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TAKE CONTROL WITH 
PENDIMETHALIN. 

If crabgrass is a growing problem on your golf 

course, you're not using the right herbicide. 

What you need is Pendimethalin. 

No other preemergent offers a broader spectrum 

of control. Fact is, this high-performance herbicide 

effectively controls crabgrass, most annual grassy weeds and many annual broadleaf weeds. 

And Pendimethalin has excellent turf tolerance. University and field research studies have 

shown that Pendimethalin provides consistent, 

superior weed control—yet offers tremendous 

tolerance to warm- and cool-season turfgrasses. 

Here's how it works: After Pendimethalin makes 

CRABGRASS CONTROL 

PRODUCT 
Rate % Control PRODUCT (lb ai/A) 97 DAT 129 DAT 

PENDIMETHALIN 60WDG 3.0 97 97 
PENDIMETHALIN 60WDG 1.5+1.5 98 98 

BARRICADE 65WG' 0.75 100 100 

DIMENSION 1 EC ^ 0.5 99 
TEAM .87 FGr 1.5+1.5 88 82 

CRABGRASS CONTROL 
Rate % Control 

T 154 DAT 
PENDIMETHALIN 60WDG 3.0 100 93 
PENDIMETHALIN 60WDG 1.5+1.5 100 99 

BARRICADE 65WG' 0.75 100 95 

DIMENSION 1ECb 
V / 

0.5 100 
V 

86 I B B B B j 
RONSTAR 2Ga 2+2 97 24 



contact with the germinating weed seed, it disrupts the seeds biochemical processes, which makes the 

weed seed stop growing—and start dying—before emerging. 

What's more, Pendimethalin works hard—and long. Through the entire season. That's 

because its low volatility and slow decomposition characteristics keep it active in the soil longer. 

Pendimethalin also makes your life easier. You have the flexibility to spread it on as a dry granule, 

alone, or in combination with fertilizer products. Or 

you can use the sprayable formulations, available as 

a 3.3 EC, 60 WDG and 60WP 

No wonder professional turf managers have made 

Pendimethalin the #1 preemergent herbicide. 

So take control of your turf—and your reputation. Use Pendimethalin herbicide to control 

crabgrass and more. Because the only thing you should see growing like a weed on your golf 

course is beautiful grass. Call now for more information or for the distributor nearest you. 

CRABGRASS CONTROL 
Rate % Control 

120 DAT PRODUCT 

PENDIMETHALIN 60WDG 
BARRICADE 65WG* 
DIMENSION 1ECC 

RONSTAR 2GS 
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O N T H E COVER: SPRING COLOR IS DOMINATED BY THE 
STATELY TUUP, IN A SPLENDID AFTERNOON DISPLAY, 
LANCASTER, PA. 

PHOTO BY LEFEVER/GRUSHOW FROM GRANT HEILMAN 

2 0 EQUIPMENT: LEASE OR BUY? 
A lease or buy decision can be 
based on the estimated life of the 
equipment, cash flow and taxes. 
STEVE & S u z TRUSTY 

SHARON C O N N E R S 

2 6 L M REPORTS: POWER BLOWERS 
A look at the range of attachments 
and some features that each power 
blower offers. 
CURT HARLER 
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INSECT CONTROL 
The immature stages of turfgrass 
insect pests usually are most 
vulnerable to insecticides. Highlight 
of short- and long-term changes in 
warm-season insect management. 
D R . P A T R I C I A VITTUM 

D R . RICK BRANDENBURG 

3 7 WIRELESS COMMUNICATION 
Power, portability, frequency and 
price are key considerations. 
CURT HARLER 
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4 1 MADE FOR THE SHADE 
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full or partial shade. 
D R . STEPHEN G USTAFSON 

4 3 SPECIAL REPORT: LANDSCAPE VEHICLE! 
A key to getting the job done is mobility. 
Your crew has to get around quickly and 
efficiently. This exclusive report details ma 
truck, utility vehicle and attachment optioi 
available for 1998. Plus, we ask our reader; 
what they drive now, and what they look f 
in a landscape vehicle. 
D A N I E L INGHAM 
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Move to Kubota Country 
Move to Kubota 

country and you'l l 
find versatility, dura-
bility and operator 
comfort. The Kubota 
B-Series (13 to 18 PTO 
horsepower) tractors 
are compact to fit in 
tight places and pow-
erful to get lots of jobs 
done. Kubota perfor-
mance matched implements include rotary 
tillers, front loaders, mid and rear mount 
mowers, boxscrapers and snowblower. 

Need more power? Move up to the 
innovative Grand L-Series (25 to 37 PTO 
horsepower). Hydrostatic steering, shuttle 
transmission with shift-on-the-go provides 
ease of operation. Kubota's exclusive optional 
Glideshift transmission has clutchless opera-
tion through all eight speeds, forward and 

For more information, please write to: 

K u b o f o . 
KUBOTA TRACTOR CORPORATION 

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

or call Toll Free 1-888-4 KUBOTA ext. 403 
(1-888-458-2682 ext 403) P 

Financing available through Kubota Credit Corporation S.J 

conditioning for year 
'round comfort. 

Visit your Kubota 
dealer and find out 
how to make your 
move - to Kubota 
country! 

reverse. These trac-
tors are smooth and 
quiet, with Kubota's 
E - T V C S e n g i n e 
which ensures clean 
e m i s s i o n s w h i l e 
p r o v i d i n g h i g h 
torque rise. Get one 
with an integral cab 
with heat and air-



OPENING SHOTS 

SIMA meeting 
can help with 
snow removal 

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

If you want to improve the way your com-
pany runs its snow removal business, then 
you should attend The Snow & Ice Man-
agement Association's first Snow Ice 
Symposium, May 7-9 at the Airport Mar-

riott Hotel, Pittsburgh, Pa. 
SIMA is a year-old organization that has come 

off the blocks fast, with useful information for se-
rious snow removalists! 

L a n d s c a p e M a n a g e m e n t is the exclusive 
Green Industry publication helping to sponsor this 
event. Other sponsors are Western Snowplows, 

Fisher Snowplows, 
Shindaiwa. Cryotech Deic-
ing Technology and 
Burke's Trading 
International. 

Snow removal is not 
easy. It takes time to plan 
your marketing, capitaliza-
tion and pricing strategies. 
A May meeting will enable 
you to take home what 
you learn and use it to plan 
well ahead of the first 
snowfall. 

John Allin, president of 
Allin Companies, Erie, Pa., 
is a founding member of 
SIMA, and has a vast back-

ground as a landscaper and snow removal expert. 
"It is our intent to bring snow plow contrac-

tors together for the first time, to give them time 
to have some intense interaction among their 
peers," says Allin. 

"I have found that to be the best way to learn. 
A contractor can sit and listen to me for an hour, 
but it will be more valuable if he can ask a con-
tractor from three states away how he would 
handle a specific snow removal situation." 

The lineup for the Symposium brings together 
experts in weather prediction; finance; equip-
ment and advice from people who are successful 
at snow removal. 

Dale Keep is a Maintenance Methods Special-
ist for Washington state. He has written many re-
ports and articles on the subject of snow removal, 

and has trained other public works departments 
Keep has been active in evaluating environmental 
issues associated with deicers. He will share facts 
about deicing and anti-icing methods. 

For the "bottom line," Frank Ross, one of the 
Green Industry's leading business consultants, 
will speak. Ross knows what companies do to be-
come profitable, and what they must continue to 
do to make money. 

"Companies need to isolate snow activities 
into a profit center, and understand how much it 
truly costs them," says Ross. 

Ross told me he will also explain pricing 
strategies, and ways to present those prices in a 
way that will be accepted by your customers. 

Since what we're talking about is the 
weather—and what you can do about it—the 
Symposium has asked Bryce Anderson, chief me-
teorologist at DTN, to speak on meteorology. 

"I'm going to cover some basic weather funda 
mentals to help the audience get a handle on the 
big weather systems that eventually funnel down 
to the local area.," Anderson told me. 

"Then we'll take a regional look in terms of 
radar and go over some fundamental factors and 
features of pressure centers as they move across 
the country," says Anderson. 

Master of Ceremonies Jim Paluch runs J.P 
Horizons, Painesville, Ohio. He specializes in 
"business coaching." 

Paluch told me he hopes to combine "big pic-
ture instruction with 'right-brain' creativity," in a 
"Roundtable Olympics" format. Having people in 
a roundtable format, says Paluch, "creates a sense 
of camaraderie among the group. With that ca-
maraderie, they're more willing to share informa-
tion after the session is over." 

Supplier representatives will also be ready to 
answer questions you have about snow removal 
equipment. 

SIMA members can attend the Symposium 
for $295. Non-members pay $365. There's a 
price break if more than one person attends from 
your company. 

You can join SIMA for as little as $130. To 
leam more about the Symposium and SIMA, call 
the Association at 814/456-9550. LM 



Knock out the 
competition.. 

with the only pre-emerge that 
prevents establishment of 
undesirable grasses in newly 
seeded stands. 

• Can be appl ied prior to, at the 
t ime of, or after seeding. 

• Highly effect ive crabgrass 
control . 

• Convenient , sprayable 
formulat ion. 

• Labeled for use 
through hydroseeders . 

S r t A B L E P O W P E B 

FOR SEASON LONG 
CONTROL IN 
ESTABLISHED TURF 
AREAS, USE 
BENSUMEC™ 4 LF 
PRE-EMERGENT GRASS 
& WEED HERBICIDE. 

weiG 

ALWAYS READ AND FOLLOW 
LABEL DIRECTIONS. 

TUPERSAN S B r j p b l / G Q R d o n 

^ I c o R a o R a t i o n 
An Employee-Owned Company 

www.pbigordon.com WETTABLE POWDER HERBICIDE 
Bensumec is a trademark of PBI/Gordon Corporation. 
Tupersan is a trademark of Gowan Company. 

© 1998 PBI/GORDON CORPORATION. T036/0398 
Revised 

Circle No. 105 on Reader Inquiry Card 

http://www.pbigordon.com


ASK THE EXPERT 

BALAKRISHNA RAO 
Manager of Research and 

Technical Development 

for the Davey Tree Co. 

Kent, Ohio 

SEND YOUR 
QUESTIONS TO: 

"Ask the Expert" 
Landscape Management 

7500 Old Oak Blvd. 
Cleveland, OH 44130 

Please allow two to three 
months for an answer to 
appear in the magazine. 

Field bindweed puts us 
in a bind 

We have a serious problem with 
field bindweed growing in and 
around some plants in our client 
properties. How can we get rid of it 
without hurting the ornamental 
shrubs? 

— MICHIGAN 

Field bindweed (Convolvulus 
arvensis) is a perennial weed 
that belongs to the sweet potato 
family. It has an underground 
root that's not unlike a sweet 
potato. 

There are no selective herbi-
cides to remove this weed. One 
option is to use non-selective 
products such as Roundup, Fi-
nale or Scythe as post-emergent 
treatments. These products will 
harm the desirable plants. Take 
care not to contact or touch the 
desirable plants while treating. 

Try using a brush or wick for 
applications. This will be time 
consuming, but it's better than 
repeatedly hand weeding from 
an established ornamental 
planting. 

Another option is to reland-
scape heavily infested areas. In 
this situation, the area to be 
landscaped can be pre-treated 
with one of the existing 
bindweed treatments. Then 
bring in plant materials free 
from bindweed. Select plants 
from nurseries that have good 
sanitation practices. 

Why disinfect tools? 
We were in a situation where an 

elm tree had several branches show-
ing "flagging' symptoms of Dutch 
elm disease. Our supervisor insisted 

we disinfect tools while making cuts 
within the same tree. Why? 

—NEW YORK 

The main objective of disin-
fecting pruning tools is to sani-
tiXe the tools to prevent or mini-
mize spreading the disease. 
While pruning branches of the 
same tree that show "flagging" 
symptoms, some judgment is re-
quired. Depending on the extent 
of the flagging and/or browning 
of foliage in the canopy and the 
source of infection, disinfecting 
tools may or may not be helpful. 

Generally, the flagging symp-
toms are the result of fungal in-
fection spread by bark beetle 
feeding activity. The European 
bark beetles feed in the smaller 
branch junctions and spread the 
fungus. In this situation, it is a 
good idea to disinfect to prevent 
further spread. However, if in-
fection occurs through root 
grafting, disinfecting tools may 
be of little value. In my opinion, 
if in doubt, disinfect. It's a good 
sanitation practice to help pre-
vent the spread of fungus that 
causes Dutch elm disease. 

Weed resistance in 
home lawns 

We are having a problem man-
aging common broadleaf weeds, such 
as dandelion or plantain, in some 
lawns but not others. It's a problem 
in lawns with a thin grass stand. Are 
these weeds developing a resistance? 

— MICHIGAN 

The reason why you may be 
having weeds in some lawns and 
not in others may be related to 
"thin" lawns. Any open areas or 

a thin stand of turfgrass can 
allow weeds to germinate and 
eventually establish. Weed seeds 
can remain viable in soil for a 
long period (10 to 20 years). In 
addition, weed seeds can be car-
ried by wind from nearby un-
treated areas. Weeds are oppor-
tune pests that establish in areas 
where there is no competition. 
They compete for the same 
water, nutrients and space that 
are necessary for desirable turf-
grass. If the turfgrass stand is 
thin or the turfgrass is not ag-
gressive like Kentucky bluegrass, 
the area may not fill in very 
quickly. This is particularly true 
with bunch-type grass, such as 
tall fescue or ryegrass. 

Your program and the prod-
ucts you use may be effective; 
however, if the lawn is thin as 
described above, weeds can ger-
minate from seeds and establish 
and present a problem from 
time to time. In this situation, 
consider over-seeding the thin 
lawns with aggressive turfgrass 
and cultivars. Provide good cul-
tural practices for faster filling in 
competing with weeds. 

While managing weeds, it is 
important to make sure that the 
target weeds are present and ac-
tively growing. Quite often, if 
the weeds are not actively 
growing, they will not absorb 
the product and translocate it 
to the root system. I am not fa-
miliar with any reports suggest-
ing resistance to lawn applied 
herbicides. With granular prod-
ucts, an application made when 
leaf surfaces are moist or wet 
gives better results. LM 



In the ever-
changing world 

^ of business and 
industry, one 
thing remains 

' same. Dodge is 
dedicated to people who 

are dedicated to their work. 
For evidence look no further 

than our On The Job program, 
which gives qualified businesses 
commercial breaks, so to speak. 

The program includes a new 
flexible financing and leasing 

plan, which lets you tailor-make a deal based on 
your individual business needs. Even open-end 
leases and upfitting equipment for a new vehicle 
are covered. (When we say flexible financing, 
we mean flexible.) Plus, there's a choice of our 

j r r a s s s extended 100,000-mile/5-year 
Powertrain Care Plus™ service 
contract with Road 
Hazard Tire 
Coverage* or 
up to $500 cash 
back? And all that's 
over and above any national 
consumer incentives. 

J wAn important ° v 
^commercial message from 

The New Dodge 

What makes our On The Job program truly 
outstanding, however, are the capable 
commercial Dodge trucks it covers. 
The newly redesigned Dodge Ram Vans 
and Wagons, with more available 

Magnum® power, more safety features, 
and three different body lengths to choose from. Dodge 

Ram Pickup,n available with an improved 
Cummins Turbo Diesel. And of course, 

Dodge Dakota,n the only pickup in 
its class with an available V-8. 

Whatever your next commercial 
venture, Dodge has an excellent way 

to help you sponsor it. 

""Service contract not available in AL. FL, MS. OK or UT. No refund if canceled. Some vehicles ineligible. There is a $100 deductible for each covered repair visit. Tire coverage 
covers only complete or pro-rated replacement for original four tires, excluding spare. See plan copy and full details at dealer. t$300-$500 cash back, depending on model. 

ttSelect models only. 
Always use seat belts. Remember a backseat is the safest place for children. 

P The New Dodge 
For still more hardworking info, call 1-8QO-WORK RAM. Or stop by our Web site: www.4adodge.com 

http://www.4adodge.com


K f f i c a t W 
This new single-source reference provides 

the most current and comprehensive information 
on the basics of turf grass and landscape 

management available today! 

The Landscape 
Management Handbook 

edited hy 
William E. Knoop 

125 pages, sofitcover 
Item #LSMB830 

$349r> 

% Provides an overall 
understanding of turf 
and landscape care and 
management and covers 
all the basics of the 
green industry 

Covers all the topics both golf course superintendents 
and students of turfgrass and landscape management 
need to know about 

Kg? Combines practical information with the tried 
and true basics of management to provide a single, 
practical, affordable and up-to-date text 

Features detailed information, charts, diagrams, 
figures and tables to illustrate key information points 

The landscape Management Handbook provides a 
unique, single-source reference of comprehensive informa-
tion on a variety of turf and landscape topics. Its an ideal 
handbook for golf course and lawn care superintendents 
and crew members, and is also appropriate for schools 
that teach basic turf and landscape management. 

Call 1-800-598-6008 
Fax: 218-723-9146 

Outside the U.S. 218-723-9180 
A d v a n s t a r M a r k e t i n g S e r v i c e s 

Customer Service Dept. • 131 W. I s l St.. Duluth. VIN 55802 

Shipping/Tax: UPS—add $5 per order, plus $1 per additional book. International, Hawaii, Alaska. 
Canada and expedited shipments—call tor rates Residents of CA, CT, GA,IL, MN, NJ, NY, OH and 
TX must add sales tax. Price subject to change CODE: 950071 
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Tak"itr 
"Look at them. 

They're like kids ™ a 
candy store. 

"Let's see what this baby can do!" 
rat*«rs:S.«»<* a 

"So t ime-

It's Like Christmas in July! 
T h e 15th A n n u a l International Lawn, Garden, & P o w e r E q u i p m e n t 

EXPO 98 is truly u n i q u e a m o n g all international trade s h o w s for a 
•'(lliil^ very important reason: T h e 20 acre O u t d o o r Demons tra t ion Area. T h i s 

d e m o area is d e s i g n e d for you , the l a w n and landscape profess ional . You'll be able to 
test h u n d r e d s of m a c h i n e s from over 170 manufacturers under actual w o r k i n g condi -
t ions. Factory representat ives wi l l be avai lable to a n s w e r your appl icat ion q u e s t i o n s 
and expla in n e w e q u i p m e n t features. In addi t ion to the d e m o area, EXPO 98 of fers 
indoor exhib i t s for over 600 manufacturers and free seminars that can h e l p y o u g r o w 
your b u s i n e s s more profitably. 
T h i s opportuni ty is not avai lable a n y w h e r e else . Take advantage of this opportuni ty 
to test the tools of your trade s ide b y s ide at EXPO 98. EXPO 98 wi l l be he ld at the 
Kentucky Exposi t ion Center in Louisvi l le , KY o n July 25, 26, & 27, 1998. For more 
in format ion about EXPO 98 call (800) 558-8767 or (502) 562-1962 today. 



At Echo; we've been giving landscaping professionals exactly what they need for over twenty-five years: superior outdoor power 
equipment that more than performs...day after day after bumping, jostling, banging, hard-working day. 

The result? Power equipment that exceeds professional demands for quality, durability and dependability. Echo Pro Performance. 
Built by the team that knows what professionals need. Maybe that's why more landscaping professionals choose Echo than any other 
brand of outdoor power equipment. For more information on Echo Pro Performance products call 1-800-432-ECH0 (3246). 


