Experience The Bobcat Advantage!

Ridc smoother. Lift more. Reach farther. Carry faster. Dump higher.
Bobcat extended-wheelbase skid-steer loaders give you all this — and
pride of ownership, too. That’s The Bobcat Advantage!

The Bobcat brand’s smooth ride, rugged reliability, ease of operation,
comfort, safety, dealer support, parts availability, service backup, choice
of attachments and high resale add up to total value that can’t be matched.

Check out The Bobcat Advantage at your local dealer — or ask any Bobcat owner.

For a FREE “Bobcat Advantage” video and 40-page Buyer’s Guide, call our
24-hour fax-back line: 1-800-662-1907 (Ext. 701).

:

Sod Layer does the Landscape Rake grades, Tiller breaks up clumps,
Jjob quickly, effortlessly. levels and picks up debris. mixes material into soil.
MELROE
INGERSOLL-RAND Melroe Company « PO. Box 6019 Fargo, ND 58108-6019 « (701) 241-870( www.bobcat.com
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Controlling weeds is serious business. You need a
herbicide that always delivers. That's why we created

Roundup PRO* herbicide.

PRO/vma1ce

TECHNOLOGY

With its PROformance Technology, Roundup PRO penetrates the leaves
and roots of weeds faster. That means more complete weed control with
no regrowth. Rainfastness in 1-2 hours for wider windows of application.

No weed control callbacks. And lots of satisfied customers.

Always read and follow label instructions. Roundup PRO" is a registered trademark of Monsanto Company.
© 1999 Monsanto Company. pro-lco-99

PROforma




)N your terms.

Technology makes all the

difference.

For all these reasons, Roundup PRO with PROformance

Technology provides the weed control you need -
on your terms. For more details today,

call 1-800-ROUNDUP.
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AgriBioTech revamps management

HENDERSON, NV —
AgriBioTech, Inc., (ABT), be-
sieged by investor-initiated
class action lawsuits, re-
vamped its management team
and announced that it will cut
costs. It's also developing a
plan to consolidate the many
seed companies under its um-
brella into a single entity.

Formed in 1987, ABT has
acquired more than 30 seed
operations since 1995 to be-
come the world's largest forage
and cool-season turfgrass seed
company, with 1998 sales of
about $205 million.

But growth hasn’t been as
smooth as hoped, as indicated
by the lawsuits, the first of
which was filed in January.
The suit and several similar
actions allege that in 1997
and 1998, ABT overstated fa-
vorable financial results and
strong revenue growth, which
caused its stocks to trade at
artificially inflated levels.
ABT's stock (Nasdaq sym-
bol:ABTX), which traded at
$29 a share in July 1998,
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traded in the $5 to $6 range
as LM went to press. ABT
says there is no substance to
the lawsuits and is vigorously
defending itself.

Richard Budd, following
ABT's Feb. 22 annual share-
holders meeting, became
Chairman and CEO of the
company. Budd has been a
member of ABT's board of
directors since1998 when his

company, Lofts Seed, was ac-
quired by ABT. He is CEO of
The Budd Group, Winston-
Salem, NC. Also, board
members took the unusual
step of creating the office of
president, and dividing it
among four co-presidents.

In March, Budd an-
nounced: “Demand for our
products and spring ship-
ments appears to be very

good.” He added that while
ABT can't predict profitabil-
ity for the remaining two
quarters in the fiscal year, it
feels it can break even on the
pretax profit line for the re-
maining six-months of 1999,

Also, Budd said that ABT
will attempt to cut expenses
by $14 million by the end of
the fiscal year.

— Ron Hall

Prepare for gray leaf spot scourge

ANNAPOLIS, MD — Turf-
grass researchers and agrono-
mists convened here in
March to discuss strategies to
avoid a repeat of widespread
damage caused by gray leaf
spot in 1998. The disease
devastated perennial ryegrass
and other turfgrasses across
eastern and mid-Atlantic
states. The severity of the at-
tack caught turfgrass man-
agers off guard in the transi-
tion zone.

While much of the sym-
posium was directed at help-
ing golf course superinten-
dents cope with the disease,
lawn care and grounds pro-
fessionals are warned to be
on the lookout for early signs
of the disease.

Out of control

“One of the frightening
things about gray leaf spot is
the speed with which it
wipes out entire fairways,”
Dr. Mark Farman, Univer-
sity of Kentucky, said at the

symposium.
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“I wouldn't sleep well if I
didn't have some fungicide
down by late July,” added
Dr. Paul Vincelli, also of the
University of Kentucky. He
said the disease will become
most prevalent across much
of the mid-Atlantic states
sometime after the first week
of August.

Disease symptoms in-
clude wilting, minute gray
and reddish-brown lesions on
leaves and twisted leaf tips
with a “fishhook, water-
soaked” appearance.

Scouting and diagnosing
gray leaf spot early is vital.
The disease typically shows
up first in “hot spots” or high
traffic areas, roughs and in
areas with southern exposure.
What you can do

Fungicides such as Her-
itage work well, but turf man-
agers can further lessen dam-
age from gray leaf spot by:

» spoon-feeding nitrogen
to perennial ryegrass late in
the fall when the disease

doesn'’t have the upper
hand. Be careful, however,
because nitrogen can stimu-
late the disease when it has a
good foothold.

» keeping perennial rye-
grass as dry as possible be-
cause leaf wetness helps the
disease thrive.

» mowing with a sharp
blade and when turfis dry be-
cause scientists believe disease
pathogens enter through dam-
aged and cut leaf blade tips.

» removing clippings,
which may reduce disease
potential by as much as half.

P lowering cutting
heights, which appears to re-
duce chances of disease.

» carefully timing over-
seeding of perennial ryegrass
and ensuring seeds make soil
contact.

For a more complete dis-
cussion of gray leaf spot and
other significant turfgrass dis-
eases, look for LM's Disease
Control Guide in May.

— Mike Perrault



TGCL forms new landscape divisions

MEMPHIS, TN — Shortly be-
fore TruGreen-ChemLawn
and LandCare USA merged in
March, executives of both
firms met with member land-
scape contractors. The meet-
ings focused on building an or-
ganizational management
structure as part of TGCL's
integration process, said Paul
Anderegg, senior vice presi-
dent of operations for TGCL's
Landscaping Division.

The new structure is loosely
patterned after TGCL's lawn
care management structure,
using branch and regional man-

agers reporting to divisional
vice presidents.

Four new divisions were
formed, with each divisional
vice president answering to
Bill Murdy, division presi-
dent, and Anderegg. The di-
visions encompass 14 differ-
ent regions:

P Northern Division:
Gene Kidd (3 regions)

P Eastern Division:
Roger Braswell (4 regions)

P Southwest Division:
David Minor (2 regions)

P Western Division: Hal
Cranston (5 regions).

Anderegg said that TGCL
will use teams to accelerate
the integration process re-
gionally. “Key people (in
these teams) will meet regu-
larly to decide how to inte-
grate from a marketing stand-
point,” he explained. “They’ll
also decide what facilities are
needed and not needed
within a metropolitan area.”

Integration teams will also
concentrate on what Tru-
Green-ChemLawn President
Dave Slott calls the “high
touch” process — working in-
dividually with employees so

they understand the integra-
tion process and their own
opportunities within the
larger organization.

Anderegg said the entire
process would be “methodi-
cal” and said it may take up to
a year to accomplish, given
the complexity of the task.
(See related story on page
22)

— Sue Gibson

No Matter Where You Grow Turf and Ornamentals,

 Working to supply the

weeds, diseases.‘
insects and specialty
chemical uses.

* Building a team of turf

professionals with the

right stuff to earn your

business.

* VW&R has been serving &

chemical specialty

customers since 1930.
e Qver 80 U.S. locations.

» We will be calling on
you Soon.

2 _ Van Waters & Rogers Inc. Call Your Local
VW&R Office at...

products you need for

VW&R Would Like to be Your Supplier.

A ROYAL PAKHOED COMPANY
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1800 8884VWR

We understand that failure is not an option for our customers
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PUT US TO WORK

Just tell us what materials you’re looking for and we’ll send them ASAP.
J Light Duty Commercial [_) Safari®/Savana® Commercial Vans [_] C-Series (Medium Duty Conventional)

() T-Series (Medium Duty LCF) [_J W-Series (Light Duty LCF) [_] GMC® Personal-Use Trucks (_) Pontiac® Cars

Do you currently own a GMC? (] Yes (] No

Are you likely to lease or buy? (_J Lease [_JBuy [_JUndecided
If yes, selling dealer: ___

_ When? J0-3 months [J7-9 months [} 1-2 years
If no, preferred dealer:

J4-6 months [_J 10-12 months [_} 2+ years [_]Undecided
If we can do anything else for you, just call 1-800-GMC-8782. www.gmcforwork.com

LM0499



http://www.gmcforwork.com
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OUR 150,000-MILE COOLANT
CAN GO A LONG WAY TOWARD
HELPING YOU MANAGE
YOUR BUSINESS.

To keep your business up and
running, your trucks have to stay up
and running — it's that simple. That'’s
why we've developed a silicate-free
coolant used in our trucks that’s
engineered to last five years or 150,000
miles before its first scheduled change!
The advantage is clear: instead of
going into the shop, your trucks stay
out on the road.

Less Time In The Shop,
More Time Working.

Our Dex-Cool” coolant is just one
little detail out of many which can
add up to big savings in time and
money for your business. The coolant,
for example, works in conjunction
with a whole array of other long-life
components, like platinum-tipped
spark plugs and a one-piece serpentine
drive belt in the powerful Vortec
gas engines of our trucks. So your

first scheduled tune-up is 100,000
miles down the road’

Managing Your Trucks
Is Like Managing Your Business:
Every Detail Counts,

In every little detail, GMC trucks
are engineered for strength, for
durability and for longer intervals
between scheduled maintenance
Less maintenance means less
downtime — so you can spend your
time running your business instead
of taking care of your trucks. For
more information about GMC
commercial trucks, see your GMC
dealer, call 1-800-GMC-8782 or visit
www.gmcforwork.com on the web.
With GMC, you can keep your trucks
running as smoothly as your business.

* Maintenance needs vary with different uses and driving
conditions. See owner's manual for details.
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Gasperini heads VW&R'S turf effort

AUSTIN, TX — Frank Gasperini recently joined

Van Waters & Rogers Inc., as Manager of Turf
Products. VW&Rs is a leading distributor of

Spectrum courts smaller lawn care
companies through Home Depot

ST. LOUIS, MO —In March, Spec- ® orders can be faxed or phoned ™  professional est control products and services.
trum, a division of United Indus- for pickup or delivery; 2 Gasperini's goal is to lead VW&R's national
tries, began marketing a new line of ® the product line has been L growth as a key distributor to the golf, pro-
professional landscape products, in-  specifically developed using the = fessional turf, and grounds maintenance
cluding herbicides and fungicides. same or similar active ingredients : markets. Gasperini comes to VW&R with over
This line will be offered initially and concentrations that are most O 18 years in the turf and ornamental industry,
through Home Depot stores. used and useful to the professional; pesj working with DuPont, Gowan and Lesco.
Mark Gershenson, group man- * MSDS will be available for all  pusj
ager for SpectracidePRO™, told chemical products; &
LM that Spectrum is focusing its e there will be a selection of wet  Rick Doesburg aoquins Thomton
marketing on small- to medium- product packaging sizes; i Landscape
sized lawn/landscape/grounds pro- ® users can purchase products on | Rick Doesburg, a 30-year employee with Thorn-
fessionals, but that the new product  an as-needed or short-notice basis. | ton Landscape, Mainesville, OH, has purchased
line would also benefit larger firms This marketing direction by ! the family-run design/build landscape business
who need product quickly. He Spectrum follows a trend by other i and offices, as well as the Thornton name. Does-
touted the convenience of buying professionals contractors, like i burg, who prior to the purchase was vice presi-
product from outlets such as Home  builders, plumbers and electrians, i dent of sales and marketing, is now the CEO of
Depot, which are typically open to buy from home centers. | the company.
seven days a week, pointing out: — Nancy Stairs }

THERE’S A SUPERIOR NEW
THAT KEEPS

IAMONDS SPARKLING

at are cropping up with some of the traditional

iSk¥for certified TifSport, the new sportsturf developed
: ¢ jelds. It's genetically pure, has a richer color, superior
' mess excellem drought tolerance and holds up to the rough and
CERTIFIED BERMUDAGRASS tumble of big Ieogue play. TifSport. Ask for it by name.

Call 800 584-6598 For the TifSport Grower in Your Area

Developed at the Coastal Plains Experiment Station. Tifton GA by Wayne Hanna, USDA/ARS Geneticist - © 1998 TifSport. TifSport is a trademark of the Tift 94 Graves Assodation, Inc
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