
New 20% Lower Application Rate 
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Now You Can Use Daconil W 
For A Great Looking Course Week i 

What could make spray-dry Daconil Ultrex" fungicide 
even better? How about a new, enhanced Super 
Weather Stik™ formulation? Testing shows you can get 
exceptional results with this new formulation at appli-
cation rates 20% lower than before.That means you 
can now tighten your schedule for even better disease 
control without a significant increase in overall cost. 

You could even use Daconil Ultrex every time 
you spray, either alone or tank mixed, and actually 
cut your costs by reducing your use of expensive 
systemic fungicides. 
A special free offer to try an even better approach. 

Because Super Weather Stik Daconil Ultrex fungicide is 
so effective at these new low rates, we've been able to 



lltrex Every Time You Spray 
\fter Week After Week After Week. 

develop a whole new spraying program using it at 
regular seven day intervals. As the photos above show, 
this program has been getting great results at courses 
like Shaker Heights Country Club, near Cleveland, 
Ohio, and it can do the same for you, giving you better 
disease resistance management and a healthier, greener 
course than you've ever had before, while still supporting 

your cost containment efforts. And to prove that to 
you, we've created the Daconil Ultrex Challenge — 
with enough free product for you to test this program 
on one green or fairway all season long. Ask your 
distributor for all the details. It could change your 
whole approach to disease control. 

ISK B I O S C I E N C E S " 

Week 10 Week 12 



Daconil Ultrex 
Chlorothalonil Fungicide 

Dry Generic 
Chlorothalonil Fungicide 

With its breakthrough Stable Suspension TechnologyDaconil Ultrex fungicide 
goes into suspension in less than a minute and stays in suspension even after six hours. 

And You Still Get Fast, Thorough Mixing 
Plus Easier Disposal, Too. 

There's a lot more to like about 
Super Weather Stik Daconil 
Ultrex than its new reduced rate. 
Like the way it goes into suspen-
sion faster and stays in suspen-
sion for consistent spraying from 
start to finish with less settling 
out and fewer problems with 
clogged nozzles. Or how it pours 
so completely out of the bag 

that it eliminates all need for 
rinsing to make disposal easier, 
too. Plus the superior sticking 
and staying power of our Super 
Weather Stik formulation for 
exceptional broad-spectrum 
control of some 70 diseases that 
attack turf, ornamentals, and 
trees. And the fact that there's 
never been a documented case 

of disease resistance to a DaconiF 
brand fungicide in over 25 years. 
More good reasons Super Weather 
Stik Daconil Ultrex is a great 
choice for you. ISK Biosciences 
Corporation,Turf & Specialty 
Products, 1523 Johnson Ferry Rd., 
Suite 250, Marietta, GA 30062. 

ISK B I O S C I E N C E S 

Always follow label directions carefully when using turf and ornamentals plant protection products. ® Regstered trademark of ISK Biosciences Corporation. ™ Trademark of ISK Biosciences Corporation. 
'For best results, we recommend using 2 0 % lower application rates on a 7 -10 day schedule. Section 12(a)(2)(G) of F IFRA provides that it is unlawful lor any person "to use any registered pesticide in 
a manner inconsistent with its labeling"; quoted language is defined in section 2(ee) of F IFRA and expressly excludes the act of "applying a pesticide at any dosage, concentration, or frequency less 
than that specified on the labeling unless the labeling specifically prohibits deviation from the specified dosage, concentration, or frequency." Thus, in the absence of specific label prohibitions, it is not 

unlawful under section 12(a)(2)(G) to use a registered pesticide at a dosage, concentration, or frequency less than that specified on the labeling of the pesticide 
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THINK TANK 

Fresh 
Good 

air! 
pay! 

Free golf! 
A career! 

TERRY McIVER 

E d i t o r - i n - C h i e f 

The text comes from a poster at a fast 
food restaurant. And there's more: 
Uniforms! Good hours! Be part of an 
exciting team environment! Meet 
new people! Salaries start at $6/hour! 

Management opportunities! 
In terms of competition with the green indus-

try, the mass marketing that has made our fast 
food giants so good at getting people to buy, now 
extends to their tactics for getting people to work 
in the stores. 

Your lure has got to be in the way you de-
scribe golf s "career opportu-
nities" and job environment. 

People who are not in 
the know think working on 
a golf course means heat, 
and sweat and sunburn and 
misery. They don't know 
the benefits of the job: ex-
posure to agronomy and turf 
management, both of which 
are fascinating subjects; lush 
green grass; eating lunch in 
the shade of an old oak tree; 
watching the sun rise over 
the trees; the serenity of the 
course in the early morning 
hours; the prestige of a well-
managed golf course; watch-

ing a foursome hit up onto the green or blast 
away at a tee shot; and free golf. 

And...career opportunities! Combine that 
with the GCSAA certification program, or other 
intensive course of study (financed at least in part 
by you) and you're likely to keep people happy, 
interested and productive. 

Finally, are you willing and able to pay people 
a decent wage? 

The Ohio Turf Foundation held a Job Fair 
during the OTF's December trade show. Here's 
what some of the advertised jobs were paying: 

• Assistant superintendent, full time: $22,000-
$25,000 plus vacation; health; dental; saltings plan. 

• Horticulturist: $17,000 $19,000; must know 
IPM diagnostics, consultation. 

• Golf course horticulturist, $8-$10/hour. Re-
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Plan how to pay for new facility 

P A G E 8 G 
Crumb rubber to the rescue 
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O Prairiegrass a 'natural' choice 

P A G E 1 6 G 
GCSAA show preview 

P A G E 1 8 G 
Annual tourney a benefit to golf 

sponsible for flower gardens, trees, planting, purchas-
ing. May be required to do golf course maintenance. 

"$18,000 works out to $9 an hour. It's quite a 
bit above minimum wage, but to invest four years 
of college, it is disappointing," says Tim Rhodus, 
associate professor of horticulture at the Ohio 
State University. 

"You can make more money if you move past 
basic horticulture work, and into more supervi-
sory positions with companies...they want to see 
your ability to work with people." 

Rhodus says many of his horticulture students 
are majoring in landscape horticulture, with an 
eye to becoming entrepreneurs. 

"Their primary goal is to run their own busi-
ness," says Rhodus. 

The OSU horticulture department has a web 
site that lists horticultural positions available and 
student resumes, at no charge. 

This way, says Rhodus, students have a look 
at a wider variety of opportunities, and get more 
exposure to higher paying positions. 

E-mail to: rhodus.l@osu.edu. Phone number 
is (614) 292-3871. 

Beginning next month in this space: we fea-
ture a guest columnist from the golf course indus-
try. First up: Jim Snow, executive director of the 
USGA Green Section. LM 

mailto:rhodus.l@osu.edu


If i5 years of being the foremost 
fungicide isn't enough, might we 

snare you with our drum1 



Ever since its introduction, BAYLETON® Turf and Ornamental 
Fungicide has been one of the most popular products of its kind. 

And no wonder. Its systemic action is not only effective, it keeps 
the control you need from being washed away or mowed o f f . So you 
can apply BAYLETON wbenever-and wberever-you want. 

And now, that famous BAYLETON control is available in a 
convenient new package. The drum. It not only keeps BAYLETON 
fresh and dry, it enables you to use exactly bow much you need. 

That's especially important when you tank mix BAYLETON for 
even broader control. Its ability to be used in combination with other 
products is one of the most outstanding features of BAYLETON, and 
now, that's even easier to do. 

To find out more, contact Bayer Corporation, Specialty Products, 
Box 4913, Kansas City, M O 6412o. (800) 842-8020. 

ALWAYS READ AND FOLLOW LABEL DIRE( IK )NS Bfl^BT ^J) 
© 1997 Bayrr Corporation Printed m U SA 97SiaA0040 ZZZZHZZZZZZZZZZZZZZ 



Plan your construction well and refurbish what 

you can to make the new facility a project you look 

forward to. A contingency fund will help pay for it. 

s your golf maintenance facility known as the maintenance "shed" or 
"bam" by your crews and golfers who play the course? If it is, you 
could have a problem—both with your department's image and its 
quality of work. 

Even if you can't tell a book by its cover, you can generally tell 
the quality of a golf course maintenance operation by its 

building...bam...shed—whatever you call it. How 
the facility looks and is organized indicates how 
much money and effort is being put into the main-
tenance function. 

"If the bam is unorganized and dirty, the quality 
of work follows," says Joe Alonzi of Westchester 
Country Club, which finally completed a new main-
tenance facility last summer. "A well-organized 
maintenance center increases efficiency and respon-
sibility." 

As Alonzi learned, sometimes the actual con-
struction of such a facility takes a back seat to the 
planning and financial considerations that go before. 

When he took over at Westchester in 1992, the 
board had approved construction of a maintenance 

^ Piles were driven to reinforce footings. 

• The old storage area was due to be replaced. 

facility that had originally been proposed by Ted 
Horton (now at Pebble Beach) in 1987. Budget—as 
proposed in 1987—was $700,000, so Alonzi's first 
order of business was to get a 15 percent contin-
gency fund approved. 

"If we had built according to plan, we knew we 
would fall short of our needs," Alonzi told attendees 
at the most recent New York State Turfgrass Associ-
ation convention. Faced with five years worth of in-
flation, "we also knew it would be a challenge." 
Before... 

Here's how Alonzi took on pre-construction con-
siderations: 

1) He hired a building architect for $9800. The 



architect was responsible for obtaining per-
mits and coordinating with a building fab-
ricator. 

2) The project was separated into three 
distinct parts: the 50-by-180-foot mainte-
nance facility, a 2500 sq. ft. repair shop 
and a 6500 sq. ft. equipment storage area. 
The design included seven concrete storage 
bins and a wash station. 

3) Bids were taken from eight contrac-
tor*. Low bid was $545,000 for one 9,000 
sq. ft. building and an additional $28,000 
for a 10-by-48-foot pesticide storage build-
ing and $25,000 for the wash station. 

The bid also included a $12,000 perfor-
mance bond that was required by the club. 
Combined with the architect's fee, the cost 
projection was now at $607,800. 

4) Alonzi decided to repair the existing 
structure, to be used as an administrative 
building. That project included a new roof, 
new gutters, vinyl siding, new windows 
and remodeling the interior. Cost: 
$75,000; total cost now at $682,800. 

5) Removal of soil bins was estimated 
to cost $40,000, bringing the total cost to 
$722,800, by which time Alonzi "knew 
we'd be in trouble" making the budget of 
$700,000—even with the $105,000 con-
tingency money. 
...and after 

"The first problem was unacceptable 
soils—rock, muck and peat—during exca-
vation," Alonzi remembers. "Construction 
was stopped after four days and we had to 
hire an engineer to oversee a new slab and 
new footings that ended up taking two 
months." Piles, a pile driver and cranes cost 
an additional $50,000. 

Next, new city specifications required 
an eight-inch water main for the fire pro-
tection system. The trenching company hit 
rock while installing the main and, due to a 
"rock clause" in the contract, charged an 
additional $6,000. 

By now, the project's total costs were at 
$759,800—$59,800 into the contingency 

The original building was remodeled to be used as an administrative building. That project 
included a new roof, new gutters, vinyl siding, new windows and interior work. 

Finished. The new facility at Westchester includes a 2500 sq. ft. repair shop and a 6500 sq. ft. 
equipment storage area. 

fund. Tack on another $19,000 to rein-
force the main building's metal shell with 
plywood and bollards. 

Finally, in March of last year, a "float-
ing" concrete slab was poured in 25-foot 
sections to eliminate its cracking as the 
ground would settle and heave. Coarse as-
phalt was poured May 16th. 

By June 12th, the building was 99 per-
cent complete and the pesticide storage bin 

started going up. On July 14th, the main 
building, the wash station and storage 
building had been completed, much to 
Alonzi's relief. 

"We had $25,000 left in the contin-
gency fund," Alonzi told New York Turf 
attendees, "but it was really a long haul." • 



r CONFIDENCE ANDISECURITY 
DON'T JUST HAPPEN. 

Let's not mince words - your job's challenging. 

Just think about all the people you have to please. 

And about what happens if you don't. You need 

confidence. You need security. And you're not 

alone. Superintendents at some of the top courses 

in the country need the same thing. Which is why any preemergence herbicide, 

W E S T W O O D C O U N T R Y C L U B 
I s V I R G I N I A ' S P R I D E A N D J O Y . 

B A R R I C A D E K E E P S IT 
W E E D - F R E E A N D G O R G E O U S . 

they use Barricade5" preemergence herbicide to it gives you maximum flexibility. 

> 

keep fairways, tees and roughs weed-free. So can You can apply when it's most convenient for you. 

you. Since Barricade has the longest residual of And have full confidence that you'll get excellent 

A T O L D WAVERLY IN M I S S I S S I P P I , 
T H E Y U S E B A R R I C A D E 

FOR ITS L O N G R E S I D U A L . 

Agra Turf Cannon Turf Supply, Inc. Estes Chemical, Inc. GroTech Inc. Pennington Howard Johnson's Enterprises 
Searcy, AR 501-268-7036 Fishers, IN 317-845-1987 Wichita Falls, TX 817-766-0163 Madison, GA 800-277-1412 Milwaukee, WI 800-642-4656 

Agriturf Cornbelt Chemical Co. Fisher & Son, Inc. Helena Chemical Knox Fertilizer 
Hatfield, MA 413-247-5687 McCook, NE 308-345-5057 Malvern, PA 610-644-3300 Fremont, NE 402-727-9177 Knox, IN 219-772-6275 

Benham Chemical Co. E.H. Griffith, Inc. George W. Hill & Co., Inc. Helena Chemical Lebanon Turf Products 
Farmington Hills, MI 810-474-7474 Pittsburgh, PA 412-271-3365 Florence, KY 606-371-8423 Lakeland, FL 941-665-5800 Lebanon, PA 800-233-0628 



control of crabgrass, 

goosegrass and other tough 

weeds. Consistent control that lasts for 

up to 26 weeks depending on the rate you 

'^fffiiWIifi 

will stay right where you put it, even on slopes 

choose. For even more confidence and security, and hillsides. Choose from two different 

p ; Barricade keeps golf shoes and everything else formulations: on-fertilizer and sprayable. 

W on your course stain-free. And since you're 

applying as little as one-fourth as much active 

ingredient, you'll reduce worker exposure and 

lessen the environmental load. What's more, its 

Barricade really can provide the added confidence 

and security you need. But only if you apply it. 

For more details, talk to your authorized 

Barricade distributor, Sandoz sales representative 

low water solubility means Barricade Barricade 
HERBICIDE 

or call 1-800-248-7763. 

< THEY HAVE TO BE APPLIED. 

Circle No. 116 on Reader Inquiry Card 

ow label directions. Sandoz Agro, Inc., 1300 E 
Barricade is a trademark of Sandoz Ltd. ©1995 Sandoz Agro, Inc. 
Always read and follow label directions. Sandoz Agro, Inc., 1300 E. Touhy Ave., Des Plaines, IL 60018. 

Metro Milorganite, Inc. 
Bedford Hills, NY 914-666-3171 

Professional Turf Specialties 
Champaign, IL 217-352-0591 

Regal Chemical Co. 
Alpharetta, GA 800-621-5208 

The Andersons 
Maumee, OH 800-537-3370 

Turf Industries, Inc. 
Dallas, TX 214-241-0545 

Turf Industries, Inc. 
Houston, TX 800-288-8873 

Turf Supply Co. 
Eagan, MN 612-454-3106 

United Horticultural Supply 
Aurora, OR 503-678-9000 

United Horticultural Supply 
Fresno, CA 209-253-5717 

United Horticultural Supply 
Tampa, FL 813-628-0496 

United Horticultural Supply 
Tucson, AZ 520-293-4330 

Vigoro Industries 
Winter Haven, FL 800-329-4238 

Western Farm Service 
Fresno, CA 209-436-0450 

Wilbur-Ellis Co. 
Auburn, WA 800-275-6920 



A topdressing 
made from shred-
ded used tires 
gives turfgrass 
managers another 
tool to combat turf 
compaction and 
traffic injury. 

by R O N H A L L / 
M a n a g i n g E d i t o r 

Some professional users say a new crumb 
rubber topdressing is a valuable tool to 
alleviate compaction, protect turfgrass 
from heavy traffic and, at least one user 
believes, from winter kill of bermuda-

grass where that's a problem. The crumb rubber 
product is made from used tires. 

How does it protect turfgrass? 
Researchers Dr. J.N. "Trey" Rogers, III, and J. 

T. Vanini demonstrated at Michigan State Univer-
sity's Hancock Turfgrass Research Center that a A 
to %-inch layer of the crumb rubber material pro-
tects the crowns of turfgrass plants from traffic. 
They attribute this to the increase in surface area 
and the rounder edges of the shredded rubber, 
compared to sand which is often used in topdress-
ing. And, because the rubber particles have less 
density than soil, they're not worked into the soil; 
they remain on the soil surface. More good news: 
after several years of testing, the researchers have 
yet to discover any environmental downsides to 
using the product either. 

So far the crumb rubber has been used mostly 
in turfgrass mowed above %-inch and subject to 
heavy foot or, in the case of a golf course, cart 

traffic. Typically it's applied 
A to Va-inch deep either by 
a spreader or a topdresser. 

It can be shoveled onto small areas too, and raked 
or brushed into the turf. 
It helped protect turf 

Mark Hoban, a certified golf course superin-
tendent, learned about the product several years 
ago while visiting Michigan State University. "I 
thought, 'what a great idea,' even though it hadn't 
been tried on southern grasses," says Hoban. 

Prior to last season, he applied crumb rubber 
topdressing to 11 areas of The Standard Club in 
Duluth, GA. The Standard Club is an Audobon 
Sanctuary-certified, 18-hole, 300-acre course just 
northeast of Atlanta. It has predominantly 
bermudagrass tees, fairways and immediate ruffs. 

Hoban, 11 years at the course, used crumb 
rubber in areas where foot traffic badly damages 
turfgrass, like walk trails onto greens or around 
bunkers. But, he couldn't have anticipated that 
the 1995-96 winter was going to be so harsh. 

"We had a big time winter kill this past winter," 
says Hoban. "But we only lost two of the 11 areas 
where we used the crumb rubber. The turf might 
have been thin in some of those areas, but it grew 
back during the summer, and I didn't have to 
resod. But 50 feet to the left or right of those areas 
that had the crumb rubber we had winter kill." 

While his experiences with crumb rubber have 
been mostly positive, Hoban cautions against 

viewing it as a cureall. 
"Even if you apply it, you won't have 

perfect grass if you have a lot of traffic, 
or the grass is in heavy shade, or you 
have very cold winters. But, it will 
probably keep you from having to 

resod the area," says Hoban. 
Used on high-cut turf so far 

The crumb rubber topdress-
ing product—trade name Crown 
III—is produced from used tires 

after all the steel and nylon cord 
have been removed from them. 
President Cornelia "Corny" Snyder, 

specifically her company, JaiTire Indus-
tries, Denver, has the worldwide rights to 

market the topdressing. She licensed the patent 
from Michigan State University after researchers 



Crumb rubber in areas where foot traffic badly damages turfgrass, like walk trails onto 
greens or around bunkers. 

Rogers and Vanini assessed and docu-
mented its value on turfgrass. 

This topdressing, unlike sand, is not 
used on golf course tees or greens. Not yet 
anyway. But, it is being increasingly used in 
areas where turfgrass is cut much higher. 
Say on a pedestrian mall of a campus. Or 
on a youth soccer field. Or at the entrance 
of a golf cart path. Actually, users seem to 
be finding new uses for crumb rubber top-
dressing at every comer. 

Cornelia Snyder wants to establish 
Crown III in the professional market. 

She says that JaiTire has 27 dealers 
across the United States, and reports that 
about 500 sites are using the crumb rubber 
topdressing. These include a handfull of 
high-profile golf courses and sports fields. 

One of the dealers offering Crown III is 
Benham Chemical, headquartered in 
Farmington Hills, Mich. General Manager 
Dan Banks says Benham has been working 
with the product almost since research 
began at MSU. Benham, working with the 
MSU turf team, supplied the crumb rub-
ber used for some of the turfgrass areas in-
side the Pontiac Silverdome during the 

World Cup soccer matches several years 
ago. He points out that the MSU-patented 
product is the only crumb rubber topdress-
ing on the market. 
Get the real stuff 

"Turfgrass managers should realize how 
important it is to get the right source of 
rubber," says Banks. "There are different 

grinds, different sizes and different qualities 
in terms of content." 

One of Benham Chemical's customers 
this past season was Bill Rousseau, mainte-
nance superintendent for Saginaw Town-
ship, Mich. The township bought enough 
crumb rubber to treat two youth soccer 
fields. Rousseau says he applied the crumb 
rubber with a commercial topdresser, three 
applications at !4-inch each to build up to a 
%-inch layer. 

"So far the results have been very 
good," says Rousseau. "We could see a dif-
ference in the grass. In the treated area the 
grass was standing and looking good, and 
right next to it where we stopped, it was 
matted down." 

Many turf managers may balk at the 
$480-a-ton cost for crumb rubber, but 
JaiTire's Snyder defends the price. Because 
the product is new, it requires extensive 
marketing, Snyder says. Also, there are sig-
nificant expenses involved in acquiring, 
shipping and shredding used tires. 

"The real question is the value," says 
Snyder. "If you apply the product to 100 
square feet at the end of a cart path it's 
going to cost about $50. But if you don't 
have to resod that golf cart path you've 
made that $50 back and more." • 

Mulch from shredded tires? 
Scott NeSmith is researching the use of shredded tires as a mulch, both for agriculture 

and, possibly, for landscapes too. 
"In terms of mulch, we can see right away that the properties are there," says the as-

sociate professor of horticulture at the University of Georgia. "It conserves moisture. It 
suppresses weed growth. It modifies the soil temperature some but it doesn't cool the soil 
quite as much as the pine bark does. We're trying to get a better look at that." 

NeSmith began the work last year at the Griffin Research Station about 40 miles south 
of Atlanta. So far, he's put the shredded tire mulch around about 100 Christmas trees, 
and has other plots where trees are surrounded by pine bark mulch, sod or where 
treated with a herbicide. He's conducting similar experiments with blueberry plants. 

NeSmith says he wants to determine if there is any long-term effects, either to plants 
or the environment, to using mulch made of shredded tires.. 

He says the material—it comes in different grades from several inches across to gravel-
sized—might turn out to be the answer to areas that are difficult to get to, or too costly 
to mulch on a regular basis • 
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NOT EVERYONE ON A GOLF COURSE 
WANTS LONG DRIVES AND LOW SCORES. 

Golfers worry about Sentinel 
TURF FUNGICIDE 

breaking par. You'd rather break the strangle-

other systemic fungicides. And it won't quit 

working at critical times, either. Like, say, just 

hold turf diseases can put on your fairways, before tournament weekend. What's more, 

tees and greens. Sentinel " fungicide can help. Sentinel offers the protection you need at far 

Sentinel offers the longest control and best lower rates than competitive products— 

performance on brown patch, dollar spot, anywhere from nine to 100 times less active 

summer patch and 11 other turf diseases—at ingredient. That minimizes worker exposure 

the lowest rates. Sentinel controls the toughest and lessens the environmental load. When it 

diseases 20-35% comes to performance, Sentinel has proven 

longer than itself on 12 different varieties of turfgrass. 

Available 
from: 

Agra Turf 
Searcy, AR 

501-268-7036 

Agriturf 
Hatfield, MA 
413-247-5687 

Benham Chemical Co. 
Farmington Hills, MI 

810-474-7474 

Cannon Turf Supply, Inc. 
Fishers, IN 

317-845-1987 

E.H. Griffith, Inc. 
Pittsburgh, PA 
412-271-3365 

Fisher & Son, Inc. 
Malvern, PA 

610-644-3300 

George W. Hill & Co., Inc. 
Florence, KY 

606-371-8423 

Grass Roots Turf Supply 
Mount Freedom, NJ 

201-361-5943 



AC A M R f l V Always read and follow label directions. Sandoz Agro, Inc., 1300 E. Touhy Ave., Des Piaines, IL 60018. 
w ß \ ß M m Sentinel is a trademark of Sandoz Ltd. ©1995 Sandoz Agro, Inc. 

Not to mention hundreds of courses nationwide. 

So while no one will ever say, "You really got 

ahold of that residual" or "wow, low rates," 

you'll have the personal satisfaction of knowing 

you're using the best possible fungicide around. 

For details, call your authorized Sentinel 

distributor, Sandoz sales representative or 

call 1-800-248-7763. 

L O N G E S T C O N T R O L . 
B E S T P E R F O R M A N C E . 

LOWEST RATES. 

Metro Milorganite, Inc. 
Bedford Hills, NY 

914-666-3171 

Professional Turf Specialties 
Champaign, IL 
217-352-0591 

Regal Chemical Co. 
Alpharetta, GA 
800-621-5208 

Turf Industries, Inc. 
Dallas, TX 

214-241-0545 

Turf Industries, Inc. 
Houston, TX 
800-288-8873 

Turf Supply Co. 
Eagan, MN 

612-454-3106 
Circle No. 150 on Reader Inquiry Card 

United Horticultural Supply 
Aurora, OR 

503-678-9000 

Wilbur-Ellis Co. 
Auburn, WA 

800-275-6920 



Prariegrass makes 
Mer i t Club a 'natural ' 

Management is the key to blending prairie 
into a championship-caliber course in 
Chicagoland area. 
By RON HALL/ Managing Editor 

ore than 20 
million acres 
of prairies 
greeted the 
first European 

settlers to what is now Illinois. 
The prairies shrank rapidly 
after John Deere in Grand De-
tour, 111., invented the self-
scouring, steel-bladed plow. 
Settlers used the plow to turn 

the vast grasslands into crop-
land. Today, only 2,000 acres 
of the original Illinois prairies 
remain, says Kenneth R. 
Robertson of the Illinois Nat-
ural History Survey. 

A group of farsighted indi-
viduals reversed the trend near 
Libertyville, IL. They worked 
as a team to recreate prairies 
within a championship-caliber 

'Our goal was to do the course right the first time,' says Oscar Miles. 

golf course, the Merit Club. 
The property also contains 
about 35 acres of protected 
wetlands and 40 acres of savan-
nah containing mostly oak, 
hickory and linden. 

Previously, the 500-acre 
Bert A. Getz estate, had been a 
farm. But Getz didn't want the 
land developed—not in the tra-
ditional sense anyway. 

Instead, he convinced Ed 
Oldfield, former golf director at 
the Glen View Club, to assist 
him in planning a golf course. 
Oldfield convinced golf course 
architect Bob Lohman and vet-
eran superintendent Oscar 
Miles to join the team. 

Together they created one 
of Chicagoland's most unique 
and scenic golf courses. Mean-
while, Getz dedicated the 325 
acres inside the golf course to 
the Core Lands Group and its 
Open Lands Project so that it 
would remain a perpetual 
green site. 

Getz began building the 
Merit Club team in 1989, and 
the golf course opened for play 
on July 4, 1992. Ever since, it's 
been up to veteran superinten-

dent Oscar Miles to maintain 
the Merit Club's tees, greens 
and fairways, and also its nat-
ural prairies. 

"The prairies make the 
course look natural so that 
when a person plays each hole, 
it's defined by the prairies," ex-
plains Miles. "Only three holes 
have native woods on them." 

Maintaining a prairie is not 
an easy task, says Miles, not 
even with his 35-plus years of 
experience maintaining golf 
courses. It's an enjoyable chal-
lenge though. 

"I was real fortunate here," 
says Miles. "When this course 
was being developed I was 
brought on the site to help pre-
pare the budget and do the 
grassing plan with the architect 
and the course designer. Our 
goal was to do the course right 
the first time so we didn't have 
to do it over." 

While the basic features of 
the course have remained in-
tact since the course opened 
for play over four years ago, its 
prairies have not. Miles 
learned—and has come to ap-
preciate—that prairies change 
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Starting a prairie 
not cheap 

So you want to grow a prairie on 
areas of your golf course? Make sure 
your budget can cover it. To start one 
acre of prairie, Oscar Miles, superinten-
dent at the Merit Club, Libertyville, IL, of-
fers these estimates of material costs: 
Quantity Product Cost 
2 qts glyphosate $25 
44 lbs. IDOT native $114 

prairiegrass mix 
44 lbs. sheeps fescue $90 
11 ozs. IDOT native forbs $166 

mix 
5.5 lbs. wildflower mix $127 
440 lbs. 6-24-24 starter $75 

fertilizer 
880 lbs. woodfiber mulch $229 

The prairie at the 
^ Merit Club isn't very 

attractive after its 
annual burn, but as 
spring arrives the 
tall grasses and 
wildflowers become 
a beautiful back-
ground for the Merit 
Club's golfers, most 
of whom walk the 
course. 

The total cost for materials is about 
$926 per acre, says Miles, but the real cost 
will approach $2,000 per acre when you 
factor in the cost of labor and equip-
ment. 

Most of the above costs are one-time, 
explains Miles. Many prairie plants pro-
duce their own seed once they're estab-
lished. (IDOT is Illinois Department of 
Transportation.) 

and evolve. They don't require 
the level of care he provides 
the Merit Club's fine turf, but 
they do require maintenance. 

Fortunately, he has a sepa-
rate budget for prairie manage-
ment, some of 
which pays for a 
crew of four or five 
workers to walk 
the prairies on the 
course several 
weeks each June 
and chop down 
weeds before they 
flower and go to 
seed. The weeds 
are piled, taken 
away and burned. 
Miles says it costs 

Superintendent 
Oscar Miles says 
prairies sometimes 
need help. 

about $6000. 
"You can't just 

put the grass and 
wildflowers out and 
expect them to take 
over. It's going to 
take work to get rid 
of the competition 
and do additional 
seeding to enhance 
the area to make it 
become what you're 
visualizing," says 

Miles. 
In March, workers, use a 

15-foot rotary and a 72-inch 
mower to cut the 6- and 7-foot 
tall prairie grasses down to six 
inches. Miles wants the cut ma-

terial to lay on the 
ground to get a 
more controlled 
bum. Since the club 
has always worked 
closely with the vil-
lage of Gumee, it 
has no trouble get-
ting a permit to an-
nually bum the ap-
proximately 75 
acres of prairie on 
the course. The per-
mit costs $75. 

Workers take precautions to 
make sure the bum stays con-
trolled, including initiating 
smaller preliminary bums a day 
or so before the big bum. Also, 
a two-man crew stands by and 
mans a 300-gallon sprayer with 
200 feet of hose during the 
bum. The bum rids the prairie 
of woody invaders like cotton-
wood and black willow 
saplings. Because the prairie 
grasses develop such deep roots 
(often 10 feet deep or more), 
and because their growing 
points are below ground, 
they're not harmed. 

Miles has been careful to 
keep the tall-grass prairies out 
of play ("unless you're really 
wild"), and planted a blend of 
dwarf turf-type tall fescues and 
wildflowers in areas separating 
the playing areas and the 
prairies. 

"Some of these grasses, big 
bluestem, Indiangrass and 
switchgrass, are beautiful, but 
they're so tall you don't want 
them in an area where you're 
going to play. You have to keep 
them in the background or 
over on the side," he says. 

The crew at the Merit Club 
isn't hesitant to give Mother 
Nature a hand in keeping the 
prairies beautiful and ever 
changing, particularly areas sur-
rounding tees and greens. After 
a bum, for instance, the crew 
will hand seed wildflower seeds 
in open spaces between clump 
grasses. Because there are usu-
ally fissures in the soil, the 
seeds germinate in the cracks. 

Miles says he leams some-
thing new about prairies every 
day, and adjusts their manage-
ment to what he's learned. He 
also listens carefully to what 
members are sayi about the 
prairies. When they have good 
suggestions, he acts on them. 

"Most of our golfers here 
love it and brag about it," says 
Miles. "They know it's a real 
treat to walk this course." 

Established prairies don't 
need any additional nitrogen or 
irrigation. These practices pro-
mote too much green growth. 

Miles has also learned that 
prairies need large areas. "If a 
prairie planting is too small, it 
doesn't work. It looks too man-
made and forced." • 
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IT WORKS 
Introducing the 

new John Deere 
TUrf Gator® 

Like its namesake, the new John 
Deere Turf Gator is perfectly adapted 
to its environment—the golf course. 
It's unique combination of toughness 
and quietness make the difference. 

Turf Gator toughness comes from a 
unibody frame, one-piece forged rear 
axle and high-torque drivetrain. 

Turf Gator quietness comes from 
an isolation-mounted engine, large 
volume muffler, and internal sound 
absorbing material—allowing you to 
easily work without disturbing 
play. In addition, foot-pedal 
start means there's no turn-
ing a key every time you 
need to move the machine. 
Just like a golf car, you sim-
ply press a pedal to start and 
accelerate. 

Add the Turf Gator's increased 
legroom and high-back seats and you 
can see why it's the natural selection 
for the golf course. For the name of 
your nearest distributor, or free litera-
ture, call 800-537-8233. Or write John 
Deere, PO Box 12217, RTP, NC 
27709-9601. 

Nothing Runs Like a Deere® 



Wildhorse: one of six GCSAA tour-
nament sites. Superintendent is 
T i m M a r t i n e z . Photo by D2 Productions 

Also on the bill at the annual 

show: 700 exhibitors, 78 sem-

inars, the annual tournament, 

and astronaut Jim Lovell. No 

problem here, Houston! 

The 68th International Golf 
Course Conference and Show, 
presented by the Golf Course Su-
perintendents Association of 

America, features awards given to noted 
industry trailblazers and a talk by a pioneer 
who once was out of this world: 

• Acclaimed golf course architect 
Michael Hurdzan, Ph.D., receives the 
GCSAA's President's Award for Environ-
mental Leadership during the golf course 
industry's premier event, held Feb. 6-12 in 
Las Vegas. The award is presented in 
recognition of an individual's contribution 
to stewardship of natural resources. 

• Ben Crenshaw receives the Associa-
tion's "Old Tom Morris Award," for his 
contributions to the game of golf—as both 
a player and agronomist—during the 

Golf greats Hurdzan, 
Crenshaw at GCSAA 
GCSAA Gala '97, on Feb. 11. 

• Capt. James A. Lovell, spacecraft 
commander of the Apollo 13 space flight, 
will speak at the Saturday, Feb. 8 opening 
session—sponsored by United Horticul-
tural Supply—with a presentation that in-
cludes anecdotes from the never-com-
pleted 1970 moon mission. 
Many suppliers, many seminars 

International exhibitors will display 
their products and services at the Las 
Vegas Convention Center Feb. 10-12. 

More than 450,000 square feet of con-
vention space features equipment, archi-
tecture and turfgrass seed. 

The educational sessions at this year's 
show will address every management con-
cern. In partnership with Ransomes/Cush-
man/Ryan, a total of 78 GCSAA seminars 
will be offered Thursday through Monday, 
Feb. 6-10, including six new seminars and 
eight seminar titles which will be offered 
twice. Conference education sessions and 
forums are scheduled Sunday through 
Wednesday, Feb. 9-12. An extra day of 
session and forum programming is offered 
at this year's show. 
The politics of golf 

On Feb. 10, a panel of five golf industry 
experts explores how to manage the poli-
tics of the golf course in a session titled, 
"Politics is to Golf Courses like Drought 
Stress is to Turfgrass." 

Each panelist will give a short presenta-
tion to provide a framework for discussion, 
and moderator Tommy Witt of Wynstone 
Golf Club, North Barrington, 111., leads the 
discussion. Panelists include Dennis Lyon, 
CGCS, City of Aurora Golf Division; and 
Bob Brame, CGCS, director of the USGA 
Green Section North-Central Region. 

A new seminar features three panelists 
who will relate their experiences with gov-

ernment regulation in the workplace. Pan-
elists include political consultant Michael 
E. Dunn, with advice on how to deal effec-
tively with government; James Husting, 
CGCS, Woodbridge Golf & Country 
Club, Woodbridge, Calif; and Darren 
Davis, Olde Florida Golf Club, Naples, Fla. 
Husting and Davis will explain how they 
tackled state legislative and regulatory is-
sues. The seminar will be held on Feb. 10 
from 1 to 4 p.m. 
Journalists debate 

The Government & Environmental Ses-
sion, sponsored by Ciba Turf & Ornamen-
tal Products, the Jacobsen Division of Tex-
tron, Rain Bird and Pursell Industries, 
features a version of The McGlaughlin 
Group, the Washington, D.C.-based talk 
show. Scheduled participants are program 
regulars Fred Barnes and Eleanor Clift, and 
golf course developer Kim Richards. • 

SEMINAR HIGHLIGHTS 
AT 1997 GCSAA SHOW 
Sunday, Feb. 9 

Volunteer Uses at the Golf Course 
Ending the Privatization of Public Golf 
Facilities 
Golf Course Water Quality 
Green-Type Poa annua 

Monday, Feb. 10 
Maintenance building construction 
Night management practices 
Managing bentgrass in warm climates 

Tuesday, Feb. 11 
Lightweight rollers 
Simplified training 
USGA Turf Tips 

Wednesday, Feb. 12 
Successful environmental plans 
How to adopt a school 
Drainage installation techniques 
Irrigation technology update 



MACRO-SORB® 

MORE UNIFORM AND LASTING GROWTH. 
MAXIMUM PROTECTION FROM STRESS. 

h r s ^ - s ^ 1 A m i n o acids, the building blocks of all 
protein matter, are natural molecules 
that take part in all of a plant's 

physiological processes. The action of amino acids 
stimulates the natural processes that control the 
photosynthetic activity and water and nutrient use 
efficiency of the plant. 
By providing the same natural L form amino acids a 
plant normally produces, Macro-Sorb* greatly 
reduces the energy required for their production 
and translocation. The energy saved can then be 
used for other vital processes resulting in a healthy 
and efficient plant that is more able to withstand the 
rigors of stress. 

Macro-Sorb® is a unique formulation of select 
L amino acids designed to enhance your existing 
programs. It is tank-mix compatible with soluble 
fertilizers, pesticides, fungicides and plant growth 
regulators. Applied together, Macro-Sorb® will 
improve the efficiency of these treatments by 
increasing their absorption and translocation within 
the plant. And it's ISO 9001 certified so you can be 
assured of batch to batch consistency. 

Best of all. Macro-Sorb* is economical to use and 
it protects the environment. 

Macro-Sorb® — a true systemic. It's new... 
it's unique... and nothing else works quite like it! 

For more information about Macro-Sorb call 
Nutramax Laboratories' at: 800-925-5187 

Platinum Tee Club 

nuTRamax 
X LABORATORIES, INC. 

Agriculture Division 
Baltimore, Maryland 



Annual tourney a 
benefit to golf 

The Prestonwood Country Club 
team from Cary, NC took first 
place in the 10th Annual John 
Deere Team Championship 
Golf Tournament at Pelican 

Hill Golf Club, Newport Beach, Calif. 
Winning team members: Ron Gilmore, 

superintendent; Greg Guman, Golf Profes-
sional; Don Thomas, club manager; Vance 
Heafher, club president; and 
Chris Revels, representative 
of John Deere golf and turf 
products distributor Revels 
Tractor Co., Inc. 
Recognition for golf 
course personnel 

The international tourna-
ment was initiated in 1987, 
as a way to show apprecia-
tion and recognition for the 
people who work behind 
the scenes at a golf course. 

"These are not just great 
teams of golfers, but great 
teams of golf course profes-
sionals," says Jeff Gredvig, 
general manager of John 
Deere's Commercial 
Grounds Care Products Division. 

"John Deere is proud to recognize these 
teams not only for their skills on the 
course, but for helping design and maintain 
courses that challenge the skills of every 
golf enthusiast," says Gredvig. 

Competing teams were composed of 
the golf course superintendent, the golf 
professional, the club manager and club 
president (or two other members of the 
top management team). 

The teams were later joined for the 
tournament finals by a representative from 
their local Deere golf and turf products dis-
tributorship. 

Stiff competition 
Each team competes locally to deter-

mine its slot in the finals. A total of 924 
teams played in 32 local tournaments in 
preparation for the final. The Prestonwood 
Country Club team earned the right to 
compete by winning from among 32 teams 
at the local tournament held at Grandover 

k m 
Prestonwood Country Club's winning team. From left, Ron Gilmore, superin-
tendent; Greg Guman, golf professional; Don Thomas, club manager; Vance 
Heafner, club president; and Chris Revels, Revels Tractor Co. 

Country Club, Greensboro, N.C. The local 
tournament was sponsored by Revels Trac-
tor Co. of Fuquay-Varina, N.C. 

The tournament does much to support 
two major industry associations. John 
Deere contributes $20 for each of the 
teams competing at the local tournaments 
to either the Golf Course Superintendents 
Association of America Foundation or the 
Canadian Golf Superintendents Associa-
tion Scholarship fund. 

"John Deere has always felt that it's im-
portant to give back to the industries we 
support," says Gredvig. "Over the past 10 
years, John Deere has given more than 

$ 120,000 to the respective golf course su-
perintendents associations. As a company 
and as an organization, we're pleased to 
make this contribution." 

This year's tournament resulted in a gift 
of $14,220 going to the Golf Course Su-
perintendents Association of America, and 
a $4,260 gift to the Canadian Golf Super-
intendents Association. 

Placing second in the 
tournament was the team 
from the Caledonia Golf & 
Fish Club, Pawleys Island, 
SC. 

Finishing in third place 
was the team from Desert 
Mountain Golf Club, 
Scottsdale, AZ. 
All-around team ap-
proach to work 

Bringing together the 
various personnel involved 
in running and supplying a 
golf course helps them un-
derstand each others point 
of view, improves commu-
nication and increase the 
respect for each person's 

responsibilities. 
"Superintendents today are more fo-

cused on the big picture of how our 
courses are perceived by golfers, the com-
munity and the general public," says Don 
Hoos, superintendent at Pelican Hill. 

"We'll need to incorporate all the edu-
cation, training, resources and technology 
available to keep our courses and our role 
as superintendents in a positive position on 
environmental issues in the future." LM 

(Look for more on Hoos and Pelican HUl in 
our February issue.—ed.) 



G o l f was never meant to be a water sport« 
But standing water, poor drainage and water waste are all symptoms of a larger problem— 

compacted soil. Water can't move through it. Roots can't grow in it. And surface moisture evaporates too 
quickly to do your turf any good. 

Wetting agents can help water squeeze through the cracks, but they do little to improve the soil 
condition. Healthy turf needs healthy soil. 

The answer? Invigorate™ Soil Conditioner. Invigorate is a unique liquid polymer system—not a 
wetting agent. Invigorate works deep to get to the heart of the problem. As Invigorate polymers unwind, 
they actually repair the soil structure; breaking up the crust for a healthier growth medium. 

This improved soil structure: 
• helps restore proper aeration • helps improve root growth • reduces water usage 
• drains standing water »makes better use of fertilizers 
For sand trap drainage problems, use Invigorate ST". This organic liquid polymer blend can be 

applied to sand traps and bunkers by broadcasting or by pouring directly into standing water. 
Give us a call toll-free at 1-800-845-8502 for more infor-

mation. And see for yourself how Invigorate can get rid of your 
unwanted water hazards. 

S O I L C O N D I T I O N E R 
from the makers of Blazon® m, 

MILUKEN 
Circle No. 112 on Reader Inquiry Card PO Box 1927 CHEMICALS Spartanburg, SC 29304 

Invi orate 



"WHITEMARSH Valley Country Club. 

We've been around a long time — over 75 years. 

The players demand impeccable turf and we deliver. But the highest 

standards around here are those I set for myself. 

I have the future of the course to think about. So, I make sure the herbicides 

I use to keep the course gorgeous are also respectful of 

the environment, i try to make sure the course Q nd the world will be 

around for another 75 years. Pendimethalin is the turf herbicide that 

meets these standards year after year" 

Pendimethalin 

"I've got some 

pretty broad shoulders. 

The future's 
on them." 

Tony Gustaitis, CGCS 



THINK TANK 
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Bigger TG-CL 
means more 
of the same 
for LCOs 

RON HALL 
M a n a g i n g E d i t o r 

Itell my guys not to worry about what any-
body else is doing, but to go out and do 
what they're supposed to do," said one 
longtime Ohio lawn care operator. 

"I only wish I'd bought a thousand more shares 
of Barefoot," responded his colleague. 

What brought them together was the annual 
Ohio Lawn Care Association luncheon and busi-
ness meeting on Dec. 11, 1996. The two friendly 
competitors were discussing the announcement 
that ServiceMaster intends to buy Barefoot, Inc. 

The deal will merge America's two largest 
lawn care companies. TG-
CL, with revenues of 
$630 million in 1996, will 
absorb Barefoot which 
had sales of about $ 125 
million. 

(For the record, no-
body from either TG-CL 
or Barefoot was at the 
luncheon.) 

The deal reminds us 
that business, after all, is 
numbers. And more num-
bers. Like the $4.5 billion 
in worldwide revenues 
that SM reported in 1995. 

Or the Barefoot stock 
that the one LCO at our 

table wishes he had bought a lot more of, consid-
ering he bought below $ 10 and SM has offered 
Barefoot $ 16 a share. 

But, the deal took about everybody in lawn 
care by surprise. Otherwise, we would have all 
mortgaged our farms and cashed in. 

The prospect of an even larger TG-CL and the 
disappearance of Barefoot didn't dominate our 
lunch conversation. It didn't generate the same 
energy and interest other deals did a decade ago. 
That's when this takeover fun really began. 

Remember Waste Management trying to get 
ChemLawn, and EcoLab finally acquiring it? Or 
when Wayne Huizenga got a controlling interest 
in TruGreen just before Waste Management 
stepped into the picture? 

EcoLab's CL and Waste Management's TG 
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Doppel wins environmental award 

P A G E 8 L 
10 low maintenance design tips 
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Have a goal for customer survey 

P A G E 1 6 L 
Deer control in demand 

P A G E 1 8 L 

Trees & turf one city's trademark 

did horribly. More than a few people blamed it 
on "a mature industry". They said: "there's not a 
lot of room for growth anymore" or "we sure miss 
the excitement of the old days". 

You can bet there's a lot of excitement at the 
SM's Consumer Services Division in Memphis. 

SM took over TG in 1990 as part of a deal to 
get Terminix. Within a few years, it had TG on its 
feet again. Then, incredibly, it snapped up and ab-
sorbed much larger CL. That opened eyes. 

TG-CL has been buying companies ever since. 
So when TG-CL's Bob vonGruben spoke at the 
1995 PLCAA Conference on the topic of buying 
and selling a lawn care company it seemed like 
just about everybody showed up. 

For independent LCOs not much should 
change. If they've been competing against giant 
TG-CL, they'll just have to keep battling. They'll 
have to keep doing what they do best. 

Of course, the other option is that they can sell 
the business. LM 





Name something 
whose work lasts all season, 

is loved by all and does 
some of its best work under 

trees and ornamentals. 

That's right. 
Merit! 

Time was, controlling ornamental pests 

meant"spray on sight." When you or your 

people saw pests, they sprayed. By then, of 

course, damage was done. 

All that changed with MERIT® Insecticide. 

Because MERIT works systemically, one soil 

application in the spring controls ornamental 

pests all season long. Just think what that can 

do for your scheduling, not to mention the trees, 

shrubs and other ornamentals under your care. 

You can apply MERIT by soil injection 

or drench. Either way, you will get 

outstanding wide-spectrum control of aphids, 

Japanese beetles, leafhoppers, mealybugs, 

white/lies, white grub larvae and more. 

AiERITis a remarkable product that can 

make your job easier. To find out more, contact 

Bayer Corporation, Specialty 

Products, Box 4943, Kansas City, 

MO 64120. (800J 842-8020. 

Bayer® ALWAYS READ AND FOLLOW LABEL DIRECTIONS © 1997 Bayer Corporation Printed in U S A ovSssAooti 



AROUND THE SHOP 

Looking for 
a haystack in 
the needles 

BOB ANDREWS 
Contributing Editor 

Iremember my mother often saying that 
when something was hard to find, it was 
like looking for a needle in a haystack. Re-
versely, sometimes I think that searching 
for new employees is like looking for a 

haystack among needles. In other words, we often 
miss the obvious. 

If the green industry labor shortage is as severe 
as many claim, then it pays all of us to review 
some of the basic ways in which we can search 
out our new employees. 

What do the experts say? 
1) Often the best 

source of new employees 
are current ones. If your 
shop is a good place to 
work, and your staff 
knows what kind of help 
you are looking for, en-
courage employees to 
refer their friends and ac-
quaintances. 

This has two benefits. 
First, the potential hire 
may already know some-
thing about your business 
and the work involved. 
Secondly, your current 
employee is unlikely to 
refer a poor candidate 

since subsequent problems with that candidate 
would reflect badly on them. 

2) Customers often turn out to be a surprising 
source of good employees. One of our best came 
from a customer whose business was downsizing 
and had to let this person go. We were both in 
the right place at the right time. However, none 
of that would have happened had the customer 
not known of our need. Newsletters are great for 
this as are leave-behinds in your invoices. 

3) As business owners, and as an industry, we 
need to be more involved in the vocational de-
partments of our local schools. In talking to some 
of them, I found real interest in knowing more 
about opportunities in the lawn care industry. 
Others told me of their frustration in training stu-
dents for jobs which did not then exist, or training 

them in manufacturing skills when the market-
place increasingly called for service sector employ-
ees. Either way, there appears to be an opportu-
nity here. Our Indiana State Lawn Care 
Association Board recently began researching how 
it can be more involved in vocational education. 

4) More and more industries are looking to job 
sharing when it comes to meeting their employ-
ment needs. Simply put, it is often far easier to 
find two part time people to fill one Fulltime job, 
than it is a single person. Our community is full of 
men and women who already have a career posi-
tion but who are looking for additional dollars. 

One LCO I know uses fire fighters to fill in as 
turf specialists. He has two routes, and four such 
folks to fill them. Takes a little more juggling and 
management, but it does get the job done. 

In a similar case, the lawn care company em-
ploys second shift factory workers for four or five 
hours during the day. An added bonus here is 
that such employees may already have a benefit 
program through their fulltime job and, thus, will 
not be looking to you for one. 

5) Recruiting "out of season" is something we 
all should consider. Before you suggest that I have 
my head examined, think about the real costs of 
passing up a good new hire simply because your 
business is in downtime. Such periods are often 
those in which someone else has laid off a quali-
fied employee. Or perhaps an individual is look-
ing to make a change. 

Hiring during such periods also gives you 
ample time to train the new hire and have that 
person up to speed when the season starts. Most 
importantly, the payroll dollars you spend em-
ploying that person over the winter may seem 
paltry compared to headaches you could face by 
not being able to find needed help during the 
spring rush. 

Many of us have to continue to relay on tradi-
tional sources for new employees. A first step is 
to search out previously unexplored ways of find-
ing such people, or revisit some tried and true 
methods. LM 



He writes...he scores! 

Timothy J. Doppel is not widely known as 
an author, not outside of the Detroit area 
anyway. He's the owner of Atwood Lawn-
Care, Inc., in Sterling Heights, Mich. 

Doppel however, earned PLCAA's Fourth An-
nual Environmental Improvement Award in 1996— 
sponsored by LANDSCAPE MANAGEMENT magazine— 
partly because of his writing talents. He used these 

talents to help educate 

PLCAA presents LM-sponsored 

"Environmental Improvement 

Award" to Detroit-area LCO 

for book on landscape care. 

Tim Doppel receives the PLCAA Environmental Im-
provement Award from Terry Mdver, LM editor-in-
chief, during the Green Industry Expo. 

homeowners and profes-
sionals alike in southeast-
em Michigan about the 
responsible use of quick-
release fertilizers and 
pesticides. These efforts 
resulted in him author-
ing the book, The 
Healthy Landscape: 
Landscape Care for a 
New Century. 

The book contains a 
series of articles that he 
wrote for the Landsculp-
tor, the monthly maga-
zine of the Metropolitan 
Detroit Landscape Asso-
ciation (MDLA). The ar-
ticles detail responsible 
use of fertilizers and pes-
ticides. 

The book resulted 
from his involvement as 
a technical resource per-
son on the steering com-
mittee of an organization 
known as the Healthy 
Lawn and Garden Pro-
ject. Its purpose was to 
reduce the use of quick-
release fertilizers and the 
overuse of pesticides to 

protect ground and surface water in Oakland 
County, Mich. Doppel was one of MDLA's repre-
sentatives on the committee. 

But before the project could get underway, 
everyone had to agree on what constituted a 
"healthy landscape." 

After several months of reviewing recognized 
horticultural, agronomic and IPM principals, an ad-
visory committee came up with this definition: 

• right plant in the right place 
• fertile soils with organic matter content 
• yard clippings and wastes used as resources on-

site 
• diversity of flowers, vegetables, trees and in-

sects 
• active biological soil system that allows soil to 

provide nutrients for plant growth 
• essential needs of plants for growth consid-

ered, including nutrient and water needs 
• careful use of pesticide and quick-release fertil-

izers which may harm water resources and public 
health if misused. 

In writing the articles Doppel sought the knowl-
edge and advice of respected turfgrass and landscape 
experts in Michigan and surrounding states. He says 
he also received valuable help from the MDLA and 
green industry professionals in the Detroit area. 

His articles garnered such positive response that 
it was decided to gather them into a book that could 
serve as a training and resource document for land-
scape professionals and others. 

In June 1996, 1000 copies of The Healthy Land-
scape were published. Copies went to MDLA mem-
bers, Michigan State University Extension and the 
Southeast Oakland County Resource Recovery Au-
thority. Others were made available at green indus-
try seminars and conferences. A second printing of 
the book is likely in March. 

Meanwhile Doppel, in addition to running At-
wood LawnCare, a company he purchased about 12 
years ago, maintains a busy schedule writing for the 
Landsculptor, serving on green industry committees, 
and speaking on behalf of the industry. • 

L A N D S C A P E M A N A G E M E N T January 1997 5L 



MORE 

CUSTOMER SATISFACTION 
PUTS YOU IN CONTROL. What happens when you 

meet a customer face to face? Are you confident? Are you in 
control? With Barricade® preemergence herbicide, you will be. It 
controls crabgrass and 29 other tough weeds - without staining. 
That means fewer callbacks and more satisfied customers. With low 
active ingredient, Barricade also minimizes worker exposure and 
lessens the environmental load. What's more, it can be safely applied 
to both turfgrass and ornamentals. 

APPLICATION FLEXIBILITY 
PUTS YOU IN CONTROL. 

It's 5 a.m. and you're facing a fifth straight day of rain. Who could have predicted it? Fortunately, 
you're in control. You've already taken advantage of the flexibility that only Barricade provides. 
Unlike any other preemergence herbicide, an early application of Barricade - even when applied 
as early as fall - provides season long control. So even if the weather doesn't cooperate, you 
don't have to worry about lost opportunities. With the lowest water solubility, Barricade also 

M O R E stays w^ e r e y°u Put - e v e n o n slopes and hillsides. 



PUTS YOU IN CONTROL. In the lawn care business. 
a competitive edge isn't something that would be nice to have. 
It's something that's essential if you want to maintain existing 
accounts and see more new account activity. No other 
preemergence herbicide gives you more of a competitive edge 
than Barricade. Its non-staining formulation and long-lasting 
control make it the predictable, worry-free — — — — — — 
tool that can put you in control right now. 
To learn more about Barricade and how 
it can help build your business, talk 
to your authorized Barricade distributor 
or formulator. Or call N O W 

YOU'RE | 
IN CONTROL. 

1.800.248.7763. Barricade 

MORE 
NEW BUSINESS 

5 SANDOZ Always read and follow label directions. Sandoz Agro. Inc.. I 300 E. Touty Ave., Des Piaines. IL 60018. Barricade is a trademark of Sandoz Ltd. © I 9 9 6 Sandoz Agro. Inc. 
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IO design tips 
for low-maintenance landscapes 

By L O R I L Y M A N 

n 

L I 1 

Lyman: 'mass grading often 
destroys landforms and exist-
ing vegetation that could be 
preserved.' 

I oday's successful landscape architects 
I strive to create progressive, func-
tional, beautiful landscapes. In recent 
years many of these leading edge pro-
jects can be described as being more 

"natural." The goal is to provide clients with land-
scapes that, following Mother Nature's example, 
require less time and expense to maintain than 
more traditional designs. This doesn't mean every 
landscape has to be a native restoration project 
though. 

The following 10 tips will outline alternative 
practices for designing low-maintenance land-
scapes. 
1) Right plant/right place 

The right plant/right place rule can't be rein-
forced enough. Too often we are tempted to use a 
plant in the wrong place simply because it would 
look good. Then, in two or three years, stress has 
weakened the plant to a point where it requires 

more intensive maintenance. 
Aldo Leopold emphasized the importance of 

this idea in his 1966 work, "The Land Ethic." He 
wrote: "A thing is right when it tends to preserve 
the integrity, stability and beauty of the biotic 
community. It is wrong when it tends otherwise." 
In his statement, Leopold was referring to a larger 
scale of environmental impacts, but we can still 
apply his thought to individual projects through 
proper selection of plant materials. 

For example, buckthorn was introduced to the 
United States from Europe to be used primarily as 
an ornamental tree. Unfortunately, it entered our 
woodlands and now competes with indigenous 
species. Lythrum is another example that it re-
seeds in such tremendous quantities that it stifles 
native species which would otherwise provide 
food and refuge for wildlife. Often exotic plants 
that aren't indigenous to a region can cause more 
harm than good. 

That's why it's best to 
stay with materials whose 
proven performance suits 
the location you're placing 
it in. Not only are there 
environmental issues con-
cerning right plant in the 
right place, but future 
maintenance, removal and 
replacement costs. 
2) Large sweeping beds 

Gentle sweeping beds 
offer ease of mowing 
which is usually a good 
percentage of a mainte-
nance contract. Equally 

The dwarf fountain grass 
in the lower left corner 
blends well with the sur-
rounding hardscape. 



important, they look 
good. Again, large drifts or 
sweeps are natural. Singu-
lar plantings are not. 
3) Design with natural 
landforms 

The common and eco-
nomical mass grading of 
sites needs to be closely 
monitored. Mass grading 
often destroys landforms 
and existing vegetation 
that could be preserved. 
The less interference in 
native areas like wood-
lands, the less mainte-
nance will be required in 
keeping them healthy for 
years to come. 

Familiarize yourself 
with a site's microclimates 
as well. Be aware of areas 
subject to wind, areas that warm more 
quickly from the sun, and areas prone to 
snow stockpiles. 
4) Sensible use of annual flowers 

In a recent symposium at the Chicago 
Botanic Gardens a quote from a 130-year-
old publication, "British Grasses" was dis-
cussed. The quote: "of late years public 
taste has been turned to the advantageous 
effect of grasses in landscape gardening. 
Fems had the credit of first winning atten-
tion from color to form, and grasses next 
stepped in to confirm the preference for 
grace and elegance over gaudy colouring." 

This shows two thoughts—one is that 
garden styles repeat themselves. Also, we 
seem to be rediscovering a trend toward 
native restoration, including the use of 
more plants like ornamental grasses, fems, 
flowering perennials and groundcovers in 
places that were previously planted with 
higher-maintenance, high-color annuals. 
5) Unity with variety 

There are many examples of problems 
occurring with monocultures including the 
disastrous effects arising from Dutch elm 

McDonald's office campus is known for its "natural" restored woodland design. 

disease and, more recently, with Diplodia 
tip blight on Austrian pines. The key here 
is to plant "unity with variety." 
6) Mulch periodically 

Mulching improves the aesthetics, min-
imizes weeds, helps preserve soil moisture 
and keeps soil temperatures constant in 
areas that lack other effective vegetative 
groundcovers. 
7) Cultivate with care, or not at all 

Cultivating beds can destroy the roots 
of plants as well as have negative affects on 
some of the beneficial micro-organisms in 
the soil. Usually cultivating is done for aes-
thetic purposes. More often than not, it 
can be avoided by planting the proper 
groundcover, or by mulching. 
8) Tip prune, don't sheer 

It costs more to take the time to sheer 
plants than it does to tip prune, which al-
lows a more natural look and results in 
healthier plants. 
9) Appropriate proportions of fine turf 

By naturalizing existing finished lawns 
you may invest some dollars upfront but in 
the end you ultimately reduce mainte-

nance costs by reducing irrigation, fertiliza-
tion and mowing. Large corporate proper-
ties seem to be in the forefront of this 
trend. For example, in 1996 the American 
Society of Landscape Architects, Illinois 
Chapter, presented awards to 20 projects. 
Most contained elements of environmental 
restoration and incorporated low-mainte-
nance design features. 
10) Simplify fall cleanups 

If a landscape is designed to have a 
more natural look there can be less of a 
need for intensive fall cleanups during 
which we take away the natural process of 
decomposition. By allowing leaves to re-
main on the site they can decompose and 
return organic material to the soil. Also, 
many perennials, including native grasses, 
are more striking when left uncut, and pro-
vide form and substance to a landscape all 
winter long. • 

—Lori Lyman is a project manager with 
Mariani Landscape, Lake Bluff, IL 



Deer control 
in demand 
Some landscape companies offer fences to 

help clients protect their valuable ornamentals 

from hungry deer. 

Al Benner, Benner's Gardens, New Hope, PA, shows that the deer 
fencing, at least installed in a natural setting, is not obtrusive. 

By J I M G U Y E T T E 

Landscape managers 
can earn extra profits 
by offering deer con-
trol services, an item 

expected to be more in de-
mand as deer populations 
across the United States climb, 
and the damage deer do to 
landscape trees and other land-
scape plants worsens. 

Aggravating the problem is 
the continuing development of 
farms and woodlands into 
housing and commercial devel-
opments. This increasingly 
brings landscaped properties 
and deer together. 

"We're going to be actively 
marketing this (deer control)," 
says Donna Elliot of Donna El-
liott and Associates, a full-ser-
vice firm based in Evergreen, 
Colo. So far she's had success 
by installing more than 1,000 
feet of deer control fencing for 
several clients. "Most people 
can live with the turf being 
eaten, but they draw the line 
when the deer start eating 
perennials," she says. 

"The deer population's been 
building over the last several 
years," explains Jim Mack, 
landscape operations manager 
at the 3,100-acre Holden Ar-
boretum, Mentor, Ohio. Mack 
has installed over 10 miles of 

deer fencing after trying other 
methods of keeping the deer 
away. "We've tried them all," 
he admits. 
Fall-winter feeders 

Deer damage typically be-
gins in the fall and continues 
until food supplies become 
abundant again in the spring. 
Hungry deer will eat just about 
any planted material, but seem 
to be particularly fond of 
hostas, azaleas, rhododendrons 
and many different trees. 

"When you get into subur-
ban areas there's a huge prob-
lem," says Al Benner, Benner's 
Gardens, Inc., New Hope, 
Penn. "Deer just come in and 
chow down. They like to 
browse on ornamentals. They 
really seem to do a job on flow-
ers and ornamental shrubs. 
They'll strip them bare." 

Benner too thinks the best 
way of controlling deer is to 
"keep them out. "But most 
homeowners don't know how 
to do this. 

"By the time you come in 
the homeowner is completely 
frustrated. They finally say, 'No 
mas! I can't take it anymore.'" 

Benner says after several 
successful fencing installations, 
word that a landscape com-
pany can provide deer control 

will get around. Also, it doesn't 
hurt to let local extension peo-
ple know you're offering the 
service too. You'd be surprised 
at how many homeowners call 
extension personnel asking for 
solutions to the deer problem. 

"A lot of people don't even 
know this service exists," says 
Benner. 
Fence not a distraction 

Deer control fencing comes 
in two sizes. It's lightweight 
enough to be attached to trees 
that may already be on a prop-
erty. Fiberglass, steel or wooden 
posts can be used also. The dark 
color usually makes it unobtru-
sive when installed. 

Almost a quarter of the 
clients of John E. Hoffman 
Landscaping Inc., Petoskey, 
Mich., buy deer control ser-
vices. "After we put in the 
landscaping we talk to our 
clients about protection. We 
don't want to see their plants 
destroyed," says Hoffman, pres-

ident and CEO. 
Hoffman says he has no set 

fee; he measures the area to be 
covered and prepares an esti-
mate. Since many of his clients 
are "summer people" (Petoskey 
is a popular resort on the 
shores of Lake Michigan in 
northern Michigan.) they de-
pend on his firm to protect 
their landscaping investment 
while they're away. 

The fencing only works 
when the area to be protected 
is entirely enclosed. "If some-
one doesn't seal the area com-
pletely, the deer will go under 
the fence or around it and then 
they're trapped," warns Ben-
ner. "And they'll do anything 
to get out." 

For more information about 
deer fencing, contact Al Benner 
at 6974 Upper York Road, 
New Hope, PA 18938. (800) 
753-4660. • 

—Jim Guyette is a freelance 
writer living in northeast Ohio. 



"When it's my investment and 
my reputation, Pendimethalin is 

my herb icide." 

"After a season of using 
Barricade', I appreciate 

Pendimethalin more than ever." 

"We want maximum 
performance against a wide 

spectrum of weeds all season long. 
We use Pendimethalin." 

LeeCookson, Bossier Cit). LA 
Pt nelct rid Services 

"In addition to delivering 
outstanding performance, 

Pendimethalin has helped my 
business grow by offering cash 

rebates for every purchase I make.19 

Take it from those who know. For broad-spectrum, season-long control and 
cost-effectiveness, no other preemergent turf herbicide can match Pendimethalin. 

For more information or for the distributor nearest you, call 1-800-545-9525. 

Pendimethalin 
Nothing Beats Pendimethalin 

^ T CYANAMID 
Agricultural Products Division 
Specialty Products Department 
One Cyanarrad Plaza, Wayne, NJ 07470 

Barricade* is a registered t rademark o f Sandoz Ltd . 



Know objectives 
before you survey 
Surveys—like the best com-

panies—need to have a 

clearly-defined goal 

by J U D I T H G U I D O 

I'm often asked by folks in the 
green industry, How do you de-
velop a good survey? 

I am also told by disappointed 
surveyors of the industry that sur-

veys don't work. I answer the first question 
with a question of my own: "Why do you 
want to do a survey? After giving me a per-
plexed look, landscapers tell me that "all 
companies do surveys," and surveys are a 

mandatory part of doing busi-
ness. Another popular response 
is, "We do it every year." 

You survey customers 
whenever you want to know 
specific information that you 
plan to use to effect some 
change within your organiza-
tion, not because surveys are 
"part of doing business." 

Another important fact Guido: If you don't 
about surveys is that they aren't know why you're 
complete once they're sent out in taking the survey, 
the mail. They need to be col- you'll just be wast-
lected, read, understood analyzed ¡ng time and money, 
and acted upon. 

Most of the people who told me that 
surveys don't work, when questioned fur-

Common-sense survey tips 
1. Consider your budget and staff skill. 

Make sure someone in your company 
knows how to design and analyze the 
data. 

2. Know your audience. Include age, 
gender, education, professional status and 
attention span. Consider how much time 
will be needed for them to complete the 
survey. 

3. Determine the sample size. You can 
survey everyone in your small customer 
base, but a larger customer base requires 
you to be selective: which customers do 
you most want to hear from—building 
owners as opposed to facility managers? 
Women instead of men? 

4. Determine the method. Self-adminis-
tered surveys include mail and other writ-
ten surveys. Interviewer-administered sur-
veys are done by phone and in-person 
contact. 

5. Balance the length and information. 
Shorter surveys should bring a higher re-
sponse rate, but will provide less informa-
tion. But, you can always do another. Re-
member: you have to act on this 
information! 

6. Ask one question at a time. Don't 
ask: Do your workers show up on time and 
are they dressed in their uniforms? You 
may get one 'yes' and not know which 
question they have answered. 

7. Keep questions short, 25 words or less. 
8. Avoid loaded questions, which dis-

credit your results. 
9. Pretest your survey with friends and 

employees to see if they find it user-
friendly and easy to understand. 

10. Explain the survey to customers, in a 
one page cover letter.Tell them why you 
need to know their opinions. 

J.G. 

ther, said they never followed 
through on any of these impor-
tant steps. 
Certified mail boosts 
response rate 

Certified or express mail 
will increase the survey re-
sponse rate and decrease re-
sponse time. I recommend this 
method only when time is a 
major factor or an extremely 
high response rate is needed to 
validate your survey. 

These kinds of mailings are 
more expensive with a larger 
sample. Wait about four weeks 

before sending out a reminder letter to 
those who have not replied. Generally, you 
can expect about 10 percent of the out-
standing sample to respond after they re-
ceive "reminder cards." 

Send a thank you card and perhaps a 
token of appreciation to all respondents. 
One year, Laflamme Services mailed a 
packet of herb seeds to survey respondents. 
It was a lightweight, inexpensive, industry-
related gift. 
Analyze and take action 

Get all your employees together, and 
make sure that anyone who may be af-
fected by the survey reads and understands 
it. Discuss responses, and set up a meeting 
for follow-up. Make a list of action plans to 
solve problems or duplicate (cross-com-
pany) the strengths that were identified. 
Assign these tasks and set deadlines. 

Let the respondents know what you are 
going to do with the information. This lets 
your customers know you are not wasting 
their time. • 

The author is director of marketing and 
business development for Laflamme Ser-

vices/Grass Roots, Bridgeport, Ct. 



"After 4 0 years 
of cutting grass, 

Fve created an 
equipment 

graveyard* But 
all my Hondas 

I t are alive 
and well*" 

When you make your living by 
cutting grass, dependable equipment is 
your lifeblood. Nobody knows that 
better than Don Nelson. 

He started mowing lawns when he 
was eight years old and is still going 
strong. That's more than he can say 
for all the mowers he's used-and worn 
out-during that time. Except when it 
comes to Honda. 

"Hondas not only give me a clean cut 
and even discharge, they'll run all 
day long...which is why I plan to stick 
with Honda from now on." 

Honda's legendary 4-stroke OHV 
engines (ranging from 5 to 20 hp) are 
second-to-none for quick starts and 
years of smooth, quiet, fuel-efficient 
service. And twin hydrostatic drive 
pumps and motors on our mid-sized 
walk-behinds-combined with Honda's 
patented twin control levers-ensure 
easy handling and straight tracking 
even on steep slopes and wet grass. 

Everything about a Honda is designed 
for productivity, reliability, and 
simplicity. They're even easy to buy. 
Attractive financing and leasing 
programs are available, along with an 
outstanding 2-year limited warranty. 

But the advantages don't stop there. 
See for yourself why Honda is a cut 
above. Call 1-800-426-7701 for more 
information or see your Honda Power 
Equipment dealer today. 

/ 

COMMERCIAL 
EQUIPMENT 
©1996 American Honda Motor Company. Inc. 



Nothing Runs Like a Deere" 

In Three Years, If We 

Have To Crack Open 

This Transmission 

We Won't Be 

Looking For Money 



GS Series Commercial Walk-behind 
Mowers are available in three power 
sizes: GS30 (13 hp), GS45 (14 hp) 
and GS75 (17 hp). They can be 
matched with deck sizes of 36, 48 
and 54 inches. A 5-speed gear-drive 
transmission is standard. 

In the lawn care business, your reputation 
is only as good as the equipment you use. 

That's why every new John Deere GS 
Series transmission is backed by one of 
the toughest warranties in the business. 
A 36-month limited warranty—to the orig-
inal purchaser—that covers failures due 
to defects in workmanship and materials. 
(Some items, such as belts, sheaves, con-
trol linkages, required adjustments and 
general maintenance are not covered. See 
your dealer for full details.) 

For the John Deere dealer nearest you, 
call 1-800-537-8233. Or visit us online at 
http://www. deere. com. 

http://www


Versatile public works 

employees of this small 

Arizona city give residents 

and tourists what they 

want—lots of trees and acres 

of green grass. 

by D O N D A L E 

Public Works Director Bob Gaunt, left, and City Manager Bob Mus-
selwhite think the money spent on maintaining the city's trees and 
turf is well spent. 

he logo of the City of Litch-
field Park, Ariz., is a line of 
palm and orange trees resplen-
dent on a white background. 
The logo, in fact, is an accurate 

representation of a city so green that it 
stands out vividly among the other desert 
suburbs of the greater Phoenix metropoli-
tan area. 

In an era of strict water conservation 
and xeriscaping, Litchfield Park , located 
just west of Phoenix, is making a commit-
ment to its green look. But it places a bur-
den on the budget and landscaping staff of 
the city of 38,000. 

"We've seen a value for it since way 
back," says City Manager Bob Mussel-
white, who points out that ever since the 

city was set up by the 
Goodyear Tire and 
Rubber Company in 
1916 it has special-
ized in trees. 

"We get criticized 
a lot for the amount 
of water we use," 
Musselwhite says, but 
the city feels strongly 
that the green look 
not only attracts new 
residents, it also lends 
a more homey at-
mosphere to the 
community. 

"This type of ele-
ment in our landscap-
ing and design of our 
cities is critical in 
bringing us together," 
he maintains. 

The man who 
bears the burden of 
the landscaping is 
Bob Gaunt, maybe 

A green image is emphasized throughout 
Litchfield Park, Ariz. 

the only public works director in the state 
who has a horticultural background rather 
than one relating to streets or buildings. He 
estimates that over 50 percent of the cost 
of public works salaries in Litchfield Park 
goes to landscape. 
'Trademark look' high maintenance 

The trademark look of the city is its al-
ternating palm and orange trees along main 
downtown thoroughfares. It has been this 
way for decades, but it still requires a lot of 
effort to maintain. 

"We lose quite a few to lightning," 
Gaunt says of the palm trees. "They're not 
a problem otherwise. We have about 
1,400 palm trees. That's how many we 
trim a year." 

Actually, because of safety concerns, 
the city contracts private trimmers to do 
the specialized job of trimming palms. 
Gaunt reserves his force of eight employ-
ees for other work. 

One of the biggest jobs recently has 
been to replace some of the 60 or 70-year-
old sour orange trees which line the boule-



AND KEEPS ON CUTTING. 

Simply The Best 
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Any commercial mower will cut grass, but Scag 
commercial mowers also cut your cost. How? By 
optimizing performance at every turn. Making 
routine field service and c o m m o n wear-part 
replacement simple and easy. And, by offering a 
complete product line that has been voted by pro-

fessional cutters like you as being the best in dura-
bility and long lasting value. 

If you're being tempted by cheaper competitive 
machines, check out the cost cutters at your Scag 
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vards. A recent two-year drought killed 
many of them. 

"We've got a pretty extensive program 
to replace them," says Gaunt. "We replace 
40 or 50 per year." 

Pruning the trees is also a big job for 
public works. The city has an extensive 
pathway system, and the orange trees over-
hang the distinctive red concrete paths. 
The trees are trimmed so that people can 

"We're trying to educate peo-

ple who live along the right of 

ways to help us water those 

trees," says Gaunt, to avert 

heavy drought losses. 

walk under them. 
That presents another horticultural 

problem. When citrus tree trunks are ex-
posed to the harsh Arizona sun, they sun-
bum. Trees can die. So white paint must 
be applied to the trunks every year. 

Many of the street medians and fringe 
areas of Litchfield Park are planted with or-
anges and palms. But the city has gone to 
more drought-resistant vegetation such as 
Mondale pines, Chilean mesquite, heritage 
live oak and cactus in its new plantings 
away from city-center. 

Most orange trees are either on drip or 
bubbler irrigation, says Gaunt. The adja-
cent palm trees can survive on natural rain-
fall plus the little water they pick up from 
the orange tree irrigation. 

"We're trying to educate people who 
live along the right of ways to help us 

EVERY TRAILER HAS TWO PRICES! 
That's a "New" price and a "Used" price. Do your shopping 

based on the second price — the USED price. That's where you 
can judge the real value of a NEW trailer. 

A used Wells Cargo trailer will always have a higher resale 
value than any other comparable trailer. The tough part is trying 
to find a used Wells Cargo. People don't wear them out. 
Sometimes they outgrow them... then you might find one. 
Check with your Wells Cargo dealer. 

Ask about the Wells Cargo Financing Program. The easiest way 
to get the trailer you want right now! 

CALL (800) 348-7553 
For NEW Literature & Prices 

Check us out on the Web: WWW.WELLSCARGO.COM 
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water those trees," says Gaunt, who points 
out that this could avert heavy death losses 
in drought times. 

Litchfield Park has no city ordinances 
addressing what trees residents can plant, 
other than pollen producers such as fruited 
olives and mulberries. Those are banned, 
and the city is actively removing them for 
the health benefits of residents and visitors. 
The city is a tourist area with the Wigwam 
Resort the city's biggest economic asset. 

"We took out about 60 fruited olives 
last year and replaced them with other 
trees," Gaunt says. 

Turf care is another heavy labor cost for 
the city. Half of the crew at times is busy 
mowing. 

"Mowing takes basically two days— 
that's with four guys," Gaunt explains. 
Most of the rotary riding mowers are 
mulchers which improves aesthetics after 
mowing. 
Common bermuda/perennial rye 

All city grass is common bermuda, and 
in order to keep the dormant turf looking 
good in the winter the city overseeds 
everything except its soccer fields. Gaunt 
uses perennial rye for overseeding instead 
of annual rye, because it requires less water 

http://WWW.WELLSCARGO.COM
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powerful hydraulic drive. Ask your Jacobsen 

distributor for a demonstration today. 
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800-727-jAKE www.jacobsen.textron.com 

http://www.jacobsen.textron.com


Tree-lined boulevards give this desert city its 
character. Note the white paint used to pro-
tect the trunks of the citrus trees. 

and mowing. 
The city considers the rather large cost 

of the overseeding—10,000 pounds of 
seed—this winter alone was hefty. But it's 
necessary to keep up the city's image dur-
ing the season when it gets most of its 
tourists. 
'Tree City' image a boost 

The city has four parks that, with other 
grassy areas, bring the mowed areas up to 
23 acres. The heavily used soccer fields are 
not overseeded, because the rye would just 
be ruined, and it is a slippery playing sur-
face. 

"We have one desert park," says Gaunt. 
It has been planted with desert vegetation, 
mostly native, such as cactus and ocotillo. 

Nevertheless, Litchfield Park is still a 
green city. Its distinctive downtown boule-
vards and commitment to trees have made 
it a designated Tree City, USA by the Na-
tional Arbor Day Foundation three years in 
a row, and it obtains state funds to help 
maintain its green image. 

Maricopa County found out how dedi-

When the county erected this wall, it created openings to save the beauty of trees like this 
Aleppo pine. 

cated the city was to its trees when it 
widened a boundary street and erected a 
barrier wall between it and the city. Public 
works made sure the country saved every 
tree it could, and the engineers got in the 
spirit of things so thoroughly that they 
even erected masonry fences with holes in 
them for trees to lean through. 
Many tasks done well 

Gaunt points out that the secret to a 
small municipality such as Litchfield Park 
being successful with such a large landscap-
ing commitment is the public works em-
ployees. 

"The secret is that everyone has to be 
versatile," he says. His crew of eight may 
all be working on streets one day and tree 
plantings or irrigation maintenance the 
next. 

Gaunt designates specialties within the 
work crew to facilitate landscape mainte-
nance. For example, one man is the pri-

mary tree trimmer. But all employees work 
on turf or trees at some time, and hiring 
people with good attitudes and sending 
them to training seminars when possible 
enables Gaunt to keep the green areas 
looking good year-round. 

The city tries to cultivate an "owner-
ship" attitude in its public employees; they 
more the identify with the city as their 
own, the better they do in their work. 

Musselwhite says there is a lot of hassle 
in keeping a city green in the low desert, 
but Litchfield Park has a distinctive image. 
And the city and residents are committed 
to keeping it. LM 

—Don Dale is freelance writer living and 
working in Willcox, Ariz. 



SUPPLIERS CORNER 

Bisset Nursery Corporation 
of Long Island, N.Y., reports it 
has acquired the Design 
Imaging Group, developer of 
landscape imaging software. 
DIG has developed site plan 
software for the pool and 
landscape industries, including 
three new programs. Bisset, 
the largest re-wholesaler in the 
Northeast, was one of DIG's 
first customers. Bisset says it 
brings a successful customer 
service record to the table, 
which will fit together nicely 
with DIG's qualified technical 
staff and sales representatives. 
The program's inventor, Garry 
Galpin, remains with the team. 

Data Transmission Network 
Corporation (DTN), an infor-

mation and communication 
services company, has acquired 
all the subscribers of Golf Link. 
The former Golf Link sub-
scribers have been assimiliated 
into DTN Weather Center 
which helps turf-related indus-
tries plan their work activity by 
providing them detailed 
weather information in a 
timely fashion. Golf Link had 
more than 450 subscribers to 
its information system. DTN is 
headquartered in Omaha. 

Century Rain Aid, one of the 
country's largets distributors of 
landscape irrigation equip-
ment, has reached an agree-
ment with Shemin Nurseries, 
Inc., in which Century will es-
tablish product outlets in eight 

of Shemin's 14 distribution 
centers. Shemin hq is in Dan-
bury, Ct. The company is a 
wholly-owned subsidiary of 
Weyerhaeuser Co. Century 
President Waye Miller says the 
agreement gives Century's cus-
tomers added convenience, 
and Century benefits from 
Shemin's customer traffic. 

Encore Manufacturing Co., 
Beatrice, Neb., was awarded 
an Outstanding Nebraska In-
dustry Award. The award is 
presented by The Nebraska 
Diplomats, an organization of 
business people from through-
out the state who help recruit 
new and expanding business 
for the state. Encore was 
picked for its "continual 

growth and contributions to 
economic development." 

Lofts Seed, Inc., has moved 
its corporate offices from Som-
erset, N.J. to Winson-Salem, 
N.C. According to company 
President, Ken Budd, the move 
gives the company easy access 
to banking, legal and account-
ing resources. "It also provides 
our customers with enhanced 
customer service, better prod-
uct value and a more stream-
lined operation that will help 
grow their business," said 
Budd. Lofts' New Jersey re-
search facilities and personnel 
remain in Somerset. Neil R. 
Myers has been named direc-
tor of marketing for the seed 
supplier, which recently gave 
royalty checks for more than 
$670,000 to Rutgers University 
and the University of Rhode Is-
land research programs. 

The Toro Company's two-
year or 1500 hours warranty 
on its entire commercial prod-
uct line is an industry first, says 
Toro. Mike Goodwin, manager 
of Worldwide Service for Toro, 
says the warranty includes 
equipment purchased in 1996. 
The "two-year" warranty will 
apply to those products not 
equipped with hour meters. 
Toro also reports it has com-
pleted its buy of the James 
Hardie Irrigation Group for 
$119 million. Maruyama and 
Toro will jointly produce and 
market hand-held commercial 
equipment to landscape con-
tractors. Toro CEO Kendrick 
Melrose called the move, "a 
significant boost to the com-
pany's growing landscape con-
tractor business." LM 

Info center É 
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 

ALL YOU NEED TO KNOW...77ié? Landscape Management Handbook, edited by Dr. Bill 
Knoop, presents the most current and comprehensive information on the basics of turf-
grass and landscape care and management. Knoop, a nationally-known expert on turf-
grass science, combines a wealth of practical information with the tried and true basics 
of management, for a single, practical, affordable and up-to-date text. Both golf course 
superintendents and students of turfgrass and landscape management alike will find this 
book to be the only source of its kind, as it features comprehensive information on per-
tinent topics: soil; plant growth; turfgrass selection; plant nutrition; landscape irrigation; 
organic lawn care; pesticides; weed/insect/disease management. Knoop served as an 
extension specialist for 25 years, and has worked in the field with a variety of green 
industry professionals, from golf course superintendents to parks directors to home 
owners. This is the ideal reference for both students and green industry professionals. 
The Landscape Management Handbook is priced at $34.95, and can be ordered by calling 
(800) 596-6008. 

COMPREHENSIVE ESTIMATING GUIDE ...Estimating for Landscape & Irrigation Contractors, 
by landscape industry consultant James Huston, MBA, contains more than 100 dia-
grams and illustrations, as it covers the process of pricing maintenance, construction and 
services projects. Included are five common methods used to price jobs; budgeting, and 
how to prepare an estimating budget; how to calculate labor burden and average wages; 
and how to measure, allocate and control overhead costs. The book costs $75, plus UPS 
5-day shipping charges. Discount pricing for multiple orders is available. For more 
information or to order, call (303) 794-9597; fax orders to (800) 451-5494. 



Events 
11-12: "Capturing Na-
ture's Visual Patterns in 
Landscape Design: Obser-
vation, Analysis and De-
sign," Connecticut College 
in New London, CT. Phone 
(215) 247-5777. 

13-15 Massachusetts Turf 
Conference and Trade 
Show, Hynes Convention 
Center, Boston. Phone (413) 
592-0120. 

13-16: Advanced Turf-
grass IPM Short Course, 
University of Maryland, Col-
lege Park, MD. Phone (301) 
405-3913. 

13-17: Golf Course Main-
tenance Short Course, 
Holiday Inn on the Lane, 
Columbus, Ohio. Phone 
Barbara Bloetscher at (614) 
292-7457. 

14 Perennial Plant Pro-
gram, Avon, Ohio. Con-
ducted by Charles Behnke, 
OSU Extension. Call (216) 
322-0127. 

15 Landscape & Nursery 
Expo/97, Sacramento Com-
munity Convention Center, 
Sacramento, CA. (916) 442-
4470. 

15-19: STMA Conference 
and Exhibition, Red Lion 
Hotel, Colorado Springs, 
CO. Contact Steve Trusty 
(800) 323-3875. 

17-1 WinterGreen 
Show, hosted by Georgia 
Green Industry Association. 
Cobb Galleria Center, North 
Atlanta. Phone GGIA at 
(706) 492-4664. 

17-19: PLCAA Annual 
Management Conference 
& Golf Classic, T e m p e , 

Ariz. Includes sessions on 
public policy and the 105th 
Congress, the oudook for 
business and the economy 
and recruitment in a tight 
labor market and compensa-
tion to keep good employ-
ees. Call PLCAA at (800) 
458-3466. 

20-2]; Michigan Turfgrass 
Conference, I loliday Inn 
South Convention Center, 
Lansing. Phone (517)321-
1660. 

20-2' Professional Horti-
culture Conference of 
Virginia, Virginia Beach. 
Phone Polly Carden (804) 
523-4734. 

20-2' Second Annual 
Turfgrass Short Course, 
sponsored by the Turfgrass 
Council of North Carolina in 
cooperation with the faculty 
and staff at North Carolina 
State University. Course will 
be taught at the Brownstone 
Hotel in Raleigh. Call the 
Council at (910) 695-1333. 

20-Feb. 7: Rutgers Profes-
sional Golf Turf Manag-
ment School, Cook Col-
lege, New Brunswick, NJ. 
Call Missy Marciante (908) 
932-9271. 

21, also 21 Everyday 
Spanish for Landscape 
Contractors, Cook College 
Short Course, New 
Brunswick. NJ, call Lori Al-
brizio (908) 932-8451. 

21-23: Mid-American 
Green Industry Conven-
tion, hosted by PLCAMA. 
BTA Conference Center, 
Kansas City, MO. Phone 
(816) 561-5323. 

21-2J Midwest Turf 

Expo, Indiana Convention 
Center, Indianapolis. Call 
Beverly Bratton (317) 494-
8039. 

22-23 Effective Contract 
Writing for Landscapers, 
Cook College Short Course, 
New Brunswick, NJ. Call 
Lori Albrizio (908) 932-
8451. 

24: Michigan GCSSA Sem-
inar, one-day seminar fol-
lowing Michigan Turf Conf. 
Phone (517) 321-1660. 

24-25 ALCA Masters in 
Management, Adanta. 
Call ALCA at (800) 395-
2522. 

24-25: Commercial Lawn 
Care Equipment Exhibi-
tion and Trade Show, 
Jacksonville Agricultural 
Fairgrounds, Jacksonville, 
FL. Contact Kirk Rust (904) 
778-9632. 

27-2: Arkansas Turfgrass 
Association Trade Show, 
Excelsior Hotel, Statehouse 
Convention Center. Con-
tact: Angie McSwain, (501) 
664-8048. 

27-2 3 Iowa Turf grass 
Conference and Show, 
Des Moines Convention 
Center. Contact The Turf 
Office at (515) 232-8222. 

28-2 Rutgers Advanced 
Turfgrass Management 
Symposium, N e w 
Brunswick, NJ. Phone (908) 
932-9271. 

29 Charles VanderKooi 
Seminar, in conjunction 
with Century Rain Aid trade 
show (1/28). Phone Alicia 
Wright (770) 446-0613. 

29-31 Utah Green Indus-
try Conference and Trade 
Show, Utah State Fairpark, 
Salt Lake City. Conference 
information, Dr. Larry Rupp 
(801) 797-2255. 

30: Introduction to the In-
ternet for Golf Turf Pros, 
Rutgers University, New 
Brunswick, NJ. Call (908) 
932-9271. 

:0: Northeastern PA Turf-
grass and Grounds Main-
tenance School, Mountain 
Laurel Resort, White Haven, 
PA. Phone Andrew McNutt 
(814) 863-1368, or the PTC 
at (814) 863-3475. 

31: Superbowl of Light-
ing III, sponsored by Califor-
nia Landscape Lighting at its 
Wesdake Village, CA, office. 
Phone (800) 457-0710. 

4 8 NAA Winter Manage-
ment Conference, Nassau 
(Bahamas) Marriott Crystal 
Palace Resort. Contact the 
NAA (800) 733-2622. 

5 Midwinter Confer-
ence Turfgrass Producers 
International, Savannah, 
G A. TPI at (800) 405-8873. 

Northern California 
Turf 8( Landscape Exposi-
tion, Santa Clara Conven-
tion Center. Phone (515) 
505-9600. 

6 Inland Northwest 
Turf, Tree & Landscape 
Conference, Spokane, WA. 
Call WSU Conferences & In-
stitutes (800) 942-4978. 

C Weed Management 
Workshop, Clarion Plaza 
Hotel, Orlando, FL. Spon-
sored by the Weed Science 
Society of America and The 
American Society for Horti-
cultural Science. Call (703) 
836-4606. 

12-14: '97 Winter Work-
shop, Bethesda Marriott, 
Bethesda, MD. Call Land-
scape Contractors Associa-



tion MD-DC-VA (301) 948-
0810. 

12-13 ALCA University 
workshop, managing 
front-line employee per-
formance, Hinds Commu-
nity College, Raymond, MS, 
sponsored by Hinds Com-
munity College, Mississippi 
Nurserymen's Assocaition 
and ALCA. Call ALCA at 
(800) 395-2522. 

13: PLCAA Workshop, 
"Heads-Up Training—-How 
to Teach in the Work-
place," featuring practical 
teaching tips and techniques 
that you can implement on 
the job immediately; New 
Brunswick, N.J. For a 
brochure, contact PLCAA at 
1000 Johnson Ferry Rd. NE, 
Suite C-l 135, Mariettaa, GA 
30068; (800) 445-3466. 

16-18 Ohio Tree Care 
Conference 8( Trade 
Show, Worthington, Ohio. 
Sponsored by the Ohio chap-
ter of the ISA. Call (614) 
433-0045. 

16-19: ALCA Executive 
Forum, Acapulco, Mexico. 
Call ALCA at (800) 395-
2522. 

17: ALCA University work-
shop, managing front-
line employee perfor-
mance, rFhe Holiday Inn 
West, Hilliard, Ohio, spon-
sored by Ohio Nursery and 
Landscape Association, Ohio 
Landscapers Association and 
ALCA. Call ALCA at (800) 
395-2522. 

18-19 OSU Professional 
Lawn Care Short Course, 
Holiday Inn on the Lane, 

Columbus, Ohio. Phone Bar-
bara Bloetscher (614) 292-
4230. 

18-20 Mid-Pacific Horti-
cultural Trade Show 8r 
Conference, Hilo on the Big 
Island of Hawaii. Phone Jo 
Ann Johnston (808) 969-
2088. 

19-22 Outdoor Power 
Equipment Distributors 
Assn. Meeting, Sheraton El 
Conquistado Resort, Tucson, 
AZ. For reservations (800) 
325-7832. 

19-23 Southeastern 
Flower Show, City Hall 
East Exhibition Center, At-
lana. Call Ryan March (404) 
252-7577. 

21-22 ALCA Masters in 
Management, San Fran-
cisco. Call ALCA at (800) 

395-2522. 

22-March 2: Southern 
Spring Show, Charlotte 
Merchandise Mart, Char-
lotte, NC. Call (704) 376-
6594. 

24: Water Conservation 
Practices on the Golf 
Course, Rutgers University, 
New Brunswick, NJ. Phone 
(908) 932-9271. 

24-25 Turf and Grounds 
Exposition, Holiday Inn 
Suffem, Suffern, NY. Con-
tact New York State Turf-
grass Association (518) 783-
1229. 

25-2C Southern Illinois 
Grounds Maintenance 
School, Gateway Conven-
tion Center, Collinsville, IL. 
Contact Ron Cornwell (618) 
692-9434. 

Sports^Ok Get Serious With STMA 
itarf junto' Y 

Managers Association 

The Sports Turf Managers Assoc ia t ion (STMA) is an organizat ion of profess iona ls represent ing all s e g m e n t s o f 
the sports turf industry . Our m e m b e r s work t o c o m b i n e t h e s c i e n c e of growing grass and t h e art of m a i n t a i n i n g 
sports turf t o produce p lay ing f i e lds t h a t are bo th safe and aes the t i ca l l y p leas ing . 

STMA provides m e m b e r s wi th a var ie ty of benef i t s , including: Educat ion through regional i n s t i t u t e s and con-
ferences; support for sports turf research; fac i l i t i e s tours; a nat ional awards program; a c c e s s t o t h e STMA 
National Conference & Exhibit ion; c o m p l i m e n t a r y subscr ipt ions t o t h e Sports Turf Manager news le t t er , 
sportsTURF Magazine, and Landscape M a n a g e m e n t Magazine; and m u c h more . 

If you're ser ious about t h e sports industry , t h e n it's t i m e t o b e c o m e a m e m b e r of STMA. J o i n today! 

Member information 

Name: 

Tuie: 

Employee. 

Type of Business:. 

Address: 

City: 

Phone: 

-State:. 

Fax: 

e-mal Address: _ 

Signature: 

Referred by: _ 

(LM) 

APPLICATION FOR MEMBERSHIP 
Membership Category (please check one) 

I Professional sports turf facility manager 

Four-year colleges and universities sports 
turf manager 

J Other schools, research, ext. agents, teaching 

I j Parks and recreational sports turf facilities 

I Commercial (U.S. or International) 
^J Additional members from same company 

J Student (non-voting) 

I I International (other than commercial) 
1 1 (Mist be in U.S. ctìlais) 

TOTA L A MOUNT ENCLOSED 

1997 Dues 

$ 75.00 

$ 75.00 

$ 75.00 

$ 75.00 

$ 175.00 
% 45.00 

$ 20.00 

$ 75.00 

S 

Please enclose payment (check, money order, Master Card, Visa, Discover or American Express) and send to: 
Sports Turf Managers Association 

P.O. Box 3480 
Omaha, N E 68103-0480 



PRODUCT REVIEW 

This bio-filter is easy to clean and maintain 
An improved Bio-Filter from Rena Corporation is adequate for most ponds up to 500 gallons 

of capacity, and is easier to clean and maintain. The EBF-External Bio-Filter is a true wet/dry bio-
logical filter that uses natural processes to remove 
ammonia from the water. 

Water from the pond is pumped through the 
Bio-Filter where it is aerated and then filtered 
through two layers of foam. The water then flows 
through plastic filter media which is colonized with 
millions of bacteria. The bacteria breaks down or-
ganic compounds such as ammonia into harmless ni-
trates. A universal adaptor allows use of all sizes of 
tubing from A inch to 3A inch. Call Rena at (704) 
5 8 7 - 7 1 1 0 a n d say y o u s a w it in LANDSCAPE MAN-

AGEMENT, o r 

Circle No. 281 

Available in 4, 8 and 12-sta-
tion configurations, the MTBi 
is designed for indoor mount-
ing applications. The MTC is 
intended for outdoor use. 

Both the MTBi and the 
MTC feature an electro-me-
chanical clock design for sim-
ple, straightforward water 
program setting. It does not 
depend on electronic memory 
and is well suited for areas 
prone to lightning strikes, 
power outages or power 
surges. Both models also fea-
ture a "Day Wheel" allowing 
up to 23 starts per day. Con-
tact Buckner at (209) 275-
0500 and tell them you read 
about the controllers in LAND-
SCAPE MANAGEMENT, o r 

Circle No 283 

Alamo boom mowers sport 
new features, better efficiency 

The Alamo Industrial Machete boom mowers use a 
closed-loop hydraulic system. The piston pump and motor 
will achieve 96 percent efficiency because more energy is 
transmitted to the mechanical elements and less oil is lost to slippage than with a standard 
gear system. 

The Machete's blade bar is reinforced with three /¿-inch thick leaves, and the spindle 
housing is attached to the deck with eight /¿-inch bolts. The operator can control all boom 
movements with a single joystick including the electro-hydraulic proportional lift, swing, 
and dipper arm which permits greater precision in positioning. Other features: Teflon im-
pregnated bearings, heavier hydraulic hoses, and 1 M-inch chrome-plated pins at all pivot 
points on the boom. Contact Alamo Industrial at (210) 379-0864 and say you read about 
t h e b o o m s in LANDSCAPE MANAGEMENT, o r 

Circle No 282 

Zero-Turn mower is one 
maneuverable machine 

Buckner's con-
trollers offer 3 
configurations 

Buckner unveils its MTBi 
and MTC model controllers. 

Great Dane Power Equipment says its Zero-Turn 
Surfer is the most compact commercial mower in the 
industry and is more maneuverable than a zero-turn 
hydro walk-behind. Its stand-on platform is nearly at 
the center of zero-turn radius and provides the opera-
tor with excellent visibility for trimming. Because of 
its wide wheel stance, the Surfer has excellent sidehill 
stability, says Great Dane. Cutter decks from 36, 48, 
52 and 61 inch. Engines include Kawasaki, Van-
guard, and Kohler. Contact Great Dane at (414) 
544-4090 and tell them you saw the Surfer in LM, or 

Circle No. 280 



Containment System I 
Chemical Storage, J 
by Fredric R. Haskett 
100 pages, hardcover Item #LSMB809 $49.95 

is comprehensive guide to compliance covers everything you 
need to know about storing, mixing and recycling chemicals. Areas 
covered include Planning, the Containment Facility, Equipment 
Standards, Site Standards, Emergency Response Procedures 

A Color Atlas of 
Pests of 
Ornamental Trees, 
Shrubs and Flowers 
by David V.AIford 
448 pages, hardcover 
Item #LSMB810 $89.95 

Diseases and Pests 
of Ornamental Plants 
by Pascal Pirone 
566 pages, hardcover 
Item #LSMB410 
$79.95 

-J mJ 
Y& \ 

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

Diseases of 
Trees and Shrubs 
by Wayne Sinclair, Howard Lyon 
& Warren Johnson 
575 pages, softcover 
Item #LSMB430 
$56.50 

Insects that Feed 
on Trees and Shrubs 
by Warren Johnson & 
Howard Lyon 
560 pages, hardcover 
Item #LSMB690 
$57.50 

The Shrub 
Identification Book 
by George Symonds 
379 pages, softcover 
Item #LSMB720 
$19.50 

The Tree 
Identification Book 
by George Symonds 
111 pages, softcover 
Item #LSMB750 
$17.95 

Tree 
Maintenance 
by P.P. Pirone 
514 pages, hardcover 
Item #LSMB760 
$49.95 

Urban Trees 
A Guide for Selection, 
Maintenance, and 
Master Planning 
by Leonard J. Phillips, Jr. 
273 pages, softcover 
Item #LSMB801 $37.00 

Tree, Turf and 
Ornamental 
Pesticide Guide 
by W. I Thomson 
170 pages, softcover 
Item #LSMB813 
$18.50 

Ornamental 
Horticulture 
Science, Operations & 
Management 2nd edition 
by Jack E. Ingels 
554 pages, hardcover 
Item #LSMB807 $53.95 

The Landscape 
Lighting Book 
by Janet Lennox Moyer 
282 pages, hardcover 
Item #LSMB822 
$79.95 

Landscaping 
Principles & Practices 
4th Edition 
by Jack £. Ingels 
401 pages, hardcover 
Item #LSMB806 
$35.95 

Landscape Plants 
Their Identification, 
Culture, and Use 
byFerrellM. Bridwell 
560 pages, hardcover 
Item #LSMB808 
$54.50 

Call 1 - 8 0 0 - 5 9 8 - 6 0 0 8 
Fax: 218-723-9146 « Outside the U.S. 218-723-9180 

ADVANSTAR MARKETING SERVICES • Customer Service Dept. • 131 W. 1st St., Duluth. MN 55802 • Shipping/Tax: UPS—add 
$5 per order, plus $1 per additional book. International, Hawaii, Alaska. Canada and expedited shipments—call for rates. Res-
idents of CA, CT. 6A. IL, MN. NJ, NY, OH and TX must add sales tax. Prices subject to change. 

Landscape Design 
A Practical Approach 
3rd Edition 
by Leroy C. Hannebaum 
446 pages, hardcover 
Item #LSMB821 
$82.00 

Landscape 
Architecture 
A Manual for 
Site Planning and Design 
by lames Ormsbee Simonds 
331 pages, hardcover 
Item #LSMB803 $73.00 

LUMOPE 
MANAGEMENT 

CODE 949970 



>PRODUCT REVIEW 

Toro mower maintenance can save you $$ 
Maintenance kits for The Toro Company's Groundsmaster 200 and 300 series rotary mowers 

can now be purchased from Toro distributors nationwide. These kits provide filters; blade and 
belts; spindle assemblies; and caster wheels. The cost savings of the kits are estimated at 10 to 25 
percent compared to suggested retail of parts when purchased separately. 

The kits are packaged in an innovative carton that provides graphic images of the parts and an 
inventory check-off. The design is intended to prevent confusion between kits and let customers 

know which parts have been used, 
which remain, and when to order a new 
kit. Ask for maintenance kits for other 
Toro commercial products too, specifi-
cally the Groundsmaster 3000; Greens-
master 3000, 3100 and 3200; and the 
Reelmaster 5100 and 5300. Contact 
Toro at (612) 887-8335 and tell them 
you read about the kits in LM, or 

Circle No. 284 

Computerized environmental 
control system is point and click 

Gro-MACS is a computerized environmental control system for 
landscape and turf maintenance such as golf course and stadium 
irrigation and fertilization systems. It features a Microsoft Win-

dows point-and-
dick user inter-
face on a 
standard IBM-
compatible PC 
which displays 
the status of en-
vironmental con-
ditions, control 
operations and 
alarms. 

From one lo-
cation you can enter your environmental schedules for the entire 
system. The Gro-MACS will monitor sensors for temperature, pre-
cipitation, sunlight, water pressure and flow, soil moisture, and 
use the data to control devices such as watering or irrigation 
pumps and valves, fertilizing systems and more. 

Versions of the Gro-MACS are available in Microsoft Windows 
3.1 and Windows 95 format.The system will keep track of all data, 
such as water usage, and even track how long pumps have been 
on for maintenance purposes. Call ASOMA-WTC Engineering, Inc. 
at (512) 258-6608 for more details, or 

Circle No. 285 

Multi-purpose 
hand tool aids 
in cleanups 

The Shrake sifter/rake is 
an excellent tool for gar-
dening, composting and 
landscaping purposes. Irri-
gation maintenance and 
pond cleanups are also 
made easier thanks to the 
Shrake's ability to sift de-
bris. 

Available in a 48- or 24-
inch ash or hickory handles, 
the Shrake will do anything 
a square-nose shovel will 
do, except pick up water or 
dust! 

Landscapers can use the 
Shrake as a time saver, and it saves soil by breaking up clods of 
dirt. Snow will not freeze to the tool, and slides off instantly. 
The perforated Shrake is perfect for cleaning up ponds and 
lakes. 

For more information, call (800) 997-4373 and say you saw 
it in LANDSCAPE MANAGEMENT, o r 

Circle No. 287 

Structron rope-
less pruner 
uses a cable 

Structron Corporation says 
its Pull and Prune is the first ro-
peless pruner on the market. 
It's made with an internal steel 
cable eliminating the need for 
the standard rope-pulley sys-
tem. For easier cutting, it fea-
tures a Power Slide handle and 
a steel head with a compound 
action cutting blade. The Pull 
& Prune comes with a 72-inch 
light-weight fiberglass handle 
for greater comfort and con-
trol. Call (619) 744-6371 and 
mention you learned about 
the Pull & Prune in LANDSCAPE 
MANAGEMENT, o r 

Circle No 286 



AD INDEX These staples eliminate 
stooping and rework too 

TurfTacs is a biodegradable sod and turf sta-
ple system to secure sod, turfgrass, erosion con-
trol netting and grass and flower mats. It elimi-
nates rework caused by edges curling, lifting and 
drying out. The staples are driven into the earth 
by a sturdy, stainless steel TurfTacker that works 
like a giant standup stapler. It allows the applica-
tor to apply the staples while standing. The Turf-
Tacker holds a cartridge of 60 staples. TurfTacs 
biodegrade in 3-8 weeks, and comes in two 
forms: universal U-shaped for netting, ground 
cover and seams; L-shaped for sod pieces, divots, 
grass and flower mats. To find out more, call 
(888) 887-3822 and ment ion LANDSCAPE MANAGE-

MENT, or 
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Tas Trimmers clean up around sprinkler heads 
Tas Industries offers a family of trimmers specifically designed to clean out 

growth from donut protectors, pop-up sprinkler heads, rotary sprinkler heads, golf 
course rotary heads, and control valve covers. 

The trimmers fit the following straight-shaft trimmers: Echo, John Deere, Leseo, 
Shindaiwa, Maruyama, Husqvarna, Stihl, Green Machine, Robin, Red Max, Tanaka, 
and Weed Eater. They will clean sprinkler head donuts with 2 % 3 % and 4-inch cen-
ters as well as control valve covers 6 inch and 10 inch in diameter. For more informa-
tion contact Tas at (941) 485-0262, mentioning LANDSCAPE MANAGEMENT, or 
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101 American Cyanamid 11L 

102 American Cyanamid 3 

103 American Cyanamid 20G 

104 Bayer Corp 40 

105 Bayer Corp 2-3G 

135 Bayer Corp 2-3L 

Dow Elanco 24-25 

Dow Elanco 10-11 

106 Honda 13L 

113 Howard Price Cv3 

ISK Biosciences 40a-d 

108 Jacklin Seed 17 

109 John Deere 14-15G 

139 John Deere 14L-15L 

110 Kubota Tractor Corp 5 

111 29 

112 Milliken 19G 

New Jersey Lanscape 39 

140 Nitro Green 6 

130 Nutramax 17G 

107 Oregon Tall 21 

114 PBI Gordon 36-37 

Tri-King Mower now wi th more muscle 
Jacobsen's new Tri-King triplex reel mowers feature a choice of high-output, 18-hp 

Briggs & Stratton Vanguard engine or a 19-hp liquid-cooled, low-emissions Kubota diesel 
for greater power and performance. 

"The new Tri-Kings are also easier to operate," says Steve Yolitz, vice president of 
strategic product planning at Jacobsen. "The new steering wheel, power steering and au-
tomatic, three-wheel drive really improve maneuverability and operator comfort." 

New, heavy-duty Eaton 2000 Se-
ries traction motors, plus a larger fan 
and high-flow water pump are fea-
tures that enhance Tri-King reliability. 

Tri-King mowers feature 72-inch 
and 84-inch cutting widths, with 
f ive-, seven-, and ten-blade reels. If 
you'd like to learn more about the 
Tri-King, check out the Jacobsen/Tex-
tron Web site at www.jacobsen.tex-
tron.com; call (414) 637-4465 or, 

115 Rexius 6 

116 Sandoz Agro Inc 6-7G 

150 Sandoz Agro, Inc 10-11G 

118 Sandoz Agro, Inc 6-7L 

117 Scag Power Equip 17L 

SMR Direct/Reg Insert . . . 4 1 a - d 

119 Stihl 15 

120 Tee 2 Green Cv4 

121 Terra Intl 7 

122 Textron/Jacobsen Div 19L 

123 Wells Cargo 22L 

124 Zeneca Cv2-1 
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any liability for errors or omissions. 

M A N A G E M E N T January 1997 47 



M A R K E T S H O W C A S E 

Every month the Market Showcase 
offers the readers of Landscape Man-
agement a complete and up-to-date 
section of the products and services 
you're looking for. Check it out every 
month, or you might miss out. 
For all ads under $250, payment must 
be received by the classified closing 
date. VISA, MASTERCARD, & AMERI-
CAN EXPRESS accepted. Send to: 
Advanstar Marketing Services, 7500 
Old Oak Blvd., Cleveland, OH 44130 
BOX NUMBER REPLIES: Landscape 
Management LM Box #, 131 W. First 
St., Duluth, MN 55802 
FOR ADVERTISING INFORMATION 
AND AD PLACEMENT, CONTACT: 
DAN HOKE, 216-891-2762, 1-800-225-
4569, (ext. 762), Fax 216-826-2865 

BUSINESS FOR SALE 

FOR SALE 

Lawn/Landscape Maintenance Company 
12 year old lawn & landscape maintenance company 
located in Tennessee. Services include: landscape, 
chemical spray, mowing, bushhogging, snow removal. 
Year round contracts, equipment, inventory, & fully 
computerized. 1996 annual sales will exceed $600,000. 
Owner will assist in transition. $250,000. 

Serious inquiries only call 615-251-1467. 

EDUCATIONAL OPPORTUNITIES 

Zcoc^c * CERTIFIED 
TURFGRASS PROFESSIONAL 

"Principles of Turfgrass Management" is 
a home study course to help you master 
up-to-date turfgrass management prac-
tices and procedures. Covers all regions 
and seasons of the U.S. Certification by 
PLCAA and The University of Georgia. 
Call 1-800-325-2090 for a brochure or 
write: Turfgrass, Georgia Center, Room 
164, UGA, Athens, GA 30602-3603. 

r O R S A L E 

FOR SALE 
Established Garden Cente r and 

Landscaping Business, Marquet te , Ml 
Owners Retiring. Contact l i m b e r Crest 

Days 906-249-3984 or Evenings 906-249-3411 

Steel or Polytanks Available 
5 0 g a l l o n — 3 0 0 0 g a l l o n 

H y d r o s e e d s — H y d r o M u l c h e s 
• Waters • O v e r s e e d s 
• Fire Control • C h e m Sprayer 

Trailers included on all machines 
300 gallon & above 

S A L E S & L E A S I N G 
Nobody Beats Our Prices! 

K E T C H U M 
A Q U A S E E D E R S 

1 - 8 8 8 - 6 5 5 - T u r f ( 8 8 7 3 ) 
1 - 8 8 8 - 9 9 - H y d r o 

Creative curb 
Concrete Curb & 
Landscape Border 

Equipment 

The Easiest Way to Take a Load Off. 

TO»»PST 

E-Z Dumper 
For information regarding E-Z Dumper 

pickup inserts, dumping trailers, dumping 
flat decks, or related accessories, call: 

Valley Manufacturing 
1-888-DUMPERS 

Create 
Beautiful 

Concrete Borders & Curbs 
for Less than Half the Cost 

of Conventional Methods! 
• Add on to your services/profits 
• Low maintenance/easy to use 
• Self-propelled, electric or gas powered 
• Create various shapes and sizes 
• Durable curbing is freeze/thaw tolerant 

23362 Madero Rd., Suite E • Mission Viejo, CA 92691 
(714) 587-8488 • (800) 292-3488 • FAX:(714) 587-9680 

K n o w y o u r 
s o i l p H i n 
s e c o n d s ! 

Kelway 
H B - 2 
Professional 
soil acidity 
& moisture 
tester 

• Big. easy-
to-read dial. \ 

• Low cost. \ 
• Portable V 
• Built for long 

lasting use1 

Tells you w h e n to l ime. 
Now read your soil pH in seconds with KELWAY 
HB-2 acidity tester Learn on-the-job whether to add 
lime and how much No batteries No reagents No 
chemicals Just insert KELWAY soil tester in moist 
soil Professionally designed for growers. KELWAY 
tester gives direct acidity and moisture readings 
Contact your local distributor or write for FREE 
informative literature today 

K e l I n s t r u m e n t s C o . , Inc . , D e p t . N 
P.O. Box 54, Wyckoff, NJ 07481 

G a r d e n C e n t e r , 
L a n d s c a p e a n d S p r i n k l e r S y s t e m s . 
S o u t h w e s t K a n s a s . G o o d C l i e n t e l e . 
O w n e r W a n t s t o R e t i r e . 

For Details Call Dean 316-624-1231 

BUNTON BG61L 
Triplex greens mower, 61" front 
and center mount reel mower, 

240 hrs., Kohler 18HP, like new. 

$7,900 (409) 798-8007 

AD SPACE 
in the next issue of 

Call 
DAN HOKE 
216-891-2762 or 
fax your copy to 

him at 
216-826-2865 



M A R K E T S H O W C A S E 

GOLF COURSE MARKETPLACE FRANCHISE OPPORTUNITIES MISCELLANEOUS 

FOR SALE 

EMERALD 
GREEN 

L A W N C A R E 

Be in business for yourself, not by 
yourself...join our growing family of 
franchise partners. 

Enjoy the benefits of: 

• Strong brand affiliation with exclusive 
Scotts" products 

• Powerful sales/marketing programs 
• Exclusive territory rights 
• Complete agronomic and horticultural 

training 
• Ongoing technical and business support 
• Financing available 

For a FREE OPPORTUNITY KITCall... 

800-783-0981 
e-mail: 74157,77@compuserve.com 

...featuring 

Mail Blind Box Replies To: 
Landscape Management 

LM # 
131 W First St. 

Duluth, MN 55802-2065 
(Please include box number in address.)y 

50 X 75 X 12 
a $10,129 

Build it yourself and save MONEY 5,000 size«, all bolt-together ALL 
STEEL BUILDINGS. Call today for a price quote and a brochure 

HERITAGE BUILDING SYSTEMS 
8 0 0 - 6 4 3 - 5 5 5 5 

SERVICES 

C u s t o m 
Deca I Kirs 

Easy to Order-Easy to Apply 
Boost Your Image Economically 

Coll or Write: 
Sun Art Decals Inc. 
885 W. Bagley Rd. 
Be reaOH 44017 
216-816-0290 
800-835-5551 
Fax:216-816-0294 

Advertise your business on the INTERNET and find 
LOCAL and REGIONAL customers interested in 
your services. You've been hearing about it, but is 
your company taking advantage of it? Have us devel-
op your own home page on our Internet Directory. 

Call LandscapeUSA Internet Directory Services today! 
(800)966-1033 http://www.landscapeusa.com 

C L A S S I F I E D S 

MANAGERS - GREEN INDUSTRY 
Senior Managers. Small Business Owners - Please apply. 
ENVIRONMENTAL CARE. INC.. one of the largest, fastest 
growing national Green Industiy companies is expanding 
in No. Calif. Bay Area market. Positions require 3-5years 
proven track record in managing a business in the Green 
Industry. Experience in financial mgmt, people mgmt, 
customer service, sales needed. Person must be self 
motivated, energetic, creative with entrepreneurial qualities. 
Excellent benefits & compensation packaae. EOE. 
Send confidential resume to: Environmental Care, Inc., 
825 Mabury Road, San Jose, CA 95132. 

Environmental Care, Inc. the largest landscape 
maintenance company in the United States has 
positions available in Phoenix, Arizona. We are 
seeking career minded, experienced indivduals 
to be Account Managers. Qualified indivduals 
will be team oriented with excellent customer 
service skills. Benefits include medical, dental, 
life insurance, and 401K. 

Send resume to 2902 E. Illini. Phoenix, 
Arizona 85040 or FAX (602) 276-8191, 
Attn: Bill Rademacher. EOE. Pre-emplov-
ment drug/alcohol screen required. 

PURCHASING AGENT/ 
PROJECT MANAGER 

VALLEY CREST LANDSCAPE, INC, is seeking 
individual with a minimum of 5 years experience in 
the location and procurement of site development 
materials. Extensive understanding of irrigation 
equipment mandatory. Job responsibilities include, 
but are not limited to: 

• PURCHASING OF MATERIALS 
• SCHEDULING OF DELIVERY 

• COORDINATION WITH HELD PERSONNEL 
• SUBCONTRACT MANAGEMENT 

• GENERAL PROJECT MANAGEMENT 
• COORDINATION OF CHANGE ORDERS 

• COORDINATION OF SUBMITTAL PACKAGES, 
MAINTENANCE MANUALS AND AS-BUILTS 

SUBMIT RESUME TO: 
VALLEY CREST LANDSCAPE, INC. 

8888 Motsenbocker Road 
Parker. CO 80134 

303-841-8400. 

# 

A subsidiary of environmental indu'stries, inc. 
an equal opportunity employer by choice 

For all ads under $250, payment must 
be received by the classified closing 
date. W e accept VISA, Mastercard, & 
American Express. Credit card orders 
are accepted by phone. Send Ad 
copy with payment to: Dan Hoke, 
LANDSCAPE MANAGEMENT, 7500 
Old Oak Blvd., Cleveland, OH 44130 
or call 216-891-2762. Fax Number 
216-826-2865. 

BOX NUMBER REPLIES: Mail box 
number replies to: LANDSCAPE MAN-
AGEMENT, Classified Ad Department, 
LM Box #, 131 W. First St., Duluth, MN 
55802. Please include box number in 
address. 

HYDRO SEEDING SYSTEMS 

BADGER ASSOCIATES 
1108 THIR0 AVE. NEW BRIGHI0N PA 15066 

800-822-3437 

TURSO TORE 

0 Seed-mulch-fertilize 
0 Faster germination 
0 Lower seeding costs 
0 1 man operation 
0 No messy straw 
0 Units start @ $1295 

FORM FREE MYBM SEED/K6 /KE0 PACK CALL 

mailto:77@compuserve.com
http://www.landscapeusa.com


C L A S S I F I E D S 

HELP WÄNTED 

Landscape Field Manager " 
Cedar Landscape. Inc., Oregon's fastest growing 
commercial landscape firm, is looking for a Field 
Manager with 5 - 7 years experience in commercial 
project installation. Responsible for oversight of 
multiple job sites for landscape & irrigation con-
struction, supervision of forepersons in the field, 
meet ing p roduc t ion schedules and budgetary 
goals. Must be a self motivated, team oriented 
professional with excellent communication skills. 
Cedar Landscape offers excellent advancement 
opportunities and an attractive benefits package. 
Salary commensurate with experience and ability. 
Send a resume detailing project experience and 
dollar value to: 

Cedar Landscape, Inc. 
14375 SW Patricia Avenue, Hillsboro, Oregon 97123 
For further information, call (503)628-3411, ext. 11. 

Cedar Landscape, Inc. is 
^ an Equal Opportunity Employer J 

MANAGERS 
SUPERVISORS 

CREW FOREMEN 
Scian's Landscaping, Inc., one of Southern New Jersey's 
largest and fastest growing landscape contractors, is cur-
rently seeking take charge, self motivated landscape pro-
fessionals to join our management team. These positions 
require a minimum of 1-3 years supervisory experience in 
either grounds maintenance, landscape construction, tree 
removal or irrigation systems. Horticultural desgree is a 
plus. We offer an excellent compensation program and 
employee benefits package commensurate with experience. 
For immediate, confidential consideration, please 
send or fax resume to Scian's Landscaping. Inc., 
444 Commerce l ane. West Berlin, NI 08091, 
Attention: Jo Anne Crouch. FAX (609) 768-5236. 
PHONE (609) 768-5915. FOE/MF 

Broun ds Maintenance 
and Enhancement 

Supervisors & Managers 
Become a part of one of Maryland and Virginia's 
fastest growing team of landscape professionals. 
Come and work for a company that recognizes 
quality as a daily occurrence and knows that 
customer satisfaction is a successful driving force. 

Positions are full-time with exceptional compen-
sation, benefits, and advancement opportunities. 
Mail or fax your résumé today to: Tom Davis, 
Bozzuto Lanscaping Company, 15127 Marlboro 
Pike, Upper Marlboro, MD 20774, Fax No.: 
301-627-7011. 

LANDSCAPE/IRRIGATION SUPERVISOR 
Excellent opportunity to join a growing industry 
leader. We seek an energetic, team-oriented, and 
self-motivated individual with good communication 
and organizational skills. Ability to coordinate 
materials and equipment and capacity to run crews 
efficiently a must. Good compensation and 
advancement for right candidate. 

Send resume or call: 
Terrafirma Inc., 3780 E. Morgan Rd., 

Ypsilanti, Michigan 48197 
(313)434-3811 

^ LAWN CARE SALES 
Would you tike to 

rfiv "work in the sunshine"? 
Nationally known company is looking for aggres-
sive Sales Reps, to work in the Tampa Bay area. 
Great benefit pkg. Paid vacation and year round 
work. Base pay of 17-22K plus commission. 
Send resume to P.O. Box 11S1Q, Oldsmar, FL 34667. 

Landscape 
Designer/Estimator/Manager 
Well established landscape design/build 
company seeks highly motivated, well orga-
nized self-starter to join our team effort. 
Individual should have a minimum 2 year 
degree in Ornamental Horticulture and 
2 years experience in the landscape field. 
Must have ability to schedule and manage 
planting crews, design, estimate and sell 
projects. Compet i t ive salary and benefit 
package. Send pay history and resume to: 
Green Biz Nursery & Landscaping, Inc., 

P.O. Box 64995, Fayetteville, NC 28306, 
or fax to (910)433-9052. 

YOU CAN HELP US GROW! 
Retail/Horticulture Industry 

CUSTOMER RELATIONS TEAM LEADER 
If you are up to the challenge of playing a key part in 
building a growth oriented company contact us NOW. 
The candidate we seek must be able to lead, coach and 
train their team, handle sales and marketing projects from 
start to finish, and interface successfully with our outside 
sales professionals and customers. GREEN INDUSTRY 
EXPERIENCE and computer literacy is a plus. 
We offer a competitive pay and bonus structure with 
room to grow. Please mail or fax your resume to: 

A G R I T U R F , I N C . 
c/o Personnel Dept. 

59 Dwight Street, Hatfield, MA 10038 
Fax: 413-247-9401 

BRANCH MANAGER 
Landscape Maintenance 

Lifescapes Inc., o n e of A l t a n t a ' s l a rges t a n d fas te s t 
c r o w i n g fu l l s e r v i c e l a n d s c a p e c o m p a n i e s is s e e k i n g a 
highly mot iva ted individual to a s s u m e leadersh ip of one 
o f our met ro area locat ions. Cand ida t e must have proven 
m a n a g e m e n t , sales and in terpersonal skills. For immedia te 
conf ident ia l cons ide ra t ion , p lease send o r fax r e s u m e to: 
Human Resource Dir., Lifescapes Inc., 6644 Hickory 
Flat Hwy., Canton, GA 30115. Fax # (770) 345-1250. 

Other opportunities exist for 
Maintenance Supen isors and Irrigation Service Tech. 

Landscape Design/Sales we are a iarge yi 
service landscape company seeking a well-rounded individual 
with at least 5 years experience in residential landscape design 
and construction to design, estimate, sell and supervise high 
quality landscaping projects. Excellent communication, sales 
and graphic skills are a must. Irrigation knowledge a plus. 
Please send resume and salary requirements to: 

Morin's Landscaping, Inc., 301 Depot Road, 
Hollis, NH 03049. Attention: Thomas Morin. 

AGRONOMIST 
Large private lawn care co. in Buffalo N Y. needs 
motivated turf expert. A 4 yr. degree and 5 years 

exper. is required. Training and safety background 
helpful. Benefit package includes mid 30's to start. 

Send resume to: Funk Lawn Care. 
330 Fillmore Ave., Tonawanda, N.Y. 14150 
or contact Bill or Bob at 1-800-FUNK-LAWN 

One of No. VA's Most Successful Landscape firms 
has opening for Designer/Estimator & Production 
Manager. Must have minimum of 2 years experi-
ence. Excellent growth opportunity and benefits 
package. 

Call 703-352-7555 

Landscape Management Crew Leader and 
Crew Leader Trainee for high end residen-
tial. Two career positions open, excellent pay 
and benefits with stable, 35 year old, multi-
ple award winning company doing residential 
Design/Build/Maintain projects in the 
Washington DC metro market. Crew Leader 
must have minimum of 2 years experience 
in plant and lawn care plus IPM. Call or send 
resume to: 

Charles Bowers 
Garden Gate Landscaping, Inc. 

821 Norwood Road 
Silver Spring, MD 20905 

301-924-4131 

Join America's leading irrigation and landscape 
lighting distributor, Century Rain Aid, as we continue 
to grow. Century is now accepting applications for 
branch management positions for the Philadelphia 
and New Jersey markets. Irrigation experience and 
a college education are preferred. Century offers 
industry competitive wage and benefit programs. 
Please send your resume and salary requirements to: 

Century Rain Aid. 31691 Dequindre Rd.. 
Madison Heights, Ml 48071, Attn: Wayne MILLER. 

PRE-EMPLOYMENT DRUG SCREENING REQUIRED. 
CENTURY IS AN EQUAL OPPORTUNITY EMPLOYER. 

Landscape Designer/Estimator Needed 
Well established landscape/build company seeks 
highly motivated, well organized, self starter to join 
our team effort. Must have a minimum of J yean 
experience in landscape held and a knowledge 
of ornamental horticulture. Must have ability 
to communicate well, design, estimate and sell 
projects. Competitive salary and benefits package. 
Send resume to Gradco, Inc., 7341 Cahaba 
Valley Road, Birmingham, Alabama 35242. 
Attention Mike Summers. 

SALES ENV IRONMENTAL CARE, INC. ¡s 
expanding markets in No. Calif. Bay Area. Must 
have 3-5 years experience and strong track record 
in sales. Need to be articulate w/strong interper-
sonal and organizational skills. Knowledge of local 
markets and property management a plus. Excellent 
growth potential, full benefits. Send resume: 825 
Mabury Road, San Jose, CA 95133 EOE 

BRANCH SALES MANAGER National Lawn 
Equipment, Parts & Accessories Supplier expand-
ing into the Northeast, Mid Atlantic and Southeast. 
Need articulate individual with retail management 
experience. Computer literate. Several markets 
available. Send resume with salary history & 
requirements to: Landscapers Supply, P.O. Box 
459, Spring Valley, NY 10977-0459. 8/97 

OREGON'S LARGEST COMMERCIAL LAND-
SCAPE COMPANY located in the Portland Metro 
area is looking for experienced Maintenance and 
Construction Supervisors, Forepersons and Irriga-
tion Technicians. Must be self-motivated, team-ori-
ented, industry professionals with excellent com-
munication and organizational skills. Training and 
opportunities for those who want to grow with us. 
Join our ALCA Award Winning Team and enjoy the 
lifestyle of the beautiful Pacific Northwest as an 
extra bonus. Send resume to: NORTHWEST 
LANDSCAPE INDUSTRIES, 16075 SW Upper 
Boones Ferry Road, Tigard, OR 97224 - OR fax to 
(503)620-7592. 1/97 


