most ecologically safe way to 
melt ice on walkways and 
driveways, according to Akzo 
Nobel. Runoff will not harm 
plants or the water table, and 
the product will not con-
tribute to concrete spalling. 

JiffyMelt is a specially for-
mulated de-icing blend of cal-
cium, potassium and sodium 
chlorides to minimize dam-
age to vegetation and paved 
surfaces, without sacrificing 
the ice-melting capacity of 
rock salt. 

For more information, 
phone (717) 587-9465 or 

Circle 296 

Snowplows, spreaders 
for commercial users 

Fisher Engineering snowplows feature trip-
edge blade design and three hydraulic options. 

When a Fisher blade strikes an obstacle, the 
lower edge trips back, compressing the springs 
on the backside. When the obstacle is cleared, 
spring tension is released, returning the edge to 
its normal position. Because the blade remains 
upright when it hits an obstacle, plowed snow 
out in front of the blade stays put. 

In addition to the traditional belt-driven, 
cable-operated hydraulic system, the Electric 
Clutch/Solenoid valve system is reliabile, "on-
demand" like an electric clutch and fast. (A 
third option, the Fisher Electric Hydraulic Pak, 
is also available.) 

For more information, phone (207) 594-
4446 or 

Circle No.297 

Four plows meet 
every requirement 

Western Products has four lines of 
snowplows to meet the requirements of 
every type of plowing need: Sport/Utility, 
Standard, Pro-Plow and the Heavyweights 
lines. 

The newest addition, the Poly plows, 
feature improved snow rolling action. 

Western also sells hopper-type, bed-
mounted and tailgate spreaders. The 
newest tailgate model, the Pro-Flo2, can be 
filled to 1,200 lbs. It has a belt conveyor to 
assure positive feed, of all materials, includ-
ing wet sand. 

For more information, phone (414) 354-
2310 or 

Circle No.298 

'No-clog' snowthrower, dozer blades do it all 
Grasshopper offers a line of snowthrower attachments and dozer blades for its full line of 

zero-radius mowers. 
The Grasshopper snowthrower attachment is available in 48- and 60-inch widths. Both sizes 

deliver "no-clog" performance, even in deep or heavy, wet 
snows, Grasshopper says. 

A discharge spout rotates a full 180 degrees to deliver snow 
up to 20 feet. The attachment features heavy-gauge welded 
steel, a high-speed 12-inch diameter auger with heavy-duty 3/16-
inch flighting and a built-in heavy-duty scraper blade. A cold-
weather enclosure, with optional 16,000-BTU heater, is also 
available. 

The 48- and 60-inch multi-purpose angle dozer blades can be 
used to move snow or dirt, sand and gravel. The 60-inch V-Snow 
plow is perfect for sidewalks, Grasshopper claims. 

For more information, phone (316) 345-8621 or 
Circle 299 



The Irrigation Association's 17th Annual 
International Irrigation Exposition 

November 3-5, 1996 
ASAE's Technical Conference 

November 4-6, 1996 
Cosponsored by TTIA & TAIA 

San Antonio, 
Texas 

Down by the 
River Walk 

For more info on our 17th Annual 
International Exposition & ASAE 
Technical Conference, please return 
this form to the IA. 

The Irrigation Association 
8260 Willow Oaks Corp. Dr., Suite 120 

Fairfax, Virginia 22031 USA 
(703) 573-3551 • FAX (703) 573-1913 

Name 

Company. 

Address __ 

City 

Country _ 

Phone 

State. Zip. 

Fax 

Circle No. 118 on Reader Inquiry Card 



Events 
SEPTEMBER 

16-18 Pacific Northwest 
Chapter ISA training con-
ference, Yakima (Wash.) 
Convention Center. Phone: 
(206) 784-1945. 

17: "Building wi th Trees" 
seminar, Dallas. Phone: 
(402) 474-5655. 

17-18: Turf grass & Land-
scape Research Confer-
ence & Field Days, Univer-
sity of California, Riverside, 
Calif. Phone: Susana Den-
ney, (909) 787-4430. 

17-19 Virginia Tech Turf 
& Landscape Field Days, 
Blacksburg, Va. Phone: Dr. 
Dave Chalmers (540) 231-
9738 or David McKissack 
(540) 231-5897. 

17-19 California Associa-
tion of Nurserymen an-
nual convention, Hyat t 
Regency, North Lake Tahoe, 
Nev. Phone: Carol Hutch-
ings, (916) 567-0200. 

17, 18, 1Î Golf Course 
Superintendents Associa-
tion of America educa-
tional seminars, Sacra-
mento, Calif, and Seattle. 
Phone: (800) 472-7878. 

18: Landscape Contrac-
tors of Md./D.C7Va. Expo, 
Howard County (Maryland) 
Fairgrounds. Phone: Anne 
Trone, (301) 948-0810. 

18-21 Galabau 96 (trade 
fair for landscaping, 
sports, rec areas, playing 
fields, golf courses), 
Niirnberg, Germany. Phone: 
Kathy Donnelly, (508) 371-
2203. 

19: "Winning Fields" 
seminar, Doubleday Field, 

Cooperstown, N.Y. Phone: 
(800) 873-8873. 

19: Yoder Brothers Fall 
Field Days, Leamington, 
Ontario, Canada. Phone: 
(800) 232-9557 or (330) 
745-0617. 

19-22 Florida Nursery & 
Allied Trades Show 
(FNATS), Orange County 
Convention Center, Or-
lando, Fla. Phone: (800) 
375-3642 or (407) 345-
8137. 

21: Sustainable Agricul-
ture Techniques for Land-
scape & Gardening, 
Marin, Calif. Phone: (916) 
756-6967. 

23-25 National Sympo-
sium on Effectiveness of 
Erosion and Sediment 
Control, Marriott-Crabtree 
Valley, Raleigh, N.C. Phone: 
Toby Vinson, (919) 733-
4574. 

24-25: Vegetation Man-
agement for Rights-of-
Way Workshop, Southern 
Illinois University, Carbon-
dale. Phone: Sandy Rhodes, 
(618) 536-7751. 

25 Hampton Roads Ag 
Research and Extension 
Field Day, Virginia Beach, 
Va. Phone: Dr. Bonnie Ap-
pleton, (804) 363-3906. 

2< Transition Zone Turf-
grass Field Day, Southern 
Illinois University, Carbon-
dale. Phone: Sandy Rhodes, 
(618) 536-7751. 

26: Target Specialty Semi-
nar & Exhibit Doubletree 
Hotel, Ventura, Calif. 
Phone: Andrea Vogt, (800) 
352-3870. 

26: Yoder Brothers Fall 
Field Days, Hightstown, 
N.J. Phone: (800) 232-9557. 

3 Yoder Brothers Fall 
Field Days, Pendleton, S.C. 
Phone: (800) 232-9557. 

5 Daniel S towe Botanical 
Garden symposium, Bel-
mont, N.C. Phone: Sheila 
Palmer, (704) 825-4490. 

6-8: "Trees, People and 
the Law" conference, 
Lied Conference Center, 
Nebraska City, Neb. Phone: 
(402) 474-5655. 

6-15: Flowtronex "Final-
Net" irrigation seminars. 
Columbus, Ohio; Philadel-
phia, Washington, D.C.; 
Charlotte and Raleigh, N.C.; 
Myrtle Beach, S.C. Phone: 
Melinda Swan, (614) 262-
1443. 

7: Ohio Turf grass Founda-
tion Golf Tournament 
The Golf Club at Yankee 
Trace, Centerville, Ohio. 
Phone: (614) 261-6750. 

7-Dec 13 Rutgers Profes-
sional Golf Turf Manage-
ment School, N e w 
Brunswick, N.J. Phone: 
(908) 932-9271. 

8: Target Specialty Semi-
nar & Exhibit Radisson 
Hotel, Sacramento, Calif. 
Phone: Andrea Vogt, (800) 
352-3870. 

8-10: West Texas Turf-
grass Conference and 
Trade Show, Western 
Texas College, Snyder. 
Phone: Pam Deeds, (806) 
354-8447. 

8, 9, 11 Golf Course Su-
perintendents Associa-
tion of America educa-
tional seminars, 
Oklahoma City, Okla., 
Billings, Mont, and Hon-
olulu. Phone: (800) 472-
7878. 

10: Finger Lakes AGCS 
Poa Annual Golf Tourna-
ment Lake Shore Country 
Club, Rochester, N.Y. 
Phone: Bob Foos, (716) 621-
4833. 

10: Target Specialty Semi-
nar & Exhibit Red Lion 
Hotel, Ontario, Calif. Phone: 
Andrea Vogt, (800) 352-
3870. 

11-12 Southern Garden 
Symposium, St. Fran-
cisville, La. Phone: Larry 
Smart, (504) 635-6303. 

13-15 The Info Super-
highway for Golf confer-
ence, Marriott Copley Place 
Hotel, Boston. Phone: (888) 
275-3643 x40. 

14: Joseph Valentine 
Memorial Golf Tourna-
ment Bent Creek Country 
Club, Lititz, Pa. Phone: 
(814) 863-3475. 

15-17 Atlantic Seeds-
men's Association annual 
convention. Hotel Viking, 
Newport, R.I. Phone: Dr. 
John Baylor, (814) 237-
0330. 

16: Sustainable Agricul-
ture Techniques for Turf 
8t Golf Course Manage-
ment Seal Beach, Calif. 
Phone: (916) 756-6967. 
LM 



Turfgrass 
Management 
Fourth Edition 
by A /. Turgeon 
406 pages, hardcover 
Item #LSMB815 
$78.00 

Turf Management 
for Golf Courses 
by ¡ames Beard 
642 pages, hardcover 
Item #LSMB615 
$96.00 

Managing 
Turfgrass Pests 
by Thomas L Wotschke, Peter H. 
Demoeden & David Shetlor 
361 pages, hardcover 
Item #LSMB766 
$69.95 

Turfgrass: 
Science and Cluture 
by ¡ames Beard 
685 pages, hardcover 
Item #LSMB630 
$88.00 1 

I Human Resource 
Management for Golf 
Course Superintendents 
by Robert Milligan & Yom Moloney 
184 pages, hardcover 
Item #LSMB824 
S 34.95 

•I lar"" „18 
TURFGRASSES 

m r w wa 

C .olí Course . .̂indKemt-nl Construction 

NURSERY ANO 
LANDSCAPE WEED 
CONTROL MANUAL 

Turfgrass Science 
and Management 
by Robert D. Emmons 
451 pages, hardcover 
Item #LSMB805 
$51.95 

I Controlling 
Turfgrass Pests 
byShurtluff, 
Fermanian & Randell 
449 pages, hardcover 
Item #LSMB220 

J $74.00 

Nursery and Landscape 
Weed Control Manual 
Second Edition 
by Robert P. Rice, jr. 
290, pages, softcover 
Item #LSMB814 
$29.95 

Golf Course 
Management and 
Construction 
by ¡ames C Baloghb 
William I. Walker 
976 pages, hardcover 
Item #LSMB617 579.95 

Turfgrass Manage 
ment Information 
Directory 
edited by Keith Kamok 
115 pages, softcover 
Item #LSM820 
$19.95 

Weed Science 
Principles and Applications 
Third Edition 
byfbydM. Ashtonand 
Thomas \. Monaco 
466 pages, hardcover 

I Item #LSMB823 
579.95 

Superintendents 
Handbook of Financial 
Management 
by Raymond S. Schmidgall 
150 pages, hardcover 
Item #LSMB825 
$34.95 

Monument at' 
Turfgrass DiaKS 

Diseases of 
Turfgrasses 
Third Edition 
by Houston B. Couch 
434 page, hardcover 
Item #LSMB816 
$84.50 

Turf Managers' 
Handbook 
by W.H. Daniel & R.P. Freeborg 
437 pages, hardcover 
Item #LSMB110 
$39.95 

Management of 
Turfgrass Diseases 
byl.M. Vargas, Ir. 
294 pages, hardcover 
Item #LSMB764 
$65.95 

Lawns Basic Factors, 
Construction and 
Maintenance of Fine 
Turf Areas Third Edition 
byjonasVengrisSi 
William A Torello 
195 pages, softcover 
Item #LSMB811 $15.50 

Floyd Perry 's Pictorial 
Guide to Quality 
Groundskeeping 
"Covering All 
the Bases" 
500 pages, hardcover 
Item #LSM817 $36.60 

Floyd Perry 's Pictorial 
Guide to Quality 
Groundskeeping 
"There Ain't 
No Rules" 
500 pages, hardcover 
Item #LSM818 $36.60 

Call 1-800-598-6008 • Outside the US call 218-723-9180 
ADVANSTAR MARKETING SERVICES • Customer Service Dept. • 131 W . 1st St. • Duluth, M N 55802 

Prices subject to change. Residents of CA, CT, GA, IL, MN, Nj, NY, OH and TX must add sales tax. CODE: 949629 



S U P P L I E R S CORNER 

Turf managers who buy natu-
ral organic Milorganite fertil-
izer this fall will help support 
turf grass research. According 
to Milorganite's Larry Lennert, 
the company will donate $10 
for each ton of Milorganite 
purchased to the buyer's fa-
vorite turfgrass research orga-
nization. "Milorganite and its 
distributors have long sup-

ported turf research at the na-
tional level through the OJ . 
Noer Research Foundation," 
Lennert says. "This program 
enables customers to support 
research at the local level." 
Milorganite is celebrating its 
70th year of serving profes-
sional turf managers with nat-
ural organic fertilizer. 

Jacklin Seed received the 
1996 Idaho Governor's Export 
Marketing Award for Service 
from Lt. Gov. Butch Otter at 
the World Trade Day in Boise 
this summer. Jacklin now ex-
ports 35 percent of its seed to 
more than 50 countries around 
the world. Elsewhere at Jack-
lin, Hagen Ledeboer is new 
manager of Grower Services 

Operations in Oregon. He will 
be responsible for managing 
all aspects of contracting and 
placing Jacklin varieties in the 
Willamette Valley. 

Encore Manufacturing s 

dealer base showed growth of 
12 percent this year, according 
to company president Dick 
Tegtmeier. Sales were buoyed 
by the introduction of the Z42 
dual-market riding mower for 
commercial users and con-
sumers alike. 

United Horticultural Supply 
added a Southern Division, 
completing its coverage of the 
United States to the profes-
sional turf, lawn care, nursery 
and specialty horticultural mar-
kets. John Walther is manager 
of the new division (N.M., 
Texas, La., Ark., Miss.). 

Roger Bechle and Bart Fox join 
American Cyanamid as terri-
tory managers for turf, orna-
mental and pest control prod-
ucts. Bechle will handle the 
Northeast while Fox will ser-
vice the Southwest. 

Ransomes is new official sup-
plier to the PGA European 
Tour and European Senior 
Tour, which includes the British 
Open Golf Championship and 
the Volvo PGA Championship. 
The company's products will 
be recommended for use at all 
tour stops for the next three 
years. 

Plant Health Care acquired 
Industrial Services Interna-
tional, maker of Terra-Sorb 
water polymer gel products. 
James J. Quinn, previously 
president of ISI, is now a vice 
president for PHC, a leading 

Info center 
V I D E O S A N D L I T E R A T U R E F O R T H E G R E E N I N D U S T R Y 

AERATION INS & OUTS...Millcreek Manufacturing is offering a sales kit for landscapers 
and lawn care operators interested in expanding their business with turf aeration. The 
kit consists of a booklet explaining aeration basics and providing helpful sales tips, a 
master sales flyer and a professionally designed newspaper ad. To order your free aera-
tion kit, phone (800) 879-6507 and tell them you saw it in LANDSCAPE MANAGEMENT. 

USING PGRs..."The Professional's Guide to Turf and Ornamental Plant Growth 
Regulation" is available free from PBI/Gordon Corp. This new application guide pro-
vides 24 pages of information with more than 50 full-color pictures. Info concerning 
factors to consider before, during and after PGR treatments, regardless of product, is 
provided. For your copy: phone (816) 421-4070 and tell them you saw it here. 

BIG HORT CATALOG...has 100 new titles for 1996. Contact the American Nurseryman 
Publishing Co., Book Department , 77 West Washington St., Suite 2100, Chicago, IL 
60602-2904; (800) 621-5727. In metro Chicago: (312) 782-5505. 

GOLF DESIGN..."An Environmental Approach to Golf Course Development" is a 48-
page brochure with 12 case studies. Designed for developers and municipal groups that 
handle permitting. $10 per copy from the American Society of Golf Course Architects, 
221 N. LaSalle St., Chicago, IL 60601; (312) 372-7090. 

BUSINESS BONUS...Vander Kooi & Assoc. Inc has a catalog of books, tapes, videos and 
seminars. This longtime consultant to the construction industry, including landscape 
construction, offers a range of business titles. Contact Vander Kooi & Assoc., Inc., P.O. 
Box 621759. Littleton, C O 80162; (303) 697-6467; fax (303) 697-6815. 

LIVING SCULPTURES..."Quick and Easy Topiary and Green Sculpture" has more than 300 
color photographs and drawings to illustrate techniques for growing and shaping plants. 
$18.95. Contact Storey Communications, Inc., P.O. Box 445, Pownal, VT 0526; (800) 
441-5700. 

A ROSE IS A ROSE...Get the lowdown in "Roses for the North: Performance of Shrub and 
Old Garden Roses at the Minnesota Landscape Arboretum." $1 1.95 per copy from the 
University of Minnesota, 405 Coffey Hall, 1420 Eckles Ave., St. Paul, MN 55108-
6068. Phone (800) 876-8636 or (612) 624-4900; fax (612) 625-2207; e-mail: 
news@mes.umn.edu 

mailto:news@mes.umn.edu
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supplier of plant health care-related products 
and services to the horticulture, forestry and 
land restoration industries. PHS will warehouse 
and package Terra-Sorb at its Pittsburgh manu-
facturing facility. 

Agway Inc. of Syracuse, N.Y. intends to sell the 
assets of its subsidiary, Roberts Seed of Tan-
gent, Ore., to Pickseed West of Tangent, Ore. 
"The two companies not only share common 
trade objectives, but have developed close in-
dustry ties over the years," a press release says. 
"The combined entity will result in one of the 
largest seed companies in the Pacific North-
west." 

Jacobsen is celebrating 75 years as a manufac-
turer of professional golf and turf maintenance 
equipment. "There's a new spirit at our com-
pany," says president Phil Tralies, "a bright, new 
spirit of enthusiasm and commitment to the 
products we build and to the golf and turf pro-
fessionals we serve." According to the company, 
Jacobsen products are found on more than 75 
percent of all the golf courses on Earth. 

Two months ago, Vice President AI Gore and 
members of the Green Chemistry Partnership 
presented Monsanto with the President's 
Green Chemistry Award for new synthesis tech-
nology. Monsanto received the award because it 
developed a new "zero-waste" chemical process 
to make disodium iminodiacetate (DSIDA), a key 
chemical intermediate in the production of 
Roundup herbicide. 

Gary Neyman is new product group manager for 
Lebanon Turf Products. He will be responsible 
for the sales and marketing of Country Club, 
Country Club-2, Nx-Pro and IsoTek professional 
turf products. 

The J.R. Simplot Co. and Best Professional 
Turf Products/Apex Professional Horticul-
ture Products have selected Swanson Russell 
Associates as their marketing communications 
agency of record. LM 

DepdINTÔ 
Reprints of Landscape Management 
articles, advertisements, news 
items or special announcements 
are available through Advanstar 
Marketing Services. Customized 
to meet your specific needs, reprints 
are highly effective when you use 
them to: 

• Develop direct-mail campaigns 
• Provide product/service literature 
• Create trade show distribution 

materials 
• Present information at 

conferences and seminars 
• Train and educate key personnel, 

new hires 
• Enhance press kits 
• Compile reference materials 
• Track trends and emerging 

technologies 

ARTICLES 

NEWS ITEMS 

ADVERTISEMENTS 

LANDSCAPE 
MANAGEMENT 

ADVANSTAR MARKETING SERVICES 
1 - 8 0 0 - 7 3 6 - 3 6 6 5 
216 -891 -2744 
FAX: 2 1 6 - 8 9 1 - 2 7 2 7 

7500 OLD OAK BLVD. 
CLEVELAND, O H 44130 



PRODUCT REVIEW 

Wide mulcherizer decks claim to be 
operator, environmentally friendly 

AGEMENT, OR 

Circle 280 

Get more bounce 
into low-level work 

J. D. safety work pants can offer additional 
protection from knee injuries associated with 
turf maintenance with their patented, built-in 
foam knee pads. 

The pads provide cushioned protection be-
tween knees and hard, wet work surfaces. 
Abrasive resistant, 100 percent waterproof 
sheathing prevents wetness while repairing irri-
gation and sod, and sitting on wet surfaces and 
equipment. Durable and comfortable, they are 
a favorite of superintendents and mechanics 
throughout the U.S., Shawnmark Industries 
says. 

For more information, phone (401) 295-
1673 a n d m e n t i o n LANDSCAPE MANAGEMENT, or 

Circle 281 

Business 
Sta its 

HereS 
I ATTHE 

Greatest Show on T 
December 10 -12,1996 

Atlanta, Georgia Turfgî ss 

Call 770/975-4123 Conference 
&Show 

Circle 112 

Jacobsen's new Mulcherizer 
mulching decks for Turfcat out-front 
rotary mowers are both operator 
and environmentally friendly. 

In a single pass, the Mulcherizer 

cuts and re-cuts dippings, then 
forces them back down into the 
turf. The clippings are spread uni-
formly, without windrowing, Jacob-
sen says. A dual-action flap also 

combs and distributes 
clippings evenly into 
the turf. The Mulcher-
izer deck is available in 
60- and 72-inch cutting 
widths. 

For more informa-
tion, phone (414) 637-
6711 and tell them 
you saw a product re-
lease in LANDSCAPE MAN-


