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Do you have a minimum
square footage
you will service?

If yes, please specify:

Yes — 28.2%
No — 71.8%

CONVENTIONS

ALCA meeting draws 650;
first lawn care session held

More than 650 landscape con-
tractors attended last month's
annual meeting of the Associ-
ated Landscape Contractors of
America (ALCA) in Orlando,
Fla., many of whom attended the
first-ever lawn care technical
specialty session on the last day
of the show.

Ronald A. Ahlman, of Law-
rence & Ahlman, Inc., Chicago,
was named to be the 16th asso-
ciation president. Also elected
were: president elect, Bill Thorn-

ton, Jr., of Thornton Landscape,
Cincinnati, Ohio; vice presi-
dents, Wallace SaBell, of Sa-
bell’s, Inc., Denver; and Vernon
D. Smith of Millcreek Gardens,
Salt Lake City, Utah; treasurer,
Ritchie B. Skelton, of Duncan
Landscape Associates, Vienna,
Ohio; and secretary, Allen Kee-
sen, of Allen Keesen Landscape,
Inc., Denver. Last year's presi-
dent Dick Brickman moves to the
post of immediate past presi-
dent.

ADVERTISING

Yellow Pages ads: how
to make them effective

The classified section of the
phone book in any city across the
United States — the Yellow
Pages — is an advertising main-
stay of lawn care companies and
others in the service field.

Ma Bell does a good job of
promoting her Yellow Pages
(“Let Your Fingers Do the Walk-
ing'') and has focused even more
attention on this form of
advertising in the recent past.

A recent independent study
revealed that 95 percent of the
consumers interviewed found
the Yellow Pages helpful in
locating the product or service
they wanted; 78 percent said
they contacted a firm after con-
sulting the Yellow Pages and half
of these people purchased a ser-
vice or product as an aftermath.

Poll a cross section of lawn
maintenance owners in an area,
and you get mixed reactions to
money spent for this type of
advertising. One owner said
“definitely good for the image
but as far as concrete results, not
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much.” Another operator said he
found the Yellow Pages ‘“‘the only
medium you can count on get-
ting you business.” A couple said
they were trimming their Yel-
low Pages budget and empha-
sizing other types of advertising,
specifically, direct mail and
shopper newspapers.

One thing is certain: Owners
found it the most fruitful means
of attracting business from new-
comers to a community.

Lawn maintenance firms

to page 36

QUICK STARTS

National turf federation born in Texas

Fall turf fertilization recommended

Carter asks limits on business owners’ benefits

page 13

Correcting that employe mistake

Should a contract be written or verbal?

Lawn care and Playboy magazine
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TOOLS, TIPS & TECHNIQUES

COST CUTTINGS
PRODUCTS

Serving lawn maintenance
and chemical lawn
care professionals.

For a complete market study of the lawn care industry in St. Louis, see
MARKETPLACE, page 24. This is part of a continuing series of indepth
looks at regions of the country where the lawn care business thrives.
The study includes a profile of the city, potential lawn care custom-
ers, lawn care companies that operate there and how they go about
getting and keeping customers.
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Speakers on the lawn care
panel were: Robert Person, mar-
keting manager, Finn Equip-
ment Co., Cincinnati; Peter H.
Connelly, general manager,
Hydro Lawn Spray, Salem, Va.;
Irvin Dixon, regional manager,
ChemLawn Corp’s Commercial
Division, Atlanta; Skip Strong,
Strong Enterprises, Inc,, Miami;
and Bob Earley, editor of LAWN
CARE INDUSTRY. Erv Denig,
president of Lawn & Turf Land-
scaping, Inc., Fort Wayne, Ind.,
organized the lawn care pro-
gram.

Also well-attended were the
maintenance technical specialty

to page 4

BUSINESS

ChemLawn agronomist speaks out
on lawn care professionalism

A ChemLawn Corp. agronomist based in Westminster, Md. has con-
tacted that state's supervisor of pesticide regulations asking for his
help in upgrading the quality of professionalism among lawn care ser-
vices.

Late last year, agronomist Philip E. Catron wrote a letter to super-
visor David Shriver pointing out that literature has been circulated in
the Baltimore area ‘“containing blatant agronomic inaccuracies and
erroneous assumptions in regards to materials and plant growth."

Recently, Catron told LAWN CARE INDUSTRY: "I just read your
comment in the ‘Behind This Issue’ portion of the January issue con-
cerning unsavory business practices among lawn companies. I could-
n't agree with you more and it is about time someone expresses con-
cern.

He sent a copy of his memo and the erroneous literature to the
magazine "“to let you know how some of us feel.”

The memo to Shriver read in part:

“Earlier this year I attended a meeting in Springfield, Va. It was or-
ganized by many professional lawn services throughout the upper Vir-
ginia area. Landscapers, irrigation people, chemical lawn companies,
etc., and featured many fine speakers from nearby universities and
also people in the lawn care industry.

“I was quite pleased,” Catron continued in the memo, “to see an
organization of lawn companies all getting together under one roof.
The first speaker said some mighty appropriate words to the gathering
to not only start the meeting off but also to try to relate a kind of atmos-
phere that might encompass lawn care professionals in general. He
said, the reason why we are all here is to learn, to exchange ideas, and
most importantly, upgrade the professionalism of the lawn care in-
dustry by working together for the advancement of turf and give the
homeowner a fair shake.”

Catron attached to the Shriver memo a piece of literature given to
his company by a potential customer when she called for a survey and
estimate. He continued in his memo: :

“I would like you to take time to read this piece of advertisement. It
does not bother me that it is anti-ChemLawn. I have heard and seen
anti-everything before. What concerns me is, first, the blatant agron-
omic inaccuracies and erroneous assumptions in regards to materials
and plant growth, and second and most important, the total lack of pro-
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fessional ethics involved in such
literature. Such advertisements
serve only to antagonize other
services and lead to total confu-
sion of the homeowner.”

The two-page advertisement
distributed in the Baltimore area
started out like this under the
headline ‘“More Competition”:

There is a lawn care
outfit in the Midwest
called ChemLawn.
They are a spray
operation whose
prices are exception-
ally low. Recently,
they opened up opera-
tions in Baltimore,
and rumor has it that
they plan to spread
throughout the East
Coast. If you are faced
with them as compe-
tition, the following
points should be help-
Julir:

The advertisement then goes
on to discuss 12 points against the
ChemLawn program that Catron
says contain the agronomic
inaccuracies and erroneous as-
sumptions. In completing his
memo to Shriver, Catron wrote:

“I'm not asking you to com-
ment on the legality, for those
are questions only our lawyers
can answer. What I would hope
can be done from you in the posi-
tion you hold, is that if you ever
have the opportunity to speak to

a group of professionals collec-
tively or individually, maybe you
can impress upon them the im-
portance of working together
rather than apart.”

About the literature, Shriver
last month said, “I wouldn’t be
able to do anything officially to
stop the circulation of the liter-
ature.

“I agree that there were inac-
curacies in it. If I knew who the
company was that was circulat-
ing it, I might call him up and
say, ‘You're running a flim-flam
operation.” ”

The state's laws give the
pesticide section regulation auth-
ority of lawn care company ad-
vertising, but the section does not
have the power to regulate liter-
ature that one company circu-
lates about another, he said.

Also in response to the ‘‘Be-
hind This Issue” published in the
January issue of LAWN CARE
INDUSTRY, John Hogg, presi-
dent of John's Spray Service in
Daytona Beach, Fla, said:

“It was good to hear/ read
your comments about unsavory
business practices in our indus-
try in your January issue. I've
fought the problem for the past
25 years — especially ‘promising
the world’ and ‘not providing
promised services.’ But the good
always survive, even though it is
a battle sometime.”
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Dr. James B. Beard (left), professor of crop and soil sciences at Texas A & M
igan State University turf professor, re-

University, and former long-time Mic

ceived the Meritorious Service Award from Michigan Turfgrass Foundation
s)resuient James Smith at the 48th Annual Michigan Turfgrass Conference in

anuary.

LEGAL

Unlicensed operators
reviewed in California

The Colorado Landscape
Contractors Association has
retained a Sacramento con-
sulting firm to review the
feasibility of controlling the per-
formance of landscape mainte-
nance and installation work by
unlicensed operators.

William H. Geyer, a suc-
cessful legislative consultant,
will research and advise the As-
sociation on possible courses of
action to resolve the long-
standing problem plaguing the
industry.

He will evaluate various pos-
sible approaches to clarifying or
amending the contractors’
license law through legislation.
These will include the enactment
of present regulations into
statutes, clarification of the
terms ‘‘maintenance’’ and
“installation,” creation of a
separate licensing program or
other politically necessary ex-
emptions for small operators and
gardeners.

He will also investigate the
possibility of development of a
consumer protection program
with the force of law, and any
other reasonable alternatives.

TURF

National federation
is born in Texas

With cautious optimism a
group of industry leaders en-
dorsed the creation of a national
turfgrass “‘federation” during the
International Turfgrass Confer-
ence sponsored by the Golf
Course Superintendents Asso-
ciation of America in San An-
tonio, Tx., last month.

A temporary slate of officers

and a committee to write a set of
bylaws were chosen during the
breakfast meeting.

The original idea of a nation-
al turfgrass federation is attrib-
uted to Dr. Fred Grau who made
the motion for creation and con-
sequently put his idea of 1953
into action in 1978. Richard
Morey, publisher of Brantwood
Publications, and Dr. Richard
Duble, a Texas A & M research-
er, are credited for making this
latest and temporarily success-
ful push for a national body to
represent turf interests.

The desire is to make the or-
ganization resemble the Council
on Agricultural Science Science
and Technology, (CAST) a rela-
tively suckussful and non-
competitive organization repre-
senting agriculture. Without
actually lobbying, CAST gathers
data and polls industry leaders
regarding topics of critical inter-
est to agriculture. As a result,
government officials consult
CAST before making decisions of
agricultural issues.

Dr. James Beard, well-known
author and Texas A&M profes-
sor, cautioned the organizers of
the federation against taking any
kind of competitive stance with
other industry associations.
Beard recommended the name of
council rather than federation
for this purpose. “The group
needs to have a total industry
scope and must not threaten the
vested interests of other groups,”
Beard said.

James Watson of Toro Co.,
Minneapolis, seconded Dr.
Grau’s motion for creation and
was named to the bylaw commit-
tee along with Grau, Beard, and
Tom Mascaro. The committee
will also determine how the fed-
eration will be funded.

The officers chosen are Lou
Greco, superintendent of Squaw
Creek Country Club, Ohio,-presi-
dent; Gene Nutter, of Chem-
Lawn Corp.,-vice president; and
Richard Duble — secretary
treasurer. — Bruce Shank




Controls weeds and controls costs
for economical turf maintenance

PROVEL® herbicide is a new formulation of
dicamba, +2,4D, proven effective against
broadleaf weed pests like dandelions and plantain,
plus more than two dozen other tough ones,
including chickweed, knotweed, clover and
English daisy (see label for complete listing).
Cost savings are dramatic: you can provide
broadleaf weed control for an average home

lawn with less than 16¢ worth PROVEL®

herbicide per 1,000 sq. ft. per application.

PROVEL® herbicide is packaged 6x1 gal. per
case, 2x2) gal. per case and 30 gal. drums.

Before using any pesticide read the label Circle 115 on free information card
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Contact your Velsicol turf distributor or send
coupon for product data and specimen label to

eVelsicol

Mr. L. E. Carls
Velsicol Chemical Corporation
341 East Ohio Street, Chicago, IL 60611
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sessions, organized by Frank
Timmons, president of Ladybug
Industries, Inc., Jacksonville, Fla.
Joseph M. Marsh, vice president
of the maintenance division of
Environmental Industries, Inc.,
San Jose, Calif. replaces Tim-
mons as chairman of the ALCA
maintenance committee. He ex-
plained and promoted the
committee’s plans for this year’s
maintenance symposium, to be
scheduled near the end of the
year in San Jose, Calif.

The ALCA maintenance sym-
posium held late last year in At-
lanta was well-attended and
dealt with equipment. Marsh
told ALCA members that this
year's symposium will deal more
heavily with chemical use, and
that he hopes to include many
chemical manufacturers on the
program.

Connelly, realized about $60,-
000 gross in his first year. He said
the most important thing when
starting out is explaining fully to
your customers what you are go-
ing to do for their lawn.

“If you do not do this, too
many people become dis-
appointed with your work when
they get hit with a problem that
has nothing to do with the ser-
vice you are providing them,” he
said.

Dixon said the lawn care
industry is not even on the thres-
hold of its business potential. He
explained that he helped start
the commercial maintenance
division for ChemLawn, based in
Atlanta, and that his main job is
selling and production in At-
lanta.

“The commercial customer
spends money with you so he can
be in a more favorable position
to make money with his clients
that visit his grounds,” he said.
ChemLawn approaches commer-
cial accounts with regional sales
forces across the country, staffed
with professional full-time sales-
men with a knowledge of the in-
dustry. He also said that they
deal primarily with manage-
ment companies.

There was much audience in-
terest in a plan that Dixon men-
tioned where employers can pay
their workers a straight salary
the whole year through, and still
have them working up to 55
hours in the busy part of the
lawn care season. The time is
made up in the off-season, and
no overtime is involved. He said
the system is recognized by the
government.

Strong told the lawn care
audience that a lawn care busi-
ness can save up to $1,000 a year
with an auxiliary engine for his
sprayer tank rather than a PTO
system. He says the savings
comes in less gas used by the ve-
hicle.

Connelly said he preferred a
PTO system because the auxil-
iary engine makes too much
noise in the residential areas
where he does work for his lawn
care business.

4 LAWN CARE INDUSTRY

Ron Ahlman (center), of Lawrence &
Ahlman, Inc., Chicago, new presi-
dent of the Associated Landscape
Contractors of America, elected at
its annual meeting last month in
Orlando, Fla. To his right is
president-elect and meeting chair-
man Bill Thornton, Jr., Thornton
Landscape, Cincinnati, Ohio; also
pictured is vice president Vernon
Smith, Millcreek Gardens, Salt Lake
City, Utah. They were at the board
meeting following the annual
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People are always getting our
name mixed up with something else.

We’re not a fig. That’s Kadota.
We’re not a couple of states. They’re
Dakotas.

We’re Kubota. The tractor com-
pany. But even people who know
tractors don’t know us too well. We’re
not that famous. Yet.

WHO ARE LWE?
Our company is 87 years old, and
we’re the fifth largest tractor maker in

Whats a Kubota?

the world. Since 1970 we’ve had the
good fortune to sell our tractors in the
U.S.A. And we’ve sold more than
34,000 of them.

As American tractor sales go,

that’s not a lot. But we’ve been growing
steadily. And here’s why.

THE MID-SIZE TRACTOR.

Kubota is giving America some-
thing it needs. A mid-size tractor.
We don’t make 100 horsepower giants.
And we don’t make glorified garden
tools. Instead, we cover the ground in

between. $%.
Our tractors range in size from

12 to 47.5 horsepower. And they are
real tractors. Tough, durable, strong.
You can get power take-offs front and
rear and 4-wheel drive. And a three-
point hitch that handles just about
every implement under the sun. Rear-
or mid-mount mower, back hoe, culti-
vator, dozer blade, whatever you need.

WHO NEEDS IT?
Whether you’re working three

acres or three thousand, you probably

have a place for Kubota.




PESTICIDES

Label additions for
Diamond and Monsanto

Diamond Shamrock Corp.,
Cleveland, and Monsanto
Agricultural Products Co., St.
Louis, have announced addi-
tions to product labels granted
recently by government agen-
cies.

Bueno 6 herbicide, from Dia-
mond Shamrock, has been
approved by the state of Idaho
for application on grass seed for
controlling wild oats and certain
other broadleaf and grassy
weeds in bluegrass, fescue and
ryegrass seed production.

Monsanto’'s Roundup has
three new weeds added to its
label — napiergrass, silverleaf
nightshade and wirestem muhly.

REGULATION

EPA announces list of
restricted pesticides

The federal Environmental
Protection Agency has an-
nounced its official list of re-
stricted use pesticides — those
that can legally be used only by
certified applicators.

Of the 23 pesticide ingredi-
ents on the restricted-use list
none are used extensively in

turf, but some are used in tree
and ornamental work. They are:

Aldicarb, marketed by Union
Carbide Corp., San Francisco,
under the trade name Temik for
insect control on ornamentals.

Allyl alcohol, marketed by
Dow Chemical Co., Midland,
Mich. for use on nursery seed
beds.

Azinophos methyl marketed
under the trade name Guthion by
Chemagro, Kansas City, Mo. for
insect control on ornamentals
and shade trees.

Demeton, marketed by
Chemagro under the trade name
Systox for control of aphids and
mites on ornamentals.

Methomyl, an insecticide for
ornamental use marketed as Lan-

If your place is small, we have a
model that’s exactly right to do all
those hard jobs that involve tilling,

digging, or hauling.

If your place is big, you probably
own several big tractors already. But it
doesn’t make much sense to fire up a

qualified to clue you in on what our
tractors can do. And participating
dealers will also explain how you can
get in on Kubota’s Super Sweepstakes
going on now.

So see your dealer soon. And talk
to him about a job.

100-plus horsepower rig to clear some

weeds. Not with today’s fuel and

maintenance costs.

Now that you know a little bit
about us, we hope you’ll consider our

job application.

But no matter how much we tell
you here, your Kubota dealer is best

Wete looking for work.

QIIIIII! Please rush me your newest, brightest, full-color
brochure so I can find out even more about what makes
your tractors so terrific.
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nate by Du Pont Co., Wilming-
ton, Del. and as Nudrin by Shell
Chemical Co., San Ramon, Calif.

Methyl bromide, a fumigant
for soil and nursery stock, mar-
keted by Great Lakes Chemical
Corp., West Lafayette, Ind., as
Bromo-O-Gas and Terr-O-Gas,
and by Dow Chemical Co. and
others.

Paraquat, a herbicide for non-
crop and industrial weed con-
trol around shade trees and orna-
mentals, marketed by Chevron
Chemical Co., San Francisco.

Picloram, a herbicide sold for
non-crop use in brush control
and for utility and other rights-
of-way, marketed by Dow
Chemical Co. as Tordon.

RESEARCH

Wetting agents studied
for crabgrass control

Surfactants in the form of
detergents are useful in washing
dishes and fabrics. As wetting
agents, they can improve water
penetration into a thatchy cus-
tomer lawn.

Now there is evidence that
certain types of surfactants can
affect germination of hairy crab-
grass seeds — with potential
benefit to lawn care business-
men.

According to University of
Delaware turf specialist Dr. Wil-
liam H. Mitchell, tests con-
ducted under growth chamber
and greenhouse conditions at the
Delaware Agricultural Experi-
ment Station have shown that
several wetting agents can be
effective when applied for this
purpose.

Crabgrass seeds may remain
dormant for over a period of sev-
eral months following maturity.
Therefore, at any time in a crab-
grass-infested lawn there will be
dormant as well as actively
germinating seed. Dr. Mitchell’s
tests show that both types of seed
are damaged by surfactants.
Rarely was there complete kill of
seeds in any given test, how-
ever.

The turf specialist has further
found that subjecting treated
seed to subfreezing tempera-
tures for a period of 12 hours in-
creases the effectiveness of the
surfactant. Since crabgrass
plants are easily destroyed by
freezing temperatures, he specu-
lates that use of surfactants prior
to cold weather may have the ef-
fect of triggering germination,
thus setting the stage for further
seed damage.

“Most biological processes
are not as simple as this,” Dr.
Mitchell told LAWN CARE
INDUSTRY, and he stresses that
only through testing of these
findings under field conditions
will he really know how effec-
tive wetting agents can be in con-
trol of crabgrass. Among manu-
facturers of wetting agents are
Kalo Laboratories, Inc., Kansas
City, Mo.; W. A. Cleary Corp.,
Somerset, N.J.; and Aquatrols
Corp. of America, Pennsauken,
N.J.
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MEETINGS

Pesticide Applicators
plan Seattle meeting

The International Pesticide
Applicators Association has
scheduled its annual convention
for Sept. 13-15 at the Sea-Tac
Motor Inn, Seattle, Wash.

The program is pegged for
turf professionals, nurserymen,
applicators and consultants and
will feature speakers on man-
agement, extension research and
the Environmental Protection
Agency. Dick Beeler, editor of
Agrichemical Age, is the key-
note speaker.

For further information, con-

tact: Ed Walters, 20057 Ballinger
Rd., N.E., Seattle, Wash. 98155, or
call (206) 362-9100.

COMPANIES

Perf-A-Lawn holds
training for over 70

Seventy Perf-A-Lawn em-
ployes attended training sessions
focusing on soils, fertilizers,
shade management, renovation,
insects and problem solving.

The sessions, which lasted
from Jan. 30 to Feb. 3 for one

group and from Feb. 6 to 10 for
another, were at the company’s
headquarters in Dayton, Ohio.
At the sessions, employes
from St. Louis, Nashville, Tenn.,
Indianapolis, Ind., Cincinnati,
Dayton, Columbus and
Cleveland, discussed and ex-

amined the regional differences
in lawn care.

Three representatives from
Ohio State University’s turf and
soil programs conducted the pro-
gram. They are Dr. Ron Allter-
ton, Dr. Phil Larson and Dr.
David Martin.

use PRATT
PROTECTIVE

PESTICIDES

for

professional

turf care

Pratt’s Betasan® formulations
Selective pre-emergence herbicide for
control of crabgrass and poa annua in
greens and turf.

Betasan® 4-EC, Betasan® 12.5G, and
Betasan® 3.6G.

MEMOS

Benomyl, cadmium, pronamide studied: Officials for the
federal Environmental Protection Agency (EPA) say they are
evaluating data submitted by the manufacturer and inter-
ested parties in the safety review of pronamide, and still
accepting data in the safety reviews of cadmium and
benomyl. Pronamide is a herbicide marketed by Rohm &
Haas Co., Philadelphia, under the trade name Kerb. Benomyl
is a fungicide marketed by Du Pont Co., Wilmington, Del., un-
der the trade name Tersan. There are a number of cadmium
fungicides on the market, the most notable manufacturers
being Mallinckrodt, Inc., St. Louis, Mo. and W. A. Cleary
Corp., Somerset, N.J.

Pride or pay? Pride of craftsmanship rates higher than
pay raises in an Indiana University survey of 3,000 workers'’
most desirable work-related feelings. But among younger
workers, higher pay was more important. Only five percent
of the 3,000 workers agreed that “working hard makes a man
a better person.”

Single-family homes: In 1974, only about a third of new
home sales were single-family units. Last year the figure was
estimated at nearly half, and some building industry officials
are predicting that by 1980, single-family detached homes
will be preferred by 70 percent of new home buyers. And
sinlgle—family homes represent the largest lawn care poten-
tial.

Auto sales down, home spending up? The home furnish-
ings market may be a principal beneficiary of the sluggish-
ness that has been developing in auto sales, security analysts
believe.

Since the trough of the recession, most of the increased
consumer spending on durable goods has been for autos, they
say, but in the next year or two, they expect the emphasis to
switch to home furnishings, as it has done in past economic
cycles.

Pratt Vapam®

Soil fumigant for new and established
turf. Rids soil of weeds, weed seeds,
harmful fungi and nematodes.

The
Pesticide
specialists
for Over
70Years.

To get your FREE new catalog copy, clip
this ad to your letterhead and mail to:

Can the same be said for lawn care services?

New breed of worker: Employers are responding to a new
breed of younger, more independent worker, surveys show.
Many bosses welcome the new independence, which often
generates greater aggressiveness. ‘Young people have an
attitude of “‘give me a job and I will show you what I can do,”
one lawn care owner said. But others see declining loyalty
and less attention to work. Another recent survey found 62
percent of executives polled have problems supervising and
motivating young workers.

Crabgrass caucus: Charging that they are being discrimi-
nated against by the federal government, congressmen from
suburbs have banded together to fight back. They were led by
Cleveland Democratic Congressman Ronald M. Mottl, who
thought of forming a suburban caucus to counteract what he
said was pressure from the cornstalk brigade on one side and
the urban brigade on the other.

“We're the crabgrass brigade,” Mottl says.

Average hourly pay: Just so the lawn care business-
man knows what he is competing against, the average hourly
pay of factory workers in December rose to $5.87 from $5.81
the preceding month, the Labor Department has reported.

Pounding those house nails: Construction of new hous-
ing units in the third quarter of last year was up 34 percent
compared to the year previous. The following 10 metropoli-
tan areas led the nation in new housing units during that
period — Houston, Chicago, San Diego, Dallas, Los <
Angeles/Long Beach, Phoenix, Washington, D.C., Detroit,

Seattle/Everett and Denver.

Lawn care and Playboy: One of the country’s most popu-
lar magazines — Playboy — has finally taken notice of the
lawn care industry in its March issue. While this might not be
a family magazine, we still certainly can’t print what is on
page 21 in the “Playboy After Hours” section.

® Reg. Trademarks of
Stauffer Chemical Co.

B. G. PRATT DIVISION

Gabriel Chemicals Ltd. Dept. L3
204 21st Avenue « P.O. Box 2138
Paterson, NJ 07509

Phone 800-526-5222
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How a fertilizer
originally designed for golf courses
can give a lawn service the
competitive edge.

All fertilizers are not created equal.

Not only are all analyses not alike, but
manufacturing processes can also differ...
dramatically. In fact, because of patent
restrictions, no other company in the
country can offer you a fertilizer quite like
Scotts ProTurf High Density

Fairway Fertilizer.

A name you can trust. *

Scotts...the grass people \
It’s a name both you and
your customers know well.

ProTurf...Scotts’ professional
turfgrass division. It means that
this is no garden store variety of turf
product. It’s developed, manufactured
and sold specifically — and exclusively —
for professional users...like golf course
superintendents and lawn service
companies.

Results you can count on.

ProTurf High Density Fairway Fertilizer

is a combination of both fast-acting and
sustained release forms of nitrogen, so you
can expect quick green-up and long-lasting
effects. And because it’s non-burning when
used as directed, it can be used with
confidence throughout the entire

growing season.

ProTurf High Density Fairway Fertilizer is
also completely homogeneous, so the
nitrogen, phosphorus and potassium are
distributed evenly. That means that grass
plants get nutrients in the same proportions

f sy > 4
s vy j
¥
\.‘.A

you selected...so you can be sure every
lawn you treat is getting a uniform feeding
time and time again.

ProTurf High Density Fairway Fertilizer
was originally developed to meet the needs
of golf course superintendents

— for a high quality, high
.m nutrient, easy spreading,
- :
dust free, non-burning,
long-lasting maintenance
fertilizer. It is now
applied by thousands of
= turf managers in all sorts of
use and environmental
conditions.

" You buy directly from Scotts.

All ProTurf products are sold directly to
professional users. For more information
about High Density Fairway Fertilizer or
our fifty other fertilizers, fungicides,
insecticides, herbicides, combination
fertilizer/pesticides, seed and equipment,
all you have to do is call us.

Save during ProTurf’s special Spring
Sale...only for lawn services and landscape
contracting companies.

Now until March 31st, you can get special
discounts on the whole line of ProTurf lawn
service products during our special Spring
Sale. And you can wait till late summer —
when your cash flow is better — to pay.
Call the toll free Scottline: 800/543-0006.

(In Ohio, call collect:
513/644-2900.)

\Scoets,

Prolurf Division = O. M. Scott & Sons
Marysville, Ohio 43040
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When theres no compromise n per

Introducing Toro Front
Runner rotaries.

They're self-contained vacuum
grass collecting systems
designed specifically to bag and
carry heavy loads without
penalizing performance.

Result? They stop, start, steer
and maneuver as well loaded
as many mowers with add-on
bag systems do empty.

Since they’re designed for big
grass loads, strain on engines,
transmissions and other
components is cut way down.
Which cuts way down on

repairs and down time.

What's more, Front Runners
offer the largest grass collection
capacities available. The GMT
(left ) handles up to 20 bushels
and mows 48" or 80" wide.

The Turf Truck, with
hydraulic dump system, handles
up to 50 bushels and mows
60" wide. Benefit: More mowing
between grass dumpings.

Or, for wide mowing without
bagging, choose the giant
80" batwing deck on either unit.
Outer wings follow contour
of ground to eliminate scalping.

iy PR SRS

When they bag more

".

ormance, theyre worth even more.

To make your GMT worth
even more, choose a snow plow,
SNow blower or sprayer.

Increase the worth of your
Turf Truck with all season cab.

Toro Red Wagon Service
is one more reason your Toro
is worth more. Every Red Wagon
mobile van comes with a
trained pro and the equipment
and parts he needs to perform
most maintenance on the spot.

Call 800-328-2858 toll-free
for the name of your nearest
Toro distributor and a
demonstration.
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Even fully loaded, Front
Runners maneuver as well
as most riding mowers,
thanks to “bend in the

middle” articulated steering.

10RO

heyre worth more.

TOIO

- ®

Wide track design, long
wheel base and flotation
tires provide excellent
stability, even when
capacity loads are carried.

Worth more.

Circle 112 on free information card



BEAU TTFUL ALL OVER.

0217® brand Fylking Kentucky bluegrass
is beautiful in every way; brilliant green in
early spring, consistent green in summer
heat and long-lasting green into autumn.
It has improved resistance to many dis-
eases, drought, heat, cold, smog and traffic.

Low-growing, Fylking forms exceptionally
thick-knit rhizomes and root system for a
dense sod that helps resist weed invasion.

Now you can have a home putting green

because fine-textured Fylking thrives on
low-mowing (even as low as 1/2 inch).

This physically pure, genetically true seed
contains no annual bluegrass (Poa annua),
bentgrass, or short-awned foxtail.

Beautiful in price, too. Fylking Kentucky
bluegrass seed costs less than most other
elite bluegrasses. Ask for the Swedish
beauty, 0217® brand Fylking Kentucky
bluegrass seed when ordering at your local
wholesale seed or sod distributor.

)
&) FYLKING KENTUCKY BLUEGRASS

U.S. Plant Patent 2887

LAWN CARE INDUSTRY MAR 1978

Another line, quality-controlled product of Jacklin Seed Company.
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NUTRITION

Fall turf fertilization
recommended by VPI’s Hall

Nitrogen is the center of the
spider web of turfgrass manage-
ment. Alter the nitrogen level in
a home lawn and you alter irriga-
tion needs, mowing frequency
and height, herbicide, insecti-
cide, fungicide, aerification and
verticutting programs,
nutritional needs and other
management factors.

“If used properly, nitrogen
provides high quality turf,” says
Dr. John R. Hall III, extension
turf specialist at Virginia Poly-
technic Institute and State Uni-
versity (VPI), Blacksburg, Va. “If
used improperly, it destroys
turf.”

Dr. Hall recommends taking
advantage of the benefits of fall
fertilization to produce the best
lawn for your customers. Lawn
care businessmen who attended
the Virginia Turf Conference
heard VPI researchers tell of the
virtues of fall fertilization. Also,
Dr. James F. Wilkinson, research
director for ChemLawn Corp.,
Columbus, Ohio, has said his
company is doing extensive
research on fall fertilization.

Dr. Hall says that when
temperatures are greater than
55°F., application of nitrogen to
cool-season grasses leads
predominantly to leaf growth.
This leaf growth response will be
greater in the spring than in the
fall and will occur at the expense
of both the applied nitrogen and
the stored plant carbohydrates.
The potential for root and
rhizome growth decreases in
almost direct proportion to the
amount of shoot growth the ap-
plied nitrogen will stimulate.

“In other words,” Dr. Hall
said, “if the applied nitrogen
produces a great requirement for
mowing, then little root or
rhizome growth is likely to result
from the application.” He said
Kentucky bluegrass, bentgrass,
tall fescue, creeping red fescue
and perennial ryegrass should be
fertilized predominantly in the
fall when green leaf tissue is
alive and applied nitrogen can
force photosynthetic production
of carbohydrates.

During these cool months,
respiration (food-using pro-
cesses) rates are low and pro-
duced carbohydrates are more
likely to be utilized for root
growth and food storage. The ex-
tensive root system and stored
food developed in the fall will be
essential for survival of the cool-

season grass plant in the follow-
ing June, July and August.

“Use late fall applied nitro-
gen in moderation,” Dr. Hall
warns, ‘“‘because excessive late
fall nitrogen applications greater
than 12 pound soluble nitrogen
per 1,000 square feet at any one
time can have harmful effects on
turf.” In addition to the in-
creased succulence and pro-
bability of frost damage or win-
ter injury, there can be excessive
promotion of top growth, he said.
Nitrogen applications made in

November and December can
create excessive growth as late
as March or April of the follow-
ing lawn care season.

“Proper nitrogen selection is
essential to achieving maximum
benefit from late fall fertiliza-
tion, he said. Under normal rates
of application, the fast release
materials make possible a more
efficient utilization of applied ni-
trogen. They also are capable of
providing rapid cold-
temperature response. He said
that studies have shown that win-
ter nitrogen applications on bent-
grass increase root growth and
carbohydrate reserves. The slow
rate of nitrogen release from
urea formaldehyde and natural
organic materials at soil temper-
atures less than 50°F. makes

their late fall application of
questionable value. He said
IBDU, manufactured by Swift
Agricultural Chemicals Corp.,
Winter Haven, Fla. does not rely
heavily on soil temperature for
release and has provided satis-
factory late fall fertilization
results.

Dr. Hall said examples of fast
release inorganic nitrogen
carriers include ammonium
nitrage, sodium nitrate, calcium
nitrate and ammonium sulfate.
Urea is considered a fast release
organic nitrogen carrier. These
materials exhibit high water
solubility, rapid plant response,
high rates of nitrogen recovery,
low cost per unit of nitrogen and
minimal dependence on soil tem-
perature for availability.

“l was very pleased with the entire magazine.
Really, I enjoyed it very much. There was quite a
bit of information. Keep up the good work.”

Nicholas Sacco
Paul Sacco & Sons
Long Branch, New Jersey

“Good luck. Great magazine! Thank you for
helping us all better understand the industry!”

Thomas E. Ritchie
Landscaping & Lawn Maintenance
Englishtown, New jersey

*“The most informative lawn care magazine ever!”

Sam DeVito
Cardinal Landscaping
Cleveland, Ohio

“Your articles would be helpful to anyone in the
business.”

Ray M

Lawn Medic of Erie

Harbor Creek, Pennsylvania

“Your magazine is very informative and will be
very helpful to those of us that have not been in
the business very long.”

“Very good start! Continue Marketplace.”
LeRoy Gaskin

Lawn Aid

Tipp City, Ohio

“You have the makings of a very informative
publication.”

David A. Brown, Jr.
Pinebrook Guardian System
Winston-Salem, North Carolina

"“Very good first issue. Let’s have more.”

Michael A. Nawa
A. J. Nawa & Sons
Wyomissing Hills, Pennsylvania

“This publication is very helpful and informa-
tive to persons involved in the lawn care
industry.”

Kurt E. Graeser
Graeser’s Landscaping & Nursery
Louisville, Kemucﬁy

““Your magazine is a must as it tells latest develop-
ments in lawn care industry.”

Jerome Bonicos
Econo Lawn Service
Waldwick, New Jersey

“We really like the entire paper. We needed it. I'm
at the point where some nitty gritty expressions
and/or financing theory articles could help.”

John Leonard Papp
Lawn-Spray Company
Califon, New Jersey

“I think this is great!"”’

Dan Hollingsworth
Lawn Consultants
Lilburn, Georgia

““The best magazine in the field.”

Ward L. Hartzell
Beauti-Care Catdmir;e
Mountlake Terrace, Washington

“Fantastic!”

Larry Kapp
Green Lawn, Inc.
Ft. Wayne, Indiana

“Your publication has a good start. Keep it short
and to the point.”

Don Teske
Don’s Lawn & Garden Care
Beloit, Wisconsin

“The content is excellent. Don’t change. Best and
most precise and informative paper ['ve read in 25
years! Excellent! Congratulations.”

Clarence Davids, Sr.
Clarence Davids & Sons, Inc.
Blue Island, Illinois

Thank

You
Readers!

LAWN CARE INDUSTRY

“l think you have a winner! Manufacturers
should jump on this magazine. We need special
equipment.”
Allen A. Dall

Lawnco Inc.
Brooklyn Heights, Ohio

“Your first issue is excellent. Keep up the good
work!”

George F. Boairight

Lawn Doctor of Central Virginia

Lynchburg, Virginia

“An excellent publication which will be very
helpful in keeping everyone informed and which
should do much to bind us as an industry.”

Floyd Franklin
Rollins Lawn Care
Atlanta, Georgia

“’First edition was great.”

E. Meffert
E. Meffert Landscaj
Mount Dora, Florig:

“Seems like everything was covered pretty well.
Keep up the good work.”

Thomas G. Brune
Atwood Lawnspray, Inc.
Sterling Heights, Michigan

“I'm really impressed with LAWN CARE IN-
DUSTRY. You all did a fine job. If I can help in
any way, please let me know. Agrilawn is a fairly
small company, but we"ve run the same problems
getting started as everyone else.”

Robert L. Habermehl
Agrilawn Incorporated
Owensboro, Kentucky

“Keep all publications like the first and you've
got it.”
Ted Kabat

Diamond Shamrock
Nazareth, Pennsylvania

“Excellent publication. Enjoyed reading it very
much. Anxious for next issue.”
John E. Meadors

Meadors’ Lawn & Grounds Maintenance
Danville, Virginia
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Robert ]J. Moeller, has been
named to the new post of vice
president, marketing and sales,
for Toro Co.’s Outdoor Power
Equipment Group, Minneapolis.
The assignment gives him overall
responsibility for the marketing,
sales and service of all of the
company’s consumer and profes-
sional equipment for lawn and
turf maintenance.

Dan Skahill has been named to
manage advertising and pro-
motion for Moody Sprinkler Co.,
Costa Mesa, Calif. Also, Steven
R. Solorio has been named
technical services manager. He
will be responsible for technical
communications with dis-
tributors and users as well as
field service and repair
facilities.

Voorhees Gambrell

New distributors have been an-
nounced for Hahn, Inc., Evans-
ville, Ind.: Bill Voorhees, owner
of Bill Voorhees Co., Nashville,
Tenn., will handle the central
Tennessee territory; David Gam-
brell, manager of Gambrell
Equipment Co., Memphis, will
handle the Memphis/eastern
Tennessee area; Wayne M. John-
son, sales manager of Drake
Hardware, Burlington, Iowa, will
handle the Iowa, Illinois and
Missouri territories; Richard

Duke, owner of Duke Lawn
Equipment, Burlington, Ontario,
will handle the Canada terri-
tory; and Greg Thomas and Jim
Listerman, owners of ]J/G Out-
door Products, Cincinnati, will
handle the Cincinnati/Tri-State
area.

Ay QW
Wehner

Dr. David ]. Wehner has joined
the staff of the University of
Maryland department of
agronomy as an assistant pro-
fessor. His duties will be in the
area of turfgrass research and
teaching. He received his B.S. in
chemistry at Notre Dame in 1972.
Following graduation, he accep-
ted a research assistantship in
turf management at Penn State
University. His M.S. thesis dealt
with varietal identification of
Kentucky bluegrass. He con-
tinued at Penn State and com-
pleted his Ph.D. program in 1977.
For his Ph.D. he studied heat
tolerance in Kentucky bluegrass
and perennial ryegrass.

Davis Division of ] I Case,
Wichita, Kan., recently announ-
ced the promotion of Steve Bar-
ber to manager of marketing ser-
vices. He is responsible for coor-
dinating and supervising sales
promotion plans, advertising and
product training programs and to
work closely with new product
development.

Barber

Fay Powell

Pam Fay has joined FMC Corp.’s
Outdoor. Power Equipment Divi-
sion, Port Washington, Wis., as
product manager for Bolens front
and rear engine rider products.
Also, the company has announ-
ced the appointment of three
new service parts distributors:
Carl A. Anderson, Inc., Minne-
apolis, will distribute service
parts in North and South Dakota,
most of Minnesota and a portion
of Northeastern Wisconsin.
R.P.W., Inc.,, Omaha, Neb., will
cover most of Iowa and
Nebraska; and H. A. Waterman
Co., Indianapolis, will cover
most of Indiana and portions of
Illinois, Kentucky and Tennes-
see.

The following Bolens dis-
tributors have expanded their
facilities and territorial coverage
for service parts:

M & S Lawn Supplies, San An-
tonio, Texas will distribute ser-
vice parts in Oklahoma, most of
Texas and a portion of Louisiana
with Norwood Bicycle and
Lawnmower Shop, Jacksonville,
Fla., now covering Alabama,
Georgia and a major portion of
Florida.

Gary D. Powell has joined the
Carl A. Worthington Partnership,
Boulder, Colo. as a senior associ-
ate in the firm. He is a registered
landscape architect in Colorado.
Lawrence A. Tomlinson has been
named manager, advertising and
sales promotion, professional
chain saws and special markets
for Homelite Division of Tex-
tron, Inc., Charlotte, N.C.

Mfg. Company

gallon sizes.

you get in higher round style tanks.

gy esscCo

_ SPRAYERS

Whether your needs are for weed control, lawn insect or fungicide
spraying, ornamental and shade tree spraying, or any general out-
door work, we have the exact sprayer you require.

Our reinforced fiberglass low profile tanks are available in the
following sizes: 50, 100, split 100 (2 x 50), 200 and split 200 (2 x 100)

These tank sizes can be incorporated into many varieties of

3

30" Aeri-Boy, jr. has spoons that pull
a plug of soil, forming a cavity to let
air, water, and fertilizer reach grass

The reinforced fiberglass tanks are a low profile square design to roots.

minimize space, look attractive, and reduce chemical sloshing that Low investment. Use throughout the season

New!

{ Lawn size
¥ | _== version
NS o Hahn
. professional
e 2 aerifier
used on
golf courses.

Hahn Aeri-Boy, Jr.

Attaches to riding mower to aerify
to beautify the lawn while mowing

sprayers using Hypro, Bean, Cat or Sherwood pumps, either electric 74 ,
or gasoline powered. ! {

All our spray units come complete with tank, pump unit, welded & 0
steel chassis and hose reel, either skid or trailer mount. ‘5‘. '
P.O. BOX 124 AMITYVILLE, AP )

NEW YORK 11701 ~
516-799-7805 7

Hahn Estate Aerifier®

Self-propelled aerifier with 3 H.P.
Briggs & Stratton engine.

Only Hahn makes an Aerifier
for homeowner use.

“ann Write for complete information
1625 N. Garvin, Evansville, IN 47711
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Mike Dempsey has joined the
San Jose branch office of Target
Chemical Co., Cerritos, Calif. He
is a state licensed pest control
advisor in California. His pri-
mary responsibilities will be pest
control advisor to landscape con-
tractors and golf superinten-
dents. He also has an agricultural
pest control operators license in
weed control; nurseries; orna-
mentals and turf; residential and
institutional; and vertebrate
pests. His experience includes
four years as manager of a land-
scape maintenance division of an
area landscaping firm. He is a
member of the board of directors
of the Northern California Turf-
grass Council.

L £

Raymond

Dempsey

Jeff Raymond has been pro-
moted to sales manager for
Applied Biochemists, Inc., Me-
quon, Wis.
Keith Woodruff is assistant
manager of Lawn Groomer,
Bloomington, Ill. He had
previously been an applicator.
Michael Tanzini is vice presi-
dent of the Landscape Depart-
ment for Ted Collins Associates,
PraL T V.CtoT, '"N.Y. He had
previously been a sales
representative.

A
Guadagni
Bob Guadagni has been named
district manager for northern
California and northern Nevada
for Rain Bird Sprinkler
Manufacturing Corp., Glendora,
Calif. He will have responsibil-
ity for the company's turf
sprinkler activity in this area.
Also, Keith Shepersky has been
named district manager for
Hawaii. He will be working in
both the turf and agricultural
fields.

John Shaich is a lawn care ap-
plicator for J. C. Ehrlich Co., Inc.,
Reading, Pa. The announcement
was made by Paul Waner,
manager of the company’s lawn
care division.

Mitchell Crose is vice presi-
dent of sales and public relations
for Ace on the Ball Pest Control,
Inc., Clearwater, Fla. He had
previously been secre-
tary/treasurer.

Dwight Thompson is manager
of Flo-Lizer, South Solon, Ohio.
The announcement was made by
Shirley Farrell.

Shepersky
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MEETINGS

Kansas conference,
field day are set

The Central Plains Turfgrass
Conference is scheduled for Oc-
tober 4-6 in Manhattan, Kan. In
addition, the Central
Plains/Kansas State University
Field Day will be August 23 at the
University in Manhattan.

At both events, topics to be
discussed will include research
results from Kansas Stale
University and turfgrass culture
information for lawns, general
grounds, parks, athletic fields
and golf courses. At the con-
ference, training sessions will be
held October 4.

For further information, con-
tact: Dr. Robert N. Carrow, assis-
tant professor of turfgrass
science, Kansas State Univer-
sity, Horticulture Department,
Waters Hall, Manhattan, Kan.
66506, or call (913) 532-6170.

TAXES

Carter asks limit
on owners’ benefits

A proposal by President Car-
ter to Congress has asked for a
limit on fringe benefits for peo-
ple who own more than 10 per-
cent of corporation. And the pro-
posal could hurt owners of some
small businesses.

The President wants only 25
percent of benefits or outlays for
benefits for all employes to be
for the owners; any excess would
be taxed to the owners. Thus, a
one-owner firm such as a lawn
care company can spend $400 for
the owner's medical insurance if
its spends $1,200 for the em-
ployes. Or it can buy the owner
$16,666 of life insurance if it buys
employes $50,000 worth.

It will hurt some small busi-
nesses, a spokesman for the
Treasury Department said. But
something should be done about
owners who get free medical and
life coverage from their firms
and give employes little or noth-
ing, he says.

HERBICIDES

Private labeling
of Betasan announced

Stauffer Chemical Co., West-
port, Conn., has announced that
Betasan selective turf herbicide
is now available to commercial
lawn care businessmen under
several private labels.

The product names, com-
panies and sales regions include:

Best Betasan 4E and Best
Betasan 12.5G, Occidental
Chemical Co., Lathrop, Calif,,
marketed on the West Coast

Betamec-4, PBI Gordon Corp.,
Kansas City, Kan., marketed
nationally

Lescosan 4E and Lescosan
12.5G, Lakeshore Equipment and
Supply Co., Inc., Elyria, Ohio,

marketed east of the Rockies
Pratt Betasan 4E, Pralt Beta-
san 12.5G and Pratt Betasan 3.6G,
B. G. Pratt Division, Gabriel
Chemical Co., Paterson, N.]J.,
marketed in the Northeast
Pre-San, Mallinckrodt,
St. Louis, Mo.,
nationally
Rockland Betasan 4E and
Rockland Betasan 12.5G, Rock-
land Chemical Co., West Cald-
well, N.]., marketed in the North-
easl
Belasan is a preemergence
herbicide that controls crab-
grass, Poa annua, goosegrass,
henbit, foxtail and fall panicum,
the company said. It will not
leach because it has good
residual properties, the company
said.

Inc.,
marketed

The 1978 officers and trustees of the Ohio Turfgrass Foundation are pictured
at the recent OTF Conference and Show. Front (left to right) Dave Martin,
executive secretary; Lou Greco, past president (Squaw Creek Country Club];
John Fitzgerald, president (Century Toro Distributors]; Merrill Frank, presi-
dent-elect (Brookside Golf & Country Club); Bill Hill, vice president [Geo. W.
Hill Co.); Mark Yoder, treasurer (Worthington Hills Country Club). The trus-
tees are (back I-r): Gene Burress, Cincinnati Golf Courses; Dick Warner, O M
Scott & Sons; Bob Robinson; ChemLawn Corporation; Kermit Kelk, Spring-
field Country Club; Ron Giffen, Lakeshore Eﬁ;uipmenl & Supply Co.; Gary
Fichter, Ironwood Estates & Golf Club; John Goodwin, Shawnee Country
Club; and Bill Burdick, Canterbury Country Club.
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Weed-free turf
starts with Dacthal.

Gentle on delicate grasses.
Tough on weeds.

Begin with DACTHAL® herbicide before
weed seeds germinate. A lot of trouble-
some weeds will never see the light of
day. Crabgrass. Poa annua. Goose-
grass. Foxtail. Carpetweed. It's a great
way to start a weed control program.

Dacthal is the standard in the industry
for preemergence control of annual
grassy and broadleaf weeds in turf. And
has been for many years. Dacthal gives
you broad-spectrum control . . . stops 21
weed pests in turf and ornamentals.

Dacthal controls weeds without harm-
ing tender turf. Can be used on almost
all grass species and varieties.

If you plan to reseed or sow new grass
in the fall, you'll want to go with
Dacthal for your spring and early sum-
mer applications. After new grass
seedings have exhibited a greening of
the newly sprouted grass (about 1 to
1%2 inches high) you can apply Dacthal
without injury to the turf.

A two-application Dacthal program
provides economical control of both
early and late-germinating weeds. Make
your first application in early spring be-
fore crabgrass seeds germinate. Time
the second for mid or late summer, de-

pending on your specific weed problems.

Circle 116 on free information card

Veronica filiformis a problem in your
area? Hit it with Dacthal as a post-
emerge. Thorough coverage of the
actively growing weed gives un-
equalled control of this pest.

Weed-free turf starts with Dacthal . ..
and continues with the broad line of
Diamond Shamrock turf products, in-
cluding DACONIL 2787®°, DACAMINE®,
and DACONATE®.

See your turf chemicals supplier for
more information on full-season pro-
tection for your turf. Or contact the
Diamond Shamrock Agricultural Chem-
icals Sales Office nearest you: Three
Commerce Park Square, 23200 Chagrin
Blvd., Beachwood OH 44122 - 1401

W. Paces Ferry Rd. NW, Atlanta GA
30327 - 5333 Westheimer, Suite 850,
Houston TX 77056 « Commerce Plaza
Bldg., 2015 Spring Rd., Oak Brook IL
60521 « 617 Veterans Blvd., Redwood
City CA 94063.

Diamond
Shamrock

The resourceful company.




TURF

Tank mixes recommended for
hydraulic turf establishment

Tank mixes in hydroseeding
can range from simply seed or
sprigs and water to combina-
tions of seed mixtures, fertil-
izers, lime, mulches, tackifiers
and compatible pesticides.

Each of the components
should be evaluated for their
suitability in achieving the de-
sired establishment, according to
Dr. Charles H. Darrah, exten-
sion turf specialist at the Uni-
versity of Maryland. He also says
care should be taken to avoid
incompatibilities, and that

chemicals and fibers are not
substitutes for good agronomic
practices. In an earlier article
(see “Hydraulic Seeding Proc-
ess Used To Establish Home
Lawns, Nov/Dec, page 25),
mulching material and tacki-
fiers were examined. This arti-
cle discusses other components
included in tank mixes.

In most instances, Dr. Darrah
said, fertilizers and liming mate-
rials are added to hydroseeder
tank mixes to help overcome fer-
tility and pH deficiencies during

establishment. Hydroseeding
allows the application of both
soluble and insoluble types of
fertilizer in a slurry. Liming
materials and insoluble fertil-
izers must be mixed in the slurry
and agitated to be kept in sus-
pension. From a test of the soil
present, the proper ratio of nitro-
gen, phosphorus and potassium
and the amount fo lime needed
for the establishment of the
hydryseeded materials can be
determined.

Dr. Darrah said that slow-
release fertilizers have been ad-
vocated for use in hydroseeding.
According to studies in Califor-
nia, if slow-release fertilizer is
used, it should be combined with
an application of conventional
“fast-release” forms. This is to

Nitroform" works 'round
the clock to keep lawns
greener longer.

16

While others sleep, you can
be providing lawn care ser-
vice to satisfied customers.
The secret is Nitroform®
slow-release nitrogen. It
works around the clock to
give green, healthy lawns.

Keeping grass greener
between visits is the best way
to hold customers, while
attracting new ones. Home
owners will readily see that
your lawn care service does
the job with dependable
results . . . atless cost than
they can do it themselves.

Nitroform is the best way to
apply long-lasting nitrogen. ..
whether you have equipment
for liquid or dry application.
You can use Nim)f( T as
?vmnular BLUE CHIP® oras
’OWDER BLUE™ sprayable
slow-release nitrogen.
Nitroform gives uniform
coverage, and is compatible
with most lawn care mate-
rials, including pesticides.
Nitroform is the quality
slow-release nitrogen.

It's nonleaching. It keeps
feeding long after your crew

For Quality Nitrogen

W I BUCEUBLY
LEICREOOAT
V00080007

™

has moved on to other jobs.
Because it's nonburning,
even inexperienced labor can
apply it.

With Nitroform, benefits are
always predictable per-
formance, easy application,
dependable results. What
else could you want, except
possibly more information?

For that, write

Agricultural Chemicals,
Hercules Incorporated,
Wilmington, Delaware 19899.
Phone: 302/575-5000.

—&_ HERCULES INCORPORATED ...,

*Registered Trademark of Hercules Incorporated/™ Trademark of Hercules Incorporated
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insure that nutrients are avail-
able shortly after germination
when the plant needs them.
Slow-release fertilizers are ex-
pensive (several times the cost of

conventional fertilizers) and
breakage may occur in the
hydroseeded materials can be
ters their slow-release proper-
ties.

Another component that has
been used in hydroseeder tank
mixes is a compatible herbicide.
Glyphosate, marketed as Round-
up by Monsanto Agricultural
Products Co., St. Louis, Mo. has
been used in tank mixes to eli-
minate existing vegetation, Dr.
Darrah said.

Also, siduron, marketed un-
der the trade name Tupersan by
Du Pont Co., Wilmington, Del.,
can be used to help eliminate
weed competition when hydro-
seeding Kentucky bluegrass.
Also, simazine, marketed under
the trade name Princep by Ciba-
Geigy Corp., Greensboro, N.C.
has been successfully used when
hydrostolonizing zoysiagrass.
Compatible insecticides and
fungicides have also been used
in tank mixes. The use of pesti-
cides in the tank mixes is gener-
ally considered only in special
cases, and may not conform to
label recommendations, Dr. Dar-
rah warns.

MEETINGS

ChemLawn vp Miller
at Southern conference

If you're mixing lwo pesti-
cides with unknown compatibil-
ity for the first time, always run a
jar test and apply the mixture to
a small patch of grass, Dr. Robert
Miller told conferees at the 1978
Southern Turfgrass Conference.

Miller is a vice president of
ChemLawn Corp., Atlanta. More
than 365 turf professionals at-
tended the conference. “If you
use the mixture for the first time
without testing it you may have a
problem. If you use the mixture
on 500 lawns, you may have a
real problem,” he said. At the
January conference, he stressed
the importance of tank compati-
bility when mixing chemicals.

The three ways to tell if the
chemicals are incompatible, are
charts, a jar test and application
to a small area. When conduct-
ing a jar test, he suggested mix-
ing the chemicals at the same
portion as would be used in the
tank.

The April issue of LAWN
CARE INDUSTRY will
feature Detroit in its
Marketplace story. Also,
Los Angeles will be fea-
tured in May and Cleve-
land in the June issue.

For ad on following page circle 117 on free information card §
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MANAGEMENT

17 suggestions on how
to correct employe mistakes

Correcting the mistake or
error an employe has made can
seem easy to handle, but there is
much potential trouble. Person-
nel today are better educated
than in the past. There are more
opportunities open to them else-
where. But of top importance,
each employe has definite ideas
about the employer-employe
relationship that have to be
considered.

Here are suggestions to make
the corrective step not only
easier but with assurance that
the right move is being taken.
They apply to both small mat-
ters and major ones in any lawn
care firm management.

Avoid acting immediately.
Emotions may be misleading.
The employe is also on the
defensive. A truer picture of the
situation will exist when there is
time to relax and approach the
incident calmly.

Be sure of the facts. All of
them may not be obvious. Some
element below the surface could
have major importance. The ef-
fort spent toward obtaining the
true picture is usually repaid in
revelation of the simplest step to
take.

Show “How to” . .. not “How
not to.” The former is true
correction; the latter chiefly guilt
placing. There is often a good
chance the employe was really
nol aware of the proper step.

The key word is “correction”
and not punishment. The latter is
generally foremost in mind and
has to be kept under control. It
has application only where re-
peated offenses exist. Keep in
mind that punishment should be
known about before the mis-
take; not afterward.

Make that correction pri-
vately. When others are present
your employe has to go on the
defensive to save face. That is go-
ing to make the whole thing more
difficult to handle. It can also
develop ill feeling within your
slaff.

Argument is better avoided.
Discussion may have value when
correction of an employe is being
handled but even mild argu-
men! will aggravate the average
situation. Control of it is up to
you; an employe cannot be ex-
pected to do so.

Make the whole thing imper-
sonal. Refer to effect of that mis-
take on the business rather than
on yourself. An impersonal silu-
ation is easier to handle,

Be explicit about the damage
done. Often an employe has no
idea as to the effect from what
has happened. Down playing ef-
fect can lead to the same thing
happening again in the future.

Know your legal rights. Get
them from your lawyer as local
and state rules enter into it. If
dismissal is necessary be sure no
action is taken that can bring

down the forces of employe
protection laws.

Keep even mild threats out of
it. Telling an employe what will
happen if the mistake occurs
again is seldom advisable. Doing
so0 is sure to affect future perfor-
mance.

Have the correct perspec-
tive. Labeling a minor mistake as
something of colossal impor-
tance seldom fools that employe.
Instead, respect for yourself and
for the business declines. A less

proficient employe results.

Make it simple and to the
point. Approach of a flowery
nature only makes things worse.
Misunderstanding invariably
results. The simplest and most
direct approach is invariably
best in corrective steps.

Try for a co-operative ap-
proach. “We can work this
out—" handles the simple or
complicated correction easier
than, “This is the way it is to be
done.” The first attitude also
helps put the employe al ease
and makes suggestions less diffi-
cult to acceplt.

Leave ‘‘guilt” out of it. Dwell-
ing thereon attains nothing for
that employe is well aware of
having done something wrong.
Emphasis on the guilt factor

merely builds up a defensive
attitude.

Pick the right time. Handle it
when things are relaxed. Any
outside pressure is sure to result
in hurried action that may be re-
gretted later.

Penalty has to be fair. Over
penalizing results in nothing but
future trouble. The scared
individual can never be totally
productive in the future.

Encourage questions. Doing
this is one good way of making
certain the employe not only
understands what happened but
also what is to be done in the
future.

Use a compliment or two.
This is one time that your em-
ploye definitely needs a “‘pat on
the back.”

Rounc!u

Roundup” belongs in your turf renovation program.

Renovation of a weedy fairway, sod farm or other
grassy area used to be a laborious and time-consuming
chore, but not any more.

Not with Roundup* herbicide by Monsanto. Because
one application of Roundup will control many annual
and perennial weeds, yet allow you to proceed with
tillage and planting operations as soon as seven days later.

Roundup also makes sense wherever treatments for

rounds maintenance are called for. One man with
oundup in a backpack sprayer can replace many of the
herbicides and frequent repeat treatments that are
often necessary.

“Translocation” is the key.
Roundup is applied to
the weed foliage, absorbed
through the leaf surface, and
“translocated"” throughout
the entire plant. In this way,
Roundup destroys the entire
weed, including the roots
or rhizomes.

Roundup gets to the root of the problem.
Including many of your
toughest vegetation problems, like:
bluegrass, bermudagrass, quack-
grass, bindweed, johnsongrass,
fescue and vaseygrass.
¢ Can you afford to let another
season go by without Roundup in
your turf renovation and grounds
maintenance programs? \?
chemical dealer is the one to see for
your supply of Roundup herbicide.

. There’s no better
grooming aid for unruly turf.

5
3

Roundup has no
residual soil activity.
That's why you
can go in seven days
later and re-plant.
Roundup won't wash,
leach or volatize
from the treated area
to injure desirable
vegetation. Naturally,
normal precautions
should be observed
to avoid spray drift.

our local

There’s never
B @ been a herbicide

like this before.

~ Monsanto

ALWAYS READ AND CAREFULLY FOLLOW THE LABEL DIRECTIONS FOR ROUNDUP HERBICIDE

Roundup® is a registered trademark of Monsanto Company, St. Louis, Mo, * Mansanto Company, 1978
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Cashinonthe

inlawn
Callinthe

LEAF SPOT DOLLAR SPOT FUSARIUM BLIGHT

PYTHIUM BLIGHT
STRIPE SMUT OR COTTONY BLIGHT

18 LAWN CARE INDUSTRY MAR 1978




big potential

disease control.
TERSAN team.

FUNGICIDE

One sure way of increasing your profits
without major investment is to promote lawn
disease control to your customers.

Every lawn in your area can get
disease when the weather conditions stress the
grass. By learning how to recognize and
control stripe smut, leaf spot, dollar spot,
Pythium blight and Fusarium blight, you can
have more satisfied customers and extra
Income.

But you’ve got to diagnose the disease
early and then treat it quickly. That’s where
the TERSAN team can help. Because this lineup
of four fungicides gives you a proven, effec-
tive control for just about every lawn disease
you’ll ever run into. No shotgun treatments.
No guesswork. No waste or extra expense.

To learn more about lawn diseases,
write Du Pont for its literature. Just fill out
and mail in the coupon at the right.
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Lawn Products

With any chemical, follow labeling
instructions and warnings carefully.

E.I. DU PONT DE NEMOURS & CO. (INC.)
TERSAN TURF PRODUCTS

ROOM 24933

WILMINGTON, DELAWARE 19898

PLEASE SEND ME A COPY OF YOUR NEW
LAWN CARE LITERATURE.

NAME

COMPANY

TITLE

ADDRESS

CITY

STATE
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CUSTOMER RELATIONS

Should a contract
be written or verbal?

Some lawn care companies
use written contracts to protect
both the company and the cus-
tomer. Other companies feel this
is not necessary, and some even
advertise ‘“‘no written contracts”
in Yellow Pages ads. Which way
is best?

“Whether or not we use a
written or verbal contract de-
pends upon several factors,”
says Ron Phillips of Phillips of
Phillips Lawn and Tree Service,
Arlington, Texas. ‘‘First, how
well do we know the customer?
Many times with an established
client all that is required is a ver-
bal agreement and handshake.
However, don’t neglect to be spe-
cific about what work will be
done and for exactly how much
money."’

He says that when you give an
estimate for work to be done,
make sure of your price before
giving a quotation. Even a good
customer may be irritated if he is
presented with a final billing
much higher than the original
estimate. If you are unsure of the
final costs of the job, you might
give an approximate figure, but

do not exceed your approximate
high figure by more than 10 per-
cent.

“It is generally better cus-
tomer relations to arrive at one
specific price before starting a
job and trying if at all possible to
stay within that figure,” he said.
“Beware of customers who try to
add additional free work after
the price is set.”

Clearly establish with the
customer when the full payment
is due, he says. Have it under-
stood if payment is to be in in-
stallments as the job progresses,
for example as it might be on a
large job; or in one lump sum
when the job is completed.

“On your regular mainte-
nance accounts you will have to
carry them on a monthly billing
system,” he said. “Most of our
residential customers pay every
service trip, but most commer-
cial accounts pay once a month.

“We generally go to a written
contract whenever we do not
know the customer or when we
will have a large dollar input into
the job,” he said. “For our writ-
ten contracts we use standard
proposal and acceptance forms
available at local office supply
stores. They are simple, yet spe-
cific and legally binding when
signed by both parties. In the
contract you can specify a down

payment if necessary. This helps
finance the job, and protects you
from a total loss in the unlikely

event the customer defaults on
the bill.”

RESEARCH

St. Augustinegrass
root growth studied

St. Augustinegrass is unique
in terms of responding to potas-
sium with increased shoot and
root growth, according to turf
researchers at the Texas Agricul-
tural Experiment Station.

The test results are note-
worthy for those lawn care busi-
nessmen in the South and South-
west who have to contend with
St. Augustinegrass lawns.

The influence of potassium
on the root growth and turfgrass
quality of Floratam St. Augus-
tinegrass was investigated in

both field and greenhouse
experiments by Dr. James B.
Beard, professor of crop and soil
sciences, and ]. M. DiPaola.

Increases in turfgrass quality,
vertical shoot growth, number of
actively growing roots and daily
root growth rates occurred dur-
ing the first two weeks following
sod transplanting. St. Augustine-
grass roots reached depths in
excess of 19 and 46 inches after
three and six weeks respec-
tively. A stable root growth rate
of just over one inch a day was
attained after two weeks. Night-
time root growth rates were 22
percent greater than those of the
daylight period.

Shoot and root growth de-
creased markedly during drought
stress. Root maturation was
hastened by drought stress. In-
creased potassium fertility pro-
duced greater total root dry
weights, but did not affect the
distribution of roots within the
soil profile.

MONEYWISE

Three kinds of money borrowing

When you set out to borrow money for your lawn care
business, it is important to know the kind of money you need

from a bank or other lending institution. There are three
kinds of money — short-term money, term money and equity
capital.

Keep in mind that the purpose for which the funds are to
be used is an important factor in deciding the kind of money
needed. But even so, deciding what kind of money to use is
not always easy. It is sometimes complicated by the fact that
you may be using some of various kinds of money at the same
time and for identical purposes.

Keep in mind that a very important distinction between
the types of money is source of repayment. Generally, short-
term loans are repaid from the liquidation of current assets
which they have financed. Long-term loans are usually
repaid from earnings.

Short term bank loans. You can use short-term bank loans
for purposes such as financing account;s receivable for, say,
30 to 60 days. Or you can use them for purposes that take
longer to pay off — such as for building a seasonal inventory
over a period of five to six months. Usually, lenders expect
short-term loans to be repaid after their purposes have been
served; for example, accounts receivable loans, when the
outstanding accounts have been paid by the borrower’s
customers, and inventory loans, when the inventory has been
converted into saleable merchandise.

Banks grant such money either on your general credit
reputation with an unsecured loan or on a secured loan —
against collateral. The unsecured loan is the most frequently
used form of bank credit for short-term purposes. You do not
have to put up collateral because the bank relies on your
credit reputation. The secured loan involves a pledge of some
or all of your assets. The bank requires security as a protec-
tion for its depositors against the risks that are involved even
in business situations where the chances of success are good.

Term borrowing. Term borrowing provides money you
plan to pay back over a fairly long time. Some people break it
down into two forms: (1) intermediate, or loans longer than
one year but less than five years, and (2) long-term loans, for
more than five years.

However, for your purpose of matching the kind of money
to the needs of your lawn care company, think of term
borrowing as a kind of money which you probably will pay
back in periodic installments from earnings.

Equity capital. Some people confuse term borrowing and
equity (or investment) capital. Yet there is a big difference.
You don’t have to repay equity money. It is money you get by
selling a part interest in your business.

You take people into your company who are willing to risk
their money in it. They are interested in potential income
rather than in immediate return on their investment.

Inly Mower

That Mows and Bags
Wet or Dry Grassy

Without Clogging

. . . and that includes the toughest

: grasses— Blue Dicondra, Zoysia, Bahia,
; Bermuda, St. Augustine and Rye.
Built to last, engineered to withstand

hardest usage, with high-strength cast
aluminum decks and steel wheels. Sensation
bears up under stress of transport from

job to job . .. works harder, performs better,
stays on the job longer.

The No. 1 Choice of Lawn
Maintenance Professionals

-~

THE SENSATION CORPORATION

3601 North 16th St., Omaha, Nebraska 68110 + Phone (402) 345-3884
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“Yes, | want to see you about Lescosan 4E
(Betasan*) emulsion and why it is out-selling other
pre-emergence crabgrass controls. | want to tell you
how you can save by buying direct from the formu-
lator, and all about its full-season control. Lescosan
is very effective on all grasses and many ornamentals
and ground covers. We can also supply it in 12.5 or
3.6 granules.

*(Betasan—registered TM of the Stauffer Chemical Company.)

RON GIFFEN
““a BIG man in a BIG industry”’

If you aré a
“‘Lawn Applicator”

| want to see you

“l also want to tell you about the other fine

LESC®