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Contractors
visit Denver
The Denver Marriott Hotel was
inundated by 250 industry con
tractors Nov. 13-16, participants in
the annual Associated Landscape
Contractors of America (ALCA)
Landscape Management Division
conference.
Division chairman Ron Kujawa
of KEI Enterprises, Cudahy, Wise.,
was host to 3V2 days of show-andtell sessions, educational m eet
ings and tours.

Various topics
Editor Jerry Roche (left) and Dr. John Street, Jerry Faulring and Ron Kujawa.

New advisors

Faulring, Kujawa and Street
are named to magazine staff
The distingu ished and w ellknown trio of Jerry Faulring, Ron
Kujawa and Dr. John Street has
joined LAWN CARE INDUSTRY
as the first group of industry
advisors in the magazine’s sevenyear history.
Their job will be to provide sto
ries and story ideas to the maga
zine’s editorial staff, as a means of
making LCI better able to serve its
12,000-plus readers. They will
also provide the editorial staff
with a monthly critique of the
magazine’s content, and suggest
ways to improve its usefulness to
the industry.
“With the industry growing by
leaps and bounds, this is no time

for its lead in g m agazine to
become stagnant,” says LCI editor
Jerry Roche. “Group publisher
Bob Earley, myself, and the rest of
the staff feel that these three men
will be of invaluable assistance.
“By better serving our read
ers—making the magazine more
valuable and more readable—this
group should keep LCI at the top
of its field for a long, long time.”
The three represent a crosssection of interests. Faulring is
p re sid e n t of H ydro-Law n of
Gaithersburg, Md., a chemical
lawn care company. Kujawa is
president of KEI Enterprises, a
Cudahy, Wise, landscape manage
ment company. And Street is an

Next month:

You and your trucks

extension agronomist at The Ohio
State University in Columbus,
Ohio.
“I see this as an opportunity for
an individual participant to have a
voice in the leading trade publica
tion for our in d u stry ,” says
Faulring. “And, in so doing, assist
in molding and assuring that read
ers get articles of top concern and
interest.”
Kujawa admits to being thank
ful for the opportunity. “I think
this will help new people coming
into the industry,” he says, “and it
will help keep LCI a well-rounded
publication with interests for all
people.”
Says Dr. Street: “I’m going to
make a strong effort to provide the
magazine with the most up-todate information on agronomic
subjects, and to make sure those
subjects are covered in the proper
manner.”
Faulring, a New York native, is
to page 29

Subjects varied from “Manage
ment Trends for the Eighties” to
“Computers and Your Business.”
Other educational sessions featu red p an el d isc u ssio n s on
organizing, scheduling and equip
ment utilization. There was also a
day devoted to agronomic topics
with speakers like Dr. Ray Freeborg of Purdue, Dr. Jack Butler of
Colorado State and B.J. Johnson of
Georgia.
The most notable announce
ment was made by the division
chairman when he introduced a
new marketing brochure.
“W e’re a long, long way off
from doing everything we think
you people want us to do for you,”
Kujawa said. “We need a mission
statement for this organization,
but we have finished the bro
chure.”

Objectives
Kujawa said the object of the
brochure “is to educate the public
and to educate potential clients.
We see its use as being an insert to
proposals, as a direct mailer, as a
valuable tool for our organization
when attending other association
meetings like the National Board
of Realtors.”
ALCA Landscape Management
personnel will gather again at the
Phoenix, Ariz. Hyatt Regency
when the parent organization
plans to hold its annual meeting
Feb. 7-11.
[gj

Make sure
your lawn carejobs
don't come back
to haunt you.
With labor and gasoline what they
are today, the cost of a call-bach is fright
ening. Add in the hidden costs of unhappy
customers, and it's enough to scare you
to death.
That's why you need DURSBAN*
insecticide in at least two of your yearly
applications. You see, in most parts of the
country, insects are a problem in both
the Spring and later on in the Summer. If
they don't get you the first time, they just
might get you the second.
And that can mean costly call-backs.
So think twice before you decide to
skimp on DURSBAM. And think about how
little it costs— as little as $3.50 for a 10,000
sq. ft. lawn. Which is a lot less than the

cost of a call-back.
DURSBAN insecticide gives you results
you can count on, too. It gets all your
major problem bugs. And it controls them
for up to eight weeks instead of the more
common four to six.
DURSBAN. Makes sure all your returns
are happy returns. Available in 2E and
double-strength 4E liquid formulations.
Plus, new 50W wettable powder.
See your Dow distributor. Also ask
him about our new "DURSBAN delivers
the goods'' incentive program. Be sure to
read and follow all label directions and
precautions. Agricultural Products Depart
ment, Midland, Michigan 48640.

DURSBAN
Call-backs haven't a ghost of a chance.
Dow Chemical U.S.A.
*Trademark of The Dow Chemical Company.
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NLI gets director
The National Lawncare Institute
has named B.J. Lavoie its execu
tive director.
Lavoie most recently was vicepresident /marketing for a general
insurance agency located in Cal
ifornia. He has many years of
experience in sales and market
ing.
“Our focus is going to be on
greater exposure, and weTl be
starting our seminar program in
1984,” Lavoie says. “The PLCAA
meeting was our initial thrust for
membership; by the end of this
year, we hope to have 1,500 mem
bers.
“We feel our presence will

Bulkkem gets
first distributor

Bulkkem Chemical Corp. of Nor
mal, 111., a distributor of bulk
chemicals and bulk storage tanks,
has struck an agreement with the
Benham Chemical Co. of Detroit,
Mich.
E f f e c t i v e im m e d i a t e ly ,
Benham will be a distributor for
Bulkkem products in Michigan
and northern Ohio.
“We are in the bulk business
n o w ,” said Don B enh am of
Benham Chemical. “We are not
c o m p e titio n w ith B u lk k e m
because we are Bulkkem.
“This expansion is to better
service the greater Michigan mar
ket. We feel bulk chemicals—not
only from a cost standpoint, but
also from an ecological stand
point—are going to be the future
of the industry.”
President John Latting said that
Bulkkem had previously serviced
companies grossing more than
about $500,000 per year.
“But all companies are now
beginning to see the need for bulk

have a mushroom effect.”
T h e N a tio n a l L a w n c a re
Institu te has headquarters in
Tulsa, Okla. Its mission is to pro
vide the industry with specialized
training programs.
handling,” Latting said. “This
move is to help service our ‘mini
bulk’ customers, and we are now
looking and talking to other peo
ple in key marketing areas for
other distributorships.”
Bulkkem has also purchased
the P rofession al A p p licato r’s
School from Professional Turf
Specialties, and will provide it as a
service to its customers.

PLCAA organizes
new committee

The Professional Lawn Care Asso
ciation of America (PLCAA) has
formed a new committee, aimed
at helping make members aware
of pending anti-pesticide legisla
tion in their area. Its name is the
“Public Issues Alert Committee,”
and it will be composed of mem
bers from each of the states who
will filter all legislative matters
through the PLCAA office for dis
tribution to members.
PLCAA president Don Burton
of Lawn Medic, Rochester, N.Y.,
made the announcement at the

MOBAY CHEMICAL Corp. is planning on releasing a new prod
uct to the lawn care market sometime this year. Everything is
on schedule for labelling a new systemic fungicide “at least two
times more effective than Bayleton,” according to Dr. John
Proctor of Mobay’s research department. Dr. Proctor made the
observation during the New York State Turfgrass Conference
in Rochester, N.Y., last month.
SHIPMENTS OF walk-behind power mowers, lawn tractors
and riding mowers, riding garden tractors and rotary tillers
decreased by 4.6 percent for the fiscal year (Sept. 1, 1982
through Aug. 31, 1983) from the previous year, according to a
report by the Outdoor Power Equipment Institute. The F.O.B.
factory shipment value for these products, however, increased
3.4 percent to $1.702 billion. By category, the most significant
growth was for lawn tractors and riding mowers, plus 5.7 per
cent.
A NEW HOME has been found for the Illinois Landscape
Contractors Association. The new offices are at 2200 South
Main Street, Suite 301, Lombard Office Park, Lombard, IL,
60148. New phone number is (312) 932-8443.
HAPPY ANNIVERSARY to the California Landscape and

Steve Juntgen (center) of Emerald Green, Ft. Wayne, Ind. accepts a check for
$1,000 from LAWN CARE INDUSTRY national sales manager Ron Kempner
(left). The monev was first prize in the magazine's “Long Green Sweepstakes,”
which was held at the Professional Lawn Care Association of America con
vention two months ago. At right is Gary Sloan of Cushman-Ryan/OMC Lincoln,
the booth at which Juntgen submitted his winning entry.

annual business meeting as he
handed the gavel to John Kenney
of T urf Doctor, Fram ingham ,
Mass.
“We must know what’s going
on in the hinterlands and we must
know sooner,” Burton said.
Reviewing his year in office,
Burton said: “We’ve done the best
we can, and we think we’ve left
the organization in better shape.
It’s been a very memorable year.”
Burton cited the following fur
ther advancements during his
administration: the hiring of a
fu ll-tim e execu tiv e director,
increasing finan cial strength,
increasing membership and defi
nition and re-ordering of PLCAA
priorities.
“I’m happy to reeport that our
objectives for 1983 have been
reached, or are well on the way,”
Burton said.

Juntgen takes
top LCI prize

Steve Juntgen of Emerald Green,
Fort Wayne, Ind. won the top
prize of $1,000 cash in the second
annual LAWN CARE INDUS
TRY “Long Green Sweepstakes”
at the Professional Lawn Care
A ssociation of A m erica co n 
vention and trade show late last
year.
Two other sweepstakes prizes
w ere also aw arded. W illiam
C arey Jr. of Law n M a ste rs,
Hawthorne, NY, won the $500
second prize and David W. Sek of
Monroe Tree and Landscape,
Rochester, NY, won the thirdplace prize of $250.
Juntgen submitted his entry at
the Cushman-Ryan/OMC Lin
coln booth at the convention.
to page 3

Irrigation Council, which turns 10 years old Jan. 10. The organi
zation is celebrating with a contract administration seminar
and dinner meeting at the Westin South Coast Plaza Hotel in
Costa Mesa, Cal. Succeeding Neville Laatsch of Valley Crest
Landscape, San Diego, as president will be Roland Tittle of
Habco Landscape & Irrigation, El Toro.
THE CHEMLAWN CORP. has sent a letter to its 1983 clients
noting that prices for “Preferred Customers” will not increase
in 1984. Preferred customers also saved seven percent by payingbefore the start of this year. The company also sent a savings
certificate good for its carpet cleaning service along.
AN ANNOUNCEMENT OF record sales greeted attendees at
the Ransomes Inc. marketing conference in Oconomowoc,
Wise. During the meeting, Ransomes also announced the addi
tion of two new machines to its product line: a small rotary
riding mower and a water-cooled gas unit.
TWO GROUNDS MANAGERS were recently certified by the
Professional Grounds Management Society: Louis Von Ville of
First Community Village, Columbus, Ohio; and Richard D.
Williams of Husky Oil Company, Cody, Wy. That brought the
number of PGMS certified grounds managers nationally to four.
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A u s tr a lia n P rim e M in is te r Bob
Hawke examines a new quiet mower
developed in his country as Robert
D unkerley, m anaging d ire cto r of
V icta Lim ited (d evelop ers of the
mower), looks on.

Quiet mower is
developed abroad

The Victa Limited Co. and the
Australian Commonwealth Sci
entific and Industrial Research
Organization have developed a
new mower with lower blade
speeds and a subsequent quieterrunning engine.
Known as the Victa Vortex
mower, the new machine features
blades which only cut the grass,
instead of cutting and flinging
clippings into the catcher as do
other machines. A high-velocity
air stream flings clippings through
a narrow chute into the catcher, so
the blade speed can be reduced,
thereby reducing noise levels.
Tests with a noise recorder indi
cate that six of the new mowers
operating simultaneously are qui
eter than a standard Victa mower.
V ic ta ’s m anaging d irecto r,
Robert Dunkerly, said the Aus
tralian firm will export engines
and mowers to 30 countries.

Mass, could
raise penalties

Pesticide applicators in the Com
monwealth of Massachusetts may
face fines as high as $25,000 (com
pared to the current $5,000 max
imum) for violating orders of the

You can worry about turf
problems caused by too much
or too little water, or you can
use AQUA-GRO, the water
management
tool. AQUAGRO is a blend
of non-ionic organic wetting
agents, 100% active ingredient
with residual effectiveness
in all soils.
AQUA-GRO ELIMINATES
LOCALIZED DRY SPOTS
...AND COMPACTION.
AQUA-GRO is the specially
formulated wetting agent that
reduces water surface tension
ensuring faster, more uniform

AQU/tGRO:

penetration and drainage,
through hard-to-wet soils and
thatch.
AQUA-GRO also relieves
compaction by improving water
penetration, drainage and
aeration in high traffic areas.
There’s less need to aerify, or
resort to costly rebuilding.
AQUA-GRO INCREASES
FERTILIZER AND
PESTICIDE ACTIVITY.
You get more from your turf
chemical investment with
AQUA-GRO. Turf chemicals are
uniformly distributed
throughout AQUA-GRO treated
soils, so chemicals are used by
plants more efficiently. And

AQUA-GRO helps turf
chemicals penetrate thatch.
AQUA-GRO REDUCES
WATERING COSTS 30-50% .
AQUA-GRO reduces irrigation
costs, because water is used
more efficiently. There’s less
run-off and less evaporation...
you use less water, plants get
more. AQUA-GRO helps you get
your turf through the hottest
weather. And AQUA-GRO lasts,
because it won’t leach.
Let AQUA-GRO relieve your
tension. Available in liquid
concentrate or spreadable
granular formulations from
your AQUA-GRO distributor.
AQUATROLS CORPORATION OF AMERICA, INC.

M

For free illustrated brochure and more information call TOLL FREE 800-257-7797, in N.J. 609-665-1130.
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ALCA in Phoenix
The 1984 Associated Landscape
Contractors of America’s annual
convention and trade exhibit will
be held at the Hyatt Regency
Hotel in Phoenix, Ariz. on Feb.
7-11.
The opening session will fea
ture keynote speaker Somers H.
White, a former Arizona state sen
ator and president of a manage
ment consultant firm. The title of
his speech will be “Negotiating
for Money.”
The theme of this year’s ALCA
c o n v e n t io n is “ T o g e th e r :
Cultivating Our Future,” which
emphasizes the commonality of

Mass, could
raise penalties
from page 3
Pesticide Board, if new legislation
is approved.
Other penalties would be sim
ilarly raised if recent proposals
made by the board are passed by
the state assembly.
Board members say the higher
fines would increase compliance
and help cover costs of enforcing
registration and application laws.
Ian Oppenheim , execu tiv e
director of the New England Pest
Control Association, predicts that
increasing the fines will result in
more pesticide applicators con
testing pesticide board orders and
individual enforcement actions
b ecau se of the added costs.
Oppenheim noted that, while
some states license businesses
and others license applicators,
“ M assach u setts w ants to do
both.”

Key manufacturer
adds warehouse

The nation’s largest independent
distributor of agricultural prod
ucts has expanded its operation
with the addition of a new 20,000square foot warehouse in Omaha,
Neb.
“This will let us take advantage
of our manufacturing facilities in
Montana, Mississippi, Colorado
and Nebraska,” says Dennis Faith,
general manager of Clean Crop, a
division of United Agricultural
Products. “This warehouse is the
first of its kind to specifically serve
the lawn care industry.”
UAP has satellite warehouses
in Kansas City, Mo.; Madison,
Wise.; Kearney, Neb.; Greeley,
Col.; Bryan, Tex.; and Columbus,
Ohio.
Though agricultural chemicals
are UAP’s largest market, the
company is planning another
warehouse to serve the specialty
product market in Fresno, Cal.

all green industry contractors.
General interest sessions will
focus on sales m anagem ent,
advertising techniques, person
nel, and borrowing money. Spe
cialty sessions will also be held.
A full social calendar is sched
uled, begining with a western
welcome party.
For more information, write
ALCA headquarters, 1750 Old
Meadow Road, M cLean, VA,
22102 or telephone (703) 821-8611.

Some of the “founding fathers” of the Professional Lawn Care Association of
America were honored at the fourth annual convention and trade show in
Indianapolis in November. Receiving special citations for their early involve
ment were (left to right): Bill Stinson, Dr. Paul Schnare, Gordon Ober, Doug
Baker, Larry Brandt and Steve Derrick. All are former members of the organiza
tion’s Board of Directors.

What makes
the Cushman Grass Grooming
System worth the investment:
No mower on the market can match it for price and
performance. Nothing cuts, catches and dumps as
fast or as economically.
The problem with most mowers is
Its mowing deck is 12-gauge
that no matter how fast they cut,
carbon steel, reinforced, arc-welded
your work slows to a turtle’s pace
and surrounded by a tubular
when it comes to cleaning up the
torsion bar system that prevents
twisting.
clippings.
That’s why we created
Underneath are 3 blades
the Cushman Grass
of machine-sharpened,
Dual traction
Grooming System.
hot-formed steel.
assist pedals
The floorboard is
With it you can cut
provide a tight,
diamond-plate steel.
catch, dump and
zero turning
And the 6-gallon
resume cutting with
radius.
fuel tank is made
out interruption.
of terneplated
But, as you are
steel.
about to learn, the
But the Front
Cushman Grass
Line is not just built
Grooming System
to last — it’s also
not only lets you do
built for results.
your work faster.
The blades are
It lets you do your
work better.
positioned so that their
cutting swaths overlap slightly,
Engineered for hard work.
leaving no uncut strips of grass.
At the heart of our Grass
Dual traction assist pedals give
Grooming System is the dependable
the operator a tight, zero turning
Cushman Front Line™ mower.
radius.
And at the heart of the Front Line
Springs transfer much of the deck
is a rugged, 18 hp, air-cooled OMC
weight to the tractor, producing
gas engine. It’s the only mowing
smoother cutting and additional
engine built for multi-speed work traction on any terrain.
lugging power at low speeds, agility
Every m ajor com pon en t
at faster speeds.
is m ade by Cushman,
This proven power plant is
so y ou have a single
j
complemented by a drive train that’s
source f o r
j I
engineered for years of dependable
service.
parts.
A hydrostatic transmission that
gives the driver complete speed
control via a rocking foot pedal.
A heavy-duty differential; a fully
lubricated PTO shaft; and a
high-capacity gear box —
all engineered for virtually
maintenance-free
operation.
And that’s just the
beginning.

Built to last.
The Front Line is 1200 pounds
of gutsy engineering.
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And while ordinary mowers
often “bottom out” over hills and
bumps, the Front Line may be
equipped with an anti-scalp roller
option that keeps the cut clean and
even.

The finishing touch.
The Grass Caddy collects
up to 16 bushels
betw een dumps.
The innovative!
Cushman Grass
Caddy™ makes the^
Front Line the
world’s most laborsaving mower. Mounted to the
operator’s right, the Grass Caddy
collects up to 16 bushels of clippings
and debris inside a durable, non-stick
polyolefin hopper.
Then, when the hopper is filled,
just back the Front Line up to a
truck or container, engage the
hydraulic control and the Grass
Caddy hopper lifts 4*/$ feet above the
ground and dumps.
In seconds, you’re back on the turf
mowing again.
And you’ve never once left the
driver’s seat.
The Grass Grooming System
is available only from your
Cushman Front Line dealer.
He’s in business for the long
haul, with a proven track record
of service after the sale and a
complete line of professional turf
maintenance equipment.

A free demonstration.
Of course, the best way for you to
learn about the Cushman Grass
Grooming System is to see it in
action.
On your grounds.
To do that, just call us toll-free:
1 -8 0 0 -2 2 8 -4 4 4 4 .
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plaints dealt with excessively
high prices. Those complaints,
others and reaction of the chemi
cal company representatives will
appear in a future LCI article.
Look for it.
• Speaking of future articles,
you might want to look for one
soon concerning professional
lawn care in Canada. Problems up
there are unusual, according to
Des Rice, Glen Howling and Del
Stefanson, who run lawn care
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CUSHMAN
c Outboard Marine Corporation. 1983
All rights reserved

It works harder because it’s built better.

businesses north of the border.
• Results of a focus group study
conducted by Mobay Chemical
Co. were revealed at the PLCAA
meeting. Carol Scott of Barickman
A d v e rtis in g said th a t c o n 
venience was the most important
factor in a homeowner deciding to
use a professional lawn care com
pany. She also noted that 31 per
cent of 502 respondents said that
they use a lawn care service while
11 percent are “do-it-yourselfers.”
Eighty-two percent of all peo
ple using pro lawn care are satis
fied with insect control, the sur
vey said; 10 percent are dissatis
fied. In addition, the survey noted
that 48 percent of all households
using a lawn care service have an
income of $35,000 or more and
that 68 percent have an annual
income of more than $25,000.
Seventy-seven percent of your
customers are age 35 years or
older, and 95 percent are 30 years
or older.
• F u n n ie st n o tio n at the
PLCAA meeting was presented by
new president John Kenney. He
said one step in dealing with can
cellations was to refuse to allow it.
“Sorry, we don’t accept cancella
tions,” Kenney said to tell your
customers. Or, “It was a lifetime
contract.”
• Bob Felix said at the NYSTA
meeting that the annual cost of
running the Public Pesticide Pol
icy F ou n d ation w ill e x ce ed
$500,000. To make a pledge to this
very important group, simply dial
1-800-GET-PPPF.
• New ideas from the ALCA
LMD meeting were subcontract
ing pesticide and fertilizer work,
going to a 10-hour day (four days
per week), using covered trailers
or vans instead of open-bed trucks
and “task routing,” or using spe
cialized crews for each phase of a
certain job.
In an informal poll, approx
imately 20 percent of the atten
dees said they would consider
subcontracting. Sixty percent said
they would consider the 10-hour
work day, 55 percent said they
would consider covered trailers
and 45 percent said they would
consider task routing.
• The PLCAA mem bership
continues to grow. At the 1982
convention, membership stood at
319; at the 1983 convention it was
up to 460. Director Jim Brcoks and
Kenney have pledged an increase
of 30 percent in 1984.

JANUARY 1984

Some observations upon return
ing to the ty p e w rite r from
conventions sponsored by the
Professional Lawn Care Associa
tion of America, Associated Land
scape Contractors of America
Landscape Management Division
and New York State Turfgrass
Association:
• A panel of chemical company
research representatives took
some heat at the NYSTA meeting
from the audience. Most com
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T u r f b a sics

Turf grass
culture
in shade
It has been estimated that about
one-fourth of the turf grown in the
country is m aintained under
v a ry in g am ou n ts of sh ad e.
However, a minimum of attention
has been given to turfgrass culture
in the shade.
According to Dr. Thomas R.
Turner, extension turf specialist
at the University of Maryland,
turf experts well understand the

It usually helps to take special care of turf in shaded areas

problems caused by shade, but
have much less information avail
able on how to offset these prob
lems.
Despite this lack of informa
tion, there are some guidelines
the lawn care businessman can
follow which will aid in longevity
of turfgrass under shade condi
tions.
The principal turf growing

p ro b le m s ca u se d by sh ad e
include:
•reduced light intensity;
•changes in quality of light;
•com petition by trees and
shrubs for water and nutrients;
and
•increased humidity due to
less air movement.
The most obvious effect of
shade is the reduction in the

amount of light reaching the
turfgrass canopy, Dr. Turner says.
Photosynthesis— and thus food
production and food reserve
buildup— is reduced. Root, rhi
zome and/or stolon growth will
be restricted, along with poorer
developm ent of the turfgrass
plant’s vascular system and cuti
cle.
As a result, turf grown in the
shade generally exhibits lower
tolerance to heat drought, cold,
disease and wear stress.

Other factors

whatever your
turf problem
Lebanon Turf
Products have
the answer.

A complete line of Aerifiers for fairways,
athletic fields, industrial, institutional
and fine residential lawns ...

The JR-4 Aerifier: self-propelled,
fast and maneuverable . . . only
34 inches wide. Cultivates a 20
inch swath to aerify 26,000 sq. ft.
per hour at an easy 3 mph.

To control any turf problem, you
must have the right product.
Lebanon Chemical is the leader in
solving these problems w ith
dependable, tested, and timeproven products. Greenskeeper
and Country Club combination
homogenous fertilizer and control
formulas, along with Lebanon
Pro SCU products are exactly
right for your needs. How do we
know? Through extensive uni
* TURF
versity and end-user test results. PRODUCTS
Lebanon also carries a complete
line of granular control products
— not just a few. Formulations
for crabgrass, broadleaf weeds,
fungus and insect control and
prevention are all available.
Lebanon Chemical is experienced
in working with superintendents,
turf managers and lawn care ap
plicators successfully, economi
cally and efficiently.

w"‘ * \
Qxutu/Ctoi

y...

Lebanon — we’re working from
the ground up to bring you better
turf. Let Lebanon work with you.

Dacthal® -SDS Biotech p h n n n Daconil® - SDS Biotech
Betasan® Stauffer East
Balan® ¡ I S Pennsylvania
Treflan® Tupersan® DuPom Midwest
Rhone- .............
Ronstar® Poulenc Illinois

800-233-0628
717-273-1687
800-637-2101
217-446-0983

LEBANON CHEMICAL CORPORATION
P.O.Box 180, Lebanon, PA 17042
P.O.Box 647, Danville, IL 61832

TM-140 Aerifier: Easiest, fastest,
most maintenance free. Three-point
hitch tractor mount, aerifys a 6 foot
swath. Transport wheels and
hydraulic lift available.

AB-1 Aerifier: Fast, deep aerifying
with minimum hp. towing vehicle,
Simple flip-over to wheels for
transport. Cultivates a 4 foot
swath.

Ask about our SPRAY-PRO 44 . . . the versatile, multi-use vehicle
that converts quickly to a Sprayer, Spreader, Aerifier or Utility Bed
Fo r th e n a m e o f y o u r n e a re st d e a le r o r m o re in fo rm a tio n :

CALL TOLL FREE 800/457-HAHN
11625 N. Garvin St., Evansville, In. 47711
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Reduced quality of light is less
obvious, but has the same effect.
As light passes through the tree or
shrub canopy, wavelengths of
light utilized in photosynthesis
may be selectively filtered out,
further reducing photosynthesis.
Further reduction in the vigor
of the turf may be caused by com
petition with trees and shrubs for
lim ited w ater and n u trien ts.
Many trees and shrubs will have
substantial root growth in the
turfgrass root zone. Management
practices and selection of orna
mentals should thus be aimed at
minimizing this competition.
Finally, disease problems are
often more severe in the shade
due to higher hum idity, pro
longed periods of dew on the turf
and more succulent leaf tissue. Of
particular importance are powd
ery mildew and melting out. Due
to a combination of all these fac
tors mentioned, turf grown in the
shade often show s a stead y
decline in density over a period of
a few years.
Several measures can be taken
to counteract the problems associ
ated with shade, Dr. Turner says.
Often they are minor modifica
tions of normal turfgrass manage
m ent p ractices, w hile others
involve plant selection and man
agement of ornamentals.

Grass selection
Several species and varieties of
turfgrass have been shown to per
form superior to others in shady
conditions.
The two best species for use in
most of Maryland and sim ilar
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Due to the reduced light reach
ing the turfgrass canopy, mowing
practices in the shade are even
more crucial than in sunny areas.
Mowing height should ideally be
Vfe-inch to one inch higher than
normal. The increased leaf area
resulting from higher mowing
will help offset the reduced levels
of photosynthesis resulting from
the lower light levels in shady
areas, Dr. Turner says.
Mowing must also be done on a
regular schedule, never removing
more than one-third of the leaf
area at one time. Less frequent
mowing will cause further reduc
tion of carbohydrate reserves.
Also, it is especially important
that excessive leaves and clip
pings from mowing be removed to
prevent further reduction of light
to the turfgrass canopy. Leaves
can be removed by blowing or
mechanically grinding through a
rotary mower or similar device; if
they are allowed to accumulate,
the grass can be smothered or
some diseases may be encour
aged.

Fertilization
Less nitrogen than nrom al
should be applied to turf growing
in the shade. Greater amounts
will encourage diseases and result
in a further reduction in stress tol
erance.
To discourage and reduce com
petition betw een ornam entals
and turfgrass roots for nutrients,
deep root fertilization of orna
mentals is encouraged, Dr. Turner
says. For maximum tolerance to
d ise ase s and e n v iro n m en ta l
stress, maintain the soil pH, phos
phorus and potassium levels as
recommended by soil tests.

Irrigation
Irrigation practices should be
sim ilar to those used in open,
sunny areas. Irrigate infrequently
but deeply when you must water.
Light, frequent irrigation will
encourage more shallow turfgrass

n u tr ie n ts and w a te r. A ny
unnecessary trees and shrubs
should be removed and new
plantings should be made care
fully, using recommended species
and sufficient spacing between
plants.

Ornamentals
When possible, select trees and
shrubs which are deep-rooted and
have relatively open canopies.
Shallow-rooted ornamentals with
dense canopies will normally
result in failure of turfgrass stands
unless proper management prac
tices are very carefully followed.
Some tree species which are
considered undesireable include
willow, poplar, ash and some of
the maples. Species which gener
ally cause fewer problems include
oaks, sycamores and most of the
lems.
Whether desirable or undesira
ble ornamentals are present, sev
eral measures can be taken which

Final steps

will aid turfgrass survival.
S e le c tiv e
p r u n in g
of
b ra n c h e s — p a r tic u la r ly low
branches—will aid in light pen
etration and air movement. Ide
ally, the lowest branches of trees
should be six feet or more above
the soil surface.
Pruning of shallow roots will
help reduce com petition for

As a final step, if sound man
agem ent p ractices and using
recommended species and vari
eties are not successful in main
taining quality turf, you must
decide between removal of orna
mentals or planting a groundcover
such as periwinkle or paschysandra, Dr. Turner says.
If all the above cultural rec
ommendations are followed, your
h o m eo w n er’s law n — d esp ite
existing shaded areas—can’t help
but show improvement.
[W]

This magazine gives
you good reading,
goodw riting
andgood arithm etic.
We present the information in our articles clearly,
accurately and objectively. That’s good writing. Which
means good reading.
We present the information in our circulation
statement clearly, accurately and objectively. That’s good
arithmetic.
BPA (Business Publications Audit of Circulation, Inc.)
helps us provide precise and reliable information to both
advertisers and readers.
An independent, not-for-profit organization, BPA
audits our circulation list once a year to make sure it’s
correct and up to date. The audit verifies your name, your
company, your industry and your job title.
This information enables our advertisers to determine
if they are reaching the right people in the right place with
the right message.
The audit also benefits you. Because the more a
publication and its advertisers know about you, the better
they can provide you with articles and advertisements
that meet your information needs.
BPA. For readers it stands for meaningful information.
For advertisers it stands for meaningful readers. Business
Publications Audit of Circulation, Inc.
360 Park Ave. So., New York, NY 10010. V H r A
}\k make sure you get what you pay fin:
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Mowing

rooting as well as accentuate the
disease problems associated with
turf in the shade.

LAWN CARE INDUSTRY

areas are creeping red fescue and
roughstalk bluegrass, also known
as Poa trivialis. Creeping red fes
cue will perform best in welldrained to dry sites, where Poa
trivialis performs best on wetter,
less well-drained sites. Poa triv
ialis will not persist on drier sites.
Another species which does
reasonably well in shade is tall
fescue, although it may not persist
as well as red fescue in heavier
shade.
Kentucky bluegrass generally
does not p e r s is t in sh a d e .
However, some varieties, such as
G lade and A -34, have been
developed with improved toler
ance to shady conditions.
Of the warm-season grasses,
bermudagrass exhibits poor toler
ance to shade, but zoysia exhibits
fair adaptability to light and mod
erate (but not heavy) shade.
When establishing the coolseason grasses, it is best to seed in
the fall. As most leaves will have
fallen, the seedlings will be able to
grow throughout late fall and
early spring with reduced compe
tition for light.

LAWN CARE INDUSTRY

JANUARY 1984

10

Record-breaker

PLCAA convention proves
industrv is on the rebound
Haws of Mobay Chemical Corp.,
Kansas City, Mo., one of the 450
exhibitors. “I really think it’s a
good buying/selling climate, and
we at Mobay feel real good.”
Dan Hines of the Lawn Pro
Division of the Somilat Corp.,
Mapleton, Minn, echoed the com
m en ts of m any p ro sp e ctiv e

anapolis Nov. 8-10,1983 to attend
educational sessions, listen to
keynote speaker Jack Van Fossen
of the ChemLawn Corp., and to
buy and sell on the exhibit floor.
“A lot of people thought there
was a slowdown the last few
years, but if there was one, we
didn’t recognize it,” said Allen

Is th e law n c a re in d u s try
rebounding from the recent reces
sion?
You bet it is, if the crowd at the
most recent Professional Lawn
Care A ssociation of A m erica
(PLCAA) convention and trade
show is any indication. A recordbreaking 1,300 gathered in Indi-

BUNDY
POW ER

KËËS 3 6 ”

AERATOR

HEAVY-DUTY

Commercial
M ow er
Model
3611 OH

THATCH
PROBLEMS?
Solve them through
core aeration

CHECK THESE
PERFORMANCE FEATURES:

140 pounds, 23” wide, 5/8 ” tines.
Aerates 9,000 sq. ft. per hour at 1
-2 1/2” deep.

BU N DY
M

■ Powerful 11 h.p. Briggs l/C or Honda synchrobalanced engine ■ Fingertip clutch, brake and
p o w e r tu r n in g c o n tr o l le ve rs on each h a n d le
■ Sleek deck design and drum wheel brakes for
p o s itiv e , c lo s e q u a rte r m o w in g ■ U n iq u e Vflanged fro n t deflectors help prevent damage to
yard decorations, monuments, etc. ■ Baffled de
sign fo r clean and safe grass discharge. ■ 4-gallon
fuel tank. OPTIONS: Riding sulky and large 3-bu.
capacity grass catcher.
For more information, write F.D. Kees, P.O. Box 1038
Beatrice, Nebraska 68310 Phone (402) 223-2391.

a n u fa c t u r in g

P.O.
Box 6 2 5
F re m o n t N e b ra s k a 6 8 0 2 5

Since 1874

. KEES

(4 0 2 )7 2 1 -8 1 3 1

M EG . CO.

â

B e a t r ic e , N eb r. 6 8 3 1 0
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Advances in Turfgrass Pathology
published by HARCOURT BRACE JOVANOVICH PUBLICATIONS in
cooperation with Dr. B. G. Joyner, Dr. P. O. Larsen and
Chemlawn Corporation
This extensive volume contains
chapters on:
• turfgrass diseases
• cool v.s. warm season pythium blight and
other related pythium problems
• snow molds of turfgrasses
• fairy rings
• leaf spot of Kentucky Bluegrass in Minnesota
• initial and filed fungicide screening
• turfgrass disease resistance
• PLUS MUCH MORE!

$27.95* (hardcover)

COPIES
LIMITED —
DON’T DELAY!

ADVANCES IN TU R FG R A SS PATHOLO GY is a compilation of more than 23 reports
and discussions by the nation’s leading turfgrass pathologists. Explore the
diseases that attack turfgrass. Find out how to conquer the battle of turfgrass diseases.
KEEP C UR R EN T W ITH NEW IDEAS ON H OW TO HANDLE TU R FG R A SS PROBLEMS W ITH
ADVANCES IN TU R FG R A SS PATHOLOGY.

Return this coupon to: Book Sales
H arcourt Brace Jovanovich Publications
One East First Street, Duluth, MN 55802
YES! Please send m e ________ copy(ies) of A DVA N C ES IN TU R FG R A S S
PATHOLOGY.

$27.95* hardcover
Quantity rates available on request.
A check or money order f o r .

J s enclosed.

* Please add $3.00 per order plus $1.00 per additional
copy for postage and handling.
N a m e __
A ddress.
C ity ____
Phone —

-S ta te .

-Zip .

Please charge to my Visa, Master Card, or
American Express (circle one)
Account N um ber_______________________________
Expiration D a te .
Please allow 6-8 weeks for delivery.
LC11/84

John Kenney of T u rf Doctor, F r a 
mingham, Mass, (right) accepts the
gavel from outgoing president Don
Burton of Lawn Medic, Rochester,
N .Y. during the an n u al b u sin ess
meeting of the Professional Lawn
Care Association of America in Indi
an ap olis last N ovem ber. Kenney
becomes the fourth president in the
young association’s history, following
Jerry Faulring, Marty Erbaugh and
Burton.

buyers: “We’re always looking to
buy, if the price is right.”
W h ile H ines was lo o k in g
closely at renovation equipment,
after a long dry spell in Minnesota
last season, David Hofacre of
Spray-A-Lawn, Orrville, Ohio,
was looking for other equipment.
“This year, I’d have to say maybe
some new technology,” Hofacre
admitted. “Aerators should top
the list.”
Jim Marria, meanwhile, was
looking “at anything and every
thing. We came here with a large
list: fertilizers, pesticides, trucks,
mechanical products and equip
ment.” Marria is a member of the
PLCAA Board of Directors who
represents Perm a-Green Lawn
Co., Boise, Ida.
Though many of the exhibitors
were peddling their wares, many
others were manufacturers who
deal through distributors.
“We’re here to answer ques
tions and get feedback from the
people who use our product,” said
Vince Geiger of Dow Chemical,
Midland, Mich. “It’s a goodwilltype effort, thanking people for
using our product.”
The crux of Van Fossen’s key
note speech pointed at govern
mental regulation, a high-interest
subject at the fourth annual con
vention.
“I’m not nearly as concerned
about the national Environmental
Protection Agency as I am about
local and state legislation,” Van
Fossen said. “That’s the greatest
danger to this industry.
“Over the next five years, all of
you will be forced to become
in volved in lo cal, state and
national regulation.
“This is no longer an unregu
lated business. But my concern is

Changes
Bill Fischer moved up to vicepresident this year while Marria
was voted secretary-treasurer.
Continuing one more year as
directors are Paul Bizon, Des Rice,
Fischer, Kenney and Burton. Con
tinuing two more years are Mar
ria, Charlie McGinty, Jim Sackett,
Dr. James W ilkinson and Dr.
Robert Miller.
New members of the board are
Paul D avarede of E vergreen
Law ns, St. C h arles, Mo.; A1
Rumbo of LST Industries, Hill
sdale, N.J.; Tony Giordano of
Lawn Doctor, Matawan, N.J. and
Max Graham of Graham Lawn
Care Equipment, Douglasville,
Ga. Bob Scobee of The Andersons
replaced Ron Giffen of Lakeshore
Equipment and Supply as associ
ate director.
Plaques were presented to
Giffen and other board members
whose term s e x p ire d — M arty
Erbaugh, John Latting, Rick White

JANUARY 1984

m ore for those who are not
here...and don’t give a damn about
the industry.
“The lawn care industry is not
just an interested bystander in
government regulation any more.
This is no longer an unregulated
business.”
During the PLCAA’s annual
business meeting, the president’s
gavel passed from Don Burton of
Lawn Medic, Rochester, N.Y. to
John Kenney of Turf Doctor, Fra
mingham, Mass.
“Now, it’s my turn to do some
thing,” Kenney said, compliment
ing his predecessors. “There’s a
terrible storm coming: I see it, I
taste it and you’ll feel it,” he con
tinued, referring to governmental
legislation against pesticide use.
“This storm is going to take us
all and put is in the dumpster if we
don’t do something. We (members
of the PLCAA) have to be the mag
net to attract people into our fold.
You ain’t seen nothing yet: we
have got to get together and this
(the PLCAA) has to be the vehicle
to do it.”
Kenney and Executive Director
Jim Brooks said that they hope to
increase membership 30 percent
this year.

LAWN CARE INDUSTRY

The trade show floor was busier than
it’s ever been at the fourth annual
PLCAA convention two months ago.
More than 800 convention-goers
swarmed the floor, which was man
ned by 106 companies and an addi
tional 400 exhibitor personnel.

You c a n t
g ro w w ro n g
w ith S h a w 's.
Thirty two years in the business of supplying the
highest quality turf products for satisfied customers.
Fertilizers from top of the line to
economical general use, plus
custom grades that are prepared
to exact customer specifications.

Shaw's product excellence is
maintained and guaranteed by
strict quality control throughout
blending, packaging and shipping.

28 -5-8

18-5-9
Crabgrass K ille r

Turf Food

Shaw’s 18-5-9 with
Benefin is a turf food
for the professional
that maintains a close
4-1-2 ratio program and
requires a higher
amount of long term
organic Nitrogen. A
proven com bination for
nutrient supply and
crabgrass control.
• Contains Benefin
• Nitroform
• Trace Package
• Covers 10,000
sq. ft.

Shaw’s 28-5-8 analysis
is the most economical
nitrogen source we
know. It contains 7%
slow release urea and
yields 4.3% sulfur,
derived from sulfur
coated urea, providing
a season extended
release of Nitrogen.
• Economical
• Balanced N-P-K
• Contains 25%
CSRUN
• Covers 14,000
sq. ft.

All SHAW'S Products are available at these quality distributors:

Associates (left) and Bob Earley of
HBJ Publications were reunited at the
PLCAA convention last November in
Indianapolis. Erbaugh was the orga
nizations second president and Earley has been Industry Liaison since
the PLCAA’s inception.

B & A Sales
Columbus, Wisconsin 53925
(414) 623-2529

C.D. Ford & Sons
Geneseo, Illinois 61254
(309) 944-4661

Turf Supplies, Inc.

Consumers Supply
Storm Lake, Iowa 50588
(7 1 2 )7 3 2 -2 9 2 2

Indiana Seed Co.
Noblesville, Indiana 46060
(317) 773-5813

UAP Products
Kansas City, Missouri 64116
Omaha, Nebraska 68137

Eagle Green Corp.
Omaha, Nebraska 68144
(402) 334-8848

Lake-Cook Farm Supply
Lake Villa. Illinois 60046
(3 1 2 )3 5 6 -9 6 0 0

Taylor. Michigan 48180
(313) 291-1200

Columbus, Ohio
Watts (800) 228-0096

For additional information, write or call:
Knox Fertilizer & Chemical Company, Inc., P.0. Box 2 48 * Knox, IN 46534« (219) 772-6275
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Beforeyoubuyanyothermachinethat
fertilizes,seeds,coreaerates andspikes,

ReadThisAD!
Now there are three tough machines built to handle the grueling punishment dished out
by today's lawn professional! If you need a machine to perform the functions of seeding,
fertilizing, coreaerating and spiking, we offer three great solutions: the Lawn Maker, the
Walk/Ride Behind, and now, just introduced, the new small, rugged Coreaerator!
There's just not enough room in this ad to tell you the whole story, but here are a few facts:

i LAWN MAKER. The all-in-one seeder/fertilizer/coreaerator

for riding operation. Welded construction/Weight, 625 lbs./Seeds,
fertilizes and aerates 4,000 sq. ft. in only 9 minutes/11 hp Briggs &
Stratton electric start motor/Easy to transport/Variety of attach
ments/1-year warranty.

NEW! WALKBEHIND COREAERATOR.

Tough, powerful unit for the lawn care professional. Self
propelled/Full 34 in. width/6 Tines, over 2 in., penetra
tion/Weight, 300 lbs./5 hp. Briggs & Stratton motor with 6 to
1 gear reduction/Rear wheel drive.

4 WALK/RIDE BEHIND. A new generation of compact

seeder and fertilizer. Welded construction/Weight, 300 Ibs./Seeds
and fertilizes 10,000 sq. ft. per hour/Easy reach controls/3 hp
Briggs & Stratton motor/Short turning radius/Rider Cart available/6-month warranty.

M ade-to-spec loading ramps available for all models.
/

To find out more about how you can turn a greater profit in seeding and aeration,
call us collect today— 2 0 3 -6 2 1 -6 7 6 4 .

Salsco

Welding & Fabrication, Inc.
196 Clark Street, Milldale, CT 0 6467
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Visitors to the PLCAA convention and
trade show got a chance to not only
hear speakers like Ian Oppenheim of
Rational Approach to Pesticides, Inc.
(left photo above), but they also had a
chance to visit one of more than 150
exhibitor booths, like The Andersons
(right photo above). Oppenheim was
one of several speakers attacking the
problem of governmental regulations
and their effect on the lawn care
industry. The convention, which
moves to Tampa, Fla. this year after a
two-year stint in Indianapolis, was
the biggest ever: approximately 1,300
people were involved, including more
than 400 sales personnel on the trade
show floor.

and Ronnie Zwiebel—as the busi
ness meeting drew to a close.
Official attendance was 839, up
148 from the 1982 mark. More than
400 exhibitors from 106 com 
panies also attended.
Next year’s convention will be
held in Tampa, Fla. There will be
a tour of the Caribbean after the
convention, and anyone inter
ested in the convention and/or
tour should contact the PLCAA
office in Marietta, Ga.
@i

PLCAA

Policy to
be altered
A change in organizational policy
will eventually be implemented,
according to former Professional
Lawn Care Association of Amer
ica president Marty Erbaugh.
The change deals with self-reg
ulation.
“It’s the position of this board
that we should investigate and get
involved with self-regulation,”
Erbaugh said during the organiza
tion’s annual business meeting in
Indianapolis recently.
“ We h ave a u th o riz e d an
expenditure of funds with legal
counsel.
“It’s do-able, but we’re a ways
from doing it. We’re making an
orderly path toward an individual
method whereby we can solve
problems internally before they
become a public issue.”
In past years, the PLCAA had
adhered to a strict “hands-off”
policy regarding complaints by
one member against another. [W]

An ounce of ECLIPSE
is w orth a pound of cu re.
Specify Eclipse* bluegrass now, and cut disease treat
ment costs later. In nationwide trials, Eclipse con
sistently exhibits greater resistance to disease than
other major bluegrass varieties. Costly diseases like
Fusarium patch, dollar-spot, powdery mildew, leaf
spot, and stem rust. Eclipse. It’s the medicine you
need to cure your maintenance headaches.

„ w n w i .I
t ill 1 l i i l i i l _________________ 1__ _______________
Garfield Williamson, Inc., 1072 West Side Avenue, Jersey City, New Jersey 07306
G<iorge W. Hill & Co., 8010 Dixie Hwy., P.O. Box 787, Florenee, Kentucky 41042 • Jacklin Seed Co., W. 5300 Jaclklin Ave.,
Post Falls, Idaho 83854 • Pioneer Hi-Bred, 1Turf Div., P.O. Box 346, Savage, Minnesota 55378
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Keep Fertilizer Dry and
Prevent Costly Spills with the
“SHOW ER C A P” by Lawn Tech

V
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Durable, see-thru vinyl cover
fits most professional quality
spreaders
Completely waterproof and
spillproof
Easy to attach — just slip it
onto spreader
Secure fit prevents spills —
avoids burnout and product
loss
Simple, 1-piece construction
Folds up for convenient
storage
Limited 1-year warranty
Call or write
(216)937-5517

— la m

.
fe c k .

P.O. Box 206
Avon Lake, O.
44012
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New PLCAA boss

—
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M e e t J im B r o o k s — i f y o u h a v e n ’t y e t
collecting, tennis, and writing. His
favorite magazines, “ after, of
course, LAWN CARE INDUS
TRY,” are The Smithsonian and
Bon Apetit.
Representing PLCAA, Harcourt Brace Jovanovich and the
Golf Course Su perintendent’s
Association of America during the
past 10 years has meant extensive
travel. Of all the greasy spoons
and elegant restauran ts h e ’s
patronized on the road, Brooks
says his favorite eating spot is the
Chez Carey in Orange County,
Cal.

He reads gourmet and scientific
magazines betw een bursts of
poetry and fiction writing. His col
lection of United Nations stamps
is almost complete, but the Amer
ican section still needs work.
Though he was an academician
10 years ago, Jim Brooks is no
re clu siv e professor. But the
executive director of the Profes
sional Lawn Care Association of
America does boast widely vary
ing interests.
To unwind from the pressures
of running PLCAA’s day-to-day
operations, he indulges in stamp
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Jim Brooks

ADVERTISING IS EXPENSIVE, S O YOU
NEED ALL THE EYE APPEAL YOU C A N GET.
HERE’S HOW TO D O JUST THAT!
55S3SSÜ ?

CALL
513-845-3897
or
write

PERFCO

Full
Color
Brochures
For Sale

Ui**Uon

********

85 Quick Rd.
New Carlisle
Ohio
45344

LEAF SPOT DISEASE

Today Your Lawn Received

A A

INCREASE RESPONSE RATE
WITH

COLOR

BROCHURES

WHY PERFCO

□ We can improve your professional
image and sell that image with
a full color brochure
□ No expensive color preparation
□ No design or agency fees
□ Choice of seasonal brochure needs

Finally
predesigned
color brochures
to fit your
advertising
needs

OPTIONS

□ Perfco has many brochures to choose
from and just, the right one for
your lawn com pany
□ Choice of season
□ Choice of application
□ Choice of prices
□ Weed, disease, and insect brochures
□ Estimate covers
□ Measure sheets
□ Coordinating correspondence supplies

ONLY THE PRICES ARE UNBELIEVABLE
B r o c h u re
8 1/2 X 11

4 Color both sides
1 Fold
Return mailer card

P ric e
Q u a n t it y ( e a c h ) B r o c h u re

Q u a n t it y

P ric e
(e a c h )

90
7.50
60
50

10,000
25,000
50,000
100,000

70
60
4.50
30

10,000
25,000
50,000
100,000

51/2 x 81/2
4 Color both sides
Return mailer card

• Call for brochure
sample package.
• Orders over 100,000
call for special prices
PRICES SUBJECT TO CHANGE.

FULL COLOR BROCHURES GUARANTEES MORE BLACK O N YOUR BOTTOM LINE
Circle No. 128 on Reader Inquiry Card

PLCAA’s new executive direc
tor originally set out to conquer
the academic world. After gradu
ating from the University of Kan
sas in 1962, Brooks taught high
school and college courses until
1974.
He studied political science as
an undergraduate, and met the
future Mrs. Brooks in a political
geography course.
“Our fraternity and sorority
happened to be on the same side of
campus, so that helped, too ,”
Brooks recalls. He and Marilyn
celebrated their 20th anniversary,
and the couple has two sons, Brian
(10) and Steve (14).

Exposure
While teaching at the Univer
sity of K an sas, B roo ks also
coordinated student trips abroad.
He says his most embarrassing
moment occurred while exposing
his students to the wonders of the
world.
At the end of a student trip to
Greece, Brooks discovered that
his fly was broken as he boarded
the return flight. His baggage had
already been checked, “and I was
a long way from Kansas City,”
Brooks recalls. “I read a lot of mag
azines on my lap” during that long
flight home.
Should he someday reach the
p in n a cle of fam e and MGM
decides to film “The Jim Brooks
Story,” the executive director
says he w ould ch o o se B u rt
Reynolds for the title role. And,
although he says he likes being
himself, Brooks adds if he could
be anyone else, a famous writer
like James Michener would suit
him fine.
But he’s not all highbrow: Jim’s
favorite drink is a cold beer, with
drambuie on the rocks a distant
second choice.

Not enough time
What’s the best part of being in
charge of the day-to-day opera
tions of the PLCAA? “Being at a
p r im a r y d e c i s i o n - m a k i n g
level...having a large involvement
in many areas of an industry that
I’ve become very fond of over the
past 10 years,” he says. His only
complaint sounds familiar to most
b u s in e s s m e n : “ T h e r e ’s not
enough time to do everything I
feel should be done.”
Seven months into his job,
Brooks believes his main accom
plishment has been to increase
the PLCAA’s visibility both in the
industry and among allied profes
sions.
He notes his involvement in
pro-pesticide coalitions and the
A m erican A ssociation of Pest
Control Officers. “We’re working
to ensure that lawn care repre
sentatives w ill serve on state
advisory boards” that review leg
islation regarding chemical use in
the various states, the new direc
tor concludes.
in
—Kevin Cooney

Heresthe
only one thatN
controls both
crabgrass and spurge
Just as you’d expect, it’s Dacthal® W-75
preemergence herbicide. And there’s
not another preemergence on the
market that’ll give you better control
of your two most serious weed
problems.
The standard of excellence for
crabgrass.

It’s been that way for more than 20
years with Dacthal. Which explains
why today’s lawn care professionals
depend on Dacthal for effective
and consistent crabgrass control.
Plus proven residual activity that
allows for fall overseeding.
And since Dacthal is not water soluble, it
won’t leach or run off during wet weather as
some preemergent herbicides do.
The only way to control spurge.

Dacthal W-75 delivers more effective spurge
control than any other herbicide.
Here’s why.
Spurge plants produce from 600-3500
seeds per plant. Once they’ve emerged,
they’re almost impossible to control with a
postemergence.
Spurge has to be controlled before it emerges.
And the only preemergence labeled for the
job is Dacthal.

Dacthal does it all.

A Dacthal application in spring, before
annual weed and seed germination, provides
excellent control of crabgrass. Make a
second Dacthal application 60 days later for
full season spurge control.
And remember, Dacthal is also effective
against 21 other annual grasses and broadleaf
weeds including foxtail and purslane.
What’s more, it can be applied to more than
120 ornamental flowers and shrubs with no
risk to ornamental root growth.
This season, stop both crabgrass and spurge
with the one preemergence herbicide you
know you can count on. Dacthal W-75.
It’s back and ready to go to work.
Circle No. 134 on Reader Inquiry Card

Always follow label directions carefully
when using turf chemicals.

Agricultural Chemicals Business
SDS Biotech C orporation
7528 Auburn Road, P.O. Box 348
Painesville, Ohio 44077
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N a t u r a l o r g a n ic s in N f e r t iliz a t io n
SALT INDEXES OF VARIOUS NITROGEN FERTILIZER SOURCES*

By Dr. John Street,
Ohio State University

Fertilizer
Urea
Ammonium Nitrate
Sodium Nitrate
Potassium Nitrate
Ammonium Sulfate
Nitroform
IBDU
Methylene Urea

ED. NOTE: This is the second o f
a two-part series on popular lawn
fertilizers. In the first part, Dr.
Street covered ureaform-type fer
tilizers. He continues the discus
sion this month by starting with
natural organics.
The nitrogen in natural organic
sources is contained in complex
organic (carbon) compounds that
are not readily soluble in water.
The materials are predominantly
by-products of the plant and ani
mal processing, industry or waste
products. Dried manures, seed
meals, process tankage, bone meal
and cocoa shell meal are exam
ples of natural organics, but these
materials have only received very
limited use for turf fertilization.
The natural organic source
used most readily for turf fertil
ization today is activated sewage
sludge, sold under the trade name
of Milorganite.
It is made from sewage freed
from grit and coarse solids by
aerating in tanks with m icro
organisms. The resultant organic
matter is then filtered, dried,
ground and screened. The mate
rial is stream sterilized to kill
weed seeds and harmful organ
isms. In addition to nitrogen,
Milorganite also contains signifi
cant am ounts of phosphorus,
potassium and many m icro 
n u trien ts. The com m ercially
available product has an approxi
mate 6-2-0 analysis and a WIN
value of 5.5.
Nitrogen release from atural
organics is dependent on micro
bial activity for breakdown of the
complex organic compounds. Ini
tial plant response and residual
response is considered intermedi
ate between quickly-available
nitrogen sources and Nitroform.

IBDU
IBDU (isobutyledene diurea) is
f o r m e d by r e a c t i n g i s o 
butyraldéhyde and urea in acid
solution. The resultant product
contains 31% nitrogen and 90% is
water insoluble (WIN). The WIN
portion of IBDU has a uniform
composition, whereas UF-type
fertilizers consist of various chain
length methylene ureas and free
urea.
The finished reaction product
is screened into two sizes, 0.5-1.0
millimeter fine and 0.7-2.5 milli
meter coarse.
IBDU has a low solubility in
water. The conversion of IBDU to
plant-available nitrogen is depen
dent on dissolution of IBDU mole
cules from the granule. This is
considered the rate-limiting step
in breakdown of IBDU.
Following dissolution from the
particle, the IBDU molecule is
hydrolyzed (split) to urea and
aldehyde. Urea is then converted

Salt Index Value
75
105
100
74
69
10
5
4

Foliar burn rating
for various nitrogen fertilizers
on Kentucky bluegrass
h

h

h

FERTILIZER
Urea, liquid
Folian
UF & Urea
Formolene
UF
Fluf
Urea, granular

Æ

h

BURN RATING1
5.5
5.4
4.3
1.5
1.0
1.0
1.0

limit for extending the residual
response of qu ickly-availab le
sources in liquid programs. Two
applications (spring and fall) of
granular IBDU have given good
results on both bentgrass and Ken
tucky bluegrass duirng the grow
ing season at nitrogen rates of two
to three pounds per 1,000 square
feet.

Sulfur-coated urea
Hk,

1. Burn ratings were made on a scale of
1 through 9 with one representing no
burn and nine representing severe
burn.
2. Fertilizer was applied at one pound of
actual nitrogen per 1,000 square feet
in July. The midday temperature was
approximately 88-90° F.

to ammonium (NHJ by enzymatic
hydrolysis.
The nitrogen-release rate is
predominantly affected by soil
moisture and particle size. Higher
soil moisture and smaller particle
size result in a more rapid release
rate. Nitrogen release from IBDU
is somewhat depressed at alkaline
pH values, especially those near"
pH 8.
Nitrgen release is independent
of microbial activity. Thus, IBDU
will release nitrogen much more
readily than Nitroform and natu
ral organics during cool weather.
Nitrogen release is increased to
some degree by higher soil tem
peratures.
Fall-applied IBDU provides an
excellent turf quality response
during the late fall and early
spring. It has proven to be an
excellent nitrogen source for use
in late-season fertilization pro
grams. Initial turf response from
IBDU applications is usually slow
due to low solubility and too high
WIN content. Once a threshold
concentration of soil nitrogen is
reached, turf response is usually
excellent.
Commercial formulations are
available (e.g. Par Ex 24-4-12) that
provide a certain percentage of
free urea to enhance early turf
green-up. With liquid applica
tions, initial turf response from
IBDU is more rapid due to partial
breakdown of granules during
agitation and pumping.
The addition of one-half pound
of nitrogen per 1,000 square feet as
IBDU was found to be a lower

Sulfur-coated urea (SCU) is for
med in a continuous-flow process
by spraying preheated urea pel
lets with molten sulfur. A sealant
coat of polyethylene oil or microcrystalline wax is then applied.
Finally, a conditioner, consisting
of diatomaceous earth or vermiculite, is added to reduce the
stickiness of the sealant. Pinholes
and cracks do develop in the sul
fur coating of certain particles as
they cool.
The purpose of the sealant is to
plug these defects, strengthen the
sulfur shell and decrease the ini
tial rate of urea release. Nitrogen
content of commercially-available products is in the range of 32
to 37%.
These products usually contain
a nitrogen-sulfur ratio of approx
imately two to one. Release of
urea from SCU granules occurs
through defects in the coating
such as pinholes and cracks and
through openings as the sealant
and sulfur coat deteriorate. A cer
tain percentage of granules con
tain major defects (i.e. pinholes
and cracks) which are not covered
by sealant coating.
The granules empty rapidly
when placed in water. This nitro
gen fraction acts as quickly-avail
able or water-soluble nitrogen.
The seven-day dissolution rate in
w ater is com m only used to
characterize the initial release
rate (quickly-available fraction)
of different SCU formulations.
Under laboratory conditions, 50
grams of SCU is immersed in 250
milliliters of water at 38°C and the
amount of urea which enters the
solution after seven days is mea
sured.
This amount, expressed as a
percentage of the total urea con
tent, characterizes each SCU
product. For example, SCU-30 is a
product from which 30% of the
urea is released under the sevenday dissolution test.
A seven-day dissolution rate of

20-3-5 has proven to be acceptable
for initial turf response when
applied a rates of greater than one
pound of nitrogen per 1,000 square
feet.
Three general solubility classes
of SCU are described within a
product:
CLASS I: granules with holes or
cracks throrough the coating.
CLASS II: granules with holes
or cracks in the coating which are
plugged with sealant.
CLASS III: granules which have
no holes through the sulfur coat
ing.
Class I granules act like quickly
available nitrogen and release
urea as soon as they contact mois
ture. Class II granules begin to
release nitrogen as soon as the
s e a la n t is b ro k e n dow n or
removed. Class III granules being
to release nitrogen as soon as the
sulfur coating is penetrated.
Tem perature, soil m oisture,
and microbial activity are all con
sidered to play a role in the release
of nitrogen from Class II and III
granules.
The release of nitrogen from
individual granules of SCU is is
rapid once water gains access into
the sulfur shell. Thus, slow avail
ab ility of nitrogen from SCU
results from many granules that
release nitrogen at different times.
Nitrogen is not released from all
granules uniformily.
“ C ontrolled-release soluble
urea nitrogen” (CRSUN) is a term
used on certain SCU fertilizer
labels. The CRSUN value simply
refers to the total percentage of
nitrogen as SCU in the product.
A nother term , “ controlled release nitrogen” (CRN) refers to
the amount of percentage of Class
II and Class III nitrogen in the
product. The CRN value excludes
the Class I or w ater-so lu b le
(seven-day dissolution) nitrogen
fraction.
Nitrogen fertilizers available
for turfgrass fertilization vary
considerably in their chem ical
and physical properties.
Fertilizer use should be based
on the properties of the nitrogen
source and on factors that affect
release and availability of nitro
gen from the source.
Q u ick ly -av ailab le nitrogen
sources release nitrogen rapidly
to page 28

Dr. John Street is an extension agron
omist at The Ohio State University,
Columbus, Ohio. The Pennsylvania
native received his bachelor’s degree
from California (Pa.) State College and
his m aster’s in agronomy from Ohio
State.

T he overwhelming choice among A m erica’s biggest
Betasan is safe and effective on established bluelawn care companies is Betasan® for crabgrass control, grass, fescue, bentgrass, Bermuda grass, annual and
In fact, in a survey of 75 of the largest companies, perennial rye, Zoysia, bahia, centipede and St.
Betasan is used by four out of five.
Augustine.
It’s not hard to see why Because year after year,
So when the battle with crabgrass is your number
Betasan gives lawn care professionals better control one priority, use the number one crabgrass control.
of Smooth and Hairy Crabgrass, without a worry
Betasan. The first choice on the home front,
about damaging existing turf. One application usually Always follow label directions carefully.
stops crabgrass cold, all year long.
_____
Stauffer Chemical Company, AgriculBetasan is easy to apply and available
T T 1A Ç
W ® tural Chemical Division, Westport,
in liquid and granular formulations.
Connecticut 06881.

\

No.1 AgainstCrabgrass.
Stauffer
__CHEMICALS
-------_______
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Customers:

Use kid gloves, but avoid a ‘snow job’

A llen Duey doesn’t have any
magic solutions to customer com
plaints. But the president of JayLan, Inc., Sioux City, Iowa, does
have some suggestions on how to
pacify irate customers.
He sums up the situ atio n
neatly: “Educate and persuade
customers to believe in you...(but)
if the customer owes you and
won’t pay, sue!’’
Above all, proprietors must be
sure of their facts when they sit
down with a dissatisfied con
sumer.
“Don’t let the customer snow

you,” Duey advises. “Record the
history of the lawn and do it right
the first time.”
Carol Scott of the Barickman
Co. says a survey conducted by
her firm for the Monsanto Co.
reveals several basic, but impor
tant, factors that owners should
keep in mind for ensuring cus
tomer satisfaction: careful sched
uling, prompt service, reliability,
courtesy and concern.

Suggestions
But Duey also has several sug
gestions for those times when you

encounter the less-than-perfect
customer, or when one of your
employees turns out to be fallible.
First, since Monsanto’s con
sumer research indicates that
women make slightly more than
half the decisions regarding lawn
care services, Duey advises his
colleagues to always keep the
feminine perspective in mind.
“I believe the housewife is the
key person, and we have to satisfy
her—even if it’s through the hus
band,” he says.
Although most com plainers
want to speak to the owner or

Field men
m u s t stay
in touch
Your crews are making th eir
rounds, keeping close to schedule
on a typical workday. Suddenly,
Mr. Jones flags them down and
points out a problem with his
lawn—the one you’ve been treat
ing for three seasons now.
How well does your staff han
dle unexpected problems or ques
tions? Do customers know your
employees personally? Do lawn
care businessmen encourage their
crews to discuss their work with
customers, or do you ask your cli
ents to call the office?

In favor of contact
Judging by a LAWN CARE
IN DU STRY straw poll, most
ow n ers fav o r som e c o n ta c t
between their technicians and
customers.
“Our field personnel do have
contact, but only when they are
personally approached by cus
tomers,’’ says Joe Bagley, mainte
n a n ce s u p e rv iso r for Rood
Landscape, Jupiter Fla. “ Our
spray and pruning crews always
leave a hanger, but as far as per
sonal contact, we don’t make it a
rule.”
Bagley says that many of his cli
ents are wealthy industrialists
with winter homes in Jupiter who
don’t like to be bothered unless
necessary. “That’s they way they
want it,” he notes.
“We don’t have any problems,
(with customer contact),” says
Ron Kujawa of Kujawa Enter
prises, Cudahy, Wise. “We don’t
have any clones...we’re profes
sional enough to give customers
plenty of advance notice and han
dle their concerns on the spot.”

manager, it’s more effective to
have a male employee speak to a
female customer and a female
employee discuss problems with
male complainers, Duey notes.
When reviewing com plaints
with consumers, keep a positive
attitude, but never make light of
customers’ problems, Duey says.
One key to preventing problems
with customers is making sure that
your workers are giving out the
proper information. “Overzealous
employees can cost you custom
ers,” Duey warns. He advises
owners to have their staff members
repeat the information they are
given before starting their routes so
any misunderstandings can be cor
rected before it reaches a client.

High costs

Walter Chapman of Chapman
E xcel-L aw n, Springfield, 111.,
believes the situation is depen
dent on the individual employee.
“We kind of play that by ear,”
Chapman says. “Some of them
have more of a knack (for dealing
with consumers) than others.”
Chapman notes that with the
prevalent pay scales in the indus
try, college-educated people—
who could be expected to handle
customer relations w ell— don’t
often end up running mowers or
sprayers. But he adds that educa
tion alone doesn’t indicate good
sales ability.
“You just have to have that
sales personality,” Chapman con
cludes. “We just judge it by indi
viduals.”
Another approach is taken by
The Weed Man Ltd., Mississauga,
Ont., Canada.

‘Referrals’
“If they (customers) have a
question, we try to solve it on the
law n ,” says owner Des R ice.
Q u estions and co n cern s are
referred to The Weed Man’s tech
nical staff at the office only if the
technician can’t resolve the prob-

lem on the spot, he says.
Robert Parmley of Tempo 21,
W heeling, 111., encourages his
technicians to get to know the cli
ents. “When you’re on a lawn only
four or five times a year, it’s
important to have contact,” Par
mley believes.
After 9 a.m., Tempo 21 employ
ees are required to ring doorbells
and leave door hangers if custom
ers aren’t home.
David Biddle of Biddle Lawn
Care, Savoy, 111., agrees with Par
mley: after 8 a.m., his crews knock
on doors.
“We think it’s important—not
only may you surprise som e
body...but it’s only courtesy, I
think,” Biddle says.
But there can be a drawback
with that policy, of which Par
mley is well aware. Too much
knocking on doors— especially
when homeowners are good talk
ers—tends to take its toll on the
technician’s working day.
“Of course, talking with the
customer slows you down,” Par
mley admits. “You have to know
when to talk about lawns and
when not to talk about the Chi
cago Cubs.”
[W]

When it comes to satisfying dis
gruntled clients, John Kenney,
president of Turf Doctor, Fra
mingham, Mass., reminds his col
leagues about how much it costs to
obtain new customers. “If we can
put some money into saving cus
tomers, our limit of expenditures
for saving them should equal that
of getting a new customer,” he says.
Kenney’s firm keeps a list of
reasons why his customers cancel
their contracts, and he says the
problems break down into more
than 80 specific categories. Those
specifics can be grouped into
seven general categories:
• problems with personnel,
• problems with results,
• procedural matters,
• reduced level of service,
• objections to materials and/
or equipment,
• financial matters, and
• customer moving.
When tackling customer com
plaints, Duey advises you to
remember how clients feel about
their homes: “The homeowner is
as possesive with his lawn and
trees as he is with his kids.”

Communication
Communication is of utmost
importance in dealing with cus
tomers.
First, the lawn care business
man must make sure that the custo m e r’s e x p e c ta tio n s of the
services to be performed are real
istic. T hen, w hen a problem
arises, the real pro will treat the
customer in the proper manner.
“Communicate with the cus
tom er,” Duey advises. “ Don’t
make light of any complaints, but
stay positive.”
So treating those lawns as if
they were your own will go a long
way toward ensuring happy, con
tinuing customers.
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R ulesfor Maintaining those ‘
handling
the gripes
Here are the 15 rules for dealing
with customers, as presented by
Law rence K o k k elen b erg at the
1982 PLCAA conference:
1) The conversation’s first
three minutes are critical, and
can make or break your meeting.
You must quickly establish that
you are going to be helpful.
2) Never point to a customer’s
errors. It tends to put them on
the defensive and will make it
difficult to establish rapport.
3) Try to avoid the word
“you,” which could put the cus
tomer on the defensive.
4) Use the customer’s name in
conversation: first name for
informal effect, last name if you
don’t know them well.
5) Draw the customer out:
engage them in conversation to
find out the real problem. Many
times they will not level with
you if they are angry.
6) Use nurturing words like “I
can appreciate your concern.”
7) Always try to be calm. Don’t
let your anxiety show. (This is
difficult, but will come with
experience and confidence.)
8) Use gentle gestures. Never
point your finger (an agressive
gesture). Avoid the defensive
gesture of folding your arms.
9) Be reassuring. Let the cus
tomer to know that you are going
to be helpful in trying to resolve
his problem.
10) Use a gentle tone of voice
for a calming effect on the cus
tomer, even though he may be
upset. Remember how doctors
and ministers handle their “bed
side manners.”
11) Give inform ation only
when they are ready to handle it.
Settle the customer down first.
12) Use eye contact, but be
careful. If you are not totally
honest or unsure about what you
are telling the customer, this
technique can backfire.
13) P r o p e r d r e s s and
a p p e a ra n ce are c r itic a l in
establishing your credentials
as an expert. We tend to get less
angry at well-dressed people,
while better-groom ed rep re
sen tatives tend to be more
believable.
14) Vocabulary is very impor
tant in establishing your cred
ibility. Use concise and effective
words to deliver the message,
and be confident about your
information.
15) U se c o mmo n sense.
Assume you are dealing with
people who possess a good bit
t hemsel ves , and they will
respect you more.
¡Ml

Is your building your top asset?
How about your equipment?
No, a c c o r d in g to M a rty
Erbaugh of Lawnmark Associates,
Peninsula, Ohio: your No.l assets
are your customers.
“Unfortunately, these assets
are not on our balance sheets,”
Erbaugh has said. “But they need
maintenance like any other.”
Customer “m aintenance” is
affected through competent prod

uct delivery and follow-up ser
vice delivery.
“Oftentimes, this is the area
where we either solidify our cus
tomer base or subject it to ero
sion,” Erbaugh has noted.
“Understanding what a pro
spective new customer’s objec
tives are, outlining for them what
they can reasonably expect—
given the existing condition of
their lawn—will help create the
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proper relationship. Then to follow up with technically competent product and service delivery
is really the only manner in which
brand loyalty can occur.
“The way we sell, service and
follow up defines our livlihood.”
“The real importance...is con
tinued dedication (or re-dedica
tio n ) to th e n e e d s of ou r
cu sto m ers, w h ich — if m et —
translate into growth.”
[Ml
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OFTEN COPIED.
NEVER MATCHED.
Suddenly, it seems everyone knows exactly what you need in
a commercial mower. Amazingly enough, they all look just
like a Bunton. Too bad they don’t perform like one.
The Bunton commercial mower has proven itself with a thirtyyear track record. That’s why it’s been copied. Here’s why it
hasn’t been matched:

• Quality of cut. If you own a Bunton and
any other brand, you already know which
one produces the better cut, more consis
tently and with less downtime. That’s why
Bunton is preferred by lawn service profes
sionals everywhere.

• Choice of type, size and power. You don’t
have to “ make do” with a mower that’s not
quite right for your situation, or wait until next
year when they say they’ll introduce the size and
type you need. We have it now. Have had it for
years. And with Bunton you don’t have to take the
engine that “ comes with the mower.” We match one of
nine commercial engines to your size and application.

• Low maintenance. You’re in the business of cutting
grass, not debugging “ new” products for old line manu
facturers catching up with the times, or new companies
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hoping to break into the business. Bunton’s designs were
proven years ago. The others may look the same on the
surface, but none have copied the quality that provides
the dependability and low maintenance of a Bunton.

• A past that assures a future. We sell more commercial
mowers in the 24 inch to 61 inch range than all our competi
tors combined. We intend to keep it that way by making
sure our customers are as satisfied in the future as they
have been in the past. That assures you of a reliable
source for original equipment, parts and service, long after
the others are gone.
Overall, it costs less to own a Bunton than a
cheap imitation, because... Bunton builds ’em
better. For complete information on the
largest selection of the industry’s most
popular commercial mowers, please
write or call for our new full line catalog
and the name of the Bunton dealer in
your area.

BUNTON CO.
PO. Box 33247* Louisville. KY 40232 U S A.
Phone 502/966-0550 •Telex 204-340

Contract numbers:
G.
S.A.: GS-07S-07659
H.
U.D.: OPH (CO)m-36

You’re Invited
New Ttimed
.

C o n tr o ls G r o u n d Iv y

We want to send you
a free sample that
will cover more than
10,000 square feet.
You will see for
yourself why this new
generation of Trimec
Turf Herbicide is
called the Problem
Solver.

• C ontrols Spurge, Oxalis,
Ground Ivy, and other hard-tocontrol weeds.
• Rapid, visible effect in earlyseason or late-season cool
weather.
• Minimum hazard to nearby
flowers and ornamentals.
C o n tr o ls O x a lis
IS W T S T

When tu rf professionals talk —
P B I/G ordon listens.
Lawn Care A p p lica to rs told us
that a m ajor problem they have is
achieving rapid, visible response
from the treatm ent of broadleaf
weeds in cool w eather ... espe
cia lly on those lawns w hich are
first on the schedule at the start of
the year and thus are sprayed very
early in the season, before the
weeds are grow ing vigorously.

C o n tr o ls S p u r g e

Of course, they get total co n tro l
w ith re g u la r T rim e c in c o o l
weather; but, because Trim ec is
so th o ro u g h , it takes a little tim e
for it to translocate th ro u g h o u t the

to Test the
T u rf E s te r
o
^sCOMPLEX^Ä
m z k iô ïïï^ M

One gallon covers
up to four acres.

R-C-O-R'
o

o

+ R -C -O H — -

R '-C -O -R ",
[GO/roo/v^sICT

TRIMEC

MW OUlÖf WCACMOf Ç.MIIOBÎN
C A U T IO N

NET CONTENTS o n e U S. GALLON

Beware of substitutes!
root system and result in total kill.
It's d iffic u lt to explain this tim e
lag to some hom eow ners. They
want to see those dandelions curl
up right now, regardless of the
tem perature.
Trim ec Turf Ester answers the
problem . It produces very quick
response. The custom er likes that,
and it keeps him off the telephone
com plaining that nothing has hap
pened to his weeds.
G roundskeepers told us they
wanted to co n tro l super-tough
weeds like Spurge, O xalis and
G round Ivy w ith one ap plica tion .
Trim ec Turf Ester will do the job.
Even on Spurge that has hardened
off in hot weather. T heester pene
trates rig ht thro ug h the tough,
hardened-off cu ticle and gets into
the circu la to ry system of the plant,
resulting in positive kill.

SYN ERG ISTIC
How we put Trimec Turf Ester together
is. of
co
u
rs
e
, a trade secret; but the
chemical explanation above will immediately give you an indication of its
remarkable power. You’ll note that it
is a unique combination of different

Read what a turf pro
has to say
C onsider the experience of a
prom inent g o lf course sup erin
tendent in Southern California.
He had Spurge and Oxalis in his
Berm uda lawn. He applied Trimec
Turf Ester in 107-degree weather.
It discolored the Berm uda for a
brief tim e, but it came rig ht back
— m inus the Spurge and Oxalis.
Furtherm ore, he sprayed w ithin
12 inches of a straw berry bed
w ith o u t doing any damage w hat
soever.

esters with the ability to form a complex with dicamba, resulting
the
most efficient broadleaf herbicide we
have yet developed. Aren’t you just
itching to try it? Pick up your phone
now and request your sample.

product. A ctually, it’s more than
that ... it’s the most sig n ifica n t
b re a kth ro u g h in weed c o n tro l
since the in tro d u ctio n of Trimec
itself.

Accept a free sample
We are eager for every tu rf p ro 
fessional to test Trimec Turf Ester.
S im ply w rite us a letter or call us
to ll-fre e requesting a sample, and
we w ill send you enough Trimec
Turf Ester to cover 10,000 square
feet.

Toll-free 1-800-821-7925
In Missouri 1-800-892-7281

Obviously, w e d o n ’t recommend
TR IM EC " is a registered trademark of PBI/Gordon
spraying Trim ec Turf Ester in 107Corporation U S. Patent No 3,284,186
degree weather; we d o n ’t recom 
c PBI/Gordon Corporation, 1983.
m end it fo r w a rm weather grasses; and
we certa inly d o n ’t rec
ommend spraying that
close to a straw berry
P R O F E S S IO N A L T U R F P R O D U C T S
bed — but it does give
you an in dicatio n that
'1217 WEST 12th STREET
p b i/G o n d o n
P. O. BOX 4 0 9 0
f "
Trim ec Turf Ester is
KANSAS CITY. MISSOURI
V 3
c o n p o R a tio n
(816) «421--4070
indeed a rem arkable

6-4101

588-1283
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North Carolina Turfgrass Conference, Jan.
3-5, Pinehurst Hotel, Pinehurst, NC. Con
tact: W.B. Gilbert, 1119 Williams Hall, N.C.
State University, Raleigh, NC, 27650. (919)
737-2657.
Maryland Turfgrass ‘84, Jan. 9-11, Baltimore Convention Center, Baltimore, MD.
Contact: Cheryl Gaultney, Box 223, White
Marsh, MD, 21162. (301) 335-3700.
Southeast Pennsylvania Turf School and
Trade Show, Jan. 10-11, Westover Inn and
Golf Club, Jeffersonville, PA. Contact:
Keith Zanzinger, Chester County Cooperative Extension Service, 235 W. Market St.,
West Chester, PA, 19380. (215) 696-3500.
Tennessee Turfgrass Conference, Jan.
10-11, Music City Rodeway Inn, Nashville,
TN. Contact: Brenda Goins, Tennessee
Turf Association, 25 Coach House, 523
Harding Place, Nashville, TN, 37211. (615)
832-6493.
Nebraska Turfgrass Conference and
Trade Show, Jan. 10-12, Holiday Inn,

Omaha, NE. Contact: Dr. Robert Shear
man, Dept, of Horticulture, 377 Plant Sci
ence, University of Nebraska, Lincoln, NE,
68583. (402)472-2550.
New Hampshire Turfgrass Conference,
Jan. 12-13, Sheraton-Wayfarer Motor Inn,
Bedford, NH. Contact: Dr. John M. Roberts,
Dept, of Plant Science, Nesmith Hall, Uni
versity of New Hampshire, Durham, NH,
03824. (603) 862-1200.
Rocky Mountain Turfgrass Conference,
Jan. 12-13, Lory Student Center, Colorado
State University, Ft. Collins, CO. Contact:
Dr. Jackie Butler, Dept, of Horticulture,
Colorado State University, Ft. Collins, CO,
80523. (303)491-7070.
Mid-America Horticultural Trade Show,
Jan. 13-15, Hyatt Regency, Chicago, IL.
Contact: Mid-Am, 4300-L Lincoln Ave.,
Rolling Meadows, IL, 60008. (312)359-8160.
Michigan Turfgrass Conference, Jan. 17-18,
Long’s Convention Center, Lansing, ML
Contact: Dr. Paul Rieke, Dept, of Crop and

Soil Sciences, Michigan State University,
East Lansing, MI, 48824. (517) 355-0266.
Virginia Turfgrass Conference and Trade
Show, Jan. 18-20, Williamsburg Hilton
National Conference Center,
Williamsburg, VA. Contact: J.R. Hall III,
Virginia Turfgrass Council, P.O. Box 527,
Richmond, VA, 23204. (804) 644-0912.
Tropical Plant Industry Exhibition, Jan.
19-21, Coconut Grove Exhibition Center,
Miami, FL. Contact: Ray Oblesby, TPIE,
P.O. Box 16796, Temple Terrace, FL, 33687.
(813)988-7198.
Nurseryman’s Personnel Workshop, Jan.
23-25, Hyatt Regency, Nashville, TN. Con
tact: American Association of Nursery
me n, 12 50 I St . , NW, S u i t e 500,
Washington, DC, 20005. (202) 789-2900.
Professional Turf and Landscape Con
ference, Jan. 25, Tappan Zee Towne House,
Nyack, NY. Contact: Dan Antonecchia, 21
Jackson Avenue, Scarsdale, NY, 10583.
(914) 723-1677.

2+5 ADDS UP
TO THE BESTWARRANTY
INTHE BUSINESS:
Two years on our Industrial/C om m ercial
engines.
Five years on the Magnetron® Ignition on our
Industrial/Commercial engines.
No one comes close to giving you what you get
with the new Briggs & Stratton 2+5 l/C engine
warranty. Compare this to the 90-day warranty
offered by some other engine manufacturers.
Why do we give you such a good warranty?
Because we give you such good l/C engines.
They’re tough, reliable and long lasting, built on

our wealth of experience on worksites around
the world.
Our l/C engines come with heavy-duty castiron bores. Dual element air cleaners. Cobalite
valves and seats. And they all have MagnetronR
Ignition, the exclusive Briggs & Stratton elec
tronic system th a t’s so dependable it carries
a five-year warranty, when used on l/C engines.
The Briggs & Stratton 2+5 l/C engine war
ranty. It’s simply the best you can get. But the
best part is you’ll probably never need it.

Northern California Professional Turf and
Landscape Exposition, Jan. 25-26, Oakland
Convention Center, Oakland, CA. Contact:
Northern California Turfgrass Council,
P.O. Box 268, Lafayette, CA, 94549.
Nurserymen’s Personnel Workshop, Jan.
31-Feb. 2, Columbia Inn, Columbia, MD.
Contact: American Association of Nur
serymen, 1250 I St., NW, Suite 500, Wash
ington, DC, 20005. (202) 789-2900.
Landscape/Garden Center Management
C linic, Feb. 5-8, G alt House Hotel ,
Louisville, KY. Contact: NLA/GCA Man
agement Clinic, 1250 I St., NW, Suite 500,
Washington, DC, 20005. (202) 789-2900.
Associated Landscape C ontractors of
America Convention and Trade Show,
Feb. 8-12, Hyatt Regency, Phoenix, AZ.
Contact: Gail Morgan, ALCA, 1750 Old
Meadow Rd., McLean, VA, 22101. (703)
821-8611.
Professional Turf and Landscape Con
ference, Feb. 16, Civic Center, Hartford,
CT. Contact: Anthony D. Penkrat, Con
necticut Grounds Keepers Association, 23
Atwater St., West Haven, CT, 06516. (203)
934-3103.
N o rth e a st P e n n sy lv a n ia T u rf and
Grounds Maintence School, Feb. 21-22,
Luzerne County Community College,
Nanticoke, PA. Contact: William Kleiner,
County Extension Office, Scranton, PA,
18503.
Professional Turf and Plant Conference,
Feb. 27, Colonie Hill, Hauppauge, Long
Island, NY. Contact: William Alexander,
NSLGA, 59 Orinico Dr., Brightwaters, NY,
11718. (516) 665-2250.
Iowa Turfgrass Conference, Feb. 27-29,
Marriott Hotel, Des Moines, IA. Contact:
Dr. Norman Hummel, 105 Horticultural
Bldg., Ames, IA, 50011. (515) 294-1870.
Western Pennsylvania Turf Show, Feb.
28-March 1, Expo Mart, Monroeville, PA.
Contact: Christine King, 412 Blanchard St.,
Bellefonte, PA, 16823. (814) 355-8010.
Massachusetts Turfgrass Conference, Feb.
28-March 1, Civic Center, Springfield, MA.
Contact: Dr. Joseph Troll, Dept of Plant and
Soil Sciences, Stockbridge Hall, University
of Massachusetts, Amherst, MA, 01003.
(413) 545-2353.
Wisconsin Green Industry Conference,
March 1-2, Marriott Hotel, Brookfield, WI.
Contact: Erik Madisen Jr., W isconsin
Green Industry Conference, Box 1936,
Appleton, WI, 54913. (414) 733-2301.
Florida Turf Update and Field Day, May
17, University of Florida, Gainesville, FL.
Contact: Dr. Charles H. Peacock, 1523 HS/
PP Bldg., University of Florida, Gain
esville, FL, 32611. (904) 392-1832.

Back to work
’"Limited warranty. For two years on the
l/C engines and five years on the
Magnetron® Ignition on the l/C
engine. Briggs & Stratton, as
an exclusive remedy, will
cover all parts and labor
H k
costs if failure is caused
by defective parts or
workmanship.

BRIGGS & STRATTON

Strike over
for crews
at Briggs
A three-month strike by members
of Local 232 of the Allied Indus
trial Workers of America was
ended recently, thus allowing the
Briggs & Stratton Corp. to get back
to work producing small engines
for the lawn care market.
“We sincerely appreciate the
understanding and support of our
customers throughout the strike,”
said Frederick P. Stratton, Jr., presi
dent and chief executive officer of
the company. “We are moving
quickly to resume full production.”
The strike began on Aug. 1,
1983.
“Now that the strike is over,”
Stratton said, “all of our employ
ees must turn their attention to
the tasks of improving efficiency
and maintaining our strong com
petitive position.”
The company plans to invest at
least $240 m illion in its M il
waukee facilities over the next 10
years, matching the amount it has
m
invested in the last decade.

n d is e a s e p r o b le m s
in to p r o f ils w ith
C H IP C¡O
O ® 2 6 0 1 9 f u n ga ikc iidd e .
Selling disease control is a g rea t
way to boost profits and a ttra ct new
custom ers.
And CHIPCCT26019 is the ideal
product to help you do both.

C H IP C O 2 6 0 1 9 i s t h e o n l y
S e n d f o r FREE b o o k le t o n
fu n g ic id e y o u n e e d .
h o w to s e ll d is e a s e c o n tr o l.
It can be used safely on all lawn
We’ve put together a booklet th at
grasses nationwide to control the
details lots of effective techniques
m ajor tu rf diseases like leaf spot,
and tools for selling disease control
dollar spot, fusarium and brown
to your custom ers...and delivering
patch. Highly effective and longit with effective, long-lasting
lasting, CHIPCO 26019 fungicide
CHIPCO 26019 fungicide.
Ttirf F u n g icid e
fits into your treatm en t schedule
H ie s e llin g p r o p o s itio n :
and reduces callbacks.
a b e a u tifu l.
In short, when you’ve got
E verything you do for a custom er CHIPCO 26019 on the shelf, you re
is designed to create a beautiful
ready for business.
lawn. Thrf diseases look
b a d .. .and th a t can m ake
EVERYTHING’S UNDER CONTROL.
you look bad. A pro
Send to: Rhône-Poulenc Inc.
grammed approach that
CHIPCO Fungicide Lawn Care Center
includes an effective,
P.0. Box 125 Black Horse Lane
long-lasting fungicide
Monmouth Junction, NJ 08852
like CHIPCO 26019
keeps your custom ers
■ M W ™ « «
satisfied.
Please send F R E E How to Sell Lawn Disease
Control booklet to:

C H IP C O

26019

andCon,rol

T /

NAME.
TITLE.
COMPANY.
ADDRESS.
CITY.

. STATE
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PRODUCTS
Chemical spreader
is more resistant
A broadcast spreader for profes
sion al ap p licatio n s of seed,
fertilizer and pest control prod
ucts on lawns is being made more
resistant to damage with parts of
new Delrin super tough acetal
resin.
LESCO Products has replaced
conventional acetal with the
tough Du Pont plastic for two
gears, a bracket, a bearing and the
impeller. Those parts thus have
increased resistance to breakage

B alan saves
more m oney & more
lawns.
Compare Balan® with any other preemergence herbi
cide, and you'll find there's not a more economical way to
effectively control undesirable, troublesome weedgrasses
like crabgrass, goosegrass, foxtail and others.
Balan or benefin is available in many formulations.
Whether you choose a sprayable or a granular, you know
you will get the same results—excellent weedgrass control
at an economical price.
Effective turfgrass management
have to be expensive. With Balan
at work, both weedgrasses and your
expenses tend to stop growing.

while retaining the smooth sur
face, strength and resistance to
corrosion, moisture and wear that
originally led to the selection of
acetal.
“We believe our spreader is
now practically immune to rough
handling,“ says LESCO product
manager Paul Morgan.
The spreader is now designed
for tough day-to-day use: the
frame is epoxy-coated steel, the
hopper polyethylene. Other fea
tures are pneumatic tires and ball
bearings and grease fittings that
permit lubircation to keep out
abrasive chemicals and dirt.

Pressure washers
come in two sizes
High pressure performance for all
types of cleaning is now available
in BroyhilPs improved pressure
washers.
Units are mounted on a twowheel upright frame. Each comes
w ith Hypro T rip le x P lu nger
Pump Series 88 and electric motor
or gasoline engine. Spray guns and
30 feet of hose are available for all
models.
These washers are available in
1300 psi or 1500 psi sizes. One has

Circle No. 200 on Reader Service Card

Gang mower is
extremely useful
Bunton Co. has introduced a new
vertical gang mower designed to
perform a variety of functions.
Among the uses for this new
entry are mat and thatch removal
and soil aeration to help prevent
tu rf d ise a se and p rov id e a
healthier grass plant.

Elanco Products Company, a Division of Eli Lilly and Company, Dept E-455, Indianapolis, IN 46285, U S A.

ARM
YOURSELF
FOR THE
ROSY
M ONTHS
AHEAD
. . . . with vital

The three ground-driven reels
have 18 tines per unit, arranged in
five radial directions, with an 83inch overall cutting width. Depth
of soil penetration can be adjusted
from ground-level to 3/4-inch.
Circle No. 201 on Reader Service Card

Spray unit is
self-contained
P rofession al T u rf Equipm ent
recently released a new self-con
tained spray unit for intermediate
range pickup trucks.
The spray truck unit comes
complete with electric hose reel,
electric start engine and 100-gal
lon capacity. This unit can be used
for tree and shrub oj lawn applica
tions.
One model is also available
with split tanks.
Circle No. 202 on Reader Service Card

marketing data
gathered bg
our experts in these
proven research
techniques:
•
•
•
•

WATS Telephone
Focus Groups
Direct Mail
Personal
Interviews

We provide top quality
in-house printing,
mailing, tabulating,
data processing,
and analytical systems.

Count on us
for your
special
research needs.
Free cost estimates.

Infometrics
National R esearch Center
A SERVICE OF HARCOURT BRACE
JOVANOVICH PUBLICATIONS
131 West First Street
Duluth, Minnesota 55802
Ph: (218) 727-8511
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Hose reels made
for lawn operations
For ease in handling and storage
of hoses uses by the lawn care
industry, Aero-Motive Manufac
turing Co. offers its broad line of
hose reels.
These reels are rated for up to
1,000 psi with hose capacities up
to IV2 inches inside diameter and

lengths up to 1,000 feet. Standard
options are available for higher
pressures and special seals and
fluid path materials.
Drums and frames are welded
steel, coated for corrosion resis
tance. All are permanently lubri
cated and feature low friction
bearings and drum locks.
Other options are: different
inlet locations, rim wind, direct
wind, hand crank, geared hand
crank, 12 VDC motor drive and
hydraulic motor drives.
Circle No. 204 on Reader Service Card

dolly that converts trailers to a
four-w heel handcart, a spray
boom and polyethylene tanks
from 25 to 55 gallons capacity,
plus a variety of accessories.

Commercial landscape mainte
nance professionals can save
valuable time with a new, innova
tive and low-cost Roto-Disc.
This sturdy attachment for gas
oline-pow ered lin e trim m ers
reduces time spent maintaining
areas in two ways. First, it allows
areas to be covered quickly and
thoroughly; second, it allows the
spinning disc to go beneath the
ground, uplifting weeds at their
roots.
to page 26
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BOOKSTORE
625 - ADVANCES IN TURF6RASS ENTOMOLOGY $24.95
010 - ADVANCES IN TURFGRASS PATHOLOGY $27.95
665 - ARBORICULTURE: THE CARE OF TREES, SHRUBS
AND VINES IN THE LANDSCAPE $34.95
340 - CONSTRUCTION DESIGN FOR LANDSCAPE
ARCHITECTS $39.50
345 - COST DATA FOR LANDSCAPE CONSTRUCTION 1984
$27.50
410 - DISEASES & PESTS OF ORNAMENTAL PLANTS
$29.95
660 - DISEASES OF SHADE TREES $23.50
610 - DISEASES OF TURFGRASSES $30.00
800 - THE GOLF COURSE $35.00
350 - HANDBOOK OF LANDSCAPE ARCHITECTURAL
CONSTRUCTION $48.50
675 - HILLER’S MANUAL OF TREES & SHRUBS $20.50
5 1 0 -H0RTU S THIRD $125.00
690 - INSECTS THAT FEED ON TREES & SHRUBS $47.50
635 - IRRIGATION PRINCIPLES AND PRACTICES $39.95
395 - LANDSCAPE ARCHITECTURE $34.95
300 - LANDSCAPE DESIGN: A PRACTICAL APPROACH
$19.95
370 - LANDSCAPE OPERATIONS: MANAGEMENT,
METHODS & MATERIALS $20.95

CLOSEOUTS
ORDER THESE TITLES AT
SPECIAL REDUCED PRICES!

795 - FIRST AID MANUAL FOR
CHEM'CAL ACCIDENTS $18.25
455 - THE 0 ¡AFTER’S HANDBOOK
$16.f 5
460 - GREENHOUSE ENVIRONMENT
$21.20
335 - LANDSCAPE DESIGN THAT
SAVES ENERGY $8.50

Instructional and technical material
designed to aid you in your work.

645 - MANAGEMENT OF TURFGRASS DISEASES $24.95
575 - MODE OF ACTION OF HERBICIDES $54.95
545 - MODERN WEED CONTROL $21.50
700 - THE PRUNING MANUAL $14.95
790 - RECREATION PLANNING AND DESIGN $39.50
380 - RESIDENTIAL LANDSCAPING I $22.50
720 - SHRUB IDENTIFICATION $8.00
750 - TREE IDENTIFICATION $$9.95
760 - TREE MAINTENANCE $35.00
640 - TURF IRRIGATION MANUAL $22.95
615 - TURF MANAGEMENT FOR GOLF COURSES $45.00
620 - TURF MANAGEMENT HANDBOOK $18.00
110,120 - TURF MANAGERS’ HANDBOOK $28.95 hardcover,
$23.95 paperback
650 - TURFGRASS MANAGEMENT $21.95
630 - TURFGRASS:SCIENCE & CULTURE $27.95
655 - TURFGRASS:SCIENCE & CULTURE LABORATORY
MANUAL $12.95
565 - WEEDS $37.50
570 - WESTCOTT’S PLANT DISEASE HANDBOOK $36.50
405 - WOODY ORNAMENTALS $27.00

Mail this coupon to: Book Sales
Harcourt Brace Jovanovich Publications
One East First Street, Duluth, MN 55802
Name_______________________________________ —--------Street Address___________________:-------------------------------P.O. Box Number------------------------------------------------------------City/State/Zip-----------------------------------------------------------------Signature____________________________________ -Date _
Phone Number_______________________________________
Purchase Order Number---------------------------------------------------Please send me the following books. I have enclosed payment* for the total amount.
Please charge to my Visa, Master Card or American Express (circle one)
Account Number_____________________________ Expiration Date-------------------------

Diaphragm pump has
endless list of uses
Agrotec, Inc., a manufacturer of
spraying equipment and accessorie s , has in tro d u c e d a new
d iap h ragm p isto n pump on
Agrotec Estate Sprayers.
The pump has an advantage

*Please add $3.00 per order plus $1.00 per additional copy for
postage and handling
postage & handling
Please allow 6-8 weeks for delivery.
Prices subject to change.
Quantity rates available on request.

Total Enclosed
LC11/84
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3.7 gpm at 3 hp and 1300 psi at 1740
rpm; another 3.7 gpm at 5 hp with
1300 psi at 3600 rpm. The larger
series are 2.9 gpm at 3 hp with
1500 psi at 1740 rpm; and 2.9 gpm
at 5 hp with 1500 psi at 3600 rpm.
Soap in jectio n system s are
available for all with two-gallon
container and holder, 3000 psi
glycerin gauge and 500-2100 psi
unloader valve.

Attachment saves
time and money

LAWN CARE INDUSTRY

over the normal piston or roller
pumps because of its reliability
and ease of operation and repair. It
can pump and spray virtually any
type of pesticide or fertilizer liq
uid.
Several models are available,
mounted on either trailers, skids
or three-point hitch frames.
The new gear-driven pump
will deliver 6 gpm at 275 psi. The
unit is powered by a gasoline
motor.
Standard equipment includes
25 feet of high pressure hose and a
handgun with adjustable patterns
for easy and precise application.
Options include a tw o-w heel

LAWN CARE INDUSTRY
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The Roto-Disc process also turns
the soil over, aerating; and it can
be used as a soil/fertilizer mixer.
Circle No. 206 on Reader Service Card

Roll-on spreader
makes tasks easier

Mid-mount mower
made for tough jobs

A new liquid spreader has been
announced by Streator Specialties
that m akes green, w eed-free
lawns an easy task.
The new Guard-N-Grow roll
on liquid spreader will spread liq
uid fe rtiliz e rs, h erb icid es or
insecticides without worry about
wind drift. Lawn care technicians
can work close to flower beds,
trees and evergreens without pos
sibility of damage.
Guard-N-Grow can easily be

A new heavy-duty mid-mount
mower built for professional lawn
care is now available from the
Kubota Tractor Corp.
The RC60-27 mower, with a 60inch cutting width, is specifically
for use with both two-wheel and
fo u r-w h e e l d rive m odels of
Kubota’s L235 rated at 19.6 PTO
hp and L275 rated at 23 PTO hp
tractors.
It is powered by a drive shaft
between the front PTO system

operated either by hand or by tow
ing it behind a riding mower or
tractor.
Circle No. 207 on Reader Service Card

FOR INFORMATION CONTACT:

J&LADIKES, INC.
Jamaica, N.Y. 11423

NORTHRUP KING CO.
Minneapolis, MN. 55413

VAUGHAN SEED CO.
Bround Brook, N.J. 08805
Downers Grove, IL. 60515

JACKLIN SEED CO.
Post Falls, ID. 83854

ROTHWELL SEEDS, LTD.
Lindsay, Ont., CAN K9V4L9

$

FOR S

and the mower gear box. To
improve cutting on uneven ter
rain, a pantograph linkage sup
ports the mower at four points,
offering better suspension and
deck flotation.
Gauge wheels adjust cutting
height from IV2 inches to 4 inches
in h alf-in ch in crem ents. The
mower also has three adjustable
anti-scalp rollers.
Circle No. 208 on Reader Service Card
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N O T H IN G E Q U A L S

Two gas-powered
edgers expand line
The Toro Co. an n ou n ces an
expansion of product lines with
the addition of two gasolinepowered edgers: a 2 hp and a 3 V2
hp unit.
The engines are equipped with
a four-cycle, long-life engine with
low-noise muffler, flywheel mag
neto ignition and oversized fuel
tank.
Both m od els have T o r o ’s

unique, exclusive pre-set depth
control. On the 3 V2 hp model, the
blade tilts from 20° to 45°, based on
a c t u a l c o m m e r c ia l c u t t e r
research. This same 3 V2 hp model
also has an exclusive drop wheel
design for high curb edging and
most efficient performance in its
class.
Circle No. 209 on Reader Service Card

Circle No. 101 on Reader Inquiry Card
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New mower saves
time on big jobs
Gravely International recently
announced an addition to its pro
fessional line of Pro Series outfront mowers, the Pro Master 60,
designed for operating efficiency
and saving time on big jobs.
The Pro Master 60 is equipped
width a 60-inch mower and a 17 or
19 hp Kohler engine. It offers a
unique hinged frame that trans
fers weight to the drive wheels for
stability on hills, and allows the
mower to follow ground contours
and ride over obstructions.
The three-wheel design per
mits a zero inside turning radius;
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Biggest crowd
Some of the largest crowd in the history of the Professional Lawn Care Association of America convention listen to keynote
speaker Jack Van Fossen last November. More than 800 lawn care businessmen turned out for the convention in
Indianapolis.

Som etim es,your problems
. just get bigger.
L uckik so do our solutions.
additional features are all-gear
direct drive, instant forward and
reverse, 5.1-gallon tank and main
tenance-free battery.
Circle No. 210 on Reader Service Card

Covers protect
tires and equipment
Griffolyn Division of Reef Indus
tries is now offering custom-fitted
equipment and tire covers.
Each rugged cover is made
from a five-ply nylon reinforced
p la stic sh e e tin g m a te ria l to
weather all extrem es and pro
vide long-range outdoor protec
tio n — e s p e c ia lly d u rin g the
w in ter m onth s. D egrad ation
caused by constant freeze/thaw
cycles is elim inated by using
these covers.
They are made to your exact
specifications in just 10 working
days.
Circle No. 211 on Reader Service Card

Hedge trimmer for
professionals debuts
Engineered especially for the pro
fessional landscaper, the Model
2400 hedge trimmer from The
Green Machine incorporates a
host of advancements in design
for cleaner, faster cutting and
shaping of hedges, vines and orna
mentals.
Powered by a 1.2-hp two-cycle
engine that produces 6500 rpm,
the Model 2400 slices through
branches up to one inch in diame
ter. and it can cut at any angle.
Blades are 30 inches long. Cut
ting speed is 34 cycles per second,
one of the fastest available.
Circle No. 212 on Reader Inquiry Card

If you have a need for a big utility tractor to
handle tougher than normal jobs, we have two sug
gestions: the new John Deere 1450 and 1650 Diesel
Tractors. T h ese tractors are made for jobs that few
other tractors in their price range can match.
Both have tough direct-injection 4-cylinder
diesel engines—50 P TO hp in the 1450 and
60 P T O hp in the 1650 (55 and 67 engine horsepower).
On each tractor you’ll find a collar-shift transmission with 9 forward and 2
reverse speeds. Planetary final drives. And a rear-axle mechanical differential lock.
Hydraulic wet-disk brakes are also standard, with a separate parking brake
for added convenience and safety.
T h e operator’s station is well designed, too. You’ll find a large, roomy platform.
A comfortable suspension seat. Plus a quiet engine to make work more pleasant.
And both the 1450 and 1650 are available with optional mechanical frontwheel drive, factory-installed. Along with John Deere’s reputation for quality
and dependable dealer service.
For the name of the nearest dealer, or a free folder on the John Deere
1450 and 1650 Utility Tractors, call 800-447-9126 toll free (8 0 0 -3 2 2 -6 7 9 6 in
Illinois) or write John Deere, Dept. 67, Moline, Illinois 61265.
New John Deere 1450 and 1650
Tractors. Proof that bigger sometimes
!
Nothing Runs Like a Deere®
really IS better.
V--------Circle No. 110 on Reader Inquiry Card
11

•

1

j j

l JOHN DEERE

)

28

LAWN CARE INDUSTRY

JANUARY 1984

Nitrogen and the soil
from page 16

New officers
Shown above are new officers of the Alabama Turfgrass Association. Left to
right: associate director Jerry Fuller of Montgomery; president-elect William
Dodd of Mobile; associate director Joe Williams of Lawn Master in Pensacola;
president Ronnie Zwiebel of Green Care Lawn Service in Birmingham; associate
director Steve Wood of Montgomery; secretary-treasurer Dr. Ray Dickens of
Auburn University; and associate director M.C. Nixon of Midway.

to the plant and best agronomic
responses occur at low to moder
ate nitrogen application rates.
Risk is always involved in the use
of qu ickly-available nitrogen
s o u rc e s d u rin g w arm , dry
weather. New technology has pro
duced UF-type nitrogen sources
with high water solubility but low
burn potential.
Many of the slowly-available
nitrogen sources that have a high
WIN content, like Nitroform, can
be applied at higher rates and less
frequently than quickly-available
sources. In fact, nitrogen sources
that have a high WIN content usu

ally provide best overall turf
quality at higher rates per applica
tion than are traditionally used for
quickly-available sources.

Conclusions
Generally, at least two applica
tions per year are considered
necessary for m aintaining an
acceptable level of turf quality.
Many commercial formulations
consist of both quickly-available
and slow ly-available sources.
These fertilizer products attempt
to include the advantages of both
types.
It is important to understand
th e d iffe r e n c e s in n itro g e n
sources and fertilizer products
before making decisions on prod
uct, ap p licatio n tim in g, and
application rates.
[W]

"My Business Has the Com petitive
Edge with Grasshopper. ''
Ralph Starr
Starr Lawn & Garden, Inc., Dallas, Texas

... ‘7 needed a machine that could get in and out of corners
without having to stop and back up. Grasshopper’s compact size,
out front deck, and zero-turning radius keep me going even
in the tight spots. ”
... ‘7 purchased Grasshopper because it is quick and it
saves man hours. I’m able to mow the same acreage with up
to 3 less men. ”
... ‘7 really appreciate my Grasshopper dealer. He really cares
and it shows in the reliable service he provides. ”
... ‘7 think it’s a great machine... Grasshopper is the type of
machine I need for my work and it’s the best available. ”
OPTIONAL ATTACHMENTS
Vacuum Grasscatcher
Snowthrower
Dozer Blade
Sweeper
Your Business Should Have the
Competitive Edge Too!
See Your Local Grasshopper
Dealer Today and Ask for Your
Free Demonstration.

THE GRASSHOPPER COMPANY
Box637LI • Moundridge, Kansas 67107 • (316)345-8621
Circle No. 114 on Reader Inquiry Card

COUNT ON
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doing

1 Week
2 Weeks
3 Weeks
4 Weeks
5 Weeks
6 Weeks
7 Weeks
8 Weeks
9 Weeks
10 Weeks

Greens & Bent Grass Tees
18-4-10 90% Org. 20-0-10 50% Org.
18-3-12 70% Org.
General Purpose Fertilizer

A Liquid Nitrogen
fertilizer solution.
A Combination of controlled release
nitrogen (slow release)
and free nitrogen for quick green up.

IN IIT R O - 2 6 P L U S
C.P. C h e m ic a l C o .,In c , 39 W estm o relan d A venue
White Plains, N Y 10606 (914) 428-2517

Circle No. 108 on Reader Inquiry Card

Country Club
Country Club
Greenskeeper
18-5-9 5 0 % Org.
16-8-8
20-20-20 Soluble
Country Club
Greenskeeper
Country Club
12- 4-8 5 0 % Org. 33-0-16 Soluble
10-6-4 2 5 % Org.
Country Club
Country Club
LebPro
13- 25-12
28-7-14 Soluble
27-3-5 S.C.U.
Country Club
LebPro
2 0 -4 -1 0 4 0 % Org.
29-3-5 2 5 % Org.
32-4-8 S.C.U.
Greenskeeper
LebPro
Country Club
10-6-4 5 0 % Org.
8-4-24 3 0 % Org.
28-6-12 S.C.U.
Greenskeeper
Ready to formulate most any analysis you
20-8-8 5 0 % Org.
determine will meet your turf needs.

what can lebanon do for you?
SEE PAGE6
Circle No. 125 on Reader Inquiry Card

Monsanto adds
to its facilities

The Monsanto Co. is planning a
multi-million-dollar research and
development facility for its exist
ing operation in west St. Louis
County, Missouri.
According to Monsanto offi
cials, the addition includes a twostory building that will house process-develoment laboratories for
Monsanto’s plant growth regula
tor, human health care and ani
mal nutrition products.
The reported $150 million pro
ject is scheduled for completion
by March, 1985.

OMC-Lincoln
names dealer

OMC-Lincoln has appointed Toro
P acific D istributing as a new
dealer for Cushman and Ryan
products in southern California.
OMC-Lincoln has also sold its
operation in C erritos to Toro
Pacific.
Under the new arrangements,
Toro Pacific will handle the com
pany’s personnel and burden car
riers and turf products in Cerritos,
City of Industry and San Diego.
The Cerritos location will handle
Cushman industrial industrial
and com m erical lines; City of
Industry will handle all product
lines; and San Diego will handle
only turf-related products.

Drexel announces
label alteration

D re x e l C h e m ica l C om pany,
Memphis, Tenn., has announced
a change in the label for its
Atrazine 4L herbicide, which has
been approved by the Environ
mental Protection Agency.
Atrazine 4L now contains use
instructions for weed control in
St. Augustine, centipede and bermuda grasses.
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C O ST CUTTINGS
Hiring for profit
If you are in the market for workers, it might pay to hire
someone from one of the categories the federal government
recognizes as hard-to-employ.
By doing so, the employer earns a tax credit off gross
income: 50 percent of first-year wages up to $6,000 per worker
and 25 percent of second-year wages up to $6,000.
Here are groups defined by the Targeted Job Tax Credit:
• recipients of Federal Supplemental Security Income cash
assistance
• recipients of state and local general assistance payments
for at least 30 days
• handicapped persons referred by state vocational
rehabilitation or VA programs
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• youth (18-24) from economically disadvantaged families
• economically disadvantaged Vietnam-era veterans
• youth (16-19) from economically disadvantaged families
who participate in a qualified cooperative education program,
augmenting vocational education classroom study with a job
• economically disadvantaged felons, hired no later than
five years after release from prison or date of conviction,
whichever is more recent
• recipients of Aid to Families with Dependent Children
who are eligible on the hiring date and have received it for 90
days immediately prior to being hired, and participants in the
Work Incentive Program
• economically disadvantaged summer youth employees
16 or 17 years of age on the hiring date who have not worked
for the employer previously.
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Three added
to magazine
from page 1
generally known as the “George
Washington” of the Professional
Lawn Care Association of Amer
ica (PLCAA), having served as its
president for the first 2Vz years of
its existence.
Faulring, who recently became
the father of his fourth child, has a
bachelor’s degree in agronomy
from Purdue University and has
spent 14 years in the turfgrass
industry. He founded HydroLawn, one of the nation’s largest
lawn care companies, in 1973 fol
lowing 3V2 years as a sod producer
with Summit Hall Turf Farms.
Kujawa, a Wisconsin native,
graduated from Marquette Uni
versity with a degree in market
ing. Next month, he will step
down as chairman of the Land
scape Management Division of the
A sso c ia te d L an d scap e C on 
tractors of America (ALCA), of
which he has been a member
since 1972. Kujawa, married and
the father of four, founded KEI
Enterprises 13 years ago.
Dr. Street is a native of Pennsyl
vania. His doctorate in agronomy
is from Ohio State, and he has 15
years in the turfgrass industry
under his belt. Dr. Street is a mem
ber of the Ohio Turfgrass Founda
tion, the Am erican Society of
Agronomists, the Soil Science
Society of America and the Crop
S c ie n c e S o cie ty of A m erica.
Before taking his current position,
the father of four spent four years
as an extension specialist at the
University of Illinois.
All have been involved exten
sively with LAWN CARE INDUS
TRY in the past. Faulring wrote a
two-part series on pesticides in
1983, and was the subject of a fea
ture story last month. Dr. Street
began a story about nitrogen fer
tilizers last month which contin
ues this month. And Kujawa was
subject of a August, 1983 in-depth
interview.
B e s id e s s e rv in g in th e ir
advisory capacities, each w ill
write two columns per year for the
m agazine, beginning with an
o b serv atio n by Kujaw a n ext
month.
®

LESCOSAN*
Quality
Control. . .

* L e s c o s a n is B e ta s a n — re g is te re d T M S ta u ffe r C h e m ic a l C o.

. . . Competitive
Lakeshore Equipment & Supply Co. formulates
Le'scosan, the most effective pre-emergence
crabgrass control available, at LESCO’s
Wellington, Ohio, plant. Because we formulate
Lescosan 4E, Lescosan 7G, 12.5G and Lescosan
3.6G with Fertilizer, Lakeshore can assure you of

Prices

double-tested, quality products at competitive
prices. Order your Lescosan now at special early
order prices. Insure adequate supply for spring
application. Check with Lakeshore today for
quality products, at competitive prices.

Call Barb today and ask about Lakeshore’s early order program for Lescosan
and other turf chemicals.
.
We sell the patented Chemlawn Gun.
The best gun in the business.

(800) 321-5325

(800) 362-7413

Nationwide

In Ohio

LESC

PRODUCTS

Division of Lakeshore Equipment & Supply Co.
20005 Lake Road, Rocky River, OH 44II6
(216) 33 * 9250
Circle No. 120 on Reader Inquiry Card

We recommend
our LESCO spreader
for best results.
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NEWSMAKERS

P a u l C o lle ra n (le ft
photo, left) accepts his
s c h o l a r s h i p a w a rd
from Randy King of
TUCO. R ussell Vand e h e y (a b o v e ) w as
another TUCO schol
arship winner.

William J. Davids has been pro
moted to vice-president of opera
tions for Clarence Davids and
Sons Inc. landscape maintenance.
His new duties include corpora
tion management, major purchas
ing and involvement in selling
maintenance accounts. In addi
tion, the organization has pro
m o te d Todd M. Me y e r to
maintenance production man
ager, responsible for supervising
employees at the individual sites
and being liaison between com
pany and site managers.
Two horticulture students at
Oregon State U niversity have

■N

Some parts
are built to
fit.

received turf management schol
arships: Russell Vandehey, a
ju n io r in tu rf m a n ag em en t,
received the Bruce Faddis Memo
rial Award and Paul Colleran, a
turf management senior, won a
$500 TUCO scholarship.
Leland (Lee) Emery Mitchell
was elected to the Board of Direc
tors of the American Association
of Nurserymen. Mitchell will rep
resent AAN’s Region VI, which is
composed of states and territories
in the Pacific area. Mitchell has
been a Utah Association of Nur
serymen board member for 15
years.
Helmut M. Adam, former vicepresident of finance and opera
tions, has been appointed presi
dent of Ransomes, Inc. Rowland
R. Lehman has been promoted
from vice president of marketing
to executive vice-president. Both
are members of the company’s
Board of Directors.

Adam

Genuine
Jacobsen
parts
are built
to work.
There’s a big difference.
The part on the right is designed, manufactured,
specified, stocked, sold and guaranteed for 1
full year by Jacobsen. It does a whole lot more
than just fit. It works perfectly.
The part on the left has been manufac
tured to fit Jacobsen equipment. It looks like a
Jacobsen part but doesn't always work as well.
In fact, in the area of key part replacement, not
using a Jacobsen part can result in severe dam
age to equipment.
We think that customers buy parts based
upon their ability to deliver maximum perform:e, dependability and

and long life and we do everything possible to
insure these qualities in every genuine Jacobsen
part.
Jacobsen parts are designed and
manufactured by the people who design and
manufacture our original equipment. This
insures the highest and most consistent quality
in the areas of materials and workmanship. For
example, the metals used in Jacobsen parts
meet exacting specifications in the areas of
composition, hardness and heat treatment. And
permanent tooling maintains uniformly high
results in the forming, drilling, punching and
machining of every Jacobsen part.
So, whether you're buying gears,
bedknives, wheels, filters or any replacement
part for Jacobsen equipment, remember the
difference. Some parts are built to fit. Jacobsen
parts are built to w o rk... beautifully.

TEXTRON
Jacobsen Division of Textron Inc.

Jacobsen. Engineered from the ground up.

Circle No. 117 on Reader Inquiry Card

Lehman

Roger E. Yount II has been
named account supervisor for
Barker Campbell & Farley, a Vir
ginia B each , Va. ad v ertisin g
agency. He will work with Bob
Stiffler, senior vice-president and
director of the agency’s agricultural/horticultural division.
Yount is a graduate of Ohio State
University.
Mott Corp., originator of the
safety flail mowing system, has
named H. Allan Bloomingburg
territory manager for the Carolinas, Tennessee and Kentucky.
He held a similar position with
Wheel Horse Sales. Mott also pro
moted Joseph Berdych to manager
of distributor sales. Berdych has
been with the company since
1957.
Jeff Wright has been named
regional sales manager for Tanaka
Kogyo, a manufacturer of outdoor
power equipment. Wright, who
will be based in Atlanta, was for
merly with Flymo, Inc.
Robert F. Lederer, executive
vice-president of the American
Association of Nurserymen, was
recently honored for his “commit
ment to the highest standards of
excellence in the field of commer
cial horticulture” by the Amer
ican Horticultural Society.
David L. Garelick has been
appointed vice-president of sales
and marketing for Acme Burgess,
Inc., Grayslake, 111. He has been
with Acme Burgess, a manufac
turer of lawn and home care prod
ucts, since 1974.
With the appointment of Jac
ques T. de Lannoy as vice-presi
dent of marketing and sales, the
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U sin g c ity h y d ra n ts
Many lawn care and maintenance businesses
are taking advantage of city fire hydrants to fill
their spray trucks with water.
According to Ralph Dupler of North Haven
Gardens, Dallas, Texas, many cities will rent
water meters to companies wishing to use city
hydrants. Dupler made the point during the
annual Associated Landscape Contractors of
America (ALCA) Landscape Management Divi
sion national conference late last year.
You can check with your local city water
department to get meters installed on the
trucks, and you can count on paying the same

rate as incurred by residential customers (not
much at all).
There are a couple key points to watch out
for, though.
One is that many cities and/or states require
backflow preventers for use with chemical sys
tems, to assure that residential drinking water
does not get contaminated.
Another hazard is extracting water from
hydrants in locations where you lack the
proper permission and metering system. Warns
Tracy Morland of Maintain, Inc., Dallas, Texas:
“You don’t want to get caught taking water
where you’re not metered. Fire marshals like to
pretend they’re real deputies sometimes.”

■ ■ ■ ■ ■ ■ ■ ■ ■ ■ ■ ■ ■ ■ ■ ■ ■ ■

Protect
your reputation
and your turf with
quality IMlill].
Crabgrass Control
Products from

Odash

Kaye Corp., Mankato, Minn., has
appointed Jerry Odash sales man
ager for the Com mercial Turf
Division. Odash was formerly
sales manager for Highway Sales,
Addison, 111. Kaye Corp. is a dis
tributor of outdoor power equip
ment.
Mark Betker has been named
vice-president and general man
ager of BlueBird International,
Englewood, Col. Betker was pre
viously vice-president of opera
tions at the Markon Mfg. Co.,
Denver. He has an MBA degree
from Regis College, Denver.
Michael J. Fritz is the new edi
tor of “Fertilizer Progress’’ maga
z in e , a p u b lic a t io n of th e
Fertilizer Institute.
The Toro Co. has a new market
ing manager: Robert J. Little, who
will be responsible for manage
ment of the company’s gas trim
mer, gas edger and generator
product lines.
Lawrence S. Norton has been
hired by the National Agricutural
Chemicals Association as secre
tary-treasurer, succeeding Dennis
Hayley, who is retiring after a 47year career in agri-chemicals.
LAWN FUNNIES
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Manufactured Exclusively
for GOLF COURSES
and PROFESSIONAL USE

BALAN

Greenskeeper BALAN®
Crabgrass Control

LEBANON
Country Club 18-5-9 50%
with BALAN®

Bai»!

5 0 Lb. N et W eight

LEBANON

6
For long lasting control of crabgrass and most
annual weeds, Lebanon Chemical now introduces
its complete line of Balan®1 Crabgrass Control
Products. Each one gives you the quality,
dependability and effectiveness Lebanon is known
for, while helping you eliminate one of turf’s
toughest problems.

At Lebanon, we realize not everyone’s crabgrass
problems are alike, so we also bring you:
Greenskeeper “Balan” 10% Dryflow
Green Gold 10-6-4 with Crabgrass Control “Balan”
Green Gold Spring Crabgrass Control “Balan” 1.72%

18-5-9 FERTILIZER
WITH BALAN®
FOR TURF
50* OF NITROGEN FROM ORGANIC SOURCES

Om/ùu/Cluó*FERTILIZER

®

/
Crabgrass Goes When Lebanon Flows!
So make it Lebanon today!
And remember-Whatever your turf problem,
Lebanon Turf Products have the answer.
For more information call:
East
8 0 0 -2 3 3 -0 6 2 8
Pennsylvania 7 1 7 -2 7 3 -1 6 8 7
Midwest
8 0 0 -6 3 7 -2 1 0 1
Ulinios
2 1 7 -4 4 6 -0 9 8 3

®'Balan is a registered trademark of Elanco Products Co.

never catch on.”

M

FOR PROFESSIONAL USE

Specifically designed for excellent spreadability
is Lebanon’s G reenskeeper Balan Crabgrass
Control. This selective pre-emergence herbicide
is impregnated on a 12-24 mesh attaclay to
guarantee a wider, more even distribution of
particles on your lawn and turf.
And since Balan is proven to be more effective
when used with fertilizer, Lebanon also offers this
crabicide in combination with their quality Country
Club 18-5-9 and 2 9 -3 -5 homogenous fertilizers
for turf. These granular products save you both
precious time and money by fertilizing turf and
controlling crabgrass and poa annua simultaneously.

w a £ u/C

LEBANON CHEMICAL CORPORATION P.O. BOX 180 LEBANON, PA 17042
Circle No. 123 on Reader Inquiry Card
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Wheel Products Division of the
Amerace Corp. will reorganize its
marketing sales force. Added to
the sales staff were Jeffrey L. Hays
(west coast) and Michael F. Donio
(south central).
Ron G eorge was r e c e n tly
named district sales manager for
B eaird -P o u lan / W eed E a te r ’s
eastern region. He had been with
the M cCullough Corp. for 10
years.
National Fertilizer Solutions
Association executive vice-presi
dent and CEO David K. Murray
has announced his resignation,
effective Jan. 2. He will become
executive vice-president and co
owner of Dove Communications
in Peoria, 111. He has held his
NFSA positions since 1979.
M arlin Lloyd, president of
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Lawn care profile

Lawn Medic franchise in ‘hotbed of diseases’
Springfield, 111. may not be a
hotbed for many things. But,
according to Jack Robertson, it is a
“hotbed of lawn disease prob
lems.”
As owner of the Springfield
franchise of Lawn Medic, Inc. (a
national lawn care company
based in Rochester, N.Y.), Robert
son says that lawn diseases are the
biggest problems he has to deal
with each year.
“We’re in a continental zone
here, where we get high humidity
and high summer temperatures,
so diseases really seem to flour
ish,” says the 27-year-old, who
bought the franchise five years
ago after working for the firm for
two years.
“Lawns here develop more dis
ease and we have a longer disease
season, whereas when you get far
ther north, toward Chicago, you
get a cooler climate and the dis
ease season is shorter.”
Heavy rainfalls in April cause
outbreaks of leaf spot, w hile
Fusarium blight generally flour
ishes after excessive moisture in
July. Dollar spot season generally
runs between the late spring and
through the summer, so that “we

Jack Robertson with some of Lawn Medic’s lawn care equipment.

always have a disease problem to
worry about,” says Robertson.
“ The pathogens are every
where, of course,” he adds. “But
our job is preventing them from

taking hold, or controlling them
when they do. It’s just a matter of
using the right cultural practices,
the right fungicides and planting
disease-resistant grass varieties.”

Seasonal services
With four seasonal employees
and one fu lltim e supervisor,
Lawn Medic of Springfield serves
1,500 custom ers in a 25-m ile
radius of Springfield.
About 85 percent of its custom
ers subscribe to the basic or “ProCare” service, which provides
quarterly fertilizer applications
and treatm ents for broadleaf
weeds crabgrass and insects. The
remainder of the Springfield franch ise ’s homeowner custom ers
subscribe to the “Putter’s Green”

Tw in h y drostatic industrial law nm ow er
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H E C K E ilD O R fl
The Heckendorn 91/55
with Center-Mounted
Vacuum is the Most
Versatile and Efficient
Mower You Can Buy.

s e r v ic e , w h ich fe a tu re s six
applications throughout the grow
ing season.
“Through our Putter’s Green
program, we’re on the customer’s
lawn an average of once a month
and are able to provide intensive
lawn care service,” states Robert
son. “We’re out there twice in the
spring, twice in the summer and
twice in the fall, basically apply
ing the same treatments as the
Pro-Care service, only more of
them. We also do seeding and
apply fungicides with this pro
gram.”
As part of the Putter’s Green
service, Lawn Medic crews overseed bare spots and seed new
lawns, planting a combination of
to page 36

gun system

Optional center-mounted vacuum al
lows for grass pickup without loss of trim
ming capabilities on either side.
Hinged sidemount deck units allow
alternating betw een 91" and 55" cut with
out interruption oi operation. Low-proiile
deck allows easy trimming under shrub
bery rail fences, etc.
Easy to service. Seat and cargo pan are
hinged to lift out of the w ay Fuel tanks lift
off to allow total access for servicing.
Low center oi gravity.
Counter-rotating blades throw grass to the
center for efficient pickup and mulching.
Cuts from 1” to 4” in height and will mow
approx. 5 acres per hr. at 4 mph.
Zero turning radius. Turns within arc cir
cumscribed by the edge of the mower
deck.
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MANUFACTURING CO., INC.
CEDAR POINT, KANSAS 66843 316-274-4201

Out of Kansas

In Kansas

1- 800- 835-7805

1- 800- 362-3538
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BOOKSTORE
625-A D VA NC ES IN TURFGRASS
E N TO M O LO G Y e d ite d by H .D .

010-ADVANCES IN TURFGRASS
PATHOLOGY by Dr. B.G. Joyner & Dr.

655-TURFGRASS: SCIENCE AND
CULTURE LABORATORY MANUAL

Niemczyk and B.G. Joyner
A complete account of the facts pre
sented at the 1980 Symposium on
Turfgrass Insects. 200 photographs,
tables and graphs make this volume
an indispensable reference for any
one connected with the turfgrass
industry or research. $24.95

P. Larsen
Leading U.S. turf pathologists report
on turfgrass diseases, pythium blight,
snow molds, fairy rings, leaf spot of
Kentucky Bluegrass in M innesota,
initial and filed fungicide screening,
turfgrass disease resistance, etc.
Contains new ideas on how to com
bat turfgrass problems. $27.95 hard

by Beard, DiPaola, Johns and Karnok
Class tested for over three years, this
manual provides fourteen exercises
which can be easily adapted to your
particular co u rs e stru ctu re. E x e r
cises involve students in vegetative
and seed identification, equipment
and irrigation system selection and
operation, problem solving of typical
math problems involved in turfgrass
operations and the diagnosis of prob
lems with emphasis on weeds, dis
eases and insects. Encom passes
both warm and cool season turf
grass. $12.95

cover

345-COST DATA FOR LANDSCAPE
CONSTRUCTION 1984 Kathleen W.
Kerr, Editor
An updated unit cost data reference
for designers and cost estim ators.
Developed to fill the trem endous need
for detailed landscape construction
cost data. Laid out in easy-to-use
CSE format. Annual. $27.50

300-LANDSCAPE DESIGN: A PRAC
TICAL APPROACH by Leroy Hannebaum
Geared for the commercial designer/
salesperson, this is a one-stop guide
to the landscape design process.
Covers the entire highly competitive
field including design analysis tech
niques, pointers on land forms, spe
cialized business landscaping m eth
ods, e n v iro n m e n ta l design g u id e 
lines, s p e c ific a tio n s e s tim a tio n s ,
bids. $19.95

665-ARBORICULTURE: THE CARE
OF TREES, SHRUBS AND VINES IN
THE LANDSCAPE by Richard W. Har
ris
Provides comprehensive coverage of
c o m p le te p lan tin g , site a n a ly s is ,
p re p a ra tio n and s p e c ia l plan ting
methods, fully-detailed coverage of
fertilization, irrigation and pruning
guidelines on preventative m ainte
nance, repair and chemical control,
how-tos of diagnosing plant prob
lems, practical data on non-infectious
d is o rd e rs , d is e a s e s , in se c ts and
related pests and pest management.

$34.95

360-RESIDENTIAL LANDSCAPING I
by Theodore D. Walker
Provides an in-depth discussion of
the planning, design and construction
phases of residential landscaping.
Illustrated with the work of profes
sional landscape architects. Covers
everything from analyzing the site to
constructing the landscape. $22.50

6 1 5-T U R F M A N A G E M E N T FOR
GOLF COURSES by James B. Beard

110,120-TURF MANAGER’S HAND
BOOK by Drs. William Daniel and Ray

W ritte n by an e m in e n t tu rfg ra s s
researcher, this USGA sponsored
text is an ideal reference and “ how
to" guide. Details all phases of golf
course operations including course
design and construction, turf m an
agement, course administration, irri
gation, equipment and disease and
pest control. Fully Illustrated. $45.00

Freeborg
This specially designed manual by
leading turf specialists is a com 
prehensive, organized approach to
turfgrass science and care. An easy,
on -the-job reference for planning,
purchasing, hiring, construction and
plant selection. $28.95 hardcover,

R ecreation
Planning
and Design
B a« « 8 8H ® i» © B B e S
a a a e a B ttB s œ a a

S 0 (S B i8 iiO B iB
Seymour WlGoW

ADDITIONAL TITLES
340 - CONSTRUCTION DESIGN FOR LANDSCAPE ARCHITECTS $39.50
410 - DISEASES AND PESTS OF ORNAMENTAL PLANTS $29.95
660 - DISEASES OF SHADE TREES $23.50
610 - DISEASES OF TURFGRASSES $30.00
350 - HANDBOOK OF LANDSCAPE ARCHITECTURAL CONSTRUCTION $48.50
5 1 0 -H 0 R T U S THIRD $ 125.00
690 - INSECTS THAT FEED ON TREES & SHRUBS $47.50
370 - LANDSCAPE OPERATIONS: MANAGEMENT, METHODS & MATERIALS $20.95
545 - MODERN WEED CONTROL $21.50
700 - THE PRUNING MANUAL $15.95
720 - SHRUB IDENTIFICATION $8.00

Id e n tifie s tu rfg ra s s d is e a s e s by
description and illustration. Includes
a holistic approach to healthy turf and
lawns. Presents practical m anage
m ent stra te g ie s for golf cou rs e s,
lawns and athletic fields. 204 pages,
Illustrated. $24.95

395-LANDSCAPE ARCHITECTURE
by John Ormsbee Simonds A Manual
of Site Planning and Design
This long-awaited second edition out
lines and analyzes the complete land
scape process from site selection to
finished project. In simple and clear
terms it describes various planning
constraints imposed by the forms,
forces and features of the natural and
built landscape. $34.95

405-W OODY ORNAMENTALS by
Partyka, Joyner, Rimelspach, Carver
Illustrates plant identification charac
teristics. Organized in two basic sec
tions: plant identification and plant
disorders, this text utilizes 430 color
photos, 430 line draw ings and 45
black and white photos to simplify
identification. Goes into detail on
plant identification and description as
well as plant problems such as dis
eases, chemicals, insects, animals
and physiological disorders. $27.00

800-THE GOLF COURSE by Geoffrey
S. Cornish and Ronald E. Whitten
The first book ever to give the art of
golf course design its due, and golf
c o u rs e a rc h ite c ts the c re d it and
recognition they deserve. 320 pages
and a p p ro x im a te ly 150 color and
black and white photographs. Traces
the history and evolution of the golf
course, analyzes the great courses,
shows how they were designed and
constructed. $35.00

MODE OF
ACTION
OF HERBICIDES

$23.95 paperback

6 4 5 -M A N A G E M E N T OF T U R F 
GRASS DISEASES by J.M . Vargas

575-MODE OF ACTION OF HER
BICIDES by Floyd M. Ashton and
Alden S. Crafts
Provides worldwide body of informa
tion on each class of h e rb ic id e.
Cross-indexed tables of common and
tr a d e n a m e s of h e rb ic id e s a re
included. New herbicides accepted
since 1972 are listed in this revised
second edition. Excellent practical
reference for specialists in field of
weed science. $47.95

675-HILLIER’S MANUAL OF TREES

635-IRRIGATION PRINCIPLES AND
PRACTICES by H ansen, Israelsen

& SHRUBS by H.G. Hillier
This 5th edition is a unique reference
source when selecting new shrubs
and distinguishing betw een those
a lre a d y in the g a rd e n . P ro v id e s
descriptions of over 8,000 plants with
information on color, size and habit.
Sections on nomenclature and classi
fication, planting, pruning and garden
planning, plus an illustrated glossary,
add to the usefulness of a book that
will prove invaluable to both begin
ners and e xp e rien ce d g a rd e n e rs.

and Stringham
A new fourth edition of this highly suc
cessful textbook presents essential
concepts pertaining to w ater con
veyance, application, storage in the
soil and use by the plants. Basic
underlying principles that govern irri
gation practices are stressed. G ener
alized concepts are discussed and
newly formulated practices are exam 
ined. $39.95

$20.50
565-WEEDS by Walter C. Muenscher
Second edition. Premier text for iden
tification and basic natural history for
weeds found in the continental United
States and Canada. Ecological data
on w e e d biolo gy c o m b in ed with
excellent keys and plant descriptions
m akes this an essential reference
book. $37.50

790-RECREATION PLANNING AND
DESIGN by Seymour M. Gold
A comprehensive look at recreation
needs for parks and how they can
design the park facility for the com
munity. B ook’s content can help jus
tify construction and m aintenance
needs. $39.50

I Mail this coupon to: Book Sales
Harcourt Brace Jovanovich Publications
One East First Street, Duluth, MN 55802

I Name__________________________________________
I Street Address___________________________________
P.O. Box Number_________________________________
| City/State/Zip___________________________________
| Phone Number___________________________________
I Purchase Order Number___________________________
I Signature______________________________ Date_____
I

Please send me the following books. I have enclosed payment* for the total amount.

750 - TREE IDENTIFICATION $9.95
760 - TREE MAINTENANCE $35.00

I

Please charge to my Visa, MasterCard or American Express (circle one)

]

Account N um ber____________________________________Expiration D a te ____________

640 - TURF IRRIGATION MANUAL $22.95
620 - TURF MANAGEMENT HANDBOOK $18.00

BOOK NUMBER AND TITLE

QUANTITY

PRICE

TOTAL PRICE

650 - TURFGRASS MANAGEMENT $21.95
630 - TURFGRASS: SCIENCE & CULTURE $27.95
570 - WESTCOTT’S PLANT DISEASE HANDBOOK $36.50

CLOSEO UTS
ORDER THESE TITLES AT SPECIAL REDUCED PRICES!
795 - FIRST AID MANUAL FOR CHEMICAL ACCIDENTS $18.25
Please allow 6-8 weeks for delivery.
Prices subject to change.
Quantity rates available on request.

455 - THE GRAFTER’S HANDBOOK $16.95
460 - GREENHOUSE ENVIRONMENT $21.20
335 - LANDSCAPE DESIGN THAT SAVES ENERGY $8.50
L

Total Enclosed
LCM¿84
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MARKETING IDEA FILE
G en eric b ro ch u re s
Lack the cash to have your own personalized
brochures made up by an advertising agency?
Lack the knowledge or expertise to have your
own color photos taken for your own bro
chures, door-hangers or hand-outs?
If that’s the case, you might consider letting
Perico solve your problems.
This Ohio-based company will sell you pre
printed, professionally-done four-color mate
rial that costs about as much as you would pay
for a two-color job.
“The key is volume,’’ says company presi-

dent Dick Deering. Using Perfco’s material,
there are no expensive color preparations, no
design or agency fees—and you have a choice
of seasonal brochures.
“We have four different generic brochures
that can be personalized. I will not sell the same
brochure to two competitors in the same area.
And we also have all the supporting forms:
everything you need for a lawn care business.”
For more information, call Deering, Ron Wil
son, Bob Minick or Carla Christian in New Car
lisle, Ohio: (513) 845-3897.

Lawn Medic
in hotbed
of diseases
fro m page 32

Baron bluegrass, Derby perennial
rye, Yorktown ryegrass, and vari
ous fine-leaved fescues.
“We can’t just rely on one spe
cies or variety, because then you
really limit yourself as far as dise a s e - r e s is ta n c e g o e s ,” says
Robertson, who has a degree in
agronomy from Western Illinois
University. “With different turf
species and varieties, you will
only get minimal damage even if
one of the strains becomes suscep
tible to one of the diseases.”

Cultural disease control

WEEDONE DPCcontrols
tough turf weeds.
Weedone DPC
TURF HERBICIDE

Now you can get the weedkilling power of 2 ,4-D and dichlorprop in one easy-to-use broadleaf
herbicide. New WEEDONE® DPC turf
herbicide from Union Carbide.
This broad-spectrum , postemergent herbicide controls not
only the com m on weeds such as
dandelion and plantain, but tough
weeds such as ground ivy, oxalis,
spurge and chickweed; over 65
species in all.
In fact, WEEDONE DPC delivers
performance equal to that of more
expensive three-way mixes, and
it has excellent tolerance to most
grass species.
Ask for WEEDONE DPC turf
herbicide. Its another quality
product from Union Carbide.

Proper cultural practices can
make all the difference in pre
venting lawn disease outbreaks,
a cco rd in g to R o b e rtso n . He
stresses the importance of this
aspect of lawn care to his custom
ers, providing brochures and giv
ing recommendations on watering
and mowing for optimum results.
M orn ing w a te rin g is p a r
ticularly important in his area, he
says—because if the customer
waters at night, he provides a
cooler, wet, dark environment,
allowing diseases to reproduce
even faster. In addition, Robert
son advises customers to keep
lawns mowed to a length of 2V2 to 3
inches so the blades will dry out
faster and receive more oxygen
than turf left to grow longer.
“Thatch removal is another sig
nificant factor in disease preven
tion,” he adds. “Not only does a
heavy thatch layer hold more
moisture so the lawn can’t dry out
as quickly, but it creates a breed
ing ground for pathogens. We rec
ommend a thatch layer of no more
than Vi-inch, and we also suggest
that our customers remove all
clippings after they mow.”
U n til re c e n tly , R o b ertso n
relied more on cultural practices
than chemical fungicides for dis
ease prevention and control. He
says that most of the products on
the market control only one or
two diseases and require frequent
applications for any results at all.
However, when Chipco 26019
fungicide came on the market
four years ago, he experimented
and found that it would control a
wide variety of diseases, with a
residual effect lasting as long as
three to four weeks.
“Chipco 26019 has the longest
residual control of any product
we’ve ever used,” states Robertson.

Preventive treatments
As a part of the Putter’s Green
serv ice, custom ers rou tin ely
receive Chipco 26019 as a preven
tive treatment during the first
summer application.
“We find that the lawns we
treat preventively have fewer dis
ease symptoms later in the year
than the lawns that were untre
ated,” says Robertson. “But we
also have many customers on the
Pro-Care service who will get one
or two treatments on an optional

UN ION CARBID E AGRICULTURAL PRODUCTS C OM PA N Y INC.
PO. Box 12014,1 W A lexander Drive, Research Triangle Park,NC 2 7 70 9
W EED O N E is a registered tradem ark of Union Carbide. As with
any herbicide, always read and follow label instructions.
© 1984 Union Carbide Agricultural Products Company, Inc.
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Customer satisfaction

A b o u t cre d it ris k s ...
Your customers may be giving you definite
danger signals which should indicate aware
ness in your credit department, according to
the North Carolina Landscape Contractors
Association.
A wise lawn care businessman is always on
the look-out for such signals. Here are some of
them, which were listed by the NCLCA in its
spring newsletter:
• Law suits
• Dunn & Bradstreet rating in third or fourth
Risk Category
• Garnishments

• Bad checks
• Evidence of frequent changes in source of
supply
• Bad debts
• Bankruptcy
• Foreclosures
• Evidence of heavy debt as resulting from
the total of all balance owing
• Repossessions
• Judgements
• Liens
• Accounts placed for collection
• Slow pay more than 30 days
• No previous credit history

JANUARY 1984

B esid es fungus p roblem s,
Robertson says that white grubs are
another big problem in central
Illinois lawns. In fact, the problem
was so widespread last year that a
routine insecticide application was
added to the Pro-Care program at
no additional charge to the cus
tomer.
“Customer satisfaction is the
most important part of this busi
ness. Before you’ve obtained that,
you can’t even think about trying
to make a profit. You’re not going
to stay in business long without
satisfied customers.’’
Robertson has increased his
business a minimum of 20 percent
per year in the midst of the reces
sion. He started with a base of 175
customers in 1978 and, through his
new business efforts and the pur
chase of the local Lawn Doctor
franchise in 1981, has expanded
the operation to include its present
1,500 customers.
“They’re not all satisfied all of
the time,’’ he says, “but we have
very few complaints for the num
ber of customers we serve. We fig
ure if we can keep most of them
happy, we’re doing well.”
@]

MONEYWISE

LAWN CARE INDUSTRY

cost basis. The majority of our
la w n s h a v e so m e d is e a s e
throughout the growing season,
but not all of our custom ers
choose to treat the symptoms/’

D on ’t B e

DRUMMED

W auconda

Pesticide
users get
their way
Professional pesticide applicators
in Wauconda, 111. received some
concessions from that city’s trust
ees late last year.
“About 75 percent of what we
wanted happened,” said Tom Panattoni of True Green, Carol Stream,
111. Panattoni said that prenotifica
tion of pesticide application was
overturned, along with some of the
“ scary ” term inology in post
application signs, which had been
required due to an earlier judgment
by the city trustees.
Under current city law, lawn
care companies need only erect a
sign stating that their company
applied chem icals, the date of
application and a warning to keep
children and pets off lawns.
Panattoni, in a telephone call to
LAWN CARE INDUSTRY’S edi
torial offices, noted that there was
some opposition to a November,
1983 article.
“I don’t think we let the situa
tion get out of hand,” Panattoni
said, quoting the article. “This
town had an ordinance since 1964
that was basically the same thing
(as the new law), but they never
really enforced it. We simply
didn’t know about the situation.
“ S in ce th is th in g sta rte d ,
though, all of us in Chicago— even
though we’re competitors—have
done a lot as a group, and with
money out of our own pocket.”[M]

BUU^KEM has the solution.
Chemicals in Bulk!
New laws and stricter enforcement can hit you in more places than your pocketbook!
Don't be drummed out of business by the difficulty and high cost of container disposal.
Let Bulkkem give you the solution!
With bulk, we can deliver directly into your storage tanks or ship to you in our convenient
220 gallon returnable shippers. There are no containers to dispose of so you save money
two ways. You take advantage of bulk pricing and you save the cost of cleaning and dis
posing of containers.
Contact Bulkkem for your bulk pesticides. We can keep you from being drummed out
of business!

PESTICIDES available in B U L K :_____________________
Dacthal 6F •
Phenoban 801

Trimec 899 • Trimec Ester (2,4-D + 2,4-DB + Dicamba acid)
•
Amine 4# •
M C P P 4# •
Big Green Plus (Iron Sulfur)

CALL

our toll free number

1- 800- 447-4131

or write for further information.

BULKKEM

BULK SUPPLIERS O F m LAWN CHEMICALS

T H E B U L K K E M C O R P O R A T IO N • 4 0 0 N O R T H T O W N R D
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Seed facts

Update on perennial ryegrass
By Dr. C. Reed Funk
and Dr. R.H. Hurley
The improved turf-type perennial
ryegrass (Lolium p e r e n n e ) of
today are a great improvement
over the ryegrasses available just
a few years ago.
C om p ared w ith com m on
perennial ryegrass, they have
finer leaves and greater density.
They are much more attractive,
more persistent, more resistant to
many diseases, more shade toler
ant, lower growing, easier to mow,
and have much better turf form
ing properties.
They are more tolerant of close
mowing, cold winters and warm
summers. They are also quick to
germ inate, easy to establish ,
highly wear tolerant, and will
grow on a wide range of soils.
Available turf-type ryegrasses
include: Palmer, Prelude, Yorktown II, Manhattan, Pennfine,
Birdie, Citation, Omega, Derby,
Diplomat, Regal, Fiesta, Dasher,
Blazer, Loretta, Pennant, Delray,
P r e m ie r , B a rry , and E lk a .
All*Star, Gator and Manhattan II
will also be available in quantity
following the 1983 harvest.

Showing promise
Experimental varieties pres
ently under development show
promise of continued improve
ments in mowability, disease and
insect resistance, stress tolerance,
attractiveness, ease of m ainte
nance and turf performance.
The rapid, easy establishment
of the turf-type ryegrasses has
been a prime factor in their popu
larity with both homeowners and
turf professionals. With favorable
conditions, germination can be
expected within five days.
A mowable turf can be pro
duced within three weeks with
favorable fertility, moisture and
temperature. They can provide a
quick temporary turf in heavily
shaded areas. Their excellen t
seedling vigor, tillering ability
and wear tolerance make them
very useful on areas that receive
heavy u se— especially during
cool weather.
The ryegrasses are most vig
orous during the cool, moist peri
ods of spring and fall and are most
wear tolerant during these sea
sons. They have a tough leaf and a
low crow n. H ow ever, areas
receiving excessive wear should
be overseeded regularly.
Like other turfgrasses, the turftype ryegrasses show their best
wear tolerance under conditions
where they are best adapted.
Wear tolerance is reduced by dis
ease, shade, insect injury, poor
m anagem ent, or unfavorable
environmental conditions.

Mowing traits
All ryegrasses may be difficult
to mow neatly at certain seasons.

Rutgers trials
P e rf o rm a n c e o f p e re n n ia l v a rie tie s seed ed S e p te m b e r 1979
in t u r f tr ia ls a t A d e lp h ia , N ew J e rse y .
Tu r f p e r f o r m a n c e

sc o r e

9 ■ best

1979
1 980
avg.

1981
avg.

1982
avg.

1979-1982
avg.

Palmer
Prelude
Gator
Y o r k t o w n II
Belle

7.3
7.1
6.8
6.A
6.A

7.2
7.2
7.3
6.5
6.A

7.A
7.2
7.1

7.3
7.2
7.1

7.1
6.8

6.7
6.5

6.
7.
8.
9.
10.

Blazer
Fiesta
Premier
Dasher
Diplomat

6.6

6.8

6.8

6.7

6.5
6.8
5.9
5.9

6.3
7.0
6.0
6.3

6.6
6.6
6.5
6.5

6.5
6.8
6.1
6.2

11.
12.
13.
1A.
15.

Barry
Regal
Delray
Pennant
Elka

5.9
5.8
5.3
6.2
6.3

6.2
6.3
6.6
6.2
6.7

6.5
6.3
6.2
6.2
6.2

6.2
6.1
6.0
6.2
6.A

16.
17.

Derby
Omega

5.5
5.8

5.3
5.7

6.1

5.6
5.9

Entry

1.
2.
3.
A.
5.

18.

Yorktown

5.A

5.8

6.1
6.1

19.
20.

Goalie
Citation

5.5
5.6

5.5
5.5

6.0
5.8

2Ì.
22.
23.
2A.

Loretta
Pennfine

6.2

5.5

Lp20
Jackpot

5.9
5.6
A.8

5.2
5.3

5.3

5.5

5.5
5.A
5.A

25.

Manhattan

5.1

5.8

5.3

5.A

26.
27.
28.

Caravelle
Re x
Se r v o

5.0
A.6
3.6

5.0
A.9
3.6

5.A
A.6

29.

Cropper

2.A

6.1
A.A
3.3
2.2

30.

Linn

2.3
LSD =

.05

0.5

5.8
5.7
5.6
5.9
5.A
5.2
5.A

2.7

3.5
2.A

1.9

1.9

2 .0

0. 6

0.6

Turf mo w e d at 3/4-i n c h f r o m M a r c h 1980 through m a y 1981, and at two
T est wa s ir r i g a t e d duri n g 1980, but not irinches since M a y 1981.
r igated du r i n g 1981 and 1982.

The improved turf-types gener
ally mow well during the cool,
moist seasons of early spring and
fall, but with greater difficulty
during their reproductive period
in late spring and during periods
of heat and drought.
Frequent cutting with a sharp,
w ell-ad justed mower is very
important in the maintenance of
an attractive ryegrass turf. Infre
qu en t m ow ing red u ces tu rf
quality and lowers turf density.
I m p r o v e m e n t in mowi ng
quality is a prime objective of
turfgrass breeders.
The improved turf-type vari
eties all show very substantial
improvements in mowing quality
when compared with common
perennial ryegrass and varieties
such as Linn, Game and Cropper.
When conditions are favorable,
the better turf-type ryegrasses can
be mowed cleanly with little diffi
culty.
Elka, Loretta and Gator nor
mally show the best mowability
during cool weather. The more
heat tolerant varieties such as Pal
mer, Prelude, Premier, Manhat
tan II, Citation and Gator show
less loss of mowing quality during
hot weather and rank highest dur
ing the summer months.
Ear l y ma t u r i n g v a r i e t i e s
including Regal, Citation, Derby,
Pennfine and Pennant produce an

abundance of stemmy reproduc
tive tillers during late spring and
often become difficult to mow at
this season. The later maturing
varieties such as Palmer, Elka,
Loretta, Gator, M anhattan II,
Yorktown II, and Blazer, are less
likely to have an excessively
s temmy turf during thei r
reproductive stage.

Summer performance
Many turf-type ryegrasses—
including Palmer, Prelude, York
town II, Gator, Premier, All*Star,
Pennant, Citation, Manhattan II,
Pennfine, Omega, Fiesta, Dasher,
Blazer, Delray, Derby and Regal—
show substantial improvements
in heat tolerance and summer
performance.
Increased resistance to the Rhizoctonia brown patch disease is an
extrem ely important factor in
improved summer performance
in warm, humid climates. The
newer turf-type varieties
developed from germplasm col
lected from old turfs of the midA tlanta region of the United
States have shown significantly
improved resistance to this dis
ease.

W inter performance
Most of the improved turf-type
ryegrasses are substantially more
wi nt e r - ha r dy t han c ommon

perennial ryegrass.
Yorktown II, Manhattan and
Omega showed the best winterhar di nes s in Ve r mont tests.
Delray has done well in the upper
Midwest.
Nevertheless, additional
improvements in winter-hardi
ness are needed for the more
severe climates. Winter kill is
often observed in wet, depressed
areas where ice sheets are present
for prolonged periods.
Improved resistance to winter
diesases, including snow molds
and a winter leaf spot, is also an
objective of ryegrass breeders.
Palmer, Prelude, Yorktown II,
M anhattan II, Blazer, Omega,
Gator and P r e m i e r show
improved resistance to the winter
leaf spot disease.

Endophytes
Recent studies in New Zealand
have dem onstrated a positive
association between resistance to
the Argentine stem weevil and
th e p r e s e n c e of e ndo phyt i c
fungus present within the tissues
of some perennial ryegrass plants.
Scientists at the New Jersey Agri
cultural Experiment Station have
demonstrated that resistance to
the sod webworms attacking New
Jersey turf trials was positively
associated with the presence of
this Lolium endophyte.
Of 17 ryegrasses studied, the
nine entries containing the endo
phyte showed high resistance to
sod webworms, whereas the eight
ryegrasses not containing the
endophyte were se vere ly
damaged.
Resistance of ryegrasses to billbugs also appeared to be associ
ated with the presence of the
Lolium endophyte. This discovery
of endophyte-enhanced re sis
tance to a number of important
insect pests should encourage the
development and maintenance of
varieties possessing this novel
and broad-based system of pest
resistance.
The insect resistance observed
in the varieties GT-11, Pennant
and All*Star appears to be associ
ated with their high levels of the
Lolium endophyte.

Dr. C. Reed Funk is professor in
plant genetics at Rutgers Univer
sity and on e o f the lea d e r s in
tur/seed research. Dr. Rich Hurley
is vice-president and director o f
research at Lofts Seed Co.

Crown rust frequently causes
discoloration of turf during late
summer and early fall. This is
most likely to occur if growth is
slowed by low fertility or mois
ture stress.
Palmer, Prelude, Elka, Gator,
Loretta, Premier, Fiesta, Delray
and Pennant showed the best
resistance in recent New Jersey
trials.
Dr. Wi l l i am A. Meyer has
recently made a very significant
breakthrough by developing vari
eties with good resistance to the
stem rust disease. Manhattan II,
Cowboy and a number of new
experimental varieties show good
resistance to this disease.

LITERATURE CITED
Kopec, David M., C.R. Funk and
P.M. H alisky. 1983. Sources and
distribution o f resistance to crown
rust within p eren n ial ryegrass.
Plant Disease 67:98-100.
Prestidge, R.A., R.P. Pottinger,
and G.M. Parker. 1982. An associa
tion o f Lolium en d op h y te with
ryegrass resistance to Argentine
stem weevil. Proc. 35th New Zea
land W eed and Pest Control Con
ference, pages 119-122.
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Dedicated to Professional Development

national LawnCare institute «.
........An organization dedicated to
assist YOU and your industry to
b e tte r serve the public and
enhance the image and posture
of professionalism in lawn care.

Future outlook
The past 15 years have w it
nessed the origin and early
development of the new turf-type
perennial ryegrasses. The first
certified seed field of Manhattan
was harvested in 1968. All other
improved turf-type ryegrasses
mentioned were released after
1970.
C onsiderable effort is now
being devoted to the further
g e n e t i c i m p r o v e m e n t of
ryegrasses in both North America
and Europe. A number of exciting
new germplasm sources are being
discovered in old turfs and in
hy br i di z a t i on and r e c ur r e nt
selection programs.

FOUNDATION OBJECTIVES
• To prom ote scientific research in turfgrasses and
related fields

Join the pros. For membership
information, call

• To train graduate students for conducting said
research by offering financial assistance

TOLL FREE
1-800-NLI-LAW N

• To dissem inate results of said investigations
• To re c e iv e d o n a tio n s and e n d o w m e n ts to
achieve aforesaid purposes in perpetuity

or write

• To, by so doing, honor this continent’s most w ide
ly known and respected turfgrass agronom ist —
the late and beloved O. J. Noer

NATIONAL LAWNCARE
INSTITUTE, INC.
5 4 15 S. 101st E. A ve.
T u lsa , Oklahoma 74145

O.J.NOER RESEARCH FOUNDATION, INC.
Robert J. Welch, Secretary-Treasurer
301 So. 61st St.
Milwaukee, Wl 53214
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TURF
MANAGERS’
HANDBOOK
By Dr. William Daniel and
Dr. Ray Freeborg
$28.95* hardcover $23.95* paperback

Then let us know.
This publication will be mailed only to
your current business address. Pliase
indicate changes and return this coupon
to us along with the mailing label
attached to the magazine cover to avoid
duplication. Thank you.

This essential reference book covers:
•scope and organization
»pests and controls
•grasses and grooming
»uses of turf
• rootzones and water
»serving turf needs
•nutrition
»AND MORE
The TURF MANAGERS’ HANDBOOK is an easy
on-the-job reference to planning, purchasing, hiring,
construction, and plant selection. These 424 pages
contain 150 illustrations, 96 color photographs plus
240 tables and forms.
Ordering Information

Signature____________________________

Please send---------copies of the hardback t($28.95* ea.)

Name (p rin t)____________________________

Send to:
LAWN CARE INDUSTRY
HARCOURT BRACE JOVANOVICH PUBLICATIONS
Subscription Dept.
1 East First Street, Duluth, MN 55802
S ig n a tu r e _____________
PLEASE PR IN T

---------copies of the paperback ($23.95* ea.) A d d re s s ________________________________

N a m e _____________________________________ _ _ _

Quantity rates available upon request.
C ity _______________ S ta te _____ Z ip ___
'Please add $3.00 per order plus $1.00 per additional p,
copy for postage and handling.
0ne
Please charge to my Visa, Master Card, or
Send to: Book Sales
American Express (circle one)
Harcourt Brace Jovanovich Publications
Account Number________________________________
Expiration Date_________________________________
One East First Street
Please allow 6-8 weeks for delivery.
LCI 1/84
Duluth, MN 5 5 8 0 2

Business N am e ____________________________ _ _
Business Address ______________________ _ _ _ _ _

City__________________________ State_____ Zip

L

Phone

___________________________________ Date

J
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Rust resistance

38A

The next 15 years—consider
in g vas t i m p r o v e m e n t s in
res earc h faci l i ti es and t e c h 
niques—could bring as many new
advances in ryegrass improve
ment as the past 15 years has. [Jg

LAWN CARE INDUSTRY

Enhanced insect resistance will
require important modifications
in present methods of breeding for
pest resistance and in seed pro
duction and seed storage prac
t i c e s . T h i s is du e to t h e
observations that the endophyte
is transmitted primarily by seed
and vegetative propagation. Also,
in the absence of cold storage, the
Lolium endophyte will gradually
lose its viability and effectiveness
as seed is stored for prolonged
periods.

LAWN CARE INDUSTRY

JANUARY 1984
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CLASSIFIED
RATES: 70 cents per word (minimum charge,
$20). Boldface words or words in all capital letters
charged at 95 cents per word. Boxed or display
ads charged at $65 per column inch (one inch
minimum). Agency commissions will be given only
when camera-ready art is provided by agency. For
ads using blind box number, add $5 to total cost of
ad. Send ad copy with payment to Dawn Anderson,
LAWN CARE INDUSTRY, 1 East First Street,
Duluth, MN 55802. BOX NUMBER REPLIES: Mail
box number replies to: LAWN CARE INDUSTRY,
Classified Ad Department, 120 W. 2nd St., Duluth,
MN 55802. Please include box number in address.

FOR SALE
1976 International 1200 gallon tank. PTO driven.
Mechanical agitation, Bean pump, Hannay electric
hose reel and 300 feet of hose. Good condition.
$5600. Also, 300 gallon Tuflex tank, mechanical
agitation, skid mounted, 8 hp, breaks and Straton
engine. Bean pump. 1 year old. $2600. Also, Dynacell pump, $275. (312) 896-5832.
1/8 4

1981 SPRAY UNIT FOR SALE. 600 gallon, dual
compartment, SS tank: PTO driven Ford F350,
dual w heel chassis. Immaculate condition. Call
201-240-9333.
2 /8 4
C R A B G R A S S C O N T R O L ? Spring Valley Turf
Products has a full line of dry spread and liquid
spray crabgrass control products. Quality prod
ucts priced to save you money. Buy direct from the
manufacturer and SAVE! Call Bill at 414-677-2273.
1/84
Spray T ru c k s -1 9 7 6 G M C C 65 0 0 , 1200 gallon
fiberglass- 2 electric reels-fully equipped. 1965
Ford F 7 0 0 ,1200 gallon-2 electric reels-fully equip
ped. Will sell truck and units separately. Call (201)
337-3057.
TF

STAINLESS STEEL COMBINES (2) - S e e d ,
aerate, fertilize and apply w eed and fungicide
materials in one pass. Can buy one or bo th-w ith
and without tractor. Trailers also available-m any
extra parts. Call 201-240-9333.
2 /84
FOR SALE: FIVE R-7 MOTORIZED ROTARY
SPREADER, 3 H .P. E N G IN E , 4 T IR E S , LIVE
F R O N T A X L E , A LL U N D E R 100 H R S U S E .
$750.00 EACH - TUR FG A R D CO M PA NY, PO BOX
618, TROY, OH 4 5373.1-513-339-3835.
4/84
1980 John Deere 300 Hydro Stat with mounted
hydraulic Dedoes Aerator with 3 /4 inch long tines.
A1 condition. $4,250.00. Call 309-243-5815. 1/84

Steel tanks. One 20,000 gallon and four 15,000
gallon tanks. M cIntosh Energy Co. (219)
426-7676.
1/84
Used Finn lawn feeder, 800 gal. w/hose, reel &
s p ray gun. R ed u c ed price; $ 3 ,0 0 0 .0 0 (5 0 2 )
782 -2 7 30 ,1 :0 0 p.m. - 4:30 p.m.
1/84

EXPERIENCED LAWN TECH N ICI A N /S ALES
SUPERVISOR— Excellent opportunity for person

CLOSEOUT SPECIAL! Save your back issues of
LAWN CARE INDUSTRY and save money at the
same time. W e ’re closing out our line of perm a

experienced in sales and or service of chemical
lawn care. Excellent position for advancement.
Send resume and salary requirements for further
information. Must be willing to relocate to Detroit,
Michigan area. All inquiries held in strictest con
fid en ce. E ve rg re e n , Attn: M orris Kohn, 2 37 8
Franklin Road, Bloomfield Hills, Ml 48013. (313)
540-3003.
1/84

nent binders at the special low price of two for only
$7.50! (This is a $7.00 savings over our regular
price plus postage and handling.) Orders will be
filled as long as our supply lasts - quantities are
limited. O rder your binders today from: Book
S ales, HBJ P U B L IC A T IO N S , One East First
Street, Duluth, MN 55802
TF
L IQ U ID IR O N “ M IC R O G R E E N P L U S ” the
proven 6% liquid iron plus micronutrients. Greens
up turf FA S T and E C O N O M IC A L L Y . Another
QUALITY product from Spring Valley Turf Prod
ucts. Call Bill at 414-677-2273.

Lawn Care Firm looking for Operations Manager.
R equire 2-5 years exp erien ce in Lawn C are.
Degree in business or related area helpful, but not
req u ire d . G o od s a la ry plus in c e n tiv e . S end
resume to: Liqui-lawn, Inc., PO Box 208, Hygiene,
CO 80533. (303)772-4331.
2 /8 4
Help W anted- Landscape M aintenance super
visor position available in Dallas/Fort Worth Area.
Working knowledge of turf, plants, chemicals, and
equipment required. Send resume to The Ground
Crew, Inc., 3008 Pleasant Valley, Arlington, Texas
76015. Attn: Bill James (817) 467-5888.
1/84

We are a large Midwest liquid lawn care company
looking for individuals with a strong background in
sales, and or production. Applicant should be able
to relocate in 3 to 4 months. We offer an excellent
com pensation p a ckag e consisting of salary,
bonus and benefit program. Send resume and sal
ary history. All replies kept confidential. Write LCI
Box 102.
1/84

Branch Manager and Assistant M anager for the
Midwest and Southern markets. Applicants must
have chemical lawn care experience. Excellent
salary and benefits. Send resumes to LCI Box 107.
1/84
Growing lawn spray company is interviewing for
m anagers and applicators. Openings in middle
m anagement level at Branch or Sales Manager
levels. Life and Health Insurance is furnished.
Good room for advancement. Write LCI Box 109.
1/84

Expanding chemical lawn care company seeks
professional Lawn Care Managers and Techni
cians to fill positions in Texas. Applicants should
have previous experience in both customer ser
vice and sales. We offer the possibilities of rapid
advancem ent in a growing organization. Send
resume and salary history. All replies will be kept
confidential. Write LCI Box 97.
1/84

General M anager position open for chemical lawn
and shrub division of established landscaping
company in the sunbelt area. Tremendous oppor
tunity for an aggressive individual having experi
e n ce with a n a tio n a l or reg io n al law n c are
company. We are looking for a B U S IN E S S M A N the very BEST!! Knowledge of turf grass, orna
mental plants, and marketing needed. The right
person will enjoy excellent salary, benefits, and
opportunity for equity participation with unlimited
earnings potential. Send complete resume includ
ing education, experience, and salary history. All
replies will be kept confidential. Write LCI Box 103.
TF

G EN ER AL M ANA G ER in beautiful S ARASOTA
FLORIDA for PEST C O N TR O L business. Respon
sible, qualified experience, positive performance
required. Resume to Horticultural Service Center,
6609 Peacock Road, Sarasota, Florida 33581.
1/84

BUSINESS OPPORTUNITY
FOR SALE-- Landscape, maintenance and spray
company in Southeast Wisconsin. Incudes equip
m ent veh icles and cus to m ers . E s tab lished 7
years. Profitable operation. Year round cash flow.
Grossing over $100K. Best Offer--M ust Sell Now!
Serious inquiries only! Write LCI Box 105.
TF

and Sales Managers. America’s fastest growing
tree and shrub care com pany seeking exp eri
enced, aggressive businessmen for existing and
exp a n s io n m ark e ts. E x p e rie n c e, d e g re e and
m o tiv a tio n — k ey in g r e d ie n ts . T r e m e n d o u s
advancem ent opportunities. Excellent salary,
benefits. All inquiries will be strictly confidential.
Send resume, salary history to: Wm. Scott Carr,
Tru Green Tree and Shrub Care, 2875 Northwind
Dr., Suite 205, E. Lansing, Ml 48823. Expand your
potential with an industry leader.
2/84

MICRONUTRIENTS

LAWN CARE FRANCHISE
Chemical lawn care franchises available in North and
South Carolina. Ideal opportunities for qualified indi
viduals. Excellent markets open now. Complete pack
ages available: Equipment, Marketing, excellent
proven chemical programs for all type turfgrasses.
Financial investment required. Prompt and healthy
return guaranteed. Complete and total assistance will
be provided and guaranteed. Serious inquiries only
please. Write LCI Box 106.

The WESTMAC
WORLD’S FASTEST
RESIDENTIAL

W i l l th e y m a k e m e m o n e y ?

PLUG
AERATOR

What are they? How do they work?
Are they purple or orange? Are they
for lawns or gardens? Do they come
in powder or liquid? Will it make my
dog bark?
Get all the answers with one phone call.
Call collect 316-225-0071. Ask for our
F R E E Micronutrient Handbook.
Ruffin wrote the book on Micronutrients.
C a l l C o lle c t :

3 1 6 - 2 2 5

0 0 7 1

RUfflNJNC
500 East Trail • P.O. Box 940
Dodge City, Kansas 67801

WANTED
W anted to buy HYDRO SEEDER. Please send
photo..Johnson Hydro Seeding Corp., 13751Travilah Road, Rockville, MD 208 5 0 .3 0 1-3 4 0-0 8 0 5. TF

ACCOUNTS WANTED N ational chem ical lawn
care company seeks accounts to acquire. Selling
price open for negotiation. If interested, send
nam e, address, phone number and num ber of
accounts available to LCI Box 104.
3 /8 4

BRANCH MANAGER AND ASSISTANT MAN
AGER — First class expanding company desires a

Rapidly expanding Philadelphia, PA. Area Lawn
and Tree Care Company is seeking a Service M an
ager. Extensive Lawn & Ornamental knowledge as
well as Customer Service abilities a must. Pre
vious Supervisory experience a plus. Contact
Hydro-Green Lawn and Leaf at 215-675-5422.
1/84

TREE AND SHRUB CARE— Branch M anagers

We are a large Midwest liquid lawn care company
interested in acquiring existing accounts of a liquid
lawn care business. If interested, send name,
address, phone number and number of accounts
to LCI Box 101.
1/84

POSITION A V A IL A B L E -E s ta b lis h e d C olorado

HELP WANTED

Sales and Management: Rapidly expanding multi
office Lawn and Tree Care Organization in Eastern
Penn, needs knowledgeble, take-charge person
nel. Compensation package allows you to partici
pate in future growth, while providing a good
salary and fringe benefit package now. Send
resume in strictest confidence to Victor Hammel,
J.C. Ehrlich Co., Inc., 840 William Lane, Reading,
PA 19612.
2/84

Working partner wanted to join going landscape
m aintenance com pany in W est T e x a s. G ross
$300 ,0 0 0 . Fianancing available. W rite LCI Box
108.
1/84

AERATES
5,000 sq. ft. Lawns
in 15 Minutes
or Less
MOST DURABLE
MANEUVERABLE

NEW 1984 MODEL
■ 32 SPOONS — 60 HOLES PER SQ. YD.
■ 5 HP BRIGGS AND STRATTON ENGINE WITH
CHAIN AND BEARING TRANSMISSION.
■ LARGE PNEUMATIC TIRES.
■ TRAVELS 100 LIN. FT. IN 20 SECONDS TO
AERATE 750 SQ. FT. PER MINUTE.
■ DEADMAN’S CLUTCH STOPS IT ON A DIME.
EXTRA WEIGHT CAN BE ADDED

Lawn
P.0. Box 652, Kenosha, Wl 53141

), Inc.
(414) 552-8911
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Lawn Care
Management
System
A Software Management Tool
to Control Costs and
Improve Productivity

PRACTICAL
SOLUTIONS, INC.
100 East Wilson Bridge Road
Worthington, Ohio 43085
614/436-9066
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WE MADE OUR
SPINDLE
UNSPINDLY
TO KEEP
YOU
CUTTING.
Toro works hard to give
you the kind of riding
rotary mower you want
most.
A mower that keeps
you cutting. Gets the job
done.
In fact, we get down
to the tiniest details to
produce a totally durable
mower.
For example, we
designed an unspindly
spindle to turn the blades
of our Groundsmaster 72®
and Groundsmaster 52®
mowers.
First, we made its
housing a rugged cone
shape, not cylindrical like
other makes. To tolerate
greater stress and bom
bardment by rocks and
other debris.
Next, we specified
Timken "SS type" roller
bearings, not just ordinary
ball bearings. They take
more thrust and are less

rather than keys in the
shaft and pulley. These
machined grooves mesh
like gear teeth all around,
won't slip, and they wear
much better and longer
than key type systems.
Teamed up with more
conspicuous durability
features like hydrostatic
drive and a Donaldson air
cleaner, our unspindly
spindle keeps you cutting
longer and stronger.
Call your Toro®
distributor. He'll tell you
all you want to know
about Toro riding rotary
mowers.
Right now.
likely to damage the
bearing housing, fall
out and have to be
replaced. And they
don't need adjustment
for proper seating.
Then, we
put splines

THE PROFESSIONALS

THAT KEEP TOO CUTTING

Toro is an exclu siv e trad em ark of The Toro Com pany
8111 Lyndale Ave. So., M inneapolis, M innesota 55420.
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Don’t Simply Fertilize
Your Turf... Nourish It With
Nitrogen
Quality
Healthier
Turf

Even
Sustained
Growth

Nonbuming
And
Nonstreaking

Decreased
Thatch
Build-Up

Constant
3 8 % Nitrogen

Slow,
Predictable Release
By Soil Bacteria
To Provide Nitrogen
When Most
Needed

Reduces The
Risk Of
Nitrate
Contamination

Fewer
Applications
Per Year
Are Required

Better
Root
Development

Resists Leaching
Even In
Sandy Soil

Alw ays look for the NITROFORM logo
It’s your assurance of a high quality Nitrogen

itNOR-AM
NOR-AM Chemical Company, 3509 Silverside Road, P.O. Box 7495, Wilmington, DE 19803
‘ R e g is te re d tr a d e m a r k o f S c h e rin g A G W e s t G e rm a n y
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