84% of readers said “up”
an average of 31%.

Source: 1981 LCI Survey

9% of readers said “remain

How do you expect gross receipts
for 1981 to compare with 19807?

ﬁ1m D1981

Serving

lawn maintenance and chemical

SAVINGS UP TO 30% PLUS DIVIDEND PROJECTED

“FRIED” LAWNS

Poor mix, big burn

One thing lawn care businessmen
worry about is a bad fertilizer or
chemical mix. It can come from a
large company or a small supplier,
but either way, the lawn care
company ends up with the prob-
lem.

“You may think you are re-
sourceful, tactful and have a silver
tongue,” Dennis Baker, Green
Grow Lawn Care Service, Auburn,
Ind., said, “‘but when you confront
41 customers on their lawns that

PLCAA to introduce casualty
insurance program in Louisville

At their final meeting before this
month’s Professional Lawn Care
Association of America (PLCAA)
Conference and Trade Show in
Louisville, the group's board of

Baker

directors gave final approval for
the implementation of a casualty
insurance program for PLCAA
members,

It is expected that the average
menber will be able to save be-
tween 10 and 30 percent compared
to his present coverage, with the

possibility of a dividend of up to
25 percent if the program’s loss
experience is favorable.

Doug Baker, Leisure Lawn,
Dayton, Ohio, who is PLCAA’'s
insurance committee chairman,
said that arrangements have been

made to have consultants in safety
to page 49

OTHER SUPPLIERS RUSH IN, DIAMOND TO REBUILD

Dacthal gap to be filled

It still remains to be seen if the
lawn care industry will have
enough pre-emergence herbicide
to supply its needs this spring, but
it won't be for lack of effort by
manufacturers and suppliers.

In the wake of the recent news

QUICK STARTS

Niemczyk on Oftanol

Act now on “lookback” lease

Lehr on labor law

New company serves bulk needs

Workshop on employe management. . ..

Don’t build, buy a service station

Tools, Tips & Techniques
g ey o i S R O S I 42
Newsmakers

A record-breaking issue!
The largest LAWN CARE INDUSTRY ever published

that there will be no Dacthal this
spring because of a plant explo-
sion in Diamond Shamrock’s
Houston facilities, alternate
suppliers — most notably Elanco
Products Co., Indianapolis and

Rhone-Poulenc, Inc., Monmouth
to page 49

CHEMLAWN'’S MILLER CHAIRS

2,4-D coalition
effort launched

Users and producers of the her-
bicide 2,4-D from many segments
of the industry — including the

lawn care industry — have estab-
to page 53

look like the Mojave Desert, and
you find you are all alone in a
hostile world.”

‘...customers on their
lawns that look like the
Mojave Desert..."”

Baker discovered his problem of
the bad mix on the evening of a
night in early June, he told an

to page 53
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DURSBAN KEEPS RUNNING

STRONG. HELPS KEEP BUGS
FROM COMING BACK

BEFORE YOU DO.

Long-lasting DURSBAN* brand
insecticide is good insurance for
your customer list. It can last up to
8 weeks—not just 3 or 4.

If the insects get back to your customer before
you do, it's goodbye good customer.

That's why you'll want the insecticide that
gives long-lasting protection to your business
reputation! DURSBAN brand insecticide.

Whether you use the 2E or the double-
strength 4E concentrations, you get longer
residual control than with any other leading
turf insecticide. And best of all, DURSBAN
insecticides even cost less to use than many
others.

So for sod webworms, chinch
bugs, billbugs, ants, grubs—you
name it—why not use the insec-
ticides that keep running strong.

g And long. Get DURSBAN brand
insecticides.
Just be sure to read and follow all

label directions and precautions. Agricultural
Products Department, Midland, Michigan 48640.

DOW CHEMICAL U.S.A.
*Trademark of The Dow Chemical Company
1981, The Dow Chemical Company i,
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Big, big shoes to fill

By the time this issue of LAWN
CARE INDUSTRY reaches your
desk, many of you will be packed
and ready to travel to Louisville to
attend the Professional Lawn Care
Association of America Confer-
ence and Trade Show.

It’s going to be a great show and I
can hardly wait. Last year there
were 70 exhibit booths and more
than 700 attendees. This year,
about 140 booths have already
been signed up, and attendance is
expected to be more than 1,000.

Some impressive numbers for an
organization holding only its sec-
ond show. Plus, the PLCAA has
only been operating since June of
1979, a little more than two years.

There have been a lot of people
who have worked very hard to
make PLCAA the success it is. But
make no mistake about it, there
probably would not be a PLCAA
Conference and Trade Show this
month in Louisville were it not for
one person.

Jerry Faulring.
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At the PCLAA’s annual meeting
during the show, Jerry will step

down after two-and-a-half years of

guiding the organization through
its formative stages. I don’t know
who the new president is going to
be, but I do know one thing — he
has some very big shoes to fill.

Along with others in the indus-
try, Jerry was instrumental in
getting the PLCAA ball rolling late
one January night in 1979 during
the Maryland Turf Expo. I don’t
know who picked up all of the
tabs, but there were numerous
nightcaps consumed.

L\

Outgoing PLCAA president Faulring

There was another larger meet-
ing a few weeks later at the
Virginia Turfgrass Conference. A
lot of correspondence and phone
calls later, a group of more than 40
lawn care businessmen from
around the country met in Fort
Mitchell, Kentucky in June 1979 to
see if there was indeed enough
interest to form an association.

There was. And there was such

McCloskey

unanimity among the lawn care
businessmen there, everybody had
time to have a drink and catch their
four o’clock planes after they
formed PLCAA. No bashful people
in that group, they were real
chargers.

Jerry was elected pro tem presi-
dent, and served in that capacity
for one-and-a-half years until he
was formerly elected as president
by the total membership last year
at the PLCAA show in November.

There have been many, many
crises and near-crises along the
way, and throughout, Jerry has
helped lead the PLCAA board and
membership through them. And it
has been at no little expense to his

Brooks

very successful lawn care com-
pany — Hydro Lawn, based in
Gaithersburg, Maryland.

He has had a lot of help, starting
with vice president Doug Baker,
Leisure Lawn, Inc., Dayton, Ohio,
and secretary-treasurer John Lat-
ting of Normal, Ill. PLCAA board
members include: Larry Brandt,
Spray-A-Lawn, Cincinnati, Ohio;
Don Burton, Lawn Medic, Inc.,
Rochester, N.Y.; Steve Derrick,
Latick, Inc., Normal, Ill.; J. Martin
Erbaugh, Lawnmark Div., Erbaugh
Corp., Peninsula, Ohio.

Also: Dr. Robert Miller, Chem-
Lawn Corp., Columbus, Ohio;
Gordon Ober, Davey Lawnscape,
Kent, Ohio; Dr. Paul Schnare,
Accu-Spray, Cape Girardeau, Mo.;
Rick White, Village Green Ltd.,
West Chicago, Ill., and Ronnie
Zwiebel, Chem-Care Lawn Service
of Alabama, Inc., Birmingham.
Executive director Glenn Bostrom
and administrative director Jane
Stecker have handled all of the
detail and planning work along
the way.

Some of these people are step-
ping down from the board during
the annual meeting, and they
should be congratulated. They
have put the good of the whole
industry before themselves and
their companies, and given gener-
ously of their time and money.
They should all be congratulated.

Especially you, Jerry. Thank
you.

As 1 said before, I am really
looking forward to the PLCAA
Conference and Trade Show. If
there is anybody at this late date
reading this column who still
needs information about attend-
ing, contact: Jane Stecker, PLCAA,
Suite 1717, 435 N. Michigan Ave.,
Chicago, IL 60611, 312-644-0828.

Mierow

Along with myself, other mem-
bers of the LAWN CARE INDUS-
TRY team attending the PLCAA
Conference and Trade Show will
be assistant editor Paul McClos-
key, national sales manager Jim
Brooks, marketing representative
Bob Mierow and group vice presi-
dent (that’s my boss) Tom Greney.
Make it a point to stop by the
booth.




T OIS SETVICEd 107 90 days from date ol 1Ssue. For those countries outside the U.S. , please apply appropriate postage before mailing.

READER SERVICE INFORMATION CARD 11-81"

For more information on products or services mentioned in this issue, circle the
corresponding numbers below, fill in appropriate information and mail today.

C'rde 101 108 115 122 129 136 143 150 157 164 171 178 185 192 199 206 213 220 227 234
| 102 109 116 123 130 137 144 151 158 165 172 179 186 193 200 207 214 221 228 235
103 110 117 124 131 138 145 152 159 166 173 180 187 194 201 208 215 222 229 236

104 111 118 125 132 139 146 153 160 167 174 181 188 195 202 209 216 223 230 237
the 105 112 119 126 133 140 147 154 161 168 175 182 189 196 203 210 217 224 231 238
106 113 120 127 134 141 148 155 162 169 176 183 190 197 204 211 218 225 232 239
107 114 121 128 135 142 149 156 163 170 177 184 191 198 205 212 219 226 233 240

Reader PLEASE CHECK BELOW YOUR PRIMARY BUSINESS AT THIS LOCATION:
A. CONTRACTOR OR SERVICES: 120 School, college, university, hospital, or similar facility
S H Lawn care service business involved primarily 130 Condominium housing development or industrial park
erV|Ce with fertilization, weed, and insect control 140 Government grounds; parks, around municipal buildings, military
Please specify method of application: 1écnlmes
10 OLiquid 11 Cbry 12 OBoth 150 emetery or memorial garden
num be rs 20 Primarily mowing/maintenance service 190 Other (please specify) __ o
30 Landscape contractor/lawn service company
40 Nursery or garden center/lawn service company C. SUPPLIER
Of those 50 Pest control/lawn service company 210 Chemical dealer or distributor
60 Irrigation contractor/lawn service company 220 Equipment dealer or distributor
1 230 Seed broker/dealer
Items Of B. GROUNDS CARE/MAINTENANCE AT ONE OF THE 240 Sod grower
FOLLOWING TYPES OF FACILITIES:
interest 110 Private or public estate
tO you NAME S e T L . SO TITLE
BUSINESSNAME __ . i e TAPITRED
cITY .- STATE P TELEPHONE _{ ) —
AREA CODE

| WISH TO RECEIVE (CONTINUE RECEIVING) LAWN CARE INDUSTRY EACH MONTH O YES O NO
SIGNATURE DATE




NO POSTAGE
NECESSARY
IF MAILED

IN THE
UNITED STATES

BUSINESS REPLY CARD

FIRST CLASS PERMIT NO. 665 DULUTH, MINNESOTA

POSTAGE WILL BE PAID BY ADDRESSEE

READER SERVICE DEPARTMENT

[AWN (ARE INDUIRY

POST OFFICE BOX 6200
DULUTH, MINNESOTA 55806




There's nothi
on earthlike

ECLIPSE

o.
man
a perto™ i\t co
ty an tor @°
d beau™ __.ures to
{s-worl 4 mix rove sta
for out oI 1 turt SO ipse WS e, ECIIPS®
pIuegr@Se, oo 101 SO \n natlon™ 4 dol\8r= . For 8 92 ing
» N%k'vs " ideal 2st 10 coas\-m ights i n hea T et no
\\ \ ar 1 ipse-
ECHP hade 87C T \awns: S0 et FUSS Al S Echip
\ds, 8 ho ol oW .\ ‘ol rates P 4 petie 23
o °°'Cf v wre, Yo g T
ipter , -
w‘n tn, nS‘ o ;‘.\7— a
\(Ong R - o

i ] Eclipse Kentucky bluegrass seed available exclusively from:
ﬁ1 093 129th St., Bradley, Mich., 850 N. Old 23, Brighton, Mich. « GARFIELD WILLIAMSON, INC., 1072 West Side AVe., Jersey City,
JACKLIN SEED COMPANY, W. 5300 Jacklin Ave., Post Falls, Idaho » NUNES TURFGRASS, INC., 2006 Loquot Ave., Patterson, Calif.
TWIN CITY SEED COMPANY, 500 30th Ave., N.E., Minneapolis, Minn. « ROTHWELL SEEDS (IN CANADA), P.0. Box 511, Lindsay, Ontario
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The pesticide, Oftanol, marketed
by Mobay Chemical Corporation,
Kansas City, Mo., has finally
cleared the rough the critical hur-
dle of registration approval in
some 12 states. Now comes the real
test.

Following its release this sum-
mer, the organophosphate will be
used by turfgrass managers
throughout much of the industry.
Its effectiveness will be deter-
mined on home lawns treated by
lawn care professionals.

“And now you can tell us more
about that than anybody,” said Dr.
Harry Nieczyk, professor of turf-
grass entomology at the Ohio
Agricultural Research and De-
velopment Center, addressing

LAWN CARE INDUSTRY

Niemczyk speaks out on
future of new pesticide

over 50 lawn care businessmen at
the recent Professional Lawn Care
Association of America seminar in
Boston Heights, Ohio. “The lawn
care operator’s experience with
this material will be very impor-
tant to us.”

A year residual

Enough is currently known
about the material to satisfy the
local safety requirements in many
states. An organophosphate with a
“Caution” statement on the prod-
uct label, Oftanol is residually
active in the soil for over a year. Its
recommended application rate is
between one and two pounds of
the granular product per acre.

Although application time is not
specified, Niemczyk says that the
material can be applied effectively
anytime after the frost is off the
soil.

If it is applied in early spring,
grubs that have overwintered will
be effectively controlled. “If it's
applied early enough,” said
Niemczyk, “we’re going to get
some fair-to-good control of grubs
that have overwintered and re-
turned to the surface to feed. And,
it will control grubs through the
summer and into the fall — with
no problem at all.”

Another time frame in which
one would consider making an
application for grubs would be late
summer to early fall.

Apparently, the extended action
of the insecticide is primarily
associated with the soil. Therefore,
it only has a relatively short term
residual in the thatch. It is safe
with respect to earthworms.
Spring applications may not curb a
summertime cutworm or sod

The pros chose SHADOW

“*As professional lawn care specialists, we
want our customers’ lawns to advertise for
us. One of the major problems we find in
many of our customers’ lawns is stressed
areas under and around shade trees. We

mix to remedy these difficulties. For our
shade mix we chose 90 percent Shadow
Chewings Fescue and |0 percent A-34
bluegrass. We see exceptional results when
proper overseeding procedures are followed.

formulated our Prograss lawn overseeding

Shadow is a new variety of
Chewings type fine fescue
developed for improved shade
tolerance and resistance to
powdery mildew. Breeding for
these attributes was a long and
tedious job, but the results
were better, stronger turf than
the old line fescues. Insist on
the seed the pros choose for
your shade mix.

“The hottest shade tolerant

Shadow makes us look good, too.

Mike Erb

Prograss Lawn Service
Field Representative and
licensed applicator.

-

Circle No. 144 on Reader Inquiry Card

Marketed by

P.O. Box 250, Hubbard, OR 97032

503/981-9571 TWX 510-590-0957
The Research, Production, Marketing Company
fine fescue under the sun”

YTP JOB #4780

Dr. Harry Niemczyk: “The lawn care
operator’s experience with Oftanol
will be very important to us.”

webworm infestation. “Generally,
I think you will get through most
of the summer without a major
problem,” said Niemczyk. “If
there is an area in which you
anticipate a grub problem, you
could make your treatment as early
as mid-July

Into the real world

Based on his findings,
Niemczyk says that Oftanol may
deliver up to 50 percent control at
the two pound rate the fall after an
application made the previous
July or August. ‘“‘Now, whether
that control is going to be good
enough so you won't have to
re-treat the lawn, is something
only you can determine,"” he said.

Research investigations can
only answer so many questions,
says Niemczyk. “We'll know a lot
more about it by the fall of 1982.
However, the potential is there for
extended control of the kind we
never thought we'd have.”

While the label for Oftanol does
not require irrigation, it is still a
good idea, said Niemczyk. But,
from what he has seen, material
left on the turf for quite a while
before rainfall still did a good job
when it did rain. “But again,
research data can only show so
much,” he said. “It's got to get out
into the real world for a real test of
efficacy.”

Resistance potential

When asked about the potential
for insect resistance to the pes-
ticide, Niemczyk said, “The po-
tential is always there. It's an
organophosphate with a longer
residual activity than other
granular material we now have for
grubs. The longer that lasts, the
greater the chances of developing
resistance problems. You must
remember that an insect can de-
velop resistance to any chemical
and even to biological control
agents such as parasites.”

Over and over, Niemczyk em-
phasized the need for the lawn
care industry to monitor the per-
formance of this new insecticide.
He, himself, will be studying the
pesticide’s effect on non-target
organisms. “I will be very in-
terested in knowing what you
think of Oftanol after having used
it for one year."”




USE NITROFORM

POWDER BLUE
IN YOUR SPRAYS
AVOID
NITRATE RUN-OFF.

There are more acres of ornamental turf in You can feed the roots while you feed the
many states than any other “crop.” Because of  tops and still avoid flush top growth. Quick-
that, overapplication of water-soluble nitrogen  release nitrogens feed the tops, resulting in too

may constitute a major source of nitrates in much top growth, with little or no root growth.

groundwater. Nitroform Powder Blue does not burn or
You can avoid the problem by using streak. It can be mixed and applied with insect-

slow-release, water insoluble formulations icides and fungicides.

containing 38% Powder Blue'Nitroform?* Be environmentally responsible. Use

Nitroform ureaform nitrogen is ecologically Nitroform 38% nitrogen in your lawn sprays. If

responsible. There is little or no leaching. No you prefer a dry product, specify Blue Chip”.

salt build-up, and it helps grass maintaingood, = Call your turf supplier or write for more

green color between feedings. information.

BFC Chemicals, Inc. 4311 Lancaster Pike, Post Office Box 2867, Wilmington, Delaware 19805

©1981 — BFC Chemicals, inc

Circle No. 106 on Reader Inquiry Card
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Act now to cash in on ‘lookback’

leasing feature of new tax law

Rebate program stimulates business

Most lawn care marketers know that the best way to sell their
service is through the customer — the person who, if satisfied,
can give the most effective sales testimonial. The problem
often, however, is getting those people to speak out. What they
need is a little encouragement in most cases — and at Prograss
Liquidcare Lawn Service in Hubbard, Oregon, Mike Erb has
found a way.

Erb has instituted a referral program at Prograss in which a
customer can receive a rebate on their own lawn treatment in
exchange for a referral to a new sales lead. Last year he sent out
2,000 brochures, with a dime enclosed, asking customers to
call a friend about Prograss. ** At first we were skeptical because
we thought we'd run into bookkeeping problems,” said Erb.
“We didn’t want to have people calling us three months after
the referral had gone through to ask us for a rebate.”

Those headaches turned out to be minimal. Instead, Erb said
lo page 48

Lawn care businesses have until
Nov. 13 to act on a feature of the
new tax law that permits them to
retroactively restructure as lease
agreements purchases of qualified
operating equipment bought and
placed in service after Dec. 31,
1980, but before Aug. 13, 1981.

This “lookback™ feature of the
tax law can greatly improve cash
flow for certain businesses, Robert
Greisman, tax manager for Ale-
xander Grant & Co. told LAWN
CARE INDUSTRY. The company
is a national accounting firm based
in Chicago.

Generally, leasing aids com-
panies in money-losing or low tax
positions. Such companies rent
rather than buy equipment be-

SPRAY Rle for the
LAWN CARE PROFESSIONAL

PUMPING SYSTEMS’
LAWN SPRAY RIGS
MEET EVERY LAWN
CARE OPERATOR’S
NEEDS:

...Long-life fiberglass tanks —
55 to 1200 gal. (single or multi-
compartments)

...Flow rates from 1 to 100 GPM
...High-volume jet agitation

...Top-quality components and
workmanship (low maintenance)

...Completely self-contained rig
design provides easy mounting
and easy access to equipment—

ctured:
at curbside or tailgate MODEL LS-500-M

...Custom design w/many options

CALL TOLL FREE—
800-638-1769

PUMPING SYST EMS lNC.
Columbia, Md.
(301-596-3700)

One
bluegrass
does it best.

Warrnens

A349

KENTUCKY
BLUEGRASS

Warren's A-34 BenSun bluegrass out-performed 43 bluegrasses
during a 5 year independent study at 8 universities.

Whether it be density, texture, disease resistance, color.
uniformity, wear and shade tolerance, hot-cool-dry or wet con-
ditions, A-34 BenSun was superior in quality to all others.

A-34 biends well with other bluegrasses as well as fine
leafed ryes and fescues.

Do it now! Phone or write for proof of what we say.

Available as Seed and Sod

8400 West 111th. Street
Palos Hills, lllinois 60465
Phone: 312/974-3000

“4 Ad o

TURF NURSERY, INC.
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cause the tax benefits of ownership
— depreciation and investment
tax credits (ITC's) — would be
wasted. Lessors of equipment are
permitted to realize the benefits of
depreciation and ITC’s, which
they pass through in part to the
lessee as lower rent payments,

The new tax law not only greatly
facilitates rental transactions, but
says that even equipment bought
after Dec. 31, 1980 and before Aug.
13, 1981 can be treated as leased if
the transaction is restructured by
Nov. 13.

To take advantage of the “look-
back’ feature, the business has to
contact the seller or a finance or
leasing company and ask to re-
structure the original purchase
agreement as a lease. A rental can
be negotiated that in effect passes
through, via lower rent payments,
a portion of the depreciation and
ITC to the business.

Until the new tax law was
passed, there were no clear stand-
ards for deciding whether for tax
purposes a lease was a lease or in
substance a sale, Greisman said.
This made many taxpayers hesit-
ant to engage in anything but a
clear-cut sale or a lease.

Without the tax law’s new lease
provisions, the problem would be
aggravated for low tax posture
companies because of new, more
accelerated cost recovery rules and
liberalized ITC’s that these com-
panies couldn’t use.

Rent to reap tax benefits

“Congress wanted to make it
possible for loss companies to
share in the benefits of the new
cost recovery rules by allowing
them to rent, rather than buy,
equipment at a low rate, which
would reflect the tax benefits of
depreciation and ITC being
realized by the lessor,” Greisman
said.

To qualify for lease treatment,
the property must be new equip-
ment, not real estate, that would
qualify for investment tax credit if
purchased. The lessor must also
generally be a regular business
corporation. Other limitations
apply concerning the minimum
investment in the property and the
term of the lease.

If all of the above rules are
satisfied, then the transaction is
considered a lease for tax purposes
and no other factors are consid-
ered, Greisman notes. It makes no
difference that at the end of the
lease term the property may be
bought at nominal value; or that
the lessee is the nominal owner of
the property for state and local law
purposes and retains the burdens,
benefits and incidents of owner-
ship such as tax payments and
maintenance charges; or that the
lessee has provided financing or
guaranteed financing for the
transaction, other than the lessor’s
required minimum 10 percent in-
vestment.

“The businessman should con-
sult his accountant to determine if
any equipment purchases made
during the ‘lookback’ period can
be restructured to take advantage
of the new leasing provisions,”
Greisman said.
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Imp

your turf’
ealth and
beauty with
the longer-
. lasting
funglclde.

Because you take pride in the New BAYLETON fungicide ease spectrum control of any lead-
appearance of the turf under has been proven-in-use; it's highly  ing turf fungicide.
your management, it will be recommended by university experts. Eliminates resistance wor-
easy for you to become Unique two-way action both ries: BAYLETON is new . . . so
= a ®*BAYLETON cures and prevents most fungus there’s no resistance buildup.

BELIEVER. diseases—gives the turf care )
professional a valuable weapon Cost-efficient: BAYLETON's

y to battle costly—and unsightly— longl 'resi'dual activity means fewer
fungus diseases. applications.

Knocks out more diseases: Faster-acting: Systemic con-
BAYLETON offers the broadest dis- trol moves quickly and evenly

R



through turf grass for uniform dis-
ease control.

Now's the time to get after
snow mold. And nothing controls it
like BAYLETON. . . justasitalso
gives you fast-acting, long-lasting
control of other tough diseases—
dollar spot. . . brown patch . . .
fusarium blight . . . red thread . . .
striped smut and certain rusts.

It's easy to become a

believer: Order 4 cases of BAYLE-
TON fungicide. And we'll send you
a smart-looking, limited-edition
Grand Slam sweater by Munsing-
wear . . . no extra charge.

But your most valuable “pre-
mium” will be the way BAYLETON
protects and preserves the health
and beauty of your turf.

Turn to the next page for more
information about getting your

o

Place your fall order of
BAYLETONF
and this limited-edition
BAYLETON BELIEVER .
sweater can be yours. | :

ungicide . . .

\

sweater with your fall order of
BAYLETON fungicide.

Mobay Chemical Corporation
Agricultural Chemicals Division
Specialty Products Group

Box 4913, Kansas City, MO 64120

Don’t trust your turf
to anything less.

"4



Limited-time
introductory offer.
This custom
sweater

can be yours...

(Clip and mail to the address below)

w it h yo u r [ Please send me the name of your Supplier for my area.
"EEN

Mail to: Mobay Chemical Corporation

f I I d f Agricultural Chemicals Division
a or er o Specialty Products Group

Box 4913, Kansas City, Mo. 64120

| BAYL-E.TON Attn: BAYLETON BELIEVER Program
Fungicide.

Your fall BAYLETON order with your turf Title Telephone
chemicals supplier for 4 or more cases will
earn you this U.S.-made, Grand Slam
sweater by Munsingwear. To qualify for your
BAYLETON BELIEVER sweater, you must
order by December 15, 1981. Your sweater City/State/Zip

will be sent following Mobay's receipt of veri-

fication of your BAYLETON delivery accept-

ance. Please allow three weeks for sweater BAYLETON is a registered TM of the Parent Company of
delivery. Farbenfabriken Bayer GmbH, Leverkusen.

Course/Company




LEHR ON LABOR LAW

Do your employes take
their jobs for granted?

According to the most recent
statistics from the Department of
Labor, unemployement in this
country is well over seven percent.
Do lawn care employers who are at
full employment let employes
know that they should be pleased
to have a job with the lawn care
employer when there are many
other people unemployed who
would like to have that job today?

Frequently, employes forget that
the best job they can get is the one
they have. It is the lawn care
employer’s responsibility to re-
mind employes that he is a secure
employer, has not laid off
employes, and is optimistic about
the future. Too often employes
take job security for granted, but
part of the blame for that rests with
lawn care employers who do not
remind their employes that many
other working people do not have
the same security.

Unemployment rates

The following is a list of the
unemployment rates on a state-
by-state basis. If a lawn care en-
ployer is at full employment and
he is in a state that is suffering from
high unemployment, perhaps re-
minding his employes of those two
conditions would be worthwhile.

Alabama, 9.8 percent; Alaska,
9.0; Arizona, 6.4; Arkansas; 8.4;
California, 6.7; Colorado, 6.0;
Connecticut, 6.0; Delaware, 7.3;
District of Columbia, 9.8; Florida,
6.3; Georgia, 6.2; Hawaii, 6.2;
Idaho, 7.2; Illinois, 8.4; Indiana,
9.1; Iowa, 6.1; Kansas, 4.2; Ken-
tucky, 7.5; Louisiana, 8.6; Maine,
7.7; Maryland, 7.1; Massachusetts,
6.4; Michigan, 11.1; Minnesota,
5.4; Mississippi, 8.6; Missouri, 7.4;
Montana, 6.7; Nebraska, 4.0;
Nevada, 6.7; New Hampshire, 4.8;
New Jersey, 7.4; New Mexico, 8.1;
New York, 7.6; North Carolina, 6.3;
North Dakota, 5.2; Ohio, 8.4; Ok-
lahoma, 3.3; Oregon, 9.4; Pennsyl-
vania, 9.3; Rhode Island, 7.1;
South Carolina, 7.9; South Dakota,
5.4; Tennessee, 8.6; Texas, 7.2;
Utah, 6.3; Vermont, 5.6; Virginia,
6.0; Washington, 9.3; West Vir-
ginia: - 10.3; - Wisconsin, - '7.2;
Wyoming, 4.3.

According to information re-
cently released by the Bureau of
Labor Statistics, fewer American
workers belong to unions today
than in the past two years, and
union membership has declined
generally since 1970. Of those
employes in the labor force who
were eligible, only 20.8 percent
belonged to unions. In 1970, that
figure was approximately 25 per-
cent.

Those unions which have ex-
perienced declines in membership
during recent years include the
machinists (19 percent), au-
tomobile workers (nine percent),
paper workers (23 percent), rubber
workers (24 percent), steel work-
ers, clothing and textile workers,
teamsters, oil, chemical and
atomic workers, painters and
ladies’ garment workers.

On the other hand, a few unions
have prospered during the recent
hard times for labor organizations.
For example, the Communications

Workers of America in the past two
years has increased its member-
ship by 8.5 percent, or 43,000
members. Additionally, the Inter-
national Brotherhood of Electrical
Workers, Service Employe Union,
United Food and Commercial
Workers Union, and Carpenters
have increased their membership
lists substantially.

It is well established that among
year-round full-time workers in
the U.S., women earned on an
average less than 60 percent than
men earned, and black men earned
70 to 75 percent of the wages
earned by white men. These dif-
ferential wage patterns have
existed for decades and are duetoa
number of complicated sources,

such as low-paying jobs which
have historically been assumed by
females and minorities prior to the
enactment of equal employment
legislation.

Wage differentials

In response to these historical
wage differentials, such as paying
male custodians more than female
housekeepers, pressure is building
for equating the worth of a job
traditionally held by females or
minorities to a job held by men and
non-minorities.

Recently, the National Academy
of Sciences endorsed this compar-
able work approach by advocating
that employers set the wage rate
for jobs according to the worth of
the job instead of perpetuating
historical =~ wage  differences.
Though the “comparable worth”
theory represents a further intru-
sion into the private sector which
Congress has not endorsed, courts
have become more receptive to
this theory of discrimination, and

we anticipate that a number of
cases whereby an employe who
has not been discriminated against
by the employer will claim,
nevertheless, that he has been
discriminated against because his
job has been historically lower
paying due to discriminatory
reasons.

I look forward to seeing many of
you again at the Second PLCAA
Convention in Louisville. I will be
speaking on two issues which
currently affect lawn care
employers in particular: Wrongful
termination of employes, and the
complicated area of wage and hour
compliance and problems.
Furthermore, during the work-
shops, I will be glad to discuss any
other questions that may be on
your mind. See you then!

Richard I. Lehr is a lawyer in the offices of Sirote, Permutt,
Friend, Friedman, Held & Apolinsky, Birmingham Ala.,
and a monthly contributor to LAWN CARE INDUSTRY.
He is a scheduled speaker at the PLCAA Conference this
month in Louisville, Ky.

Sooner or later
you'll need Ryan.

i' . ‘ :‘

Chances are
it'll be sooner.

Today’s sophisticated fertil-
izer, herbicide and insecticide
treatments are making lawns and
large turf areas more beautiful
every season. But professionals
know that thick, green lawns
eventually develop thatch.

The professionals also know that
it’s easier, better and more econom-
ical to de-thatch and aerate on a
regular basis to allow air, fertilizer
and water to reach the roots.

That’s where the Ryan® power
rakes and aerators come in. Since
1948, Ryan has been making preci-
sion turf equipment for profession-
als. . .equipment that is designed
to give you day-in, day-out perform-
ance, year-after-year.

\'\\ N
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.

The gutsy 7-hp Ren-O-Thin® IV,
and the economical Ren-O-Thin Il
for example, are rugged power
rakes that handle those big
de-thatching jobs with a wide
18-inch swath. Both feature a
floating front axle and easy
micro-screw height adjustment to
aid in setting the exact depth you
need. A choice of three optional
blade reels lets you adjust for
every type of turf.

And the self-propelled Lawnaire®
Il makes it easy to aerate large
areas. With 50 Ibs. of water in the
ballast drum, the Lawnaire I

Circle No. 139 on Reader Inquiry Card
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delivers up to 2% inches
of penetration at 7-inch
intervals over a 19-inch
swath.

Discover how easy it is
to maintain that fine stand of grass
year after year. Make the Ryan line a
permanent part of your equipment
pool. You can count on professional
results when you use professional
Ryan equipment. CUR2 5954

RYAN

TURF-CARE
EQUIPMENT

2304 Cushman, P.O. Box 82409
Lincoln, NE 68501

For the location of your nearest
dealer, call 402-435-7208

© Outboard Marine Corporation, 1981
All rights reserved
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Long lasting
_crabgrass control
just takes one application.

Whether for bluegrass, fescue, bentgrass, or
Bermudagrass, it’s a fact that more turf care
professionals demand Betasan® herbicide over
any other brand.

The simple reason. Betasan delivers the maxi-
mum amount of crabgrass control with a mini-
mum amount of effort.

Just one application at labelled rates stops
crabgrass before it starts. Stops it without hurting
established turf. And stops it in most of the U.S.
all season long.

That'’s the furthest man has come in fighting
crabgrass. But you don't have to go far for your
own supply. Just to the distributors listed here.

They’ve all put Betasan into their own herbi-
cide products. Because they want to bring turf
care professionals the ultimate in protection
against crabgrass.

Follow label directions. Stauffer Chemical
Company, Agricultural Chemical gy
Division, Westport, CT 06881, |ttt

v
® T.M. of Stauffer Chemical Company.

Betasan

No. 1 against crabgrass

e




Firm
Agway, Inc.
Syracuse, New York

The Andersons
Maumee, Ohio

Balcom Specialty Products
Greeley, Colorado

Faesy & Besthoff, Inc.
Edgewater, New Jersey

Lakeshore Equipment and
Supply Co., Inc.
Elyria, Ohio

Lebanon Chemical and
Fertilizer Corp.
Lebanon, Pennsylvania

Sales Area
Northeast

Brand Name
Betasan 7-G

Betasan plus fertilizer Midwest

Clean Crop Betasan National

4-E and 7-G
F&B

Betasan

4-E, 3.6-G and 7-G

Lescosan
4-E, 12.5-G and 7-G

Betasan plus fertilizer

Northeast

National

Lebanon Betasan National

plus Fertilizer and 7-G

Firm
Mallinckrodt, Inc.

St. Louis, Missouri

Occidental Chemical Co.
Lathrop, California

PBI Gordon Corp.

Kansas City, Kansas

Pratt-Gabriel Div.

Miller Chemical and
Fertilizer Co.
Robbinsville, New Jersey

Pro-Lawn Products, Inc.
Syracuse, New York

Rockland Chemical Co.
West Caldwell, New Jersey

Circle No. 141 on Reader Inquiry Card

Brand Name

Pre-San
4-E, 12.5-G and 7-G

Best
4-E and 12.5-G

Betamec-4

Pratt
4-E, 12.5-G, 7-G

Betasan 7-G

Rockland Betasan
4-E, 12.5-G and 7-G

Betasan plus fertilizer.

Sales Area
National

West Coast
Southwest

National

Northeast

Northeast

Northeast
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form. No dust. No m

evenly with any type spreader. It's the best
investment you can ever make in your soil

American Pelletizing Corp. « P.O. Box 3628 » Des Moines, lowa

REVEILLE GYPSUM

Soil-sweetening limestone in a
new, clean, easy-to-apply pellet

acid soil. Stretches fertilizer dollars. Spreads

WHEN YOU PLAN FOR 1982
PLAN ON US!

WE CAN HELP YOU DELIVER A CUSTOM LAWN CARE PROGRAM
Custom Mixed Fertilizers
(Including blends with sulphur coated urea)
Fertilizers with Pesticides
Complete Supply of Herbicides, Fungicides and Insecticides

ALSO

Tee and Fairway Speciaity Products

Hahn Spray-Pro and Grounds Maintenance Equipment
Tip 'N Measure Bottles

Quickdraw Liquid Applicator

Visit our booths at the PLCAA Convention in Louisville,
and Ohio Turfgrass Convention in Columbus

Also available:

LAWN AIDS

P.O. Box 339

Tipp City, Ohio 45371
Tel. 513/667-8314
Also 513/339-8326

CALL ME
RON GROVE

PELLETS

ess. Neutralizes

“MEETING YOUR CUSTOM NEEDS"

50322 I

Circle No. 102 on Reader Inquiry Card

Circle No. 124 on Reader Inquiry Card

Circle No. 135 on Reader Inquiry Card ———a=

MOWING/MAINTENANCE

.
PGMS publishes
. . .
estimating guide
The Professional Grounds
Maintenance Society (PGMS) has
announced publication of the sec-
ond edition of its Guide to
Grounds Maintenance Estimating.

This 16-page guide has been
enlarged to a convenient 872 by 11
inch size and includes mainte-
nance estimating charts for lawns,
shrub areas, trees, flower beds and
paved areas, plus calculation
sheets for labor costs, budgets and
equipment, new job estimating
worksheet and a sample mainte-
nance contract.

The guide is available free to
PGMS members and educational
institutions. Non-members may
order a copy of the guide for $5,
which includes postage and han-
dling, from: PGMS, 7 Church Lane,
Suite 13, Pikesville, MD 21208.

COMPANIES

exhibitors of turf
equipment, materials, and
services

from leading
university and industry
sources

All professional turf
managers welcome.
Register upon arrival (no
pre-registration necessary).

The
Ol 2 e

1827 Neil Avenue,

*»
(Tel: 614/422-2592)

Mark your
calendar
now!

.
New supplier
serves ind
with bulk prices
Bulkkem, Inc., a recently founded
corporation with joint ownership
by Lattick, Inc. and PBI/Gordon
Corp., is now serving the lawn care
industry with bulk prices on
Trimec-R broadleaf herbicide,
Betamec-4 pre-emergent her-
bicide, 2,4-D broadleaf herbicide,
MCPP and Dursban.

The company said its bulk de-
livery is tailored to the lawn care
businessman’s individual needs.

Fifty-five gallon returnable
drums, 250-gallon mini-bulk tanks
and stationary systems of any
capacity desired are available.

Accurate metering systems for
all sizes are available.

Installations are supervised by
the engineering staff of PBI
Gordon to assure compliance with
all government regulations, the
company said.

Guaranteed delivery is available
with the company’s early-order
bookings.

“Our customers can be assured
of Betamec-4, which is Betasan,
during 1982,” a spokesman told
LAWN CARE INDUSTRY.

The Trimec professional
applicator’s formula is especially
designed for the company by PBI/
Gordon to insure maximum effec-
tiveness at the lowest possible
price for lawn care applicators, the
company said.

“The lawn care businessman
gets the benefit of PBI/Gordon’s
volume use of 2,4-D, MCPP and
Betasan and Dursban, all of which
enables Bulkkem to serve the in-
dustry at the best possible prices,”
the spokesman said.

For further information, contact:
Bulkkem, Inc., 400 Northtown Rd.,
Normal, IL 61761, or call collect at
309-454-2469.

Visit the staff of
LAWN CARE
INDUSTRY
at PLCAA Show
Booths 200-202




Professional Turf Specialties

Spraying Systems

The System that answers every need . . .

The Professional Turf System includes:

S0 IV I (O JO ==

Tank (Single or compartmented)
Bed

PTO and drive train

Pump

Tachometer

Pressure gauge

300 ft., %2 inch high pressure hose
Electric hose reel

Sight gauge

Spray gun

. High volume agitation

Chemical inductor

. Carbon Steel or Stainless Tanks

Professional Turf
Specialties

400 Northtown Rd.
Normal,lllinois 61761



Shown here is a three compartment system allowing
the applicator to apply three different mixes by simply

moving levers.

As a service vehicle or a principal sprayer the one ton
unit returns more profit to your business than any

other on the market. You have the same options as in
the bigger truck, all on a 600 gallon tank.

Maintenance is always important to
any lawn spray business. Pump and
valves are not only rugged and
dependable but allow for easy ac-
cess for operation and mainte-
nance. Note also the convenient
location for the intake and output
couplers for easy loading and trans-
fering of materials.

All Professional Turf Systems are
available with a chemical inductor.
Liquids, wettable powders, and
granules can be added directly to
your main or auxiliary tank.

The same high volume pump from
the larger systems powers this
system. Note the chemical inductor
as well as the intake and output
couplers are also included. (avail-
able also witha 16 h.p. independent
power source)

SUGGESTED TRUCK SPECIFICATIONS

1000 gal.
Tank

1250 gal.
Tank

Vehicle GVW Cab to Axle
19,200 103-108 inches
19,200 plus 108-120 inches

Preferred
Transmissions*

4 speed . . . CH 465

4 speed . . . CM 465

5 Speed Clark 280
Or 285 V

*transmissions listed available for either truck




Now you can utilize your pick up truck with an easy This trailer model offers every advantage a truck has

on and off full feature sprayer. This system also has including a chemicalinductor and 600 gallon capacity.
high volume agitation capable of spraying IBDU? Powered by a twin cylinder 16 HP air cooled engine
Powder Blue? and wettable powders. Powered by a you get economy without sacrificing performance.

two cylinder 16 h.p. engine this system offers every-
thing the truck systems do including a chemical in-
ductor and two compartments.

Easily accessible controls, electric
start and electric hose reel are just
some of the features that make
this pick-up sprayer the best
available.

The chemical inductor, pressure
gauge and control valves are all
conveniently located on stressed
steel mesh.

SUGGESTED TRUCK SPECIFICATIONS

Preferred
Vehicle GVW Cab to Axle Transmissions
600 gal. Tank 10,000 Ibs. 86 inches 4 speed ... CH 465

4 speed ...CM465
New Process . . .435




Call us for your chemical
and accessory needs

Herbicides Hose Reels
Fungicides Hose Fittings
Fertilizers Tank Cleaners
Insecticides Suspending Agents
Pumps Foam Fighter

Hose Lawn Spray Guns

Spray Equipment

Professional Turf
Specialties

400 Northtown Road
Normal, lllinois
(309) 454-2469
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370 - LANDSCAPE OPERATIONS: MANAGEMENT, METHODS & MATERIALS by Leroy Hannebaum
An in-depth examination that combines technical training in landscape science with
methods of accounting, business management, marketing and sales. Dlscusses
effective methods for performing lawn installations, landscape planting and
maintenance. Step-by-step accounting calculations are explained in simple terms. $17.95

360 - HOME LANDSCAPE by Garret Eckbo
Provides ns, examples and current innovations and refinements to older
traditional designs. Covers all aspects of residential landscape planning. $18.95

400 - WESTERN HOME LANDSCAPING by Ken Smith, LA
lllustrations and description of western landscape planls and structures for your
d:saqn adeahl: Covers foolproof plants, irrigation, patios and decks, walls, pools,
and shelters.

530 - INTERIOR PLANTSCAPING by Richard Gaines
One of the first handbooks directed at the professional interior plantscaper.
Includes design and maintenance clues for foliage. $28.50

380 - MANUAL OF WOODY LANDSCAPE PLANTS by Michael Dirr
A teaching text and reference on ornamental decidiuous trees, shrubs, ground
cover and vines. Provides identification characteristics with ornamental and cultural
features all in one volume. $19.00

390,395 - PHOTOGRAPHIC MANUAL OF WOODY LANDSCAPE PLANTS by Michael Dirr
Reference encompassing photographs of plant habit and ornamental
characteristics. Brief descriptions of plants with major thrust on black-and-white
photos selected to accurately represent growth habit and other ornamental
characteristics such as bark, fruit and flower. $22.00 hardcover, $14.60 paperback

780 - PARK AND RECREATION MAINTENANCE by Sternoff & Warren
Preventative maintenance through planning, personnel considerations, equipment
maintenance and an examination of public safety, liability and vandalism are
covered. Chapters on general outdoor maintenance focusing on outdoor lighti
solid waste sanitation and maintenance of roads, parking lots and trails. $18.!

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 community. Book's content can help justify construction and
maintenance needs. $27.50

THE SHRUB
IDENTIFICATION
BOOK

I'RE. S
WORED

560 - WEED SCIENCE $24.00

570 - WESTCOTT'S PLANT DISEASE
HANDBOOK  $34.50

580 - WYMAN'S GARDENING
ENCYCLOPEDIA $29.95

410 - DISEASES & PESTS OF
ORNAMENTAL PLANTS $26.50

660 - DISEASES OF SHADE
TREES $23.50

610 - DISEASES OF
TURFGRASSES $30.00

420 - EXOTIC PLANT
MANUAL $37.50

440 - FUNDAMENTALS OF
ENTOMOLOGY & PLANT
PATHOLOGY $22.00

450 - GARDENING IN SMALL
PLACES §7.95

490 - GREENHOUSE OPERATION &
MANAGEMENT $19.95

670,680 - GUIDE TO TREES $19.95

hardcover, $8.95 paperback

350 - HANDBOOK OF LANDSCAPE
ARCHITECTURAL
CONSTRUCTION $48.50

690 - INSECTS THAT FEED ON TREES
& SHRUBS $42.50

ORDER THESE TITLES AT
SPECIAL REDUCED PRICES!

430 - FLOWER & PLANT
PRODUCTION $13.60

590 - FUNDAMENTALS OF SOIL
SCIENCE $19.15

460 - GREENHOUSE
ENVIRONMENT $21.20

470 - GREENHOUSE

CLOSEOdTS

545 - MODERN WEED
CONTROL $18.50
700 - THE PRUNING MANUAL $14.95
730 - TREE CARE $8.95
750 - TREE IDENTIFICATION $9.00
760 - TREE MAINTENANCE $29.95
770 - TREE SURGERY $18.95
650 - TURFGRASS
MANAGEMENT $17.95
640 - TURF IRRIGATION
MANUAL $22.95
620 - TURF MANAGEMENT
HANDBOOK $14.65

GROWER $12.40

500 - HORTICULTURAL
SCIENCE $18.70

520 - HOW TO GROW HEALTHY
HOUSEPLANTS $5.05

770 - MANAGEMENT OF
ARTIFICIAL LAKES &
PONDS $16.95

600 - SOIL & SOIL
MANAGEMENT $11.90

010,015 - ADVANCES IN TURFGRASS PATHOLOGY by Dr. B. G. Joyner & Dr. P.

Ludinq U.S. turf pathologists report on turfgrase diseases, pythium blight, snow
airy rings, leaf spot of Kentucky Bluegrass in Minnesota, initial and filed
fungicide screening, turfgrass disease resistance, atc Contains new ideas on how
to combat turfgrass prob $27.95 hard: .8 .95

110, 120 - TURF MANAGER'S HANDBOOK by Drs. William Danlel and Ray Fnobofg
This specially dea?‘nod manual by leading turf specialists is a
organized approach to turfgrass science and care. An easy, on- me~;ob ro'aronco
for planmng purchasing, hun , construction and plant selection. $18.95
hardcover, $14.95

630 - TURFGRASS: SCIENCE & CULTURE by James Beard
prehensive basic text and reference source used in many leading university
turf programs. Includes findings of current research compiled from more than
12,000 sources. $23.95

340 - CONSTHUCTION DESIGN FOR LANDSCAPE ARCHITECTS by Albe E.

Des n specifications for layout, grading, drainage, structures and irrigation. Also
oxpl.agms mathematics of drafting. $2 % s

345 - gdm DATA FOR LANDSCAPE CONSTRUCTION 1981 - Kathleen W. Kerr,

An updated unit cost data reference for designers, and cost estimators. Developed
to fill the tremendous need for detailed landscape construction cost data. Laid out
in easy-to-use CS| format. Annual. $24.95

365 - PLAN GRAPHICS by Theodore D. Walker
Focuses on plans, elevations, sections and lettering. Provides many different
examples to be used as guidelines in personal skill experimentation. Includes
graphic techniques for site analysis and design concepts. $21.00

355 - PERSPECTNE SKETCHES by Theodore D. Walker
A reference source of ideas, media use, styles and techniques. Grouped by
subject matter. lllustrates technique for vs ion, vehicles, play equipment and
recreation facilities, people, animals, etc. $19.50

375 - SITE DESIGN AND CONSTRUCTION DETAILING by Theodore D. Walker
An introduction to the subject of site design and construction detailing. Focus is on
design implementation. Discusses the nature of construction drawings. Presents
the characteristics, origin and nature of construction materials. $24.

- e & e

665 - TNE OXFORD ENCYCLOPEDIA OF TREES OF THE WORLD - Bayard Hora, Editor

An authoritative reference describing the principal trees of the world. Includes
biology and growth of trees, ecology of different types of forest, forest
management, timber usage, and pest and disease control. $24.95

385 - TREES FOR ARCHITECTURE AND THE LANDSCAPE by Robert L. Zion
A book of photographic tree definitions, or raits, intended to facilitate
communication between the landscape a

740 - TREE FARM BUSINESS MANAGEMENT by James Vardaman
A guide to help you increase profits from tree farming. Major problems confronting
large and small tree farms and how to meet them including recommendations for
seeking out accountants, lawyers and other professionals. $20.50

710, 720 - SHRUB IDENTIFICATION by Symonds
Pictorial key to identify shrubs. Contains more than 3,500 illustrations to check
specimens. Popular and botanical names are given for each shrub with handy
index tabs for quick reference. $18.00 hardcover, $8.00 paperback

540 - INTRODUCTION TO FLORICULTURE by Roy Larson
Text is divided into two sections—one covering cut flowers, the other potted
plants. Propagation, plant culture, pest control and individual considerations are
gu iven for chrysanthemums, carnations, roses, snapdragons, orchids, gladiolus,
Ibous plants, azaleas, pot mums, poinsettias, Easter lilies, glesneriads,
hydrangeas, cyclamen, begonias, kalanchoe and other flowering pot plants,
bedding, hanging and foliage plants. $29.50

550 - PLANT PROPAGATION by Hudson Hartmann
Up-to-date ooverage of all phases of plant propagation by seeds, cuttings, grafting,
budding layering, MSIOﬂ and tissue culture propagation. Emphasis on the most
recent developments ation methods, equipment and related subjects
such as dusease pfeven n. $24.95

510 - HORTUS THIRD from Cornell Uni
A 1,300-page concise dictionary of plants cultivated in the United States and
Canada. A reference which every horticultural professional should have. $99.50

480 - GREENHOUSE MANAGEMENT FOR FLOWER & PLANT PRODUCTION by
Kennard Nelson
Approaches business from two aspects - the soil environment and air environment
and stresses their interrelationship. Management of business procedures, physical
facilities and rnarkotirg are discussed as well as the importance of crop rotation
and scheduling. $15.

Mail this coupon to: Book Sales

Harcourt Brace Jovanovich Publications
One East First Street, Duluth, MN 55802

Name

itect, the architect and the layman. $11.95

Address.

City. State Zip.

Signature. Date

Phone Number.

Please send me the following books. | have enclosed a check” for the total amount.

Please charge to my Visa, Master Card or American Express (circle one)
Account Number. Expiration Date.

| &
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ORDER NUMBER QUANTITY PRICE TOTAL PRICE
*Please add $2.50 per order plus 25¢ per additional ————
copy for postage and handling. (postage & handling)
Please allow 6-8 weeks for delivery Total Enclosed

Prices subject to change.
Quantity rates available on request LCI 11
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INSIDE THE INDUSTRY

Your top employe just got
a raise, is satisfied with
his benefits and has the

perfect route. He just gave

Every morning of the lawn care
season Roy Johnson rises promptly
at 6:00 a.m., checks into the office
for his route schedule, and then
hits the bricks. He’s paid well, has
an attractive benefits program, a
paid vacation, and a bonus at the
end of the year. The problem is,
he’s bored with his job.

This is just one of the problems
that afflicts lawn care employes
nationwide. But it’s one that seems
to be at the root of most secondary
personnel problems — tardiness,
sloppiness, compensation, and
turnover. Some lawn care
businessmen say there’s no solu-
tion. Others find ways to address
its symptoms. All agree that it’s
one of their most perplexing busi-
ness problems.

“I could do this blindfolded,”
said Johnson, reeling up his spray
lines. “That’s the problem.” His
route seldom varies. His customers
are affable, but he has little real
contact with them. He may take a
soil sample, or chat with a
neighbor about having a sales
person call. But then it’s off to the
next lawn.

Johnson is representative of a
number of lawn care technicians,
ranging from those with education
and experience to those with none.
Some have titles to that bolster job
satisfaction. Some are just mem-
bers of the maintenance gang. All
experience the fatigue that accom-
panies the stubborn regularity of
their jobs.

“I"d say it was the biggest prob-
lem with our employes,” said
Robert Loeb, president of Total
Ground Care in Dallas, Texas.
“And one of the hardest aspects of
the job for the men to handle.”

But it’s not limited to those

Why?

by Paul McCloskey, assistant editor

workers ignorant of the challenges
of the turf care field. Many of
Loeb’s men come equipped with
what would seem an antidote to
monotony — a university degree.
Hired in cooperation with a Mis-
sissippi State University program
in turf science, they have demon-
strated previous enthusiasm for
the job.

The root of the problem is not
always the boredom for many lawn
care workers, however, but public
respect for their field. ‘“Most
people simply do not respect this
profession,” said Loeb, speaking
of the lawn care technician. “The
sad part of it is that a lot of these
young men have spent three or
four years studying for it.”

The public is not aware of what
goes into training a first rate lawn
care worker, says Loeb. Far from
being an unskilled profession, he
says, it’s an ‘“‘art” that takes time to
establish. “We have to get the

Robert Loeb, Total
Ground Care, Dallas:
““Most people simply do
not respect this profes-
sion a lot of these
men have spent three or
four years preparing.”

concept across that we are profes-
sionals,” he said. “Not just people
who dig in the dirt.”

Public recognition will come in
time according to most lawn care
businessmen. But in the mean time
there are steps that can be taken to
prevent worker alienation. Prom-
otions at regular intervals can give
an employe new respect for his

work, for instance. Loeb’s
employes can advance through a
number of title ranks, including
assistant foreman, foreman, and
finally property supervisor, each
time taking responsibility for more
aspects of the job.

Of course, in this case, lawn care
company has to have room for
labor mobility. A company that
offers services requiring specific
training — irrigation, installation,
spraying, maintenance, land-
scaping, and tree care, for example
— can help offset the monotony of
a never-changing schedule. Diver-
sity can help stimulate an
employe’s desire to learn.

Stopping work completely is
another method of solving the
problem, said Daryle Huff, presi-
dent of Turf Master Inc. in Lawr-
ence, Kansas. “Sometimes we’ll
break off for a company activity,
maybe a round of golf,” he said.
Although it means interrupting
the work schedule, Huff says it’s
good for conpany morale and gives
the employes a sense of company
togetherness.

But if boredom is one of the chief
problems in the ranks, there are
others that contribute just as much
to employe inefficiency. A case in
point is the problem of employes
who lack public relations skills —
a problem that prevents many
employes from being promotable
even if a company is diverse
enough.

And in many cases that problem
stems from the quality of the
personnel hired in the first place.
“I"d say one of the biggest prob-
lems facing us,” said Don Koch of
Green Thumb Custom Lawn
Service in Cincinnati, Ohio, “is
trying to find people who really

his two-week notice.

have a desire to learn the busi-
ness.”

Koch says that an ideal employe
would be someone who really took
a vested interest in seeing the
improvement of the property that
they’re working on. He believes
too many of them don’t take an
interest beyond putting in their
eight hours. “ 'I have my job and it

Daryle Huff, Turf Mas-
ter, Inc., Lawrence,
Kans.: “Sometimes we’ll
break off for a company
activity, maybe a round
of golf.” It's good for
company morale.

doesn’t include public relations’ is
how they think,” said Koch.
“Many lack the desire to com-
municate beyond their own inter-
ests.”

Employe apathy toward their
jobs invariably brings up the
question of the effectiveness of
money as a motivator. While many
managers believe it can never
serve as a sole incentive, most
agree that earnings should repre-
sent the demands of the job.

“We're dealing with a job at the
applicator level which is consis-
tently physically demanding, and
at the same time contains a high
degree of customer interaction,”
said Marty Erbaugh, president of
the Lawnmark Corporation,
Peninsula, Ohio. “An applicator in
many cases has to be multi-
talented.”

“On one hand you ask him to be
a producer from a billings stand-
point, and on the other hand you




ask him to be an equipment man-
ager, an applicator with regard for
each account, a sales person, and a
public relations man. In other
words, you're asking a hell of a lot.
That guy is the back bone of the
company and his earnings should
reflect that.”

At Lawnmark Corp., employes
are paid according to a formula
based on their base pay per hours
worked, a dollar percentage of the
weekly sales, and the billings they
do. “It’s a three-legged stool,” said
Erbaugh. “In other words, they
have the potential to earn as much
as a middle manager.”

But Erbaugh sees the biggest
personnel problem at his company
stemming from new employes
who are hired in the middle of the
season. “How do you train some-
one in the heat of battle?” he said.
“The people who do that best are
already in the field. It’'s an on-
going training problem.”

One method of easing the prob-
lem of mid-season turnover is to be
discriminating in the hiring pro-
cess, said Erbaugh. “If there isn’t
any reason to hire someone be-
yond the resume they present,
then we don’t want to do it. We
look for affirmative reasons to hire
him beyond the credentials he
presents.” 1

Making sure of the man you hire
during the interview process will
help avoid the problem of hiring
someone, who, although a good
worker, lacks those secondary
traits that make workers reliable.
Among these are promptness (both
in meeting schedules and getting
to work on time), personal appear-
ance, truck maintenance, and
public relations skills. In other
words, that set of intangibles that
makes an employe outstanding
and cost-efficient.

While for most companies, tar-
diness if not a chronic problem,
there is usually a system used to

Don Koch, Green
Thumb Custom Lawn
Service, Cincinnati,

Ohio: “Many lack the
desire to communicate
beyond their own inter-
ests.” Needed are people
with desire.

root it out when it does occur. The
most popular system throughout
the industry seems to be the “three
strikes and you’re out’” method of
discouraging tardiness. At
Lawnmark, an employe is allowed
three episodes of tardiness with-
out an excuse before dismissal.

Any employe with a consistent
record of absenteeism or tardiness
is probably not worth the com-
pany’s time anyway. So most agree
that a strict policy at the outset will
select-out the unworthy as fast as
possible. “Tardiness isn’t really a
significant problem for us,” said
Erbaugh. ‘““That’s the kind of
problem you have to solve very
quickly.”

But is earnings potential a deter-
rent to an employe who consis-
tently shows up late for work, is
sloppy, or, in general, has a poor
attitude to his job? Most lawn care
businessmen interviewed say that
money by itself can never act as a
stimulus to improvement. Mike
White, president of A-Perm-O-
Green Lawn, Inc., in Shreveport,

Louisiana, says that in general,
maintenance personnel are least
affected by a dollar incentive.

At Perm-O-Green, he said, they
tried to pay their maintenance
people a little more in order to see
if the tardiness problem would
decline. “It still was a problem,”
he said. “Which points to the
biggest problem we have — find-

Marty Erbaugh, Lawn-
mark Associates, Penin-
sula, Ohio: He says of his
technicians — “They
have the potential to
earn as much as a mid-
dle manager.”

ing good help who will stay with
the job.”

White said that recently he hired
five men on Monday, and on
Tuesday, only one of them turned
up for work. Two of them, he said,
left before lunch on the first day. ““I
think a lot of them show up just so
they can tell the unemployment
officer that they applied for a job
and didn’t get it. A lot of these
people just don’t want to work.”

White realizes that lawn
maintenance jobs may not have the
appeal for some, but says that it’s
up to the company to show an
employe otherwise. “We tell our
people that they’re not just yard
boys, they’re lawn technicians,”
he said.

White will promote his mainte-
nance personnel fron a lawn tech-
nician to supervisor after a year or
two if he thinks it’s warranted. His
lawn spray personnel have a
longer term of stewardship before
they can be promoted, usually
after about three years. But, he
says, if you have someone good,
you had better pay them for it.
“That’s what the lawn care indus-
try as a whole must learn,” he said.
“It shouldn’t be that difficult to
hold on to them if they’re good.”

In order to illustrate the point,
White tells the story of one lawn
technician who, he felt, deserved a
promotion. He was promoted from
lawn technician to assistant
supervisor and placed on a salary.
While up to that point he had been
prompt, efficient, and reliable,
after his promotion, his per-
formance deteriorated rapidly.

“Soon after we put him on a
salaried basis he started missing
work and having problems,” ex-
plained White. “We then put him
back on an equivalent hourly
wage, and then he quit. It taught us
a lesson. Unless we’re very sure of

Mike White, A-Perm-
o-Green Lawn, Inc,,
Shreveport, La.: “Unless
we’re very sure of him,
we no longer put a guy
on a salary if we can pay
an equivalent wage.”

him, we no longer put a guy on
salary if we can pay him an
equivalent wage. Too many people
take advantage of the salary sys-
tem.

But if a company relies on an
informal system of salary review,
oftentimes an employe may feel
insecure about his job. In other
words, if he doesn’t know when
he’ll be reviewed for promotion,

he may not feel the need to
improve his performance on the
job. That's why many companies
have a formal schedule of promo-
tion reviews.

At Specialty Spraying, Inc., in
Latrobe, Pennsylvania, where Jim
Walter is president, each employe
receives a mid-season review.
That’s a company policy and is
made known to the employe in the
company statement each receives
upon starting work. In addition,
his employes receive cost of living
raises when warranted. At the end
of the year, after the bookkeeping
is done, employes may also receive
bonuses based on their volume
and billing performances.

A policy of end of the year
bonuses for an employe who has
done an exceptional job with re-
spect to either volume or billings
can often solve the problem of the
employe who complains that he
has an inferior route. While in
many companies, the best routes
go to employes with seniority, a
bonus system allows the junior
employes to be competitive.

“One guy can pick up abonus on
production volume while the
other guy can pick up one for
billings volume,” said Walter. “It’s
a kind of grey factor that prevents
you from overlooking some of the
guys.”

The bonus system seems to work
for overall company efficiency as
well. If your labor is competitive,
your route density is likely to

Jim Walter, Specialty
Spraying, Inc., Latrobe,
Pa.: “One guy can pick
up a bonus on produc-
tion volume, while the
other guy can pick one
up for billings volume.”

increase, and can thus save the
company overhead costs for fuel
and driving time. Walter says that
last year his accounts were up, but
his route density had increased to
a point at which he was able to
drop a truck from the fleet. “And
that’s the name of the game,” he
said.

A bonus or credit system will
also enable a company to employ
what Walter called ‘“Chinese
overtime.” That is, anything over
eight hours is half time, and
Saturday work pays time and a half
only if the entire company is called
to work. An employe therefore is
not encouraged to work slowly to
rack up overtime hours, but in-
stead is encouraged to maximize
his efficiency during his normal
day.

The method of giving an
employe a salary combined with
an incentive bonus is a way of
rewarding him for his industri-
ousness without having to pro-
mote him out of the labor force.
Many lawn care companies are too
small to advance an employe be-
yond the applicator level — there’s
just too little room at the top —
even if he is a first-class worker.

An incentive program will
therefore give an employe the
opportunity to raise his income to
management level, without neces-
sarily having to bring him into the
management team. If he takes
advantage of the program, he may
not feel restrained by any raise
schedule and can do his own
thing.

This combination of corporate
restraint and labor incentive gives
the employe a maximum amount
of flexibility. It may also help to
make his work habits more effi-
cient, get to work on time, and to
train new employes faster.

Sometimes, of course, a worker
will ignore all efforts to motivate
him. These are those who feel job
monotony first, are consistently
tardy, and whose work appearance
is often shabby. Most companies
are forced to use the “guillotine
method” if this kind of behavior
occurs too often. Firing an
employe is in many cases the best,
and the least expensive way to
correct his motivation problem.

An incentive program is often

Dave Shubert, D &
Lawn Co., Clarkston,
I1L.: “If I paid their wages
while they were in
school, they’d probably
fall asleep. On their own
time, they make a per-
sonal investment in the
learning.”

one of the best ways of reducing
tedium on the job. While most
agree that it can never replace the
need for variety in the workplace,
the “almighty dollar” is for some
the best morale booster there is.

Some companies offer to pay
educational costs to their
employes. Dave Shubert, presi-
dent of D & ] Lawn Company in
Clarkston, Illinois, pays for his
employes’ textbooks and tuition if
they want to take job-related
courses after working hours. They
must do it on their own time, he
says, ‘“‘Because if | paid their wages
while they were in school, they’d
probably fall asleep. On their own
time, they make a personal in-
vestment in the learning.”

Most of those interviewed agree
that the life of a lawn care
employe, especially below the
supervisor level, is not all that
glamorous. That’s in the nature of
the occupation. All agree that itisa
problem. The problems — poor
producers, less than desirable re-
sults, tardiness, lack of enthusiasm
— will invariably occur in the
lawn care business.

But there are ways of beating it,
as some companies have demon-
strated. The most effective way
seems to be to give the employes a
degree of freedom within the cor-
porate structure. In many ways, it
resembles a kind of informal fran-
chising concept. Give the
employes a percentage of the com-
pany’s gross income — whether
it's derived from volume or bil-
lings — and they too have a vested
interest in seeing the company
prosper. The system makes the
employes competitive. After a
while a pecking order will be
established among employes who
are the most successful, and
employes will begin to feel less
remote from management.

Of course, no system is fool-
proof. In many cases there is no
system at all. Trust is probably the
most important ingredient in any
successful labor force. This can
only be achieved over time. And
then perhaps the Roy Johnsons of
the lawn care industry will be glad
they’ve got what they have.
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One-man business grows with
low cost renovation program

In the Santa Clara Valley of
California where chemical lawn
care is still a brand new industry,
Henry De La Rosa is making a
name for himself with a residential
lawn maintenance and renovation
program that’s making com-
petitors and homeowners alike sit
up and take notice.

Working on his own with the
exception of an occasional hired
hand, De La Rosa's Fairway Lawn
Care business in San Jose has been
growing at a 30-40 percent clip
every year.

For the most part, this growth is
due to a unique chemical renova-
tion program and remarkable suc-
cess in converting renovation
customers to ongoing mainte-

nance contracts. Even big firms
like ChemScape, which competes
with De La Rosa for lawn mainte-
nance business, refer their reno-
vation work to him in recognition
of his expertise in that area.

Worked for Green Valley

De La Rosa says he “kind of fell
into” the lawn care business, a
career direction he traces to run-
ning the plant and garden depart-
ment at a local hardware store. 1
started getting familiar with the
products and gained a lot of
knowledge by attending semi-
nars,” he said. Soon thereafter, he
took a position with the Cambrian
Nursery in San Jose, where he

FORD |

De La Rosa inside his truck. He has increased his business 30 to 40 percent yearly.

spent two and a half years learning
the landscape design business.
After moving to Green Valley
landscape, the largest landscape
maintenance firm in the San Fran-

full command.
of accessories.

* Dozer Blade

-
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»

Circle No. 115 on Readernquury ard

* Maneuverability with “feather touch™ control puts you in

* Dual hydrostatic power provides “one pass” mowing
eliminating finish trim time.

* Out front mower deck for full view mowing.
* PTO drive to mower deck eliminates belts, simplifies change

* Three h.p. sizes 12-16-18 to match your mowing needs,
engineered for three mowing widths 44"-52"-61".

* Attachments to provide year round versatility
* Vacuum Grasscatcher (as shown)
* Sweeper

* Snowthrower
See Us at the Southern
California Turf Show!

— "
Write or call for free color literature.

THE GRASSHOPPER COMPANY

P.O. Box 837LC * Moundridge, Kansas 67107
Telephone (316) 345-8621

TORCO Quality is now
availableina
tree spray unit.

TORCOQO's first tree spray unit offers a cen-
trifugally cast fiberglass or 304 stainless steel
tank, both featuring mechanical agitation for
positive mixing. Powered by a 35 g.p.m., 3
cylinder pump, the tree spray unit operates up
to 600 p.s.i. allowing spray heights to 80 feet. It
also offers an electric rewind hose reel with a
capacity of 350 feet of % inch hose. Production
is limited, so early ordering will insure prompt

delivery.

—,

TORCO means tough!
TORCO Equipment Company

207 Eiler Ave.

Louisville, Kentucky 40214

(502) 366-1415

Complete parts and service department
for all lawn & tree spray equipment.

cisco Bay area, for a one-year stint
as a spray operator, Henry decided
he had the horticultural and pes-
ticide application experience to go
it alone early in 1979. With no
savings to fall back on, De La Rosa
sold his car and motorcycle, and
moved back into his parents’
house in order to scrape up enough
money to lease a truck.

He admits to doing a lot of
landscape work to make his pay-
ments, but by the end of the first
vear he had 75-80 regular lawn
care accounts. Today, he's running
a thriving one-man business ser-
vicing over 200 satisfied custom-
ers.

Four-application program

While renovation work has re-
ally made Henry De La Rosa stand
out from the crowd of competitive
lawn care services, the primary
service Fairway Lawn Care sells to
customers is a four-step mainte-
nance program designed to take
chemical work off the home-
owner's hands while creating a
beautiful lawn.

The first step, when needed, is to
make a pre-emergent application
of Ronstar granules with a rotary
spreader at the rate of five pounds
per 1,000 square feet of lawn area.
This is followed by Best Turf Gold,
a combination fertilizer that’s es-
sentially Turf Supreme with
sulfur-coated urea, applied at the
same five pound per thousand
rate.

De La Rosa refers to these her-
bicide applications as the “chem-
spray"” phase of the maintenance
program. Using a 55-gallon Master
PCO 55 spray tank with three-
nozzle boom, De La Rosa applies
three pints per acre of Trexan, a
herbicide containing 2,4-D, MCPP
and dicamba that does a good job
on broadleaves like oxalis and
dandelion.

Renovation gives an edge

The final step is a clean-up of
plant beds, cracks and crevices
with a one and a half percent
solution of Roundup herbicide in
water applied with a small Chapin
backpack sprayer. This is “a little
extra service” for his customers
that Henry feels gives him an edge
on some competitors.

But, it's in lawn renovation that
De La Rosa really gets a leg up on
the competition. Faced with pe-
rennial infestations like bermuda
or tall fescue, De La Rosa’s first
step is to make a careful evaluation
of the situation and provide a free
estimate to the customer, whether




he requests it or not.

While he explains that spot
renovation is an option in cases
where some of the lawn care
remains in relatively good shape,
De La Rosa recommends a com-
plete renovation on eight out of 10
lawns he evaluates due to the
difficulty of dealing with fine
fescue problems.

“l don't have much trouble
getting customers to give me the
go-ahead becauseI can give thema
complete renovation for just about
$70 more than it would cost to
re-seed into an existing lawn,"” he
says. “That really differentiates
my service from competitors who
have to be content working with
older lawns."”

In lawns where bermuda is the
problem, the renovation process
begins with an application of a two
percent solution of Roundup. A
second, spot application is some-
times made two weeks later to
control areas inadvertently missed
the first time around.

Thatching and aerating

“This treatment insures that all
vegetative growth in the lawn is
destroyed right down to the roots,"
he says. “Since Roundup has no
residual soil activity, we don't
have to worry about chemical
carryover when we start seeding
just a couple of weeks later. We
also don't have to be concerned
about sprinkler system damage
like we do with conventional lawn
replacement that includes roto-
tilling.

Seven days after the application
of Roundup, De La Rosa begins the
actual renovation work, confident
the herbicide had adequate time to
“translocate’”” down through
emerged vegetation and into the
underground roots. He makes one
pass over the lawn with his
thatcher, two criss-cross passes
with the aerator, and a second pass
with the thatcher. Next on the
agenda is raking up the dead grass,
and vacuuming the entire lawn
area.

Four-hour renovation

Before applying fertilizer or
seed, De La Rosa will re-grade to
smooth out uneven areas in the
lawn by using a planter mix
consisting of soil, redwood com-
post and sand spread Y- to Y2-inch
thick. He'll also repair any damage
to the sprinkler system, making
alterations or additions where
necessary, as well as handling
minor tree or shrub removal.

Best’s Turf Gold Fertilizer is
then applied, followed by criss-
cross seeding of the Scott's Play
mixture of bluegrass and Loretta
ryegrass at double the normal rate
— eight pounds per 2,000 square
feet. “This grass has a very fine
texture and yet can tolerate traffic
as well as some drought and
disease,'" he says in explaining his
choice of seed mixture. "It also
cuts very nicely."”

The final task is top-dressing a
cedar sawdust called Ceda-Soil to
retain as much moisture as possi-
ble for seed germination. ‘I always
ask the customer to run his
sprinkler system for three to five
minutes five times a day during
the first two weeks to insure that
the seed is getting adequate mois-
ture,” De La Rosa notes.

De La Rosa says he can do a

complete renovation in four hours
at a cost of just $350-400 for up to
1,500 square feet of lawn area,
about one-third the cost of a
conventional lawn replacement.

“My chemical renovation pro-
gram saves me an awful lot of
time,” he says. “This is a savings
I'm able to pass on to the customer,
so obviously it helps me against
the competition.”

Conversion to program

Six to eight weeks after the new
lawn is completely seeded, De La
Rosa likes to start renovation cus-
tomers on his regular chem-spray
program since the lawn is ready to
be fertilizer and checked for weed
control. *'I rarely encounter resis-
tance in trying to convert them to
our maintenance program,” he
says.

“The key is communication —
letting them know in advance
there could possibly be weeds and
dry spots. I also provide a detailed

Henry De La Rosa, owner of Fairway Lawn Care, San Jose, Calif. spraying for weed

control in shrub beds. He recommends a complete renovation on most lawns
because of fine fescue problems. A complete renovation costs about $70 more

than reseeding into an existing lawn.

recommendation on how and
when to water, usually suggesting
they run their sprinkler system
when the soil surface looks light
and crusty.”

While ChemScape is obviously
stiff competition for De La Rosa
and other small lawn maintenance
operators, he says they're opening

up the market in the Santa Clara
to page 48

See us at the PLCAA show in
Louisville, Booth 314.
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Announcing

BUL

KKEM

Now save time, labor,

space and money
with bulk delivery of

Betamec-4° and Trimec

TURF HERBICIDE

It's decision time in the
lawn-care industry. 1982 is
a year of unparalleled
opportunity for the efficient
... and correspondingly it is
a year of peril for the
inefficient:

Bulkkem can substantially
increase the efficiency of lawn
care companies who use
enough chemicals to justify
bulk delivery and storage (55’s
plus).

The problems of careless
spillage, materials left in the
container, and all those drums
to dispose of, no longer exist
when you buy from Bulkkem.
With bulk delivery you have
more precise metering which
results in more accuracy of ap-
plication thus eliminating cost-
ly re-treatments. Furthermore,
with Bulkkem service you can
place firm orders which will
guarantee delivery and firm,
season-long prices.

So if you have a lawn-care
company and desire to grow
through increased efficiency,

Bulkkem is here to serve you.
We can save you time, labor,
space and money.

What is BULKKEM?

Bulkkem is a joint venture
of PBI/GORDON Corporation
— the Trimec People — and
Lattick Incorporated with
headquarters in Normal, lllinois.
The purpose of Bulkkem is to
substantially reduce herbicide
costs by delivery in bulk ...
Betamec-4 (Betasan); Trimec;
Amine 2,4-D; and MCPP.

It is doubtful that any
organization is more aware of
the problems of the lawn-care
industry, and more capable of
constructive help in solving
lawn problems, than John Lat-
ting and Steve Derrick of Lat-
tick Incorporated. They are
totally immersed in the lawn-
service business ... it's their life!
And they are both now 100% in-
volved in the day-to-day man-
agement of Bulkkem.

PBI/GORDON Corpora-
tion, on the other hand, is cer-
tainly the leading supplier of

herbicides — like Trimec and
Betamec-4 — to the turfindus-
try. Gordon’s experience in
handling bulk is unmatched in
the turf industry. Willis West,
who has been in charge of lawn-
care sales for PBI/GORDON,
will now devote full time to
Bulkkem, seeing to it that all
the technical know-how of PBI/
GORDON is made available to
customers of Bulkkem.

What volume is required
to justify BULKKEM?
Perhaps desire to grow
and increase efficiency is more
of a factor than present chem-
ical usage, because Bulkkem is
able to tailor bulk facilities to
your individual needs. Return-
able 55-gallon drums, 250-
gallon mini-bulk tanks, and
stationary systems of any ca-
pacity are available. There are
accurate metering systems for
all sizes, and installations are
supervised by the engineering
staff of PBI/GORDON to help
assure compliance with all gov-
ernmental regulations.




Will BULKKEM customers
be assured of Betamec-4
during 1982?

Yes, Sir! Bulkkem cus-
tomers can place firm early
orders which will guarantee
delivery of Betamec-4 (Betasan)
during the 1982 season. They
will also be guaranteed a firm
price all seasonlong on Trimec.
And these guarantees are
backed up by PBI/GORDON.

With Dacthal out of pro-
duction for 1982, guaranteed
price can actually mean the
difference between making
1982 a banner year, or adisaster!

What area does
BULKKEM serve?

Bulkkem now has ten men
inthe field and three established
bulk-delivery centers:

1. Central lllinois — serving
Chicago and St. Louis and all of
lllinois, Indiana, lowa, Wiscon-
sin and Missouri.

2. Central Ohio — serving
Ohio, Pennsylvania, Michigan,
Indiana and Kentucky.

3. Northeast — serving the
area from Virginia to New
England.

Shouldn’t you at least
check BULKKEM prices?

We have made the flat
statement that nobody in the
industry is going to beat our
prices on Betamec-4, Trimec,
Amine 2,4-D or MCPP.

But price per gallon is only
one dimension — there are so
many ways that Bulkkem serv-
ices can help the lawn-care
operator reduce his costs and
increase his efficiencies. Call
us collect at 309-454-5825 and
let us tell you the entire story.

*Betamec-4 (Betasan — registered trademark of Stauffer
Chemical Co.)
Trimec® is a registered trademark of PBI/GORDON Cor-

swiich o BULKKEM.

Guaranteed delivery and firm prices.
Saves time, labor, space and money.

Reduces container handling and eliminates
disposal problems.

Allows more precise metering.

Reduces waste from product left in
containers.

Provides easier, more accurate inventory
control.

Increases productivity.
Reduces theft.
Reduces spillage problems.

Provides increased accuracy of
application rates.

Provides a unique inventory management
system.

“To reduce chemical costs... BULK ’EM.”

BULKKEM

BULK SUPPLIERS

poration. Product covered by U.S. Patent No. 3,284,186.

LAWN CHEMICALS

The Bulkkem Corporation, 400 Northtown Road, Normal, lllinois 61761. Phone (309) 454-5825

Circle No. 108 on Reader Inquiry Card
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LAWN CARE INDUSTRY

MONEYWISE

Odd-lot CD’s often overlooked

Many lawn care business owners shy away from sophisticated
investment procedures and instruments such as commercial
paper, bankers’ acceptances, and certificates of deposit (CDs).

Most think that these short-term investments are sold only in
lots of one million dollars or more. However, there are
alternatives. One is the use of money-market funds, says Merrill
Lynch, Pierce, Fenner & Smith, Inc. And another often
overlooked possibility is the purchase of “odd-lot” pieces of
either certificates of deposit or commercial paper.

For example, odd-lot CDs (from $100,000 to less than $1
million) can be purchased at rates just 10 basis points (10 percent
. ofapercentage point) lower than the posted CD rate for pieces in
% excess of $1 million. And commercial paper can be found in
" “mini-lots” of $25,000 to $99,000 in multiples of $1,000 at
~  extremely attractive rates.

Remember, too, that when commercial paper and bankers’
? to page 47

TURF INSECTS
A Book By

* A field guide and reference

® Over 130 color photos

® Easy-to-read language

¢ Life cycles, identification and diagnosis
for northern and southern insects and mites

* Color photo guide for easy identification

® Principles of controlling pests in soil,
thatch, leaves and stems

Circle No. 137 on Reader Inquiry Cardq———8

National sweepstakes prize winner Bob Hubbard (center) accepts specially
prepared Myers Turf Sprayer from George Carson (left) of W. F. Miller Co., and
John Chiera (right), F. E. Myers sales manager. Hubbard is owner/general manager
of Oxford Hills Golf & Country Club, Oxford, Mich. The award winner was
determined by a sweepstakes drawing made in June. Over 2,000 entries were
received from Myers ads in trade journals. W. F. Miller Co. is a Myers
distributorship. Myers is based in Ashland, Ohio.

SEE US AT THE PL.C.A.A. SHOW

Dr. Harry Niemczyk WESTHEFFER . . . PROFESSIONAL
EQUIPMENT FOR THE LAWN CARE SPECIALIST

® Lawn & Tree Spray Units
® Custom Built Equipment

® Fertilizer & Pesticide Handling
and Storage Equipment

® Myers Sprayers & Pumps
® Famous Chem-Lawn Guns

® Complete Line of Accessories
for the Turf Industry

one for each service

vehicle AND

o e e o, i i

|and send to: HDN BOOK SALES
| 2935 Smithville W. Rd.
Wooster, Ohio 44691

DESTRUCTIVE TURF INSECTS.
IEncIosed is my check for §
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