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State fertilizer laws 
may burden industry 

Dr. Paul Schnare: "Just a matter of time before sales tax people contact us." 

HBj A Harcourt Brace Jovanovich Publication 

If t he l awn care indus t ry has to 
come into compl i ance wi th fer-
t i l izer laws des igned pr imar i ly for 
agr icu l ture it is going to "cos t a lot 
of t ime, t rouble and m o n e y for the 
i n d u s t r y , " accord ing to Dr. Paul 
Schnare , Accu-Spray Lawn Care, 
Cape Girardeau, Mo. 

"If each l awn care appl ica tor has 

to p repare 20 or 25 t ickets a day to 
meet r equ i rements , it is go ing to 
genera te a lot of pape rwork for our 
i ndus t ry , " Dr. Schna re to ld a l awn 
care a u d i e n c e at t he recent Mis-
souri Lawn & Turf Conference . 

The re are also possibi l i t ies of 
taxes a n d penal t ies , he said . 

" T h e way I in terpre t it, the l awn 
to page 33 
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PLCAA PRESIDENT ASKS 

Are increasing rates of lawn 
customer turnover inevitable? 

by J. Martin Erbaugh, President 
Lawnmark Associates 

Are increas ing rates of cus tomer 
tu rnover inevi table? It is a subject 
that is qu i te complex . It is also a 
subject that is or shou ld be of 
concern to all par t ic ipants w i th in 
the l awn care indus t ry , for the way 
in w h i c h it is an swered by the 
ind iv idua l f i rm u n d e r g i r d s the key 
dec is ion-making processes w h i c h 
mus t be in place to remain com-
peti t ive th rough the 1980*8. 

I make no c la im on "abso lu te 
t ru th . " My conmen t s are based on 
my exper ience in m a n a g i n g a l awn 
care bus iness . Also, my involve-
men t in the Profess ional Lawn 
Care Associa t ion of Amer ica 
(PLCAA) has a l lowed me on m a n y 
occas ions to d i scuss th is subject 

wi th leaders in the indus t ry and to 
gain the i r perspect ives . (Editor's 
note: Erbaugh recently was elected 
PLCAA president.) 

The lead art icle in the July 1981 
issue of LAWN CARE INDUSTRY 
carr ied the fo l lowing head l ine : 
"Cus tomer Retent ion Down, New 
Sales Up, Lawn Care Bus inessmen 
Say ." It w e n t on to p rov ide briefly 
a " d e m a n d ana lys i s " for l awn care 
services and ci ted many 
b u s i n e s s m e n a r o u n d the coun t ry 
wi th respect to thei r exper ience in 
spr ing 1981 in the area of cus tomer 
re ten t ion and n e w sales. 

I k n o w of no l a w n care 
b u s i n e s s m a n w h o is not con-
cerned about h is a n n u a l re tent ion 
of cus tomers . Notice I d id not say 
" p a r a n o i d , " or " s u i c i d a l , " or 
" i m m o b i l i z e d . " I said "con-
cerned . " Th i s concern is bo t tomed 
in an awareness of the accelera t ing 

to page 22 

INACCURATE PICTURE 

Sek replies to 
lawn care critic 
In the May 1981 issue of LAWN 
CARE INDUSTRY excerpts from a 
New York newspaper article enti-
tled "Confessions of an Ex-Lawn 
S p r a y e r " appeared, wri t ten by 
former F u n k L a w n Company 
employe Tina Wright. In it, Wright 
denounced Funk Co. for technical 
malfeasance in the p r o p e r use and 
application of pesticides. In the 
article below, David Sek of Mon-
r o e Tree & Landscape, I nc . , 
Rochester, N.Y., offers a rebuttal to 
Ms. Wright 's views. 

I was an e m p l o y e of F u n k Lawn 
Spray Co. f rom 1973 unt i l the 
b u s i n e s s w a s s o l d in 1 9 7 6 . I 
worked w i th Ms. Wr igh t and I feel 
tha t her a l legat ions are grossly 
miss ta ted . They are unfa i r to Mr. 

to page 31 

Marty Erbaugh 

QUICK STARTS 

Late fertilization 7 

Fusarium blight control 10 

L.P. gas savings 12 

Cincinnatti disease program 13 

Cut mowing costs 16 

Lehr on labor law 27 

MOWING/MAINTENANCE AVERAGE: $71,666 

Average chemical lawn 
firm grosses $193,436 
A recent survey c o n d u c t e d by 
LAWN CARE INDUSTRY s h o w e d 
that its average reader involved in 
chemica l l awn care has an average 
a n n u a l gross of $193,436, based on 
service to 1,189 cus tomers . 

T h e s ame survey s h o w e d that 
the magaz ine ' s average mowing/ 
m a i n t e n a n c e reader had an aver-

age a n n u a l gross of $71,666, based 
on service to 86 cus tomers , most ly 
commerc ia l / indus t r ia l accounts . 

These f igures ind ica te that 
chemica l l awn care f i rms are av-
eraging an a n n u a l gross of $162.88 
per cus tomer , wh i l e mowing/ 
m a i n t e n a n c e f i rms are averaging 
an a n n u a l gross of $833.32. 
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Receipts 

Average 
No. Accounts 

Average 
Gross Receipts 

Chemical lawn 
care 

1,189 $193,436 

Mowing/ 
Maintenance 86 $ 71,666 

Source: 1981 LCI Survey 





Without a summer 
application of Dursban, 

big problems could 
pop up in fall. 

While most insects emerge in spring, 
sod webworms and other varieties don't 
spring into action until late summer or fall. 
And even DURSBAn* insecticide—which 
gives you the longest residual action in the 
business—won t protect your customers' 
lawns from spring to fall. 

That's why it's important to apply 
DURSBAn twice a year —on your first round 
for the early risers and later in the summer 
to get the late bloomers. 

And considering the relatively low cost 
of DURSBAn, a two application insecticide 
program makes doubly good sense. After 
all, DURSBAn costs as little as 35<£ per 

1000 sq. ft. application. A small price to 
pay for protection against the immeasur-
able costs of call-backs and shaken 
customer relations. 

DURSBAH gets just about every bug 
you'll face, too: chinch bugs, sod webworms, 
armyworms, cutworms, you name it. 

DURSBAn. Make sure all insects get a 
shot. Available in 2E and concentrated 4E 
formulations. 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 
Department, Midland, Michigan 48640. 

DURSBAN 
Gets the jump on late emergere. 

DOW Chemical U.S.A. 
"Trademark of The Dow Chemical Company. 

Circle No. 106 on Reader Inquiry Card 
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Your average customer? 
Most l a w n care b u s i n e s s m e n w h o 
deal w i th res ident ia l cus tomers 
have a pret ty good idea w h o they 
are ta lk ing to w h e n they send out 
the i r direct mai l p ieces in the 
s p r i n g . H o u s e h o l d i n c o m e of 

$25,000 or so, a v e r a g e h o u s e va lue 
of $65-70,000 (a l though th is is 
going u p every day, literally), 
a v e r a g e l a w n size of pe rhaps 
7,500 square feet. Th i s of course is 
just an average (I k n o w some guys 
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tha t love those m i n i m u m l awns — 
so easy-to-do, a n d the m o n e y is 
good) but it is cer ta inly in the ball 
park. 

Th i s is the average cus tomer . If 
you have ever sat d o w n and de-
t e r m i n e d w h a t y o u r a v e r a g e 
g ross -per -cus tomer is annua l ly , it 
migh t be in teres t ing to compare 
your f igures wi th those on page 1 
of th is issue, w h i c h are based on a 
recent survey w e comple t ed of our 
readers . 

O u r c h e m i c a l l a w n c a r e 
b u s i n e s s m e n say they have an 
average of 1,189 cus tomers on the 
books, and gross an average of 
$193,436 annua l ly . Th is works out 
to a little more t han $162 per 
c u s t o m e r . O u r m o w i n g / 
m a i n t e n a n c e readers say they have 
an average of 86 cus tomers on the 
books, and gross an average of 
more t han $71,666 annua l ly , or 
$833 per cus tomer . 

Many l a w n care b u s i n e s s m e n I 
have spoken to are going back to 
thei r cus tomer lists and offer ing 
ex t ra serv ices — aerat ion, tree 
w o r k , r e n o v a t i o n , d i s e a s e p ro -
grams, etc. Increas ing the gross 
f rom thei r exis t ing cus tomer lists 
r a t h e r t h a n i n c r e a s i n g t h e i r 
n u m b e r of cus tomers . It makes 
sense . 

One c o m p a n y that l ives by this 
p h i l o s o p h y is LawnBui lde r s , in 
the Cinc innat i , Oh io area. They 
have about 4,000 cus tomers , and 
1,000 have been s igned u p for thei r 
L a w n B u i l d e r s P l u s p r o g r a m , 
w h i c h inc ludes — a m o n g other 
th ings — disease control . They feel 
it gives t h e m a compet i t ive edge in 
thei r marke tp lace . 

Also in this issue, Marty Er-
baugh , newly elected p res iden t of 
the Profess ional Lawn Care As-
sociat ion of Amer ica (PLCAA), 
asks the ques t ion : "Are increas ing 
rates of c u s t o m e r t u r n o v e r inevit-
ab le?" He says . . . wel l , w h y not 
read the art icle a n d f ind out for 
yourse l f? By the way, Marty has a 
c h i m n e y sweep bus iness for h is 
LawnMark Associates in the off-
season, and after a coup le of false 
starts, it is on its way again. Pretty 
imaginat ive , h u h ? 

Our old f r iend Richard Lehr is 
back th is m o n t h wi th h is labor 
c o l u m n , w h e r e he talks about 
m i n i n u m wages , u n e m p l o y m e n t 
and fo l lows u p some ques t ions he 
was asked du r ing his p resen ta t ion 
at the recent PLCAA Conference 
and Trade S h o w in Louisvil le. 
S h o u l d e m p l o y e s b e p a i d f o r 
non -work ing t ime they s p e n d in 
an employe r ' s vehic le? H o w is a 
non-week ly b o n u s averaged over 
pr ior work weeks? Richard knows . 

S h o u ld you be conver t ing your 
fleet to diesel? Some peop le w h o 
have wr i t t en about th is issue, and 
they are very h a p p y w i th the 
resul ts . W h y ? Because they are 
saving be tween 30 and 50 cents 
per ga l lon for fuel . 

Fusarium b l ight . In m a n y par ts 
of the count ry , these are two words 
that are usua l ly p receded by some 
more co lor fu l ad jec t ives w h e n 
l awn care b u s i n e s s m e n get to-
gether to talk turf. 

Researchers in Cal i fornia have 
r e d u c e d inc idence of the disease 
by going wi th pe renn ia l ryegrasses 
and Kentucky b luegrasses in thei r 
p rograms , ins tead of just Kentucky 

bluegrass . It migh t not pu t fun-
gic ide manufac tu r e r s out of busi-
ness , but the in fo rmat ion cou ld be 
very he lp fu l to you in your area. 
Yes, w e have a story on it. 

Dr. Char les Darrah, research ag-
ronomis t for C h e m L a w n Corp., 
takes the f loor in th is i ssue and 
states the case for incorpora t ing 
l a t e - s e a s o n f e r t i l i z a t i o n i n t o a 
l a w n care p rogram. Th i s seems to 
be the w a y of the fu tu re , and 
C h e m L a w n is cer ta inly a m o n g the 
leaders of research of the concept . 
By the way, Chuck is rubb ing his 
h a n d s together at the t h o u g h t of 
p u t t i n g t o g e t h e r C h e m L a w n ' s 
S y m p o s i u m on Turfgrass Fertili-
za t ion to be he ld in October near 
c o m p a n y headquar te r s in Colum-
bus . T h e S y m p o s i u m wil l fol low 
the success fu l format of past sym-
p o s i u m s on disease, insect and 
w e e d control . A t t endance is rec-
o m m e n d e d f o r l a w n c a r e 
b u s i n e s s m e n w h o wan t to stay on 
the cu t t ing edge of the i r profes-
sion. 

Are you pay ing a fer t i l izer tax in 
your state? At the recent Missour i 
L a w n a n d T u r f S y m p o s i u m , 
fo rmer PLCAA board m e m b e r Dr. 
Paul Schnare d i scussed fert i l izer 
tax laws in his state, and it looks 
like it cou ld become manda to ry in 
m a n y o ther states w h e r e it is not 
a l ready. 

A few m o n t h s ago, we pub l i shed 
an art icle that told of ano ther 
art icle that appea red in an ups ta te 
N e w York w e e k l y n e w s p a p e r 
w h e r e a fo rmer l awn care em-
ployee gave a real k ick in the sh ins 
to the indus t ry as a whole . The 
art icle was wri t ten by Tina Wright , 
w h o was emp loyed wi th Funk 
Lawn Spray at the t ime, and she 
t o l d of h o w c h e m i c a l s w e r e 
app l i ed unsafe ly by her f i rm. In an 
art icle in th is issue, David Sek, 
w h o was also emp loyed by Funk at 
the t ime a n d n o w works for Mon-
roe Tree and Landscape , Roches-
ter, N.Y., sets the record straight . 

Do you k n o w your m o w i n g 
costs? A survey c o n d u c t e d by 3M 
Co. recent ly s h o w e d that many 
m o w i n g / m a i n t e n a n c e l awn care 
b u s i n e s s m e n do not . In an article 
in th is issue, that survey ' s resul ts 
are pub l i shed , a long wi th words 
f rom 3M on h o w g rowth reg-
u l a to r s migh t be u t i l ized in your 
bus iness to cut m o w i n g costs, 
par t icular ly in low ma in t enance 
areas. 

Cash f low p l a n n i n g . Hardly a 
turf confe rence has gone by this 
season w i thou t a speaker tackl ing 
the top ic for those l awn care 
b u s i n e s s m e n in a t t endance . In this 
issue, Gerald B. Whi te of Cornel l ' s 
Agr icu l tura l Economics Depart-
m e n t tackles it once again. If you 
don ' t have a h a n d l e on your cash 
f low, you shou ld . 

Also in th i s issue, Associate Editor 
Paul McCloskey t raveled to Dallas, 
Texas to talk w i th m o w i n g I 
m a i n t e n a n c e b u s i n e s s m e n in that 
b o o m t o w n . His report is fea tured 
on pages 18 and 19. 
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OHIO TURF CONFERENCE 7 

Customer attitudes, program 
problems hamper late-season 
fertilization, Dr. Darrah says 
Two of the biggest p rob lems in 
incorpora t ing late-season fertili-
zat ion into a l awn care p rogram are 
opera t ional cons idera t ions and 
c o n s u m e r a t t i tudes , accord ing to 
Dr. Char les Darrah, research ag-
ronomis t for C h e m L a w n Corp. , 
Co lumbus , Ohio . 

"Your cus tomers a n d potent ia l 
cus tomers get the u rge to have a 
green l awn in the sp r ing , " he told 
an a u d i e n c e of l a w n care 
bus ine s smen at the recent Ohio 
Turfgrass Conference . " T h e y can ' t 
see the benef i t s of root g rowth , all 
they see is the benef i t s of shoot 
g rowth . " 

Root to shoot 

He said that the tur fgrass p lan t 
par t i t ions growth a n d fert i l izer use 
be tween root g rowth a n d and 
shoot g rowth . As t empera tu res 
w a r m up , the p lan t moves f rom 
root to shoot g rowth . T h u s , he 
said, n i t rogen shou ld be app l i ed 
after air t empera tu res begin to 
l imit t opgrowth , and th is is de-
p e n d e n t on the t empera tu res 
w h e r e the l awn care b u s i n e s s m a n 
is in the count ry . 

He said the fert i l izer s h o u l d be 
app l i ed so that the tur fgrass p lan t 

is still able to carry on photo-
synthes is . If it is app l i ed too late, 
th is does not occur , a n d it cou ld 
even hu r t the p lant . 

The re are some d i f fe rences in 
the o p t i m u m t ime to pu t d o w n a 
la te-season fert i l izer appl ica t ion . 
He said that in the Ohio area, the 
first week in November is the 
o p t i m u m t ime. 

" In a typical chemica l l a w n care 
program, th is m e a n s you w o u l d be 
app ly ing it f rom late September 
th rough late November to keep 
w i t h i n your cycle ," he said. 

" T h e first week in November 
p rov ides for increased color be-
cause of pho tosyn thes i s , " he said. 

As for sources of n i t rogen , he 
sa id the l awn care b u s i n e s s m a n 
w a n t s to have it readi ly available, 
so so lu t ion n i t rogen sources 
shou ld be used . He r e c o m m e n d s 
i y 2 p o u n d s of n i t rogen per 1,000 
square feet, or spl i t app l i ca t ions of 
1 p o u n d and t hen IV2 p o u n d s of 
n i t rogen. 

He said that p h o s p h o r u s a n d 
po ta s s ium levels shou ld be well-
es tabl ished pr ior to late-season 
fer t i l izat ion, a n d no ted tha t the 
tur fgrass p lan t is not able to take 
u p p h o s p h o r u s in the fall. 

He said that the n i t rogen appl i -
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Dr. Charles Darrah: "Your customers can't see the benefits of root growth.' 

ca t ion shou ld be app l i ed late 
e n o u g h so that t opg rowth is not 
p u s h e d , and so tha t a sp r ing 
g reen-up can be obta ined . But he 
sa id that it is poss ible to have too 
m u c h n i t rogen in the sp r ing car-
r ied over f rom a late-season appl i -
cat ion. 

Liquid o r dry? 

He said s low-release n i t rogen 
fo rms s h o u l d not be u sed for 
la te-season appl ica t ion , because 
the n i t rogen w o u l d not be avail-
able in the fall, w h e n it is n e e d e d . 

As to the use of l iqu id or dry 
n i t rogen sources , he said: " 9 8 

percen t of the t ime, t he resul ts are 
equal , accord ing to t he tes t ing w e 
have done . Agronomica l ly , the re 
is n o d i f fe rence . " 

F rom an opera t iona l s t andpo in t , 
he said that he feels the l a w n care 
b u s i n e s s m a n w o u l d get more fer-
t i l izer to the turf by go ing dry, 
because of p rob lems of leaf cover. 
He also said that the re c o u l d be 
p rob lems f rom cold t empera tu res , 
if a c o m p a n y is no t able to get the i r 
t rucks ins ide ou t of t he co ld at 
n igh t . 

An impor t an t cons ide ra t ion , he 
e m p h a s i z e d , was to let your cus-
tomers k n o w the d i f fe rence be-
tween root a n d shoot g rowth . 

Is It 
Costing You 
Too Much 

To Only Be Doing 
Half The Job? 

We can do more for you than you can do for yourself. 
That's not an insult, it's a fact: 

• Can you cut your chemical costs to 20% of your 
gross sales? 

• Can you get fleet prices on trucks and equipment 
if you only buy one-at-a-time? 

• Do you have national recognition to enhance 
your credibility as a professional? 

• Do you have a $65,000 computer program to 
streamline your office procedures? 

• Do you have the benefit of tried and tme quality adver-
tising materials and proven marketing techniques 
to improve estimate closings to as high as 90%? 

As a Lawncare franchisee, we enable you to save money, 
increase profits and maintain a high standard of quality. And, 
we give you something no one else can: The proven, pat-
ented two for the price of one process that keeps customers 
coming back. 

Some franchisors take advantage of you. We invite you to 
take advantage of us. 

For more information, write or call 

(216)481-5000 

QvjlAUJnCARE 
INTERNATIONAL, INC. 

19506 Nottingham Rd. Cleveland, Ohio 44110 
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Lots of lawn care jobs you do 
are easier and faster with Roundup. 

Wherever you use it, Roundup® herbicide 
helps make weed control around your cus-
tomers' homes fast, easy and effective. Just one 
application of Roundup controls tough labeled 
weeds right down to the roots, so they won't 
grow back. That means less need for time-
consuming repeat treatments. 

And Roundup has no residual soil activity, 
so it can't wash or leach from treated areas to 
injure desirable vegetation. 

Whether you apply Roundup with a back-
pack sprayer or a hand-held wiper, 
it effectively controls weeds 

wherever they grow. Around shrubs and 
bushes. In sidewalk cracks. Along driveways. At 
the base of trees. Along fences. In and around 
flowering ornamentals. Spot lawn renovation. 
Edging around obstacles. You name it—there's 
virtually no limit to the uses of Roundup! 

So reach for Roundup before you begin your 
next lawn care job. It'll help make weed control 
faster and easier—which can mean more profit 
for you. 
FOR A FREE GUIDE TO ROUNDUP, CALL 1-800-621-5800 

TOLL FREE. IN ILLINOIS, CALL 1-800-972-5858. 

Monsanto 

EFFECTIVE 



TOOLS,TIPS,TECHNIQUES 
CALIFORNIA STUDY 

Color intensi ty ra t ings 

Park Kentucky bluegrass and a 
b lend of 50 percent Manhat tan and 
Pennf ine perennial ryegrass were 
used in all t reatments. 

Observat ions were made regu-
larly on plot appearance. At least 
two persons made month ly turf 
scores (visual appearance ratings 
based on color, texture, density, 
pest activity and uniformity of the 
turf2grass treatments). The plots 
were rated for color intensity three 
t imes dur ing 1976. Fusorium 
blight was noted in August 1978, 
and data were recorded as percent 
area affected by the disease. 

During the winter of 1978-79, 
the Kentucky bluegrass and pe-
rennial ryegrass tillers were 
counted in three 2-inch plugs 
harvested from each plot. All data 
were subjected to an analysis of 
variance, and signif icant differ-
ences de termined by the Duncan 's 
Mult ip le Range Test. 

During the warm season (May to 
September), all bluegrass/ryegrass 
mixes had a somewhat better over-
all appearance than the 100 per-
cent Kentucky bluegrass plots, 
a l though the differences were not 
great. In comparison, all mixes of 
bluegrass/ryegrass had signifi-

Storage between applications 
Because many lawn care bus inessmen are be tween appl ica t ion 
seasons, everyone w h o deals wi th pest ic ides must concern 
themselves wi th storage of these materials in such a way as to 
ensure that they wil l not deteriorate. There are h u n d r e d s of 
pest ic ide formulat ions , and all cannot be treated the same if a 
usefu l p roduc t is desired w h e n the chemical is again removed 
f rom storage for use. 

Most pest icides can be stored if proper facili t ies are available. 
However , before storing any chemical , read the label and if you 
still have quest ions, contact the manufac turer . Under normal 
condi t ions , the fol lowing rules apply for the main tenance of 
pest icides. 

• Never al low l iquid formula t ions to freeze. On the other 
hand , dry and l iquid formula t ions should never be stored where 
tempera tures may exceed 100 degrees F. Heat init iates the 
b reakdown process. 

• All pest ic ides shou ld be kept in a well venti lated but dry 
to page 34 

mmm 

Mixing turfgrasses can 
control fusarium blight 

cently that closely resemble Ken-
tucky bluegrass in color, texture 
and overall appearance, but are not 
suscept ible to Fusarium blight. 

In a s tudy des igned to f ind a 
practical , non-chemical method 
for control l ing Fusarium bl ight in 
Kentucky bluegrass, California re-
searchers evaluated various mixes 
of Kentucky bluegrass and peren-
nial ryegrass for Fusarium blight 
resistance and overall turf quali ty 
response. 

Field r e sea rche r s 

Researchers were: Dr. Victor A. 
Gibeault, envi ronmenta l hor-
t icultural ist , Cooperative Exten-
sion, Dr. Victor B. Younger , pro-
fessor, Depar tment of Botany and 
Plant Sciences, Richard Autio, 
staff research associate, Coopera-
tive Extension, all of the Univer-
sity of California, Riverside; and 
Stanley Spaulding, staff research 
associate, Depar tment of Botany 
and Plant Sciences, South Coast 
Field Station, Santa Ana. 

The s tudy was conduc ted at the 
Universi ty of California South 
Coast Field Station. Eleven blue-
grass/ryegrass mixes were estab-
l ished in September 1975 in 25-
square-foot plots, and each was 
seeded at a race equivalent to three 
p o u n d s of seed per 1,000 square 
feet. 

The t reatments were replicated 
four t imes and arranged in a 
complete ly randomized block de-
sign. Once established, the ex-
per imental area was cut at a 1%-
inch height and fertilized with a 
slow-release ni t rogen source at a 
rate equivalent to three p o u n d s of 
ni t rogen per 1,000 square feet per 
year. Irrigation was based on water 
loss f rom an evaporat ive pan. No 
other pr imary or secondary 
main tenance was performed. 

A n o t h e r f i ne 
qua l i t y -
c o n t r o l l e d 
p r o d u c t of 
Jack l i n Seed 
C o m p a n y . 

Appeal ing color, densi ty, texture 
and overall un i formi ty make 
Kentucky bluegrass the most 
commonly used cool-season turf-
grass species in California. It 
grows best along the coast but is 
also p lanted in in land areas where 
it is not as well adapted because of 
h igh summer temperatures . 

During the summer , Kentucky 
bluegrass can be damaged by 
Fusarium blight, a disease wh ich 
bleaches the leaves and causes a 
severe root rot, ki l l ing the grass. 

Perennial ryegrass is another 
cool-season turfgrass adap ted to 
the same California cl imatic zone 
as Kentucky bluegrass. Excellent 
turf- type perennial ryegrass cul-
tivars have been developed re-

KENTUCKY 
BLUEGRASS 
U.S. Plant Patent 3151 
License in Canada No. 2133 

DOUBLE 
TIME 

Great in the sun, Glade also doubles in moderate shade. So sun-time 
or shadow, it has the get-up-and-grow you need for overall good-
looks: Early riser for dark greening, fine color tone and texture, better 
stamina for disease resistance than other elite Kentucky bluegrass. 
An outstanding double-duty performer, Glade rates with the best, 
yet costs less. Let Glade's vitality work double time for you, guarding 
against bare areas in sun or 60% shade under trees and near 
buildings. Ask for Glade at your local wholesale seed distributor. 



BUSINESS 

Cash flow planning can 
smooth peaks and valleys 

can t ly h i g h e r turf scores t h a n t h e 
s t ra igh t b lueg ra s s t r e a t m e n t du r -
ing t h e cool s ea son (October to 
Apri l ) . T h e p e r e n n i a l ryegrass , 
w h i c h h a s exce l l en t v igor d u r i n g 
t h o s e m o n t h s , o b v i o u s l y exe r t ed a 
pos i t ive r e s p o n s e in t h e mix . 

W h e n t h e turf scores w e r e com-
b i n e d a n d a n a l y z e d for t h e two-
year pe r iod , t h e r e sea rche r s f o u n d 
tha t all m i x e s w e r e g iven s igni f i -
can t ly h i g h e r a p p e a r a n c e r a t ings 
t h a n t h e s t ra igh t b lueg ras s . 

Even a sma l l a m o u n t of ryegrass 
a d d e d to t h e Park K e n t u c k y b lue -
grass i m p r o v e d turf color . F ive 
pe rcen t p e r e n n i a l ryegrass gave 
s ign i f i can t ly be t ter co lor t h a n 100 
pe rcen t b luegras s , a n d t h e t reat-
m e n t w i t h 10 p e r c e n t ryegrass w a s 
s ign i f i can t ly be t te r t h a n e i the r t h e 
f ive p e r c e n t or n o ryegrass t reat-
men t s . T h e r e w e r e n o f u r t h e r sig-
n i f i can t inc reases in co lor r a t ings 
w h e n 15 p e r c e n t or m o r e ryegrass 
w a s u s e d as par t of t h e mix . 

Af te r t he e x p e r i m e n t a l area w a s 
sub jec t ed to m o i s t u r e s t ress in t he 
s u m m e r of 1978, Fusarium b l igh t 
o c c u r r e d tha t A u g u s t . Fusarium 
bl igh t o n t h e 100 p e r c e n t Park 
K e n t u c k y b lueg ra s s p lo t w a s de-
vas ta t ing : A b o u t 30 p e r c e n t of t h e 
plot area w a s k i l led . T h e a m o u n t of 
a f fec ted area d e c r e a s e d m a r k e d l y 
in p lo t s w i t h o n l y f ive p e r c e n t 
ryegrass in t h e mix . T h e d i sease 
s y m p t o m s , in e s sence , w e r e e l imi-
n a t e d in all t r e a t m e n t s c o n t a i n i n g 
10 p e r c e n t ryegrass or more , a n d 
the re w a s n o s ign i f i can t d i f f e r e n c e 
i n Fusarium b l i g h t i n c i d e n c e 
a m o n g a n y t r e a t m e n t s above 10 
pe rcen t ryegrass . 

T h e s e r e su l t s s h o w tha t m i x i n g 
even sma l l a m o u n t s of p e r e n n i a l 
ryegrass w i t h K e n t u c k y b l u e g r a s s 
can m a s k or con t ro l t h e d i sease 
s y m p t o m s . T h e a m o u n t of p e r e n -
nia l ryegrass n e e d e d fal ls in t h e 10 
to 15 p e r c e n t r a n g e on a seed-
w e i g h t bas is . 

C o m p e t i t i v e r y e g r a s s 

T h e c o u n t of b l u e g r a s s ryegrass 
t i l lers in t h e 2 - inch p l u g s s h o w e d 
tha t K e n t u c k y b l u e g r a s s d e c r e a s e d 
very r a p i d l y a n d p e r e n n i a l rye-
grass i n c r e a s e d w h e n e v e n a sma l l 
p e r c e n t a g e of ryegrass o n a seed-
w e i g h t bas i s w a s a d d e d to t h e mix . 
T h e r e w a s n o s i g n i f i c a n t d i f fe r -
e n c e i n t h e b l u e g r a s s / r y e g r a s s 
p l an t c o u n t s in m i x e s c o n t a i n i n g 
m o r e t h a n 15 p e r c e n t ryegrass o n a 
s e e d - w e i g h t bas is (85 p e r c e n t or 
less b luegrass ) . 

T h e b luegrass / ryegrass b a l a n c e 
a s s u m e d a p p r o x i m a t e l y a 50/50 
p l an t c o u n t r e l a t i o n s h i p w i t h 18 
pe rcen t ryegrass or m o r e in t h e 
seed mix . 

T h e s e r e su l t s t e n d to s u p p o r t 
a n d e x p l a i n t h e r e su l t s of turf 
scores , color , a n d F u s a r i u m b l igh t 
a c t i v i t y . E v i d e n t l y , t h e q u i c k -
g e r m i n a t i n g a n d r a p i d - g r o w i n g 
p e r e n n i a l ryegrass w a s ab le to 
e s t ab l i sh a n d r e m a i n c o m p e t i t i v e , 
even w h e n very s m a l l s eed n u m -
bers pe r u n i t a rea w e r e s e e d e d . 

T h e s l o w e r - g e r m i n a t i n g a n d 
g r o w i n g K e n t u c k y b l u e g r a s s w a s 
able to fil l in a r o u n d t h e es tab-
l i shed ryegrass p l an t s , a n d t h e 
spec i e s m i x w a s m a i n t a i n e d for 
t h e d u r a t i o n of t h e th ree -yea r test . 

In c o n c l u s i o n , t h e r e s e a r c h e r s 
sa id , m i x e s of K e n t u c k y b l u e g r a s s 
a n d p e r e n n i a l ryegrass p rac t i ca l ly 
e l i m i n a t e d Fusarium b l igh t act iv-
i t y , w h e r e a s c o n t r o l p l o t s of 
s t ra igh t b l u e g r a s s w e r e d a m a g e d . 

In t h e l a w n care b u s i n e s s in m a n y 
pa r t s of t h e c o u n t r y , r ece ip t s are 
very seasonab le . M u c h of t h e re-
ce ip t s a re i n c o m i n g in t h e p e r i o d 
of Apr i l t h r o u g h N o v e m b e r , b u t 
t h e l a w n care b u s i n e s s m a n i n c u r s 

e x p e n s e s a n d has to pay deb t s over 
t h e w h o l e year . 

Cash f l o w p l a n n i n g b e c o m e s a 
neces s i ty to i n s u r e t ha t t he r e are 
su f f i c i en t f u n d s to m e e t f i n a n c i a l 
ob l i ga t i ons y e a r - r o u n d , a c c o r d i n g 

to Gera ld B. Whi t e , a s s i s t an t p ro-
fessor in t h e D e p a r t m e n t of Ag-
r i cu l tu r a l E c o n o m i c s at Corne l l 
Un ive r s i ty . 

T h e c a s h f l o w s t a t e m e n t is a 
p e r i o d i c s u m m a r y of al l s o u r c e s 

a n d u s e s of c a s h f l o w i n g in to a n d 
o u t of t h e b u s i n e s s , h e to ld l a w n 
care b u s i n e s s m e n at t h e N e w York 
T u r f g r a s s Con fe r ence . It s h o w s 
w h i c h ac t iv i t i es p r o d u c e i n c o m e , 
h o w m u c h i n c o m e is g e n e r a t e d 

a n d w h e n it f l o w s in . S imi l a r ly , it 
l is ts t h e c a s h e x p e n s e s , deb t pay-
m e n t a n d sa la r ies by a m o u n t a n d 
t i m i n g . T h e c a s h f l o w s t a t e m e n t 
a l so a c c o u n t s for c a s h cap i t a l sa les 
a n d p u r c h a s e s . 

T h e w e l l - p r e p a r e d c a s h f l o w 
s t a t e m e n t h a s t h e f o l l o w i n g uses : 

• It c a n be u s e d to d e t e r m i n e if 
t h e e x p e c t e d c a s h i n c o m e wi l l p a y 
all o p e r a t i n g e x p e n s e s , p u r c h a s e 
n e e d e d cap i t a l i t ems , a n d se rv ice 
deb ts . 

• It c a n be u s e d to m a n i p u l a t e 
i n c o m e a n d e x p e n s e s b e t w e e n 
d i f f e r e n t p e r i o d s of t h e yea r to 
re l i eve or e l i m i n a t e p o t e n t i a l 
p e r i o d s of f i n a n c i a l s t ress . 

• It c a n be u s e d to set u p loan 
r e p a y m e n t s c h e d u l e s so tha t t hey 
c o i n c i d e w i t h p e r i o d s of ca sh 
s u r p l u s e s . 

• It c a n be u s e d to d e t e r m i n e in 
a d v a n c e w h e n l o a n s w i l l be 
n e e d e d a n d for h o w m u c h . 

• It f ac i l i t a tes c o m m u n i c a t i o n 
w i t h c red i to r s , a n d s h o w s t h e m 
y o u h a v e a h a n d l e o n f i n a n c e s . 

Sooner or later 
you'll need Ryan. 

Chances are 
it'll be sooner. 

Today's sophis t ica ted fertil-
izer, herbic ide and insect ic ide 
t r e a tmen t s a re making lawns and 
large turf a reas more beaut iful 
every season . But profess ionals 
know that thick, green lawns 
eventual ly develop tha tch . 

The profess ionals a l so know that 
it's easier, be t ter and m o r e econom-
ical to de- tha tch and ae ra t e on a 
regular basis to allow air, fertilizer 
and water to reach the roots . 

That 's where the Ryan® power 
rakes and ae ra to r s c o m e in. Since 
1948, Ryan has been making preci-
sion turf equ ipment for profess ion-
a ls . . . equ ipment that is des igned 
to give you day-in, day-out pe r form-
ance , year-after-year. 

The gutsy 7-hp Ren-O-Thin• IV, 
and the economical Ren-O-Thin III, 
for example , are rugged power 
rakes that handle those big 
de- tha tching jobs with a wide 
18-inch swath. Both fea ture a 
floating front axle and easy 
micro-screw height a d j u s t m e n t to 
aid in set t ing the exact dep th you 
need. A choice of th ree opt ional 
b lade reels lets you ad jus t for 
every type of turf. 

And the self-propelled Lawnaire® 
III makes it easy to ae ra t e large 
areas . With 50 lbs. of water in the 
ballast d rum, the Lawnaire 111 
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delivers up to 2Vi inches 
of pene t ra t ion at 7-inch 
intervals over a 19-inch 
swath. 

Discover how easy it is 
to mainta in that fine s t and of grass 
year af ter year. Make the Ryan line a 
p e r m a n e n t pa r t of your equ ipmen t 
pool. You can count on profess ional 
resul ts when you use profess ional 
Ryan equ ipment . CUR2 5954 

R Y A N 
EQUIPMENT 
2306 Cushman. P.O. Box 82409 
Lincoln. NE 68501 
For the location of your nearest 
dealer, call 402-435-7208 
© Outboard Manne Corporation. 1981 
All rights reserved. 

The well prepared cash flow statement can be used 
to determine if the expected cash income will pay all 
the operating expenses and service debts. 



30 T O 50 CENTS PER GALLON LESS 

LP-gas conversion 
could cut fuel costs 
W h e n your c o m p a n y is p u s h i n g a 
fleet of t rucks over the road for 
h u n d r e d s of mi les every day to 
service your l awn care cus tomers , 
t he d is t r ibu t ion costs can eat u p a 
hef ty c h u n k of your profi ts . 

Some l a w n care b u s i n e s s m e n 
say they spend four pe rcen t of 
the i r gross on fue l costs, o thers say 
the pe rcen tage is as h i g h as 10. 
Th i s cost, p lus eng ine main te-
nance , t i res and repairs all make 
for an overhead that is p u s h i n g 
m a n y l awn care b u s i n e s s m e n to 
the garage wal l . More a n d more 
b u s i n e s s m e n are f igh t ing back, 
however . A n d they are do ing it 
w i th l iquef ied pe t ro l eum gas (LP-
gas), also k n o w n as p r o p a n e or 
bot t led gas. 

For compan ie s in the p ropane 
bus iness like Amer iGas of Valley 
Forge, Pa., w h o s e LP-Gas Division 
services cus tomers in 15 eastern 

LP-gas is cheaper , it is c leaner and 
most of it comes f rom domes t i c 
sources . For t ruck fleet operators , 
LP-gas in the tank can mean 
m o n e y in the bank. 

Jay Cel lone is an Amer iGas 
cus tomer w h o ' s h a p p y about the 
change . After s t ruggl ing t h r o u g h 
the last gasol ine shor tage on ly to 
run u p against skyrocket ing 
prices, Cel lone dec ided there mus t 
be a bet ter way to keep h is 30 vans 

Vehicle conversions to this alternative motor fuel 
take a jump every time gasoline prices go up or there 
is another twitich in international oil politics. And 
the reason isn't surprising - it's cheaper. 

states, vehic le convers ions to this 
a l ternat ive motor fue l take a j u m p 
every t ime gasol ine pr ices go u p or 
there is ano ther twi t ch in inter-
na t ional oil poli t ics . 

T h e reasons are not surpr i s ing . 

on the road. So Cel lone, w h o 
works out of the P i t t sburgh subu rb 
of Carnegie, Pa., conver ted all of 
h i s vehic les to LP-gas. 

T h e swi tch has mean t both sav-
ings and peace of m i n d . LP-gas is 

NORTHRUP KING PRESENTS 

THE HEAVY TRAFFIC 

SUH-TO-SHADE 
No one grass seed combines every characteristic for every type of turf. That's why Northrup King research 
has developed a complete line of Medalist Turf Products to meet specialized professional needs. 

MEIALIST TIIF P R I I I 6 T MAJI I AREAS IF ISE SPECIAL FEATHRES 
Athletic Pro Mix High maintenance athletic 

turf 
Both are well suited for new seeding or 
overseeding. Fast establishing, excellent traffic 
tolerance, and rapid recovery. Provides good 
footing. Athletic Pro II Mix Low to moderate 

maintenance athletic turf. 

Both are well suited for new seeding or 
overseeding. Fast establishing, excellent traffic 
tolerance, and rapid recovery. Provides good 
footing. 

Boulevard Mix Any area with high pH 
(roadsides, sidewalks, 
boulevards, beachfronts, 
etc.) 

Contains both "Fults" Puccinellia distans and 
Dawson red fescue which thrive on high saline 
or alkaline soils. Performs at low to high fertility 
levels. 

Landscape Pro Mix School grounds, 
cemeteries, golf course 
roughs, lawns 

Fast establishing. Adapts to broad range 
of conditions and management levels. 
Low to moderate fertility requirements. 

Overseeder II Mix Fairways, tees, athletic 
fields 

Fast establishing, traffic tolerant, disease 
resistant, penetrates compacted soil. 

Overseeder III Mix 
(Formerly Medalist North Mix) 

Fairways, tees, cart paths, 
wear areas 

Long term quality in high traffic areas. 
Clean mowing and disease tolerant. 

Premium Sod Blend Commercial sod producers Fast establishing, exceptional dark green color, 
shade tolerant, superior disease resistance. 

Special Park Mix Parks, commercial 
developments, lawns 

Low fertility tolerance, shade 
tolerant, adapts to wide J ^ ^ 
range of soil types. i y 1 J . T i l l [«Ja 

Ask your Northrup King distributor about the Medalist Turf Products 
for your needs. Or write Northrup King Medalist Turf Products, 
P. O. Box 959, Minneapolis, MN 55440. 

cur ren t ly sel l ing for 30 to 50 cents 
less per gal lon than gasol ine . A n d 
wh i l e bo th fue l s are n o w in plen-
t i fu l supp ly , the f low of gasol ine 
cou ld easi ly be in te r rup ted once 
again. Wha t ' s more, LP-gas bu rns 
w i thou t leaving h a r m f u l depos i t s 
or d i lu t ing eng ine oil, so that oil, 
spark p lugs and carbure tors last 
longer , a n d m a i n t e n a n c e expense 
is r educed . 

For the dr ivers the obvious dif-
fe rence wi th LP-gas is that they 
n o w refue l thei r 35-gallon tanks in 
less t han a m i n u t e and a half after 
locking on the special hose hozzle. 
T h e LP-gas is p u m p e d f rom an 
18,000-gal lon bulk storage tank 
that enables Cel lone to buy pro-
p a n e at low t ank-wagon prices. 

T h e vans make s tops in the 
P i t t sburgh area a n d into 
ne ighbor ing West Virginia, av-
eraging about 170 mi les a day. 
S ince the eng ines have dua l fuel 
convers ions , the vans can also run 
on gasol ine but th is is se ldom 
necessary s ince they re turn to the 
garage dai ly. 

O n e d a y conve r s ion 

Almost any gaso l ine-powered 
vehic le can be conver ted to oper-
ate on LP-gas in one day. It 
involves ins ta l la t ion of a n e w fuel 
t ank and line, vaporizer / regulator 
and modi f i ed carburetor . Stored 
u n d e r pressure as a l iquid , the 
LP-gas is i n t roduced into the en-
g ine as a dry, vapor ized fuel . 
Gal lon for gal lon, it p rovides 
s l ight ly less mi leage than 
gasol ine. But it has a h igher octane 
than p r e m i u m fue l a n d per forms 
bet ter in most engines . 

Cel lone ' s vans were conver ted 
by m e c h a n i c s f rom the LP-Gas 
Division distr ict off ice of 
AmeriGas in nearby Greensburg, 
Pa. Amer iGas also instal led the 
bu lk storage tank and refil ls it on a 
regular basis. 

" T h e popu la r i ty of LP-gas as an 
a l ternat ive motor fue l is increas ing 
dramat ica l ly , " observes Robert C. 
Mauch , vice pres ident /general 
manage r of AmeriGas, LP-Gas Di-
vis ion. "For years it was the f r iend 
of farmers , rural h o m e o w n e r s and 
the opera tors of in-plant vehicles 
like fork-lift t rucks. Now, people 
w h o opera te over- the-road fleets 
are looking at the g rowing price 
spread c o m p a r e d to gasol ine and 
the uns tab le oil s u p p l y picture, 
and LP-gas is s u d d e n l y very at-
tract ive. The fact that is also 
r educes m a i n t e n a n c e is a b o n u s . " 

Fuel costs d o w n a q u a r t e r 

In A t l a n t a , Ga . , Ken D a v i s , 
ano the r AmeriGas cus tomer , has 
had its en t i re fleet — four p ick-up 
t rucks and a van — r u n n i n g on 
LP-gas for more than a year. Each 
t ruck t ravels about 100 miles on a 
typical one-day run . 

Says Davis, w h o has even con-
ver ted his personal p i c k u p truck: 
" I 'm t ickled wi th it. Our fue l costs 
are d o w n about 25 percent . The 
eng ine oil s tays c leaner longer, 
too . " 

Davis says that savings f rom 
LP-gas have pa id for the cost of the 
convers ions . Like m a n y AmeriGas 
cus tomers , he leases h is LP-gas 
e q u i p m e n t , i nc lud ing the fuel and 
bulk s torage tanks. Other operators 
prefer to pu rchase these i tems 
outr ight . 

In Graceville, Fla., RE A has 
conver ted a two- ton Ford bucket 

to page 24 



1.000 ON SPECIAL PROGRAM 

Cincinnati company has 
25% of customers 
on lawn disease program 
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W h e n it comes to app ly ing fun-
gicides as part of a total l awn care 
program, you w o u l d be hard-
pressed to conv ince Lawnbu i lde r s 
that is is not a wor thwhi l e , profi ta-
ble segment of the bus iness . 

LawnBui lders is servicing about 
4,000 cus tomers in the greater 
Cincinnat i , Ohio area, offer ing 
every th ing that is n e e d e d for pro-
per l a w n and o rnamen ta l care. 
About 1,000 of these cus tomers are 
on a total l awn care p rog ram that 
the c o m p a n y calls "LawnBui lde r s 
P lus . " 

P r o g r a m out l ine 

As part of th is p rogram, the 
company treats l awn four t imes a 
year, in spr ing , early s u m m e r , 
s u m m e r and fall. 

T h e spr ing program consis ts of 
p re -emergence crabgrass and fox-
tail control , broadleaf w e e d con-
t r o l , r e s e e d i n g , f e r t i l i z a t i o n , 
power rol l ing and p o w e r aerat ion. 

T h e early s u m m e r segment in-
c l u d e s n u t s e d g e , c r a b g r a s s , 
broadleaf weed , c h i n c h bug, sod 
w e b w o r m and disease control p lus 
fert i l izat ion. T h e same p rogram is 
repeated in the s u m m e r wi th grub 
control be ing a d d e d . 

T h e fall p rogram consis ts of 
reseeding, power aerat ion, power 
rol l ing, broadleaf weed control 
and fert i l izat ion. 

days of rain. 
Steed said that cus tomers are 

p leased wi th the f u n g i c i d e pro-
gram. However , he cau t ioned that 
th i s may d e p e n d on h o w wel l 
peop le f rom LawnBui lde r s com-
m u n i c a t e wi th cus tomers . With a 
f u n g i c i d e program, you don ' t get 
ins tant g reen ing of p rob lem areas 
and the cus tomer needs to real ize 
th i s fact. 

L a w n B u i l d e r s r e p o r t s a n in-
crease in its n u m b e r of cus tomers , 
w h i c h Steed a t t r ibutes in part to 
the LawnBui lde r Plus p rogram 
w h i c h he bel ieves gives the com-
pany a compet i t ive edge. 

Roundtable marketing 
Where do your marke t ing ideas c o m e f r o m ? Semina r s? Trade 
s h o w s ? Consu l t an t s? Well , accord ing to Gary Thorn ton , 
p res iden t of T h o r n t o n Landscape , Inc. in Mainevi l le , Ohio , a 
va luab le source of marke t ing ideas cou ld easi ly c o m e f r o m your 
o w n off ice staff. At the recent Associa ted Landscape Contractors 
of Amer ica s y m p o s i u m in Cherry Hill , N.J., T h o r t o n told t he 
assembled c rowd that they of ten ho ld b ra in s to rming sess ions 
wi th a cross-sect ion of the i r ent i re staff. 

"I t ' s impor t an t that your marke t ing app roach be d i s semina t ed 
t h r o u g h o u t your w h o l e ope ra t ion , " he said . " T a k e a cross-
sect ion of the c o m p a n y : some secretaries, some cus tomers even, 
some m a n a g e m e n t , and just look for ideas. You 'd be su rp r i s ed at 
the resu l t s . " A l t h o u g h the u l t ima te dec i s ions wi l l f inal ly rest 
wi th c o m p a n y m a n a g e m e n t , m a n y l awn care c o m p a n i e s are 
cohes ive e n o u g h that even the suppor t staff k n o w the genera l 
d i rec t ion of c o m p a n y policy. It may su rp r i se you w h a t the rest of 
the staff can c o m e u p wi th . 
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Subdue. 
Controls Pythium blight ond damping-off. 

Steed attributes his 
customer base increase 
in part to his Lawn-
Builder Plus program 
which he believes gives 
him a competitive edge. 

In the disease control s egmen t of 
the p rogram, Lawnbu i lde r s uses 
D i a m o n d S h a m r o c k ' s D a c o n i l 
2787 as its basic fung ic ide . 

Wi th its LawnBui lde r P lus cus-
tomers , t he c o m p a n y app l i e s the 
f u n g i c i d e at a p revent ive rate of 
4V2-5 o u n c e s per 1,000 square feet 
on a twice-a-year basis. T h e com-
pany wil l also re turn to a cus-
tomer ' s l awn and reapp ly the 
f u n g i c i d e w h e n add i t iona l d isease 
control is needed . 

If Pythium or Fusarium b l ight 
are de tec ted on a l awn, the com-
pany wil l spray Tersan , f rom Du 
Pont , for the control of these 
diseases. 

T h e f u n g i c i d e p rogram is also 
offered to the c o m p a n y ' s basic 
l awn care cus tomers at add i t iona l 
cost. These cus tomers do not re-
ceive d isease control u n d e r the 
c o m p a n y ' s basic p rogram w h i c h is 
cal led LawnBui lde r II. 

" W e had a lot of h u m i d i t y th is 
s u m m e r so w e had a cons iderab le 
a m o u n t of dol lar spot a n d leaf spot 
on our l a w n s , " said Bill Steed, 
w h o is l awn manage r for the 
wes te rn por t ion of LawnBui lde r ' s 
service area. Dur ing one 65-day 
p e r i o d , C i n c i n n a t i r e p o r t e d 47 

) 1982 Ciba-Geigy Corporation CIBA-GEIGY 

No other fungicide works as well as 
Subdue® against Pythium damping-off 
and blight because only Subdue has two-
way action against these diseases. 

First, Subdue gives you systemic 
control that protects grasses from the inside 
out. Second, it works in the soil to control 
Pythium by contact action. • 
Two-way action that keeps turf 
healthy. 

In established turf, Subdue 
is an ideal preventative treatment 
for Pythium blight. Plus in newly 
seeded or overseeded turf, you 

get protection from Pythium damping off 
and blight. 

Subdue provides effective control for 
10-21 days. Longer residual control than 
other Pythium fungicides. So Subdue can 
help you reduce application trips and labor 
costs. But just as important, Subdue fits 

your total program because it's 
compatible with most other 
fungicides. 

Subdue gives you protec-
^ ^ ^ ^ ^ tion like you've never had. 

Subdue, the only fungicide for 
Pythium with two-way action. 
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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 KMP9B 
Division, Westport, CT 06881. E M M 
® T.M. of Stauffer Chemical Company. 

Betasan 
No. 1 against crabgrass 



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 

Brand Name 
Betasan 7-G 

Sales Area 
Northeast 

Betasan plus fertilizer Midwest 

Clean Crop Betasan National 
4-E and 7-G 

F & B 
Betasan 
4-E, 3.6-G and 7-G 

Northeast 

Lescosan National 
4-E, 12.5-G and 7-G 
Betasan plus fertilizer 

Lebanon Betasan 
plus Fertilizer, 4-E 
and 7-G 

National 

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 

Brand Name Sales Area 
Pre-San National 
4-E, 12.5-G and 7-G 

Best West Coast 
4-E and 12.5-G Southwest 

Betamec-4 National 

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

Betasan 7-G Northeast 

Rockland Betasan Northeast 
4-E, 12.5-G and 7-G 
Betasan plus fertilizer. 

Circle No. 130 on Reader Inquiry Card 
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Cutting mowing costs 
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No one wi th responsibi l i ty for 
large-scale turf main tenance needs 
to be r eminded that these are 
especial ly diff icult t imes, wi th the 
wrench ing of the economy 
touching everyone. 

Being expected to accompl ish 
effective mowing/main tenance 
wi th no increase in contract 
budget — in spite of growing fuel , 
labor and many other costs — has 
been bad enough. But a worse 
s i tuat ion is becoming all too pre-
valent: The manda te to ac-
compl i sh as good a job wi th 
reduced budget . Cost-conscious 
cl ients of lawn care mowing I 
main tenance bus inessmen have 
been forced by inflat ionary and 
recessionary pressures to do just 
that, put t ing the onus on the 

contractor to perform miracles. 
Lurking in the foreground is the 

expectat ion by the client that the 
quali ty of main tenance wil l be 
main ta ined . A vicious circle is 

drop-offs; office bu i ld ings may 
lose potential tenants . 

If anything, main tenance should 
be upgraded to attract more users. 
But how to do it in the face of t ight 
cus tomer budgets? 

The search for ways to ac-
compl ish the same results at lower 
costs requires a sharp outlook and 
a sharp pencil . F ind ing a better 
way is the answer , but that better 
way, and its cost benefi ts , are far 

mmmmmmrn^rnB 'iifiiiiiiiiiiR wmm^^^smm^^^^KKKKM 

The calculation of typical mowing costs is not 
complicated, but the principal problem is in 
r e m e m b e r i n g all the items that should properly be 
included, and valuing those items realistically. 

iiimifiiiij n iiiiii' t i • nil 11111111» • wm 
created: If main tenance becomes 
poor, use will d imin i sh and in-
come will drop. Tenants wil l be 
t empted to f ind other apar tment or 
c o n d o m i n i u m complexes; em-
ployee morale at an industr ia l 
complex will cause product ivi ty 

J 'i ' 11 '1 I W ' ' ii'iliili1 i&j* r ^ lMMI 
from obvious. 

One of the most s ignif icant 
componen t s of turf main tenance is 
the mowing/ t r imming operat ion 
— vital to aesthetics, effective use 
and safety. 

In a recent survey of mowing I 

The pros chose SHADOW 
4 4As professional lawn care specialists, we 
want our customers4 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 
formulated our Prograss lawn overseeding 

mix to remedy these difficulties. For our 
shade mix we chose 90 percent Shadow 
Chewings Fescue and 10 percent A-34 
bluegrass. We see exceptional results when 
proper overseeding procedures are followed. 
Shadow makes us look good, too. " 

' f f j M i k e E r b 
Prograss Lawn Service 
Field Representative and 
licensed applicator. 

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 

Marketed by 

lUrf-Seedjnc. 

mm 
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P.O. Box 250, Hubbard, OR 97032 
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The Research, Production, Marketing Company 

fine fescue under the sun" 

main tenance professionals , 62 
percent of the respondents agreed 
that it is very impor tant to know 
how m u c h it costs to mow per acre. 
Yet, only 12.5 percent felt they 
actually knew their per-acre 
mowing costs. At tempt ing to 
search for a better way becomes a 
fut i le proposi t ion if you do not 
know wha t factors need to be 
considered. 

Compar ing costs becomes vital 
w h e n previously untr ied solut ions 
are being considered. One such 
solut ion, m u c h in the news of late, 
involves plant growth regulators, 
wh ich have had some signif icant 
success stories. 

Plant growth regulator chemi-
cals are general ly welcomed by 
users as a supp lementa ry turf-
main tenance tool. They have been 
proved effective, especial ly in 
diff icul t- to-mow or low-util i ty 
areas or appl icat ions where a high 
degree of labor-intensive trim-
ming is involved. 

It is self-evident that plant 
growth regulators are expensive; 
you need only look at the prices. 
What is not so evident is the need 
to give them a serious thought in 
t ight economic t imes. 

On the face of it, the calculat ion 
of typical mowing costs is not 
complicated. The pr incipal prob-
lem is in remember ing all the 
i tems that should properly be 
inc luded , and valuing those items 
realistically. If there were a suita-
ble, al l- inclusive checklist, it 
wou ld provide a valuable tool for 
mowing/main tenance business-
men, purchas ing agents and others 
wi th decis ion responsibil i ty. 

Mowing cost checklis t 

Such a checklist accompanies 
this article. It inc ludes a cost-
est imating formula for us ing 3M's 
Embark plant growth regulator. 
Even if one uses only the first 
port ion — the mowing cost check-
list — it will const i tute a major 
move, for many, toward the goal of 
better awareness of real costs. 

To determine the real cost of 
mowing, several ingredients need 
to be considered. A review of the 
factors listed below will provide a 
dollar per acre f igure which will 
serve as a means for compar ing 
al ternative main tenance practices. 

• Of course the largest share of 
mowing expenses is directed to 
labor; inc luded in the labor cost 
should be Social Security, work-
nan ' s compensa t ion and health 
insurance expenses . 

• The rising cost of fuel is 
cont inual ly increasing the cost to 
operate equipment , and addi t ional 
fuel expense is incurred in trans-
port ing mowing equ ipment and 
personnel to and from the job site. 

• Purchases of mowing and 
t r imming equ ipment are sizeable 
investments . The depreciat ion 
meter is a lways running , but if the 
equ ipment is used less, it will last 
longer. The more frequent ly 
mowing and t r imming equipment 
is employed, the more equ ipment 
main tenance will constant ly tap 
your budget for oil changes, grease 
jobs, b lade sharpening, tune-ups, 
c leaning and replacement of worn 
parts. 

• Don't forget those costs that 
indirect ly affect total expendi-
tures, such as equ ipment storage, 
taxes and insurance. 

In the analysis, the cost of the 
plant growth regulator is added to 



COST COMPARISON ANALYSIS 
MECHANICAL MOWING VS SPRAYING A PLANT GROWTH REGULATOR 

Cost of Mowing 

Costs to Mow and Trim One 
Difficult-to-Mow Acre 

1. Labor: Person assigned to job. Actual 
cost depends on equipment and ter-
rain. Typical time involved is 2 to 4 
hours/acre. 

2. Labor Burden Costs: Other costs of 
labor-employer, social security, work-
mans compensation, insurance, etc. 
$1.65/hr. 

3. Travel Time: To and from job site. 
Total 20 min. 

4. Equipment Fixed Costs: A $5,000 
purchase price for mowing/trimming 
equipment spread over 6 yrs., opera-
ting at 500 hrs./yr. Depreciation cost/ 
hr. $1.67. 

5. Equipment Operating Cost: 1/2 gal. 
fuel consumed/hr. 

6. Equipment Maintenance Cost: Main-
tenance cost for labor to change oil, 
grease, sharpen blades, etc. 

7. Fuel and Vehicle Expense: Vehicle 
expense to transport mowing equip-
ment and personnel to and from job 
site. Per mile cost 35C. 

8. Parts and Supplies: 
Replacement blades, oil, grease, fil-
ters, etc. 

Typical Costs 
Your 
Costs 

Assume hourly wage of 
$6.50. Assume 2 hrs./acre 

$ 13.00 $ . 

$1 .65/hr. X 2 hrs. 3.30 

1/3 hr. $8.15/hr. 2.69 

2 hrs. $1.67/hr. 3.34 

1 gal. fuel $1.35 1.35 

1/4 hr. $8.15/hr. 2.04 

If applicable, assume 10 
miles round trip 354/mile 

3.50 

Add your own . 
(This can be a signifi-
cant expense if mower 
blades must be replaced 
frequently 

9. Indirect Cost: Equipment storage, 
taxes, insurance, etc. 

Mechanical Mowing/Trimming Costs For 
a Typical 8 Week Period: Multiply the cost/ 
acre obtained by the number of times you 
mow/trim during 8 weeks. 

Total Cost: 

Add your own 

Example: $ 29.22 
per acre 

Assume weekly mowing 
8 X $29.22 = $233.76 $ : 

Cost of Spraying A Plant Growth Regulator 

Costs to Apply EMBARK® PGR 
To One Acre 

Chemical Cost per Acre: One gal. of 
EMBARK 2-S PGR will cover 4-8 acres 
on cool season grasses. 

2. Cost of Application: Typically spraying 
is faster, easier, less expensive, and 
uses less fuel than mowing. 

Total Cost: Grass growth will be regulated 
for up to 8 weeks 

Typical Costs 

Divide cost/gallon by 
number of acres covered. 

Your 
Costs 

/gal. 

Assume the cost to spray 
is the same as mowing/ 
trimming one acre. From 
example $29.22 

per acre 

Acres/gal. $ _ 

the cost of appl icat ion. The appli-
cation cost used in this analysis is 
the same as the est imated cost to 
mow an acre, reasoning that the 
same personnel and similar 
equ ipment and h i d d e n costs are 
incurred in spraying an acre as in 
mowing it. Generally, it is less 
expensive to spray than to mow. 

The savings come f rom the 
many mowings wh ich wil l not be 
needed whi le the growth regulator 
is doing its job: u p to eight weeks, 
under normal condi t ions. The next 
mowing may not need to take 
place unt i l that two-month span 
has elapsed. 

According to the survey cited 
earlier, most bus inessmen 
schedule mowing at regular inter-
vals, rather than schedul ing the 
operat ion on the basis of grass 
height . Approximate ly 57 percent 
mow at least once a week or more; 
13 percent twice a month . Only 
n ine percent schedule mowing on 
the basis of grass height . However , 
wi th the use of a p lant growth 
regulator, more a t tent ion should 
be given to schedul ing mowing 
according to grass height rather 
than by the calendar . 

Cost savings 

Even if, in some c i rcumstances 
the t ime between mowings cannot 
be main ta ined at eight weeks, the 
growth regulator should still be 
considered. This is especial ly t rue 
for low-main tenance grasses, 
diff icul t- to-mow areas and tr im 
areas. Even if only two scheduled 
mowings are e l iminated, cost 
savings have already begun. (As a 
practical matter, each business-
man mus t do his o w n figuring.) 

It wou ld appear , then, that w h e n 
true and complete actual costs are 
careful ly calculated, us ing plant 
growth regulators can be an ap-
proach that saves t ime and money. 
By incorporat ing growth reg-
ulators into their programs, pro-
gressive mowing/main tenance 
bus inessmen have been able to 
upgrade overall ma in tenance op-
erations by allocating more t ime to 
other g rounds improvements . 

A mowing/main tenance bus-
inessman w h o can show he knows 
how to do as good a job on a lower 
budget is one of the most valuable 
assets any management can ask for 
these days, and plant growth reg-
ulators just might be it. 
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O n e of the first t h ings tha t ' s read-
ily appa ren t to a n e w visi tor to 
Dallas is tha t it is a city that works . 
T h e s c r e a m i n g of t r a f f i c , t h e 
c r a s h i n g of p i l e - d r i v e r s , t h e 
hus t l i ng noise of c o m m e r c e — all 
is activity a n d enterpr ise . A n d not 
the least of that i ndus t r iousness is 
e m b o d i e d in the ci ty 's m o w i n g 
and m a i n t e n a n c e bus iness . 

In order to suppo r t the speed 
a n d r ange of this g rowth , Dallas-
a rea m a i n t e n a n c e b u s i n e s s m e n 
have h a d to look at their occupa-
t ion as a work ing par tne r of in-
dus t ry at large. Banks, s h o p p i n g 
c e n t e r s , p l a z a s , r e s i d e n c e s , 
b u i l d i n g s are shoo t ing u p like 
corn, a n d the m a i n t e n a n c e indus-
try is shoo t ing u p wi th it. " T h e 
f u t u r e and out look of th is indus t ry 
is o u t s t a n d i n g , " said Carl McCord, 
p res iden t of Landscape Design 
a n d Cons t ruc t ion , one of the pre-
mier bus inesses in Dallas. "I t ' s 
g rowing like it 's never d o n e be-
fore ." 

P a r t of t h e r e a s o n f o r t h i s 
g rowth , n o t w i t h s t a n d i n g the de-
gree of cons t ruc t ion in Dallas, is 
that more a n d more peop le are 
b e g i n n i n g to v iew m a i n t e n a n c e as 
an integral part of total l andscape 
m a n a g e m e n t . Proper m a i n t e n a n c e 
and m o w i n g habi ts wi l l i n f luence 
all o ther aspec ts of g r o u n d s care, 
f rom architecture, to irrigation, to 
cons t ruc t ion . " T h e biggest part of 
o u r w h o l e i n d u s t r y w i l l be 

m a i n t e n a n c e in the f u t u r e , " says 
McCord. 

His es t imate is based in part on 
the g rowth in the size of mainte-
n a n c e jobs in general . More and 
more c o m p a n i e s have cont rac ted 
wi th large indus t r ia l centers such 
as bus iness plazas and indus t r ia l 
parks — in Dallas they are qui te 
preva lent — for total g r o u n d s 
responsibi l i t ies . A n d the t r end has 
c h a n g e d the face of the indus t ry . 

Fees too low? 

O n e example is the s t andard of 
fees pa id for ma in tenance . McCord 
bel ieves that m a n y m a i n t e n a n c e 
b u s i n e s s m e n are charg ing less for 
thei r services t han the market wil l 
bear. " M a n y are afra id to charge 
e n o u g h , " he said . " A n d the ones 
that suffer in the e n d are your 
e m p l o y e s . " 

The poin t br ings h o m e one of 
the major concerns of m a i n t e n a n c e 
b u s i n e s s m e n th rough the Dallas 
area: personne l . Employe tu rnover 
in the m a i n t e n a n c e indus t ry is 
h igh and any t ime one e m p l o y e is 
subs t i tu ted for another , the busi-
ness cycle fal ters — m o n e y is lost. 
Tha t ' s w h y one of the card ina l 
p r inc ip les of succeed ing in busi-
ness accord ing to McCord is a 
we l l -managed employe ne twork . 
"If you lose one guy the cost to 
your bus iness cou ld be t remen-
dous . Tha t ' s w h y it 's impor tan t to 

make sure that h is r ep lacement 
wi l l be t ra ined and ready to go to 
work . " 

"You wil l have a successfu l 
bus ines s , " McCord submi ts , "if 
you have people that are on top of 
thei r job qual i ty and cost ing con-
trol. If you charge a n y w h e r e be-
tween 17 and 20 dol lars an hou r for 
labor, a savings of five m i n u t e s on 
a rou t ine job like u n l o a d i n g a t ruck 
wil l add u p to t h o u s a n d s of dol lars 
by year ' s e n d . " 

O n e way t ime savings can be 
e n h a n c e d is t h rough compat ib le 
des ign and cons t ruc t ion . Many 
m a i n t e n a n c e bus ine s smen view 
the des ign func t i on as a key to 
labor eff ic iency. Tracy More land 
and T im Hosmer, both fo remen at 
LD&C, say m a n y des igns are just 
not pract ical . "Some t imes you ' l l 
get an is land in a park ing lot tha t ' s 
no more than three feet w i d e wi th 
trees p lan ted on it. A week later 
they ' l l be scarred. A n d then you as 
the m a i n t e n a n c e contractor wil l be 
he ld respons ib le for i t ." 

Ano the r area that can h inde r 
labor ef f ic iency is the mach ine ry 
in use. All ma in t en an ce business-
m e n say the key to resul ts is labor 
and machinery . Even if you have a 
five-star c rew out on a job, one 
loose bolt on a gas tank can lead to 
va luable d o w n t ime. 

Hosmer bel ieves that w h i l e most 
mower s are durable , m a n y of ten 
have one piece tha t ' s not . " T h e gas 

tanks on Briggs and Strat ton en-
gines aren ' t sealed as wel l as they 
cou ld be , " he said. " T h e resul t is 
that after you m o w you 've got one 
s t r ip of dead grass one inch w ide 
and an acre long . " 

These are just minor improve-
m e n t s i n o t h e r w i s e h a r d y 
m a c h i n e s that can lead to labor 
savings and bus iness solvency. 
Ano the r case in point , said More-
land, is weed-ea ter chords that just 
won ' t last. " T h e l ine that comes on 
the weedea te r itself is great, but 
w h e n you try to replace it, you 
can ' t f ind the same p r o d u c t , " he 
said. Again , a minor f law that 
t h rough the year can add u p to 
h u n d r e d s of dollars . A n d to a 
m a i n t e n a n c e c o m p a n y b a t t l i n g 
interest rates on expens ive equip-
ment , the d i f ferences are signifi-
cant . 

Many mach ines are cost effec-
t ive if they are used proper ly , 
however . David P incus of North 
Haven Gardens in Dallas says that 
he regular ly sees h u g e l awn areas 
be ing m o w e d wi th mower s that 
are too small . "I t h ink the market 
for the in te rmedia te and larger 
m o w e r s is going to be t remen-
d o u s , " he said. 

Work ing quickly wi th a cal-
culator , P incus es t imated that a 72 
inch m o w e r cou ld m o w a land-

Car 1 McCord 

area uni t at 23 percent of the cost of 
do ing the same area wi th a 21-inch 
mower . And us ing the same vari-
ables, he es t imated that a 36-inch 
m o w e r represen ted a 50 percent 
savings over the cost of a 21 inch 
m o w e r on appropr ia te land. " W e 
try to use the smal ler mower s as a 
t r im m o w e r , " he said. "Otherwise , 
the bigger the bet ter ." 

"We ' r e beh ind the 8-ball as far as 

. 



main tenance goes ," said Pincus . 
" A s long as we ' re v iewed as just 
l awn m o w e r pushers , we ' r e going 
to have problems. But the real 
cha l l enge is labor and personne l . 
You can make anyp lace look good 
if you put e n o u g h labor b e h i n d it, 
the trick is to make your prof i t . " 

One example is the cos t ing of 
the use of the var ious g rowth 

David Pincus 

regula tors and inhibi tors that have 
come on to the market . You have to 
ask yourself the ques t ion , says 
Pincus , w h e t h e r it is more cost 
eff ic ient to t r im an area 30 t imes a 
year or spray wi th a g rowth retar-
dan t twice a year. It 's expens ive , 
but wha t is the actual labor sav-
ings? Is it compa t ib le w i th your 
des ign? A n d wil l your cus tomers 
like it? 

P incus th inks that the n u m b e r 
o n e m a i n t e n a n c e p r o b l e m 
indus t rywide , however , is par ts 
availabil i ty. "If the manufac tu re r s 
wan t thei r e q u i p m e n t to be used by 
profess ionals , they have to be 
capable a n d prepared to make it 
readi ly available. We ' re not just 
looking at a $300 piece of equip-
ment , but at the i n c o m e that 
m a c h i n e genera tes . " 

T h e p rob lem res ides not only 
wi th the m a n u f a c t u r i n g sector, 
says P incus , but w i th the overall 
prof i le of the indus t ry as a whole . 
Manufac tu re r s are m a k i n g deci-
s i o n s o n w h e r e t o p l a c e 
d i s t r ibu to rsh ips based on their 
o w n cost analysis . " I t ' s ou r prob-
lem too. We 've got to be able to get 
d o w n and tell the manufac tu re r s 
wha t we n e e d . " 

Cost of inven to ry 

T h e so lu t ion is not an easy one, 
but P incus bel ieves that it cou ld be 
solved wi th more effect ive use of 
the post office. " T h e cost of parts 
are h igh because of the cost of 
ma in t a in ing so m a n y regional in-
ventor ies . I t h ink w e s h o u l d have 
one or t w o regional centers and air 
f re ight parts . It w o u l d be a savings 
on both e n d s . " 

" T h e r e ' s really n o t h i n g exotic 
about m a i n t e n a n c e , " says Charles 
Shore of Total Ground Care in 
Dallas. " T h e ma in conce rn is h o w 
you run the bus ines s . " Shore is 
Tota l ' s bus iness manage r and be-
lieves there are f ive cri t ical con-
cerns in the m a i n t e n a n c e indus t ry : 

"Firs t , you can ' t buy the wrong 
e q u i p m e n t for your market . Sec-
ond , you mus t be eff ic ient in 
s c h e d u l i n g and keep ing pace wi th 
your g r o u n d cover. Th i rd , you 

mus t wa tch out for the best busi-
ness deals for your market . Four th , 
you have to f ind archi tects w i th a 
m i n d for ma in tenance , and lastly, 
wa tch out for subcontrac ts , there ' s 
a large risk factor involved the re . " 

Shore bel ieves the key to the 
bus iness of m a i n t e n a n c e is mak ing 
cost effect ive decis ions . If you 
wan t to grow and expand your 
bus iness , he says, you mus t dec ide 
w h e t h e r the margina l add i t ion of 
n e w cl ients can be just if ied by the 
cost of a d d i n g ano ther c rew to do 
the work. " T h e key is be ing effi-
c ien t , " he said. "At a p r ime rate of 
15 percent , no b u s i n e s s m a n can 
afford to have receivables prob-
lems. You end u p be ing your 
c l ient ' s banker . " 

Subcon t r ac t i ng h e a d a c h e s 

TGC's concep t of total g r o u n d s 
m a n a g e m e n t is one that has be-
come a necessi ty in the scale of the 
Dallas market , Shore bel ieves. A 
c o m p a n y mus t have a cer ta in 
degree of diversi ty un less he wan t s 
to be at the mercy of subcontractors 
w h o o n l y p r o v i d e s c h e d u l i n g 
headaches . "You may be at the 
bot tom of his priori ty list to get the 
job done . What do you do t h e n ? " 
he asked. 

Final ly , Shore bel ieves that the 
m a i n t e n a n c e market in Dallas is a 
na tura l one. Seventy-f ive percent 
of the total g round cover in Dallas 
was art if icial to begin wi th . "Dal-
las used to be one vast cot ton 
f i e ld , " he said. " G r o u n d s man-
agemen t is a necessi ty he re . " 

If Dallas m o w i n g and mainte-
nance b u s i n e s s m e n are concerned 
about the nu t s and bolts job of 
cu t t ing costs, they are also looking 
at ways to save t h rough other 
u n i q u e m a n a g e m e n t c o n c e p t s . 
O n e of these b u s i n e s s m e n is John 
Ross of the John Ross Company , 
w h o is invest igat ing the possibil-
ity of se t t ing u p on-si te main te-
nance centers . 

By hav ing a m a i n t e n a n c e man-
ager on the job at all t imes , Ross 
feels that t ranspor ta t ion , gas, and 
v e h i c l e e x p e n s e s c o u l d b e 
dramat ica l ly r educed . A l though 

John Ross 

h i s s e r v i c e s w o u l d b e 
s u p p l e m e n t e d by c o m p a n y mow-
ing crews, the on-si te manage r 
w o u l d be able to addres s the 
p r o b l e m s w i t h i m m e d i a c y , 
thereby saving the accoun t valu-
able de lays and confus ion . 

" T h i s cou ld only be cost effec-
t ive on a job of a r o u n d $50,000 in 
s cope , " said Ross. "But the beauty 

of it is that it can cut react ion t ime 
way d o w n . How fast can com-
pan ies react to g r o u n d s manage-
men t p rob lems and emergenc ies? 
Some markets d e m a n d faster at-
t en t ion than others and tha t ' s wha t 
we ' r e t ry ing to deve lop . " 

Ross feels that in general the 
m o w i n g and m a i n t e n a n c e market 
is w ide -open in the Dallas area. 
" T h e r e ' s a h u g e market potent ia l 
here, bu t so far we haven ' t m a d e 
the s t r ides in c o n s u m e r educa t ion 
that we w o u l d have l iked. Tha t ' s 
the biggest p rob lem the indus t ry 
has got to face ." 

If the c o n s u m e r is educa ted 
adequate ly , he feels that there is no 
l imit to the fu tu r e of the mainte-
nance indus t ry in the Dallas area. 
" In the not too d is tan t f u t u r e , " he 
said, " w e can look to about 10 or 15 
m a i n t e n a n c e cont rac tors in the 
coun t ry w h o wil l control about 50 
percent of the total market . You ' re 

It. 
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dea l ing n o w wi th smal le r con-
tractors, bu t he can look fo rward to 
t o t a l b u y - o u t s , n o n - c o m p e t i n g 
c lauses , mergers , and total mul t i -
d i sc ip l inary f i rms . " 

Ross sees the m a i n t e n a n c e in-
dus t ry as direct ly compa t ib le wi th 
the fu tu r e of city g rowth . T h e top 
c o n t r a c t o r s , h e f e e l s , w i l l b e 
se lected-out by the city p lanners 
looking for a way to e n h a n c e the 
p l a n n e d un i t deve lopmen t s . These 
cont rac tors wil l be the ma in profi t 
centers of the indus t ry and can 
look forward to c o m m a n d \g at-
t en t ion f rom the manufac tu re r s . 

" P o w e r c o m e s in n u m b e r s , " 
said Ross. " T h e manufac tu re r s 
wil l have to r e spond to our needs 
in the fu ture . We' l l be our o w n 
suppl ie r s . If somebody is buy ing 
500 Jacobsens at once , the man-
ufac ture rs wi l l be forced to deal 
wi th y o u . " Ross s tresses the need 
to keep u p wi th w h a t ' s h a p p e n i n g 
in the indus t ry . "Because of th is if 
you ' r e not associated wi th a t rade 
organiza t ion or some in format ion 
center , you ' re going to be left 
b e h i n d . " 

T h e f u t u r e wil l also c h a n g e the 
p lant mater ia ls in use by most of 
t he indus t ry today, says Ross. Raw 
mater ia ls wi l l have b e c o m e limit-
ing factors. " W e ' r e go ing to be 
forced to neglect cer ta in p lant 
mater ia ls that need a lot of water 
and labor ," said Ross. " A n d the 
peop le deve lop ing those n e w ma-
terials are going to be s i t t ing on at 
the top of the i ndus t ry . " 

There are, of course, a lot of main-
tenance markets wh ich will be 
swep t less readi ly in to the corpo-

rate wor ld . O n e of these markets , j g 
t h e r e s i d e n t i a l , i s b e i n g a b l y 
h a n d l e d in Dallas by Bill D u n l o p 
Lawn Service. Doug Smel lage , the £ 
general manage r at Dun lop ' s , is in ^ 
c h a r g e of t h e i r s e v e n c r e w s . ^ 
" W e ' r e comple te ly d i f fe rent t han > 
m a n y of the c o m p a n i e s in the S 
a rea , " he said. " W e h a n d l e the 2 
res ident ia l market a n d are based c 
comple te ly on the concep t of a A 
qual i ty service to that marke t . " 

Smel lage says that they opera te 
on an e ight m o n t h m o w i n g season 
and ma in t a in th ree types of grasses 
in the s u m m e r d u r i n g the g rowing 
season: Bermuda , St. Augus t ine , g 
a n d Tiff. Dur ing the fall they » 
overseed wi th cool season ryegrass S 
w h i c h " k e e p s us very b u s y . " T h e M 

res ident ia l market in the area 
ho lds the greatest d e m a n d for the 
rye grasses overseed ings because 
m a n y h o m e o w n e r s are par t icular 
about w in te r appea rance . 

But Smel lage ' s m a i n p h i l o s o p h y 
is s impl ic i ty . The i r ent i re mar-
ket ing p rogram is word of mou th . 
In t e rms of cont ro l led g rowth , this , 
they f ind , is the most acceptab le 
a l te rnat ive to direct adver t i s ing . 
"Verbal referral is t he best mar-
k e t i n g m e t h o d t h e r e i s , " s a i d 
Smel lage . 

But they do cater to accoun t s 
that can af ford to pay for top 
qual i ty work ra ther t h a n spread 
themse lves too th in . " W e ' r e a 
y o u n g p ro fes s ion , " said Smel lage , 
" b u t w e wil l g row a n d be able to 
deve lop the c o n s u m e r ' s educa t ion 
a lot bet ter in the fu tu re . Peop le are 
tak ing m u c h more stock in their 
o w n h o m e s as m o n e y gets t ight 
and we ' l l be there to take advan-
tage of t ha t . " 

Even if the e c o n o m y beg ins to 
buckle , i t 's obv ious tha t Dallas 
area m o w i n g a n d m a i n t e n a n c e 
b u s i n e s s m e n a r e t h i n k i n g of 
m e t h o d s to save a n d e x p a n d thei r 
en terpr ises . It 's a sophis t ica ted 
market that wil l on ly g row more 

Doug Smellage 

compet i t ive in the c o m i n g years as 
the ci ty itself ma tu res and land-
scapes are deve loped . People are 
f l owing into Dallas f rom every 
corner of the coun t ry crea t ing a 
d e m a n d that in the fu tu r e will 
reward these bus ine s smen . 

Whe the r they are deve lop ing 
n e w concep t s in cash manage-
ment , e q u i p m e n t ut i l iza t ion, or 
n e w contract app l ica t ions , these 
are bus inesses that are r id ing the 
crest of the fu tu re . A n d in Dallas 
a c c o r d i n g to o n e m a i n t e n a n c e 
b u s i n e s s m a n , that f u tu r e shock 
isn ' t that far d o w n the road. 



PUYALLUP, WASHINGTON'S RON POLLAND 

N.W. maintenance businessman 
has a sharp eye for efficiency 

W h e n he star ted in the m o w i n g I 
m a i n t e n a n c e bus iness e ight years 
ago, he was gross ing $6,000 w i t h a 
net prof i t of $1,200. Today , Ron 
Pol land , 34, o w n e r of Ron 's Yard 
Care in Puya l lup , Wash. , has bui l t 
the bus ines s to a gross of $75,000 
w i th a net prof i t of $30,000. 

" M y g rowth in the bus ines s has 
c o m e about t h r o u g h my learn ing 
h o w to accura te ly es t imate my 
costs, a n d t h e n by charg ing a pr ice 
that insures a reasonable prof i t , " 
Po l land told LAWN CARE IN-
DUSTRY. 

Pol land got h is first taste of the 
l awn care bus iness in jun ior h igh 
school w h e n " m y u n c l e m a d e m e a 
deal . He said tha t if I took care of 
h is l a w n he ' d give m e a l awn 
mower . I never expec ted to make a 
l iving th is w a y . " 

After he got out of the mil i tary, 
Pol land worked in a lumber mil l , 
but lost two f ingers . He t hen 
worked in l awn m a i n t e n a n c e for 
an ins t i tu t ion , bu t got laid off. At 
age 26 he de t e rmined to " f i n d a job 
I w o u l d n ' t be f i red f r o m . " 

Wi th a bea t -up car and bea t -up 
l awn mower , he w e n t in to busi-
ness for h imsel f . T h r o u g h the 
years h e has u p g r a d e d his equip-
ment , h i red o thers to work for h im, 
but , mos t of all, l earned t h rough 
trial and error the p r inc ip les of 
good bus iness m a n a g e m e n t . 

$40 m i n i m u m c h a r g e 

"I had to learn h o w to es t imate 
and bid for a l a w n , " he says. He 
evolved to a pr ice of one cent per 
square foot on a seasonal basis, bu t 
t h e n real ized it was m u c h bet ter to 
insist on a year r o u n d contrac t for 
that price. Inf la t ion has p u s h e d 
that basic pr ice for m o w i n g and 
m a i n t e n a n c e to 1-3/10 cents per 
square foot. T h e m i n i m u m is $40. 

Aera t ion per job costs IV2 cents 
p e r s q u a r e f o o t , w i t h a $ 4 0 
m i n i m u m . A n d tha t ch ing costs 3 
cents per square foot, w i th a 
m i n i m u m of $100. 

T h e c o n t r a c t s e x t e n d f r o m 
March to March . Po l land says, " w e 
f igure March t h r o u g h November 
pays for the m o w i n g a n d main te -
nance . December pays for the 
aerat ion, January for fer t i l iz ing, 
and February for the w e e d sp ray . " 

He adds , " O u t of all th is w e a im 
for a 30 percent profi t marg in , 
w h i c h we ' r e get t ing th is year . " 

P o l l a n d b i l l s h i s a c c o u n t s 
mon th ly , and sells h i s year r o u n d 
service to cus tomers by po in t ing 
out , that , in the win te r mon ths , 
they ' re pay ing for the aerat ion, 
fer t i l iz ing, a n d w e e d spray work . 
H e ' s a l s o r e c e n t l y a d d e d leaf 
c lean ing . 

Po l l and has 130 cus tomers . Of 
these 118 are res ident ia l , w i th the 
average contrac t be ing $47.50 per 
m o n t h ; a n d 12 are commerc ia l , 
w i th the m o n t h l y average be ing 
$105. T h e f i rm cuts 15 acres a year. 

In t e rms of tha tch ing , Po l land 
does a more t h o r o u g h job t han 
most . " W e first cut it as shor t as w e 
c a n , " Po l land says, " t h e n w e take 
our T h a t c h o m a t i c s over it, do ing it 
nor th and sou th as wel l as east and 

west . We cut it a second t ime. A n d 
w e cut it a th i rd t ime. T h e tha tch-
ing goes on f rom March t h r o u g h 
May 15. W h e n we ' r e d o n e the l awn 
looks so ba ld it seems no th ing wi l l 
ever poss ibly g row there. But t h e n 
w e ferti l ize, and three to six weeks 
later the l awn looks just beau t i fu l , 
and flat as can be . " 

50 pe rcen t less t ha t ch 

Pol land adds , "by do ing it th is 
way w e take out about 50 percent 
m o r e t h a t c h t h a n t h e u s u a l 
m e t h o d s . " 

For his fer t i l iz ing Po l land has 
recent ly c h a n g e d over to a m u c h 

more cost eff ic ient me thod . T h e 
swi tch has been f rom us ing several 
d i f ferent mixes four t imes a year to 
a s ingle mix three t imes a year. 

"It u sed to be that in March w e 
w o u l d a p p l y a spr ing feed and 
moss cure, going to a ga rdener ' s 
mix in May. In June w e w o u l d 
app ly a s low release pel le t fer-
til izer, w i t h our f inal win te r ize r in 
O c t o b e r , " P o l l a n d s a y s . " N o w 
we 've gone to a s ingle mix, Par-Ex, 
w h i c h lasts u p to four mon ths , 
t h u s r e d u c i n g our app l i ca t ions 
f rom four to th ree . " 

Po l land adds , " W e ' v e not only 
r educed the n u m b e r of appl ica-
t ions, w e ' v e r educed c o n s u m p t i o n 

as wel l . For the same a m o u n t of 
dol lars w e n o w get 12,000 square 
feet as o p p o s e d to 5,000 square feet 
p rev ious ly . " 

Po l land says it 's impor t an t to 
real ize that a 50 p o u n d bag of 
fer t i l izer can cover 12,000 square 
f e e t f o r t h i s h e l p s i n b u y i n g 
e n o u g h fert i l izer n e e d e d to do the 
job, bu t no t too m u c h so it 's 
unnecessa r i ly ty ing u p cash f low. 

In t e rms of accura te ly es t imat ing 
labor costs, a n d mak ing sure that 
employees a d d to the prof i t marg in 
ra ther t h a n d ra in it away, Pol land 
f igures "1 ,000 square feet can be 
cut per 10 m i n u t e s per man . Th is is 
an average, s ince the grass is 
ha rde r to cut in the sp r ing w h e n 
it 's g rowing fast t h a n in the fall. If 
I 'm pay ing a m a n $4.20 an hour , 
that comes to 7 cen ts a minu te . It 's 
impor tan t to ma in t a in a good 
labor-to-profi t ra t io ." 

Pol land says, " i t takes a fu l l year 
to t ra in a m a n just to opera te a l awn 
edger . T h e first year is very s low, 
t h o u g h in the second year he really 

Howtomakea 
great crabgrass herbicide 

even better for turf. 

About the only thing that could make 
Chipco* Ronstarx G herbicide better for 
turf would be to lower the cost. So that's 
what we've done. Now you can get the 
superior performance of RonstarGat a 
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goes at it. For the l awn m o w e r it 
takes a m a n about two to three 
weeks before he ' s good at i t . " 
Pol land does the aerat ion, fer-
t i l izing, and w e e d spray ing h im-
self. 

T h o u g h he ' s had u p to six 
employees , he n o w has four . These 
are d iv ided , for eff ic iency, into 
two crews. One m a n in the c rew 
does the mowing , and the second , 
the foreman, does the l awn edg ing 
and t r imming . It 's the lat ter 's re-
sponsibi l i ty to make sure the work 
has been done correctly, and to 
make mino r repairs . 

The task of f i nd ing good he lp is 
especial ly dif f icul t in the North-
west , w h e r e the wea the r is o f ten 
rainy. This year Pol land has gone 
t h r o u g h 14 e m p l o y e e s , " w h o 
d idn ' t wan t to w o r k . " However , 
he ' s p rov ided his fo remen wi th 
g o o d i n c e n t i v e s . O u t of h i s 
$30,000 net Po l land f igures a base 
salary of $1,000 per m o n t h for 
himself , then , w i th the remain ing , 
has a profi t shar ing p lan w i th h is 

H 
m 

Through sharpening his own mowers, Polland saves time, money, and keeps his mowers in top condition. 

dramatically reduced price. 
Nothing controls crabgrass and goose 

grass better than Ronstar G. And you get 
this great weed control for the whole sea-
son with just one easy, early application. 

Treat your turf with Ronstar G.The great 
crabgrass herbicide with the better-than-
ever price. Rhône-Poulenc Chemical Co. 
Agrochemical Div., Rhône-Poulenc, Inc. 
Monmouth Junction, N J 08852. (gjfi^ ^ 

Circle No. 127 on Reader Inquiry Card 

HERBICIDE 

fo r emen of 2 percen t to 10 percen t 
— w h i c h is usua l ly a w a r d e d as a 
Chr i s tmas bonus . 

"It he lp s to cut back on t ime loss 
because of delays and repa i r s , " 
Po l land says, " fo r the fo reman says 
to h imse l f , 'hey, th i s is m y b o n u s 
that we ' r e cu t t ing into. ' " 

Po l land has g radua l ly u p g r a d e d 
his e q u i p m e n t over the years. He 
n o w has seven Promas te r mowers , 
of th ree d i f fe rent mode ls . Four are 
25 inch roller dr ives w i th the rear 
whee l tha t drives; t w o are 25 inch 
w h e e l dr ives tha t wi l l c l imb al-
most any hil l ; a n d one is a 30 inch 
w i d e w h e e l drive. Po l land says he 
"p re fe r s reel m o w e r s for they ' re 
m u c h faster t han ro tary ." 

His t w o weedea te r s a n d three 
b lowers he is in the process of 
t ransfer r ing to the Echo b rand . He 
h a s a R y a n a n d H a h n l a w n 
aerators, four Parker Tha t choma-
tics a n d two McLane edgers . 

Back to school 

Po l land has t aken classes so that 
he n o w repai rs a n d sha rpens his 
o w n mowers . His Foley sha rpen-
ing e q u i p m e n t i nc ludes a reel 
gr inder , bed kn i fe gr inder , and 
rotary m o w e r gr inder . "If you take 
a m a c h i n e to a s h o p it 's a th ree day 
to a week w a i t , " Po l land says. " I 've 
had to stay u p ti l l m i d n i g h t at 
t imes , bu t I can have it work ing the 
next day . " He saves the $25 per 
m o w e r s h a r p e n i n g charge a n d is 
able to s h a r p e n t h e m more of ten , 
w h i c h , in tu rn , makes for faster 
cu t t ing t imes . 

Po l l and has a smal l Toyota t ruck 
w i t h a hyd rau l i c d u m p a n d two 
cubic yard box. His 74 one ton 
Ford t ruck w i t h a six cubic yard 
d u m p box in the year is of interest . 
T h e f r ame was cut and s t re tched 
three feet so that n o w there is an 
area b e h i n d the cab u p o n w h i c h 
m o w e r s rest, t h u s e l imina t ing the 
need for a trailer. Steel r a m p s pul l 
out f rom th is sect ion so the m o w -
ers can easi ly be rol led on board. 
Also, the workers don ' t have to 
carry gas tanks , for there ' s an 
electr ic p u m p bui l t in to the t ruck 
w h i c h carries a 35 gal lon tank. 

Po l land has about 75 percent 
r enewal of cus tomers every year. 
" I 've learned you can ' t p lease all 
the peop le all the t ime , " he says. 
" O n e cus tomer d r o p p e d us be-
cause he said w e wen t too fast. 
Tha t was the only reason he cou ld 

to page 32 
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cost of acqui r ing a n e w cus tomer . 
Let 's take a very s imp le 

hypothe t ica l s i tua t ion . Let 's as-
sume your c o m p a n y serviced 1,000 
cus tomers th i s fall. Fur ther , that 
f rom fall 1980 t h rough spr ing 1981 
you expe r i enced a 20 percent 
at t r i t ion (cancel lat ion) rate on 
your 1980 cus tomer base. 

Us ing th i s 20 percen t factor as 
your exper ience base, you cou ld 
project that by spr ing 1982 you 
w o u l d be re ta in ing 800 of those 
cus tomers serviced th is past fall. 

Wi thou t taking you r l ikely 
interest in g rowth into account , 
th i s set of facts w o u l d ind ica te the 
need to acqui re 200 n e w accoun t s 
th is spr ing to f in i sh the per iod 
wi th the same n u m b e r (1,000) that 
were serviced th is pas t fall. To 
deve lop my thesis , let ' s a s s u m e 
that the cost of acqu i r ing a n e w 
cus tomer is $30 (total cost of 
adver t i s ing , e s t imat ing a n d clos-
ing, d iv ided by the n u m b e r of 

accoun t s acquired) . 
Th i s f igure is debatable and 

there is no data bank on w h i c h to 
d raw for ver i f icat ion. Never the-
less, based on my exper ience and 
conversa t ion , if you are acqui r ing 
n e w cus tomers at a cost less than 
th is you migh t cons ide r diver-
s i fy ing your bus iness into market 

the 1,000 number . Tha t is a con-
s iderable inves tment just to re-
p lace lost cus tomers . Th i s cost is 
also accelerat ing as an increas ing 
n u m b e r of c o m p a n i e s c o m p e t e for 
a decreas ing n u m b e r of non-users . 

T h e t h o u g h t s that can go 
t h rough your m i n d as the manage r 
of th is hypo the t i ca l bus iness are 

"As we have ridden the crest of go-go growth this 
past decade, it has been easy to, at times, forget that 
our present customer base is our biggest asset. 
Unfortunately these assets are not on our balance 
sheets." 

consu l t ing and I can assure you 
that you wil l have p len ty of 
cl ients . 

However , us ing th is f igure of 
$30 w o u l d indica te the need to 
s p e n d $6,000 to acqui re the 200 
cus tomers needed to get back to 

many : 
• "Wel l , I d id a bet ter job th is 

year t han last so my re ten t ion next 
spr ing s h o u l d be bet ter ," or 

• " I 'm not going to increase my 
pr ices as m u c h as I d id last spr ing , 
so my re ten t ion shou ld be bet ter ." 

She'll see to it your Lescosan* is delivered when you need it. 

Barb has been helping Lakeshore Equipment & Sup-
ply Co. customers with prompt, courteous service for 
over 15 years. With the busy turf season at hand, 
Barb can get you your Lescosan* quality pre-
emergence crabgrass control now - when you need 
it. 

(800) 321 -5325 (800) 362-7413 
NATIONWIDE IN OHIO 

LESCf 
PRODUCTS 

Barb's job is to help you. Call her to order your 
LESCO chemicals, grass seed, fertilizers and LESCO 
sulfur-coated controlled release fertilizers. See how 
well she does her job. 

* Lescosan (Betasan-Registered trademark Stauffer 
Chemical Co.). 

Lakeshore sells the patented 
ChemLawn Gun. The best gun 
In the business. 

Division of Lakeshore Equipment & Supply Co. 300 South Abbe Road, Elyria, Ohio 44036 (216) 323-7544 
A Family of Fine Products 

Lescosan 12.5G — Lescorene — Leseo 4 — Lescbor — Lescopar — Lescopex — Leseo Non-Selective Herbicide — Leseo MSMA 
— Leseo Thiram 75W — Lescozyme — Lakeshore Chinch Bug & Sod Webworm Control. 

Or p e r h a p s you are really out 
the re th ink ing : 

• " T h e qual i ty of my p roduc t is 
good but not m u c h bet ter t han my 
c o m p e t i t i o n . " 

• " Inf la t ionary pressures are 
such that I m u s t increase my prices 
as m u c h as last year . " 

• " M y exis t ing compet i to r s are 
not as leep and they are as aware of 
the d i m e n s i o n s of th i s ' re ten t ion 
issue ' as I a m . " 

• " I 'm aware that several n e w 
c o m p a n i e s are going to be enter ing 
my marke t and as a resul t maybe 
my cancel la t ion rate wil l , there-
fore in fact, increase ." 

If your t h ink ing r u n s in th is 
o rder and you do no th ing about it, 
do not c o m e to gr ips w i th it and 
e x a m i n e h o w your f i rm wil l react, 
you are res ign ing yourself to a net , 
long- term, af f i rmat ive answer to 
the ques t ion : "Are increas ing rates 
of cus tomer tu rnover inevi table ." 
You are saying " y e s . " 

We are in bus iness to make a 
prof i t a n d we h o p e to see th is 
profi t increase. It is ex t remely 
impor t an t to ana lyze your fu tu re 
profi t potent ia l wi th an eye toward 
the total cost impac t of acqui r ing 
n e w cus tomers to replace lost 
cus tomers . T h e 1970's were ra ther 
a ha lcyon per iod of g rowth for our 
indus t ry . Market d e m a n d saw us 
g rowing at a m u c h , m u c h faster 
rate t han I believe, in general , w e 
wil l see in the 1980's. 

R e p l a c e m e n t costs 

Adver t i s ing dol lars were those 
that w e spen t to grow, to add to our 
relat ively s table cus tomer base. 
N o w there is increased compet i -
t ion and all tha t impl ies . Let it be 
suf f ic ien t to state that r ep lacement 
cost of lost cus tomers is a crit ical 
var iable in our profi t s t ruc tures 
today, a n d one w h i c h can only 
increase in impor t ance in the 
fu tu re . 

My o w n inc l ina t ion is to believe 
that increas ing rates of cus tomer 
tu rnover are inevitable. I say this 
because w h e t h e r w e are dry or 
l iquid, offer four or f ive appl ica-
t ions, w h e t h e r I 'm $1 per appl ica-
t ion h ighe r or lower than you, 
w h e t h e r you have tank t rucks or I 
have vans , that f rom the v i ewpo in t 
of the non-use r of l awn care serv-
ice w h o is examin ing a l ternat ives 
that w e offer a ra ther undi f fe r -
ent ia ted p roduc t . 

M y b e l i e f i s f u r t h e r 
s t r eng thened by the old supp ly 
and d e m a n d analysis . 

For t he sake of s impl ic i ty , let 's 
a s s u m e that in your city there are 
1,000 proper t ies that are potent ia l 
l a w n care cus tomers . Let 's a s sume 
that in th is city C o m p a n y A pres-
ent ly serves 500 cus tomers , Com-
pany B 300 cus tomers . C o m p a n y C 
wil l enter the market next spr ing. 
On the s u p p l y s ide there wil l be 
three compan ie s . On the d e m a n d 
s ide there are 200 unserv iced 
p r o p e r t i e s . L e t ' s a s s u m e t h a t 
C o m p a n y C wil l enter aggressively 
wi th a s l ight pr ice advan tage in the 
i n t e r e s t of d e v e l o p i n g m a r k e t 
share. 

We k n o w that of the unserv iced 
proper t ies that a cer tain percent-
age are do-i t -yourselfers a n d that 
ano the r percen tage are the pro-
v ince of the ful l -service mainte-
n a n c e f i rm. We also k n o w that 
there has been some n e w bu i ld ing 
w h i c h wil l increase market size. 
On the o ther h a n d , w e are aware 
that th is has been less than in the 

Call 
Barb at 
Lakeshore 



past, d u e to today ' s real estate 
env i ronment . 

Last year c o m p a n i e s A and B 
exper ienced a 20 percent cancel-
lation rate. T h e ques t ion is: In th is 
env i ronmen t wha t wil l the i r turn-
over rate be next year? S u p p l y in 
this hypothe t ica l is app roach ing 
d e m a n d wi thou t the prospec t of a 
n e w ent rant into the market . The 
n e w ent rant wil l u n d o u b t e d l y at-
tract some n e w cus tomers f rom the 
es tabl ished f i rms. 

The es tabl ished f i rms had a 20 
percent runover last year w i thou t a 
new entrant . Is it real is t ic for 
compan ie s A and B to project on 
the same basis of 20 percent 
k n o w i n g the n e w c o m p a n y is 
coming in, that the market is 
near ing sa tura t ion and that the 
market (due to economic condi-
t ions) is not g rowing rap id ly? 

Old cus tomer s 

I th ink not. 
This s u p p l y / d e m a n d analys is is 

only re levant to the ind iv idua l 
f i rm w h e n it is d o n e wi th a v iew to 
cit ies that the f i rm is ac tual ly 
work ing in. We k n o w n a t i o n w i d e 
that the d e m a n d for l awn care still 
is greater than the s u p p l y and that 
our indus t ry — n a t i o n w i d e — wil l 
grow next year and into the fu ture . 
That is small solace to the f i rms 
doing bus iness in one city w h i c h is 
h ighly compet i t ive . 

There can be a t endency to poin t 
to the economy as the real vi l lain. I 
do not r e c o m m e n d this . Rather, if 
the pos i t ion I have deve loped 
makes sense to you I w o u l d use 
wha tever conc lus ions you d r a w as 
the basis for a re-analysis of your 
short- and long-term goals and the 
p l ann ing of your strategy. 

As a s tar t ing po in t in the re-
analys is I bel ieve that w e shou ld 
pay as m u c h a t ten t ion to keep ing 
old cus tomers as get t ing n e w ones. 
This s o u n d s r id icu lous ly basic but 
as we have r i dden the crest of 
go-go growth th is past decade , it 
has been easy to, at t imes , forget 
that our present cus tomer base is 
our biggest asset. Unfor tuna te ly , 
these assets are not on our ba lance 
sheets . 

w h o l e host of reasons. As far as 
b rand loyalty in the i r c o n s u m e r 
p roduc t area, efforts are m a d e at 
wha t is referred to as " t h e marg in . " 
In o ther words , it is the margina l ly 
sat isf ied c o n s u m e r w h o is most 
l ikely to cons ider a l ternat ives and 
swi tch the i r b rand . 

Unde r s t an d in g w h a t a prospec-
tive n e w cus tomer ' s object ives are, 
ou t l in ing for t hem wha t they can 
r e a s o n a b l y e x p e c t g i v e n t h e 
exis t ing cond i t ion of thei r l awn 
w i l l h e l p c r e a t e t h e p r o p e r 
re la t ionsh ip in w h i c h the mainte-
nance of our assets (the cus tomer) 
can occur . T h e n to fo l low u p wi th 
t e c h n i c a l l y c o m p e t e n t p r o d u c t 
and service del ivery is really the 
only m a n n e r in w h i c h b rand loy-
alty can occur and decrease the 
extent of mobi l i ty "a t the ma rg in . " 

What I am ta lking about here is 
" p r o d u c t d i f fe ren t ia t ion ." Not in 
te rms of type of t ruck, l iquid or 
dry, big or little or adver t i s ing 
p o s t u r e . P r o d u c t d i f f e r e n t i a t i o n 
w h i c h wil l a l low the f i rm to s tem 
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A packer at Reynold's Aluminum plant gives irrigation pipe a final check before 
shipment to lawn care companies around the country. 

M a i n t e n a n c e of asse ts 

These assets need m a i n t e n a n c e 
like any other . They are main-
ta ined th rough compe ten t p roduc t 
del ivery and th is is an area we all 
work hard to improve . They are 
a l s o m a i n t a i n e d t h r o u g h 
fo l low-up service del ivery. Often-
t imes, th is is the area w h e r e we 
e i ther sol id i fy our cus tomer base 
or subject it to erosion. 

These assets of ours are h u m a n 
beings. W h e n w e acqui re t h e m 
th rough our sel l ing p rocedures we 
c r e a t e c e r t a i n e x p e c t a t i o n s o n 
their part . It is clear that the 
def in i t ion of " r e s u l t s " for l awn 
care is subject ive. Never theless , 
the l i terature we leave and the 
in teract ions we have wi th the 
cus tomer prior to the del ivery of 
e i ther p roduc t or fo l low-up service 
he lp create certain expecta t ions . 

W e d o h a v e o u r o c c a s i o n a l 
miracles occur , but in genera l we 
are not miracle workers . If we, 
t h rough out employes in the sales 
process p romise mirac les a n d do 
not del iver t hem, we are buy ing 
assets w i th a short life i n a s m u c h as 
we may not del iver e i ther p roduc t 
or service to their sat isfact ion. 

Cus tomer at t r i t ion occurs for a 

For information, contact: 
J&LADIKES, INC. 
Jamaica, N Y. 11423 
JONATHAN GREEN & SONS 
Farmingdale, N.J. 07727 
NORTHRUP KING CO. 
Minneapolis, Minn. 55413 
VAUGHAN-JACKLIN CORP. 
Bound Brook, N.J. 08805 
Downers Grove, III. 60515 
JACKLIN SEED CO. 
Post Falls, Idaho 83854 
ROTHWELL SEEDS LTD. 
Lindsay, Ont., Can. K9V4L9 
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THE GREENER KENTUCKY BLUEGRASS® 
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MEETING DATES 
Capital Region Turf and Ornamental 
School, Feb. 16-17, Hershey Lodge and 
Convention Center, Hershey, PA. Contact: 
Harold E. Stewart, County Extension Di-
rector, Suite 101, 75 South Houcks Road, 
Harrisburg, PA 17109, (717) 652-8460. 

Northern California Professional Turf and 
Landscape Exposition, Feb. 17-18, Sac-
ramento Convention Center, Sacramento, 
CA. Contact: Wanda Sarsfield, Executive 
Assistant, P.O. Box 2768, Lafayette, CA 
94549, (415) 283-6162. 

Agri-Turf Irrigation Exposition and Con-
ference, Feb. 21-24, Portland Memorial 
Co l i s eum, P o r t l a n d , Oregon . Contac t : 
Walter D. Anderson, Executive Vice Presi-
dent, The Irrigation Association, 13975 
Connecticut, Silver Spring, MD 20906, 
(301) 871-1200. 

Midwest Regional Turf Conference, March 
1-3, Stewart Center, Purdue University, 
West Lafayette, Indiana. Contact: Dr. W. H. 
Daniel, Dept. of Agronomy, Purdue Univer-
sity, West Lafayette, IN 47907, (317) 494-
4785. 

Iowa Turfgrass Conference and Trade 
Show, March 1-3, Marriott Hotel, Des 
Moines, Iowa. Contact: Barb Erickson, 
Horticulture Extension Office, Iowa State 
University, Ames, IA 50011, (515) 294-
1870. 

The Pennsylvania Turfgrass Council Turf-
grass Conference and Show, March 1-4, 
Hershey Lodge and Convention Center, 
Hershey, Pennsylvania. Contact: Christine 
E. King, Executive Secretary-Treasurer, 412 
Blanchard St., Bellefonte, PA 16823, (814) 
355-8010. 

Massachusetts Fine Turfgrass Conference 
and Industrial Show, March 2-4, 
Sp r ing f i e ld Civic Center , Sp r ing f i e ld , 
Massachusetts. Contact: Dr. Joseph Troll, 
Plant and Soil Sciences, Stockbridge Hall, 
University of Massachusetts, Amherst, MA 
01003, (413) 545-2353. 

American Sod Producers Associat ion 
Midwinter Conference, March 3-5, Royal 
Lahaina Hotel, Maui, Hawaii. Contact: Bob 
Garey, Executive Director, 9th and Min-
nesota, Hastings, NE 68901, (402) 463-
54683. 

Canadian Turfgrass Conference and Show, 
March 7-10. Constellation Hotel, Toronto, 
Ontario, Canada. Contact: Mary Gurney, 
Canadian Golf Superintendents Associa-
tion, 698 Weston Rd., Suite 32, Toronto, 
Ontario, Canada M6N 3R3, (416) 767-2550. 

Northeast Pennsylvania Turfgrass and 
Grounds Maintenance School, March 9-10, 
Luzerne County Comnunity College Con-
ference Center, Nanticoke, Pennsylvania. 
Contac t : E. V. C h a d w i c k , C o u r t h o u s e 
Annex, Wilkes-Barre, PA 18702, (717) 
1701. 

University of Wisconsin Turfgrass Confer-
ences, March 22, Columbus Club, Apple-
ton: March 23, Exposition Center, Mil-
waukee; March 25, Dane County Fair-
grounds, Madison; March 29, Waukesha 
County Youth Center, Waukesha; March 
31, Holiday Inn, Eau Claire. Contact: Dr. R. 
C. Newman, Dept. of Horticulture, Univer-
sity of Wisconsin, Madison, WI 53706, 
(608) 262-1624. 

Southeastern Turfgrass Conference, April 
12-13. Rural Development Center, Tifton, 
Georgia. Contact: Dr. G. W. Burton, Coastal 
Plains Station, Tifton, GA 31793, (912) 
386-3353. 

Alabama Turfgrass Field Day, April 22, 
Turfgrass Research Unit, Auburn Univer-
sity, Auburn, Alabama. Contact: Kin M. 
Sheffer, Extension Hall, Auburn Univer-
sity, Auburn, AL 36849, (205) 826-4985. 

LP-GAS from page 12 

t ruck tha t has been in cons tan t use 
for more t han 13 m o n t h s h a n d l i n g 
l ine repai rs on and off the road. 
REA has also just comple t ed con-
vers ions on its f leet of n ine , half-
ton p i c k u p t rucks w h i c h travel u p 
to 200 mi les each day. Three of the 
t rucks are dua l convers ions that 
can use e i ther gasol ine or LP-gas 
w i th just a s imple fl ick of a swi tch 
on the dashboard . T h e rest of the 
fleet is 100 percen t LP-gas. 

REA o w n s all of its LP-gas 
e q u i p m e n t and has a l ready pa id 
for it out of near ly $8,000 in 
sav ings for fue l a lone on just f ive 
v e h i c l e s . E n g i n e m a i n t e n a n c e 
costs are also d o w n . 

Amer iGas has f o u n d tha t LP-gas 
convers ions are most advantage-
ous to fleet opera tors w h o s e vehi-
cles re tu rn to h o m e base dai ly and 
w h o have adequa te space for on-
site bu lk storage. REA, for exam-
ple, has a 2,000 gal lon bulk-
storage tank w h i c h requires a plot 
of land 10 feet by 28 feet w i th a 
25-foot c learance f rom the nearest 
s t ruc ture . T h e fue l t anks in its 
t rucks range in size u p to 60 
gal lons. 

Enough sav ings to conver t 

In LaVergne, Tenn . , near Nash-
ville, the Di tchwi tch Company , a 
m a n u f a c t u r e r of d i t c h - d i g g i n g 
e q u i p m e n t , has h a d two t rucks 
r u n n i n g wi th dua l convers ions for 
the pas t year. T h e one- ton Ford 
a n d Chevy t rucks have 60-gallon 
fuel t anks a n d travel as m u c h as 
300 mi les a day. So far, fuel 
s a v i n g s h a v e b e e n m o r e t h a n 
$1,700, e n o u g h to pay for the 
convers ions . 

Russ M i n u t o in Florence, N.J., 
h a d Amer iGas instal l dua l fue l 
convers ions wi th 60-gal lon tanks 
on a s ix-cyl inder p i c k u p t ruck and 
a one- ton ut i l i ty body t ruck. T h e 
c o m p a n y ' s commerc ia l a n d in-
dust r ia l bus iness takes these vehi-
cles as far af ield as West Virginia 
a n d Connec t icu t . Says Minuto , 
"Af te r on ly three m o n t h s wi th 
LP-gas we are ready to go ahead 
and conver t 30 more t rucks. We 've 
had no p rob lems and the drivers 
are really p leased wi th the per-
f o r m a n c e . " 

Because LP-gas is not readi ly 
avai lable at ne ighborhood fi l l ing 
s tat ions, a l t hough it is sold f rom 
coast-to-coast, Amer iGas has 
created an "Over -The-Road-Club" 
for its cus tomers . Club members 
can obta in LP-gas at local bulk 
pr ices w h e n they s top to refuel at 
any one of the 64 distr ict off ices in 
the Amer iGas LP-Gas Division. 

LP-gas is obta ined f rom two 
sources . It is a c o m p o n e n t of 
na tura l gas, and it is also a by-
p roduc t of oil re f in ing . " S u p p l i e s 
are p len t i fu l on both the domes t ic 
and fore ign marke t s , " says Bob 
Mauch . 

In add i t i on to LP-gas, AmeriGas 
p r o d u c e s a n d m a r k e t s c a r b o n 
d iox ide a n d indus t r ia l gases such 
as oxygen and acetylene. It also 
sells w e l d i n g supp l i e s and LP-gas 
app l iances . 

Amer iGas is a subs id ia ry of UGI 
Corpora t ion , a d ivers i f ied energy 
c o m p a n y headquar t e red in Valley 
Forge, Pa. UGI opera tes gas and 
e l e c t r i c u t i l i t i e s i n e a s t e r n 
Pennsy lvan ia , p roduces oil and 
na tura l gas in Pennsy lvan ia , and 
prov ides gas and oil f ield services 
a n d s u p p l i e s in P e n n s y l v a n i a , 
N e w York and Ohio . 

If you watch figures a lot, when it comes to the 
bottom line, Fylking keeps costs under control two 
ways. First, it's priced lower than most elite 
bluegrass seed. Second, it's an inexpensive 
beauty to maintain — a diet delight compared 
to other bluegrass needs for water and fertilizer. 
It's low growing, can be mowed as low as one-half 
inch and has the great body you want for seed 
mixtures. Fylking. A very nice spread with very 
appealing figures. Ask for Fylking Kentucky 
bluegrass at your local wholesale seed or sod 
distributor. 

KENTUCKY BLUEGRASS 
U.S. Plant Patent 2887 

Another (mo. quahty-con-
tcoUCd product of Jacklin 
Seed Vom pan y 



PRODUCTS 
Edger slices 
quick and neat 
B u i l t by M T D P r o d u c t s I n c . 
specif ical ly for edging , the n e w 
Lawnfl i te Model 241-595 power 
edger offers qual i ty cons t ruc t ion 
and pe r fo rmance at an economica l 
price. 

The 595's n ine inch b lade and 
two ho r sepower Briggs a n d Strat-
ton eng ine make quick work of 

t r imming even badly overgrown 
lawn edges . T h e edger r ides on 
seven inch whee l s on the rear and 
a six inch whee l in the f ront . The 
b lade engagemen t lever is conve-
n i e n t l y l o c a t e d o n t h e s t u r d y 
three-quar ter inch black tubu la r 
steel hand le . Blade dep th can be 
ad jus ted on the h a n d l e and on the 
edger head . 
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Outfront rotary rider 
Jacobsen 's Ou t f ron t 72 r id ing rot-
ary m o w e r is avai lable wi th e i ther 
water or air-cooled engines . A 
f ron t -moun ted deck that cu ts a 72 
inch swa th c ombined wi th man-

e u v e r a b l e r e a r w h e e l s t e e r i n g 
permi t s t ight t r i m m i n g a r o u n d 
trees and u n d e r shrubs . Art icu-
l a t e d d e c k s u s p e n s i o n a l l o w s 
opera tors to m o w hi l ls a n d dales 
a n d c l imb curbs w h e n in t ransi t . 
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Stanley tool offers 
their latest catalog 
T h e 1 9 8 1 - 1 9 8 2 e d i t i o n of t h e 
Stanley Hydrau l i c Tools Catalog is 
n o w a v a i l a b l e , c o n t i n u i n g t h e 
c o m p a n y ' s ful l l ine of hyd rau l i c 
powered h a n d tools, p o w e r un i t s 
and accessor ies for cons t ruc t ion , 

uti l i ty, mun ic ipa l and mar ine ap-
pl icat ions . 

F e a t u r i n g n e w m o d e l s , t h e 
c a t a l o g ' s e a s y - r e f e r e n c e f o r m a t 
presents each tool g roup in al-
phabet ica l order , wi th ful l specif i-
cat ions and order ing in fo rmat ion 
on the same page. 

To receive your copy, contact a 
Stanley Hydrau l i c dis t r ibutor , or 
Stanley Hydrau l ic Tools, 3810 S.E. 
Naef Road, Mi lwaukee , Oregon 
97222, or p h o n e 503-659-5660. 
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Diesel equipped 
Groundsmaster 72 
Toro has a d d e d diesel p o w e r to its 
G r o u n d s m a s t e r 72, a v e r s a t i l e 
mover w i th a three-b laded rotary 

cu t t ing deck and accessor ies for 
s n o w removal , leaf m u l c h i n g and 
sweep ing . T h e un i t fea tures a 
three-cyl inder , four-cycle, water-
cooled Mi tsubish i eng ine . T h e 
Groundsmas t e r 72 Diesel accepts 
all of the op t ions avai lable to the 
gaso l ine-powered Groundsmas t e r 
72 i n c l u d i n g rear d i scharge cut-

t ing deck, roll over pro tec t ion 
sys tem, enc losed cab, two-s tage 48 
inch snowth rower , and a 48 inch 
V-plow, a m o n g others . T h e p r i m e 
mover of the G r o u n d s m a s t e r 72 
Diesel has rear -wheel s teer ing, 

f r o n t - w h e e l d r i v e , h y d r o s t a t i c 
t r ansmiss ion a n d a s ingle , foot-
opera ted t ract ion peda l cont ro l for 
ins tant fo rward and reverse selec-
t ion. Speed is ins tan t ly var iable 
f rom zero to 9.5 m p h . T h e three-
b l a d e d r o t a r y c u t t i n g u n i t , 
m o u n t e d at the f ron t of the veh ic le 
u n d e r t he operator , is offset 18 
inches to the r ight to faci l i ta te 
m o w i n g u n d e r l ow-hang ing l imbs 
a n d to a l low t r i m m i n g close to 
fences , wal l s a n d bu i l d ings and 
a r o u n d trees. 
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Rotary pop-up for 
wide turf coverage 
Weather -mat ic Divis ion of Telsco 
Indus t r ies has i n t roduced a mod-
e r a t e l y p r i c e d r o t a r y p o p - u p 
spr ink le r fea tur ing plast ic h o u s i n g 
and opt iona l check valve des igned 
for large turf areas. 

T h e P K 5 0 , 60 , 70 a n d 80 
spr ink lers are impac t d r iven and 

to page 26 

You can win 
against weeds 
in early spring 
and lose to 
disease by 
early summer. 

But that won't happen when 
you make two applications of 
Daconil 2787* flowable 
fungicide a basic part of your 
early season program. 

Daconil 2787 controls 
Helminthosporium leaf spot, red 
thread and dollar spot. The 
three major diseases that can 
destroy everything you've 
done early in the season to give 

your customers a vigorous, good looking lawn. 
Leaf spot develops in cool weather when 

temperatures range between 45° and 60°F. 
Dollar spot and red thread immediately follow, 

developing at temperatures between 60° and 75°F 
which is exactly the time when leaf spot starts to 
become severe. 

First rate, effective control of all three diseases 
starts with Daconil 2787. Get the first spray on at 
"green up" or shortly after the first mowing. 

Make your second Daconil 2787 spray two to 
three weeks later. 

And count on superior coverage, unsurpassed 
retention and proven residual control. Plus excellent 
turf tolerance. 

What's more, Daconil 2787 is just as effective 
against 29 ornamental diseases. 

So when you start your early season program 
this year, don't forget to fight disease with 
Daconil 2787 fungicide while you fight weeds. 

Daconil 2787 from Diamond Shamrock. It's the 
way to healthier lawns, better customer satisfaction 
and higher profits. 

For a FREE copy of our Disease and weed 
control guide for turf and ornamentals, write: 
Diamond Shamrock, Agricultural Chemicals Division, 
1100 Superior Avenue, Cleveland, Ohio 44114. 

6h ® 

Diamond Shamrock 
Agricul tural Chemicals Division 
Diamond Shamrock Corporation 
1100 Superior Avenue 
Cleveland, Ohio 44114 
Always follow label directions carefully when using turf chemicals. 
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avai lab le in fu l l c i rc le or par t c i rc le 
mode l s . Long life a n d t roub le f ree 

serv ice are a s s u r e d d u e to t h e 
t h i c k , c o r r o s i o n - r e s i s t a n t A B S 
plas t ic h o u s i n g . T h e PK ser ies 
op t iona l check va lve can be in-
s ta l led in t h e f ie ld w i t h o u t re-

m o v i n g t h e sp r ink le r f r o m t h e l ine. 
S p r i n k l e r a s s e m b l y i s c a s t 

b ronze , s ta in less steel a n d glass-
f i l led ny lon ; covers are d ie cast 
a l u m i n u m w i t h g r e e n e p o x y 
f in i sh . T h e PK50F a n d PK60F 
u t i l i ze a s ing le h i g h p e r f o r m a n c e 
b r a s s n o z z l e . T h e P K 7 0 F a n d 
PK80F inco rpo ra t e dua l n o z z l i n g 
in w h i c h t h e sma l l e r nozz le ac-
tua te s t he i m p a c t to r s ion d r ive to 
a s su re u n i f o r m coverage on a large 
area. Part c i rc le m o d e l s u t i l ize 
s ing le , h i g h p e r f o r m a n c e brass 
nozz les . Part c i rc le t r ip col lars 
a l l ow for coverage a d j u s t m e n t s 
f r o m 20 to 340 degrees . 
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Weed killer keeps 
out vegetation 
F r a m a r Indus t r i a l P roduc t s , Inc. 
h a s a n n o u n c e d its n e w Non-
Selec t ive H e r b i c i d e # 3 , a sc ient i -
f ica l ly f o r m u l a t e d a n d h i g h l y ef-

fec t ive h e r b i c i d e for u se in t h e 
l a w n care i n d u s t r y . 

Non-Se lec t ive H e r b i c i d e # 3 
con t ro l s a w i d e r a n g e of p e r e n n i a l 
a n d a n n u a l grasses a n d w e e d s in 

p u b l i c a reas w h e r e s u c h g r o w t h is 
e spec ia l ly u n w e l c o m e : pa rk ing 
lots, h i g h w a y m e d i a n s , p i p e l i n e s 
a n d d r a i n a g e banks . A p p l i e d as a 
spray , t he p r o d u c t wi l l p rov ide 
r ap id ac t ion , a n d leave the g r o u n d 

Heavy Duty 
Measuring Wheel 

Welded 
Construct ion 

Wide Wheel-VU 

Cushioned 
Handle Grip 

Metal 
Housed 

Counter 

Easy 
Reset 

Counter 
Guard 

Used by 
of 

the Largest 
Lawn Care 

Companies 
in the U.S.A.-

Great for 
Measuring Roads, 
Parking Lots, and 

Driveways . . . 

Custom Colors 
Available on 
Request (Lots of 25 

or more Only) 

Shipping F.O.B. 
Columbus 

Quanity Discounts 

For More Information Call 
or Write: 

Imler Industries, Inc. 
[ 1117 Broadview Ave. 

Columbus, Ohio 43212 
614/ 486-9068 
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* COMBINE CONVERSION DEVICE* ° 
CONVERT YOUR BROADCAST SPREADER TO A COMBINE CAPABLE 
OF APPLYING 3 DIFFERENT GRANULAR MATERIALS AT ONE TIME. 

1. NO MORE HAND MIXING MATERIALS 
2 NO MORE USING EXPENSIVE PRE-MIXES 
3. NO MORE $15,000 OR MORE SPRAY TRUCKS 
4. NO MORE EXPENSIVE COMBINES 

5. NO MORE HUGE EQUIPMENT EXPENSES 
TO SERVICE MORE CUSTOMERS 

6 NO MORE 2 OR 3 TIMES AROUND THE 
SAME AREA GETTING DIZZY 

HERE IS THE ANSWER YOU HAVE BEEN WAITING FOR. 1 TIME AROUND DOES IT. 

Norman Lynd, owner of Green Thumb, 
located in Willow Grove, PA., has 
invented and is now manufacturing 
this conversion device* that will 
change a broadcast spreader into a 
combine, without spending thousands 
of dollars. 

A. Installation takes approximately one hour 
and you don t have to be a mechanic. 

B. Once installed, it can be removed in less 
than one minute for cleaning and put 
back together in one minute. 

C. Installation instructions and directions 
are included. 

0. The unit is made with rugged stainless 
steal and aluminum. (No rusting) 

E. All nuts and bolts for assembly are 
stainless steel. 

F. Because of the simplicity and 
ruggedness of this unit, it should never 
need replacement. 

G. Three adjustable metering slides for 
calibration are the only moving parts. 

H.A common ruler is used for calibration 
settings 

1. Orders shipped within 48 hrs. of receipt. 
J. Insert devices are available for cyclone 

brand spreaders model «99-100-100B only. 
K. These units are not available from any 

other source at this time. 

•PATENT PENDING 

L Payment in full must accompany all 
orders before shipment is made. 

M. We will ship all orders via PP. 
N. Total price $50.00 per unit plus $5.00 per 

unit for shipping and handling. 

Please make checks payable to 

GREEN THUMB 
2450 OLD WELSH RD. 

WILLOW GROVE. PA 19090 
TELEPHONE 215-657-6200 
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LEARN HOW YOU CAN CONTROL: 
Fusarium Neucrotic Ring Spot Disease, "STRESS 
CONDITIONS" & other problems that hinder lawns 
& ornamentals beauty, health & growth. 

Mother Nature has "BUILT IN" cures & controls. Are your 
current procedures interfering with her & therefore causing 
conditions for disease & other problems? 

A Natural Scientific Breakthrough 
This ONE DAY - 6 HOUR Clinic will totally awake you to a 
completely new, better, easier & more positive method to 
improve lawns beautifully. You will be supplied with proven 
facts & step by step HOW TO DO IT procedures. 

Researched & developed for more than 24 years with 3 years 
of positive performance by others like yourself in the field. 

DATES: March 2, 1982 
March 16, 1982 

TIME: 9:00 a.m. - 3:00 p.m. 
(lunch & snacks included) 

PLACE: Agro Chem Training Center 
11150 W. Addison St. 
Franklin Park, IL 60131 
(312) 455-6900 

COST: $165.00 Per Person 

Reserved seats will be guaranteed 
upon receipt of the $165.00 fee. 

NOTE: Seating is limited. Seats 
will be reserved on a first 
come, first served basis. 
Additional clinics by 
popular demand. 

For further information 
CALL (312) 455-6900 

AGROiCHEM, INC. 
••CONTROLLED GROWTH 
THROUGH CHEMISTRY" 

^ \ 

A GIANT STEP... 
BACKWARDS? 

Model PC 500 510 gallon portable use tank 81" lonq. 60" wide and 48" high Standard equipment 18" vented 
cover with post lock hatch hardware, battling system, integral molded mounting base for ease in mounting, steel tie 
down lugs to secure tank to frame. 2" poly coated dram and calibrated sight tubes 

T h e T U F L E X manu-
facturing process al 
lows a five year war 
ranty on all tanks. 

For economy prices and 
more information on our 
complete line of tanks, 
wri te or call now: 

the only manufacturer to special-
i z e l n seamless f iberglass spray tanks specifi-
cally engineered for the pest control and lawn 
care industry, is building a new, smaller ver-
sion of its popular PC 8 0 0 and PC 1 2 0 0 gallon 
f iberglass tanks. The model PC 5 0 0 fiberglass 
tank answers the industry's call for smaller 
high quality spray tanks. Tanks that meet and 
exceed the demands of every lawn and pest 
specialist. A giant step backwards . . . from 
Tu f lex fo r you! 
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Tuf lex M a n u f a c t u r i n g C o m p a n y 
PO Box 13143, Port Everglades Station 

Fort Lauderdale. Florida 33316 
Phone 305/525-8815 
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bare for o n e fu l l year . T h e her-
b i c ide acts t h r o u g h bo th roots a n d 
fol iage . T h o u g h bes t resu l t s are 
ob t a ined af ter g r o w t h h a s e m e r g e d 
in late s p r i n g or ear ly s u m m e r , it 
m a y be a p p l i e d at a n y t i m e of year 
excep t w h e n t h e g r o u n d is f rozen . 

P o w e r sp raye r s a n d c o m p r e s s e d 
air h a n d sp raye r s are best for 
app l i ca t i on , a l t h o u g h an o rd ina ry 
s p r i n k l i n g m a y be u sed . Fol iage 
s h o u l d be t h o r o u g h l y we t t ed to 
i n su re m a x i m u m ef fec t iveness . 
O n e ga l lon wi l l cover 1,000 square 
feet of soil su r face . 
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It's time to organize 
M e t h o d s Research Corpo ra t i on ' s 
n e w 1981 cata log desc r ibes a n d 
i l lus t ra tes d o z e n s of w a y s to or-
gan ize a n d i m p r o v e y o u r en t i re 
o p e r a t i o n — w i t h m a g n e t i c 
s c h e d u l i n g b o a r d s a n d v i s u a l 
p l a n n i n g s y s t e m s in a d d i t i o n to 
h u n d r e d s of co lo r fu l accessor ies . 
I l lus t ra ted by 40 fu l l color pages , 
a p p l i c a t i o n s i n c l u d e s c h e d u l i n g 

p r o j e c t s , p e r s o n n e l , e q u i p m e n t , 
p r o d u c t i o n , c o m p u t e r s , ma in te -
n a n c e , p u r c h a s i n g , f i nances , in-
ven to ry , a m o n g o thers . Also in-
c l u d e d is a spec ia l sec t ion w i th 
m u l t i - p u r p o s e m a g n e t i c boa rd kits 
for u se in d e s i g n i n g a sys tem to 
su i t y o u r n e e d s a n d a sec t ion 
desc r ib ing o u r Spin-Fi le , o p e n 
rotary f i le sys tem, for m a x i m u m 
f i l ing capac i ty in a m i n i m u m of 
space . 
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Trans-Tree is a 
total tree system 
A n e w m a c h i n e to dig, t r anspor t 
a n d t r a n s p l a n t 11 m a t u r e t rees 
w i t h u p to fou r a n d a half i nch 
d i ane te r s has been i n t r o d u c e d by 
t h e T r a n s Tree Corpora t ion of 
M i n n e a p o l i s . 

T h e pa t e n t e d T r a n s Tree Mode l 
TTC 45 c o m b i n e s a t ruck m o u n t e d 
h y d r a u l i c t ree s p a d e a n d a specia l 
dua l axle t ra i ler e q u i p p e d w i t h 10 
meta l c o n e s to p e r f o r m all work 
ope ra t i ons in t r a n s p l a n t a t i o n of 
m a t u r e t rees . Con tou r of the t ree 
s p a d e f i ts t h e in te r ior d i m e n s i o n s 
of t he t i l table cones for ease in 
p l ac ing a n d r e m o v i n g the tree, 
root sys tem a n d soil , f r o m the 
cones . 

W h i l e t rave l ing , t he root sys tem 
a n d soil seats s n u g l y in t he cones 
a n d r e m a i n s c o m p a c t e d a n d intact 
to e n h a n c e surv iva l of t he tree. 
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LEHR O N LABOR LAW 

Congress 

R e p r e s e n t a t i v e J o h n E r l e n b o m 
(R-Ill.) i n t r o d u c e d a bi l l t ha t w o u l d 
p e r m i t e m p l o y e r s to pay 85 per-
cen t of t h e f ede ra l m i n i m u m w a g e 
to fu l l - t ime s t u d e n t s a n d to y o u t h s 
u n d e r 19 years of age d u r i n g the i r 
f i rs t s ix m o n t h s of e m p l o y m e n t . 
S t u d e n t s c o u l d no t be p a i d t h e 
s u b m i n i m u m w a g e for m o r e t h a n 
20 h o u r s pe r w e e k , excep t d u r i n g 
vaca t ion pe r iods . 

A c c o r d i n g to t h e Bill, t h e Sec-
re ta ry of Labor c o u l d r equ i r e pay-
m e n t of u n p a i d w a g e s a n d over-
t i m e c o m p e n s a t i o n b y a n 
e m p l o y e r w h o d i s p l a c e s w o r k e r s 
w i t h t h o s e e l ig ib le for t h e y o u t h 
rate , or by a n e m p l o y e r w h o h i r e s 
y o u n g e m p l o y e e s for s i x - m o n t h 
pe r iod , r e p l a c i n g t h e m w i t h o the r 
s u b m i n i m u m w a g e e m p l o y e e s . 

Pr ior a t t e m p t s to r e d u c e t h e 
m i n i m u m w a g e for t e e n a g e r s w e r e 
u n s u c c e s s f u l , as p r o p o n e n t s w e r e 
u n a b l e to d e m o n s t r a t e t ha t a l o w e r 
ra te w o u l d r e d u c e t e e n a g e u n -
e m p l o y m e n t , w h i c h e x c e e d s 20 
pe rcen t . T h o u g h w e d o no t expec t 
t h i s bi l l to pa s s for t h e s a m e r e a s o n 
tha t o the r s fa i l ed , w e wi l l k e e p 
l a w n care e m p l o y e r s i n f o r m e d on 
th i s leg is la t ive d e v e l o p m e n t . 

P r o b l e m s a t EEOC 

In r e s p o n s e to a r eques t by 
S e n a t e L a b o r a n d H u m a n Re-
s o u r c e s C o m m i t t e e C h a i r m a n 
Or r in H a t c h (R-Utah), a Gene ra l 
A c c o u n t i n g Of f i ce r epor t r e l eased 
D e c e m b e r 3rd o n t h e f i n a n c i a l 
m a n a g e m e n t of EEOC f o u n d seri-
o u s d e f i c i e n c i e s r e g a r d i n g t h e 
A g e n c y ' s abi l i ty to con t ro l i ts 
a p p r o p r i a t e d f u n d s . 

T h e G A O f o u n d tha t i n t e rna l 
con t ro l s o n a c c o u n t i n g are w e a k 
d u e to i n a d e q u a t e t r a i n i n g of ac-
c o u n t i n g p e r s o n n e l , p o o r supe rv i -
s ion , i n a d e q u a t e i n t e rna l a u d i t of 
f i n a n c i a l ac t iv i t ies , a n d a gener -
a l ly i m p r o p e r l y m a i n t a i n e d a n d 
o p e r a t e d a c c o u n t i n g sys t em. T h e 
repor t s ta ted : "I t is r e c o g n i z e d tha t 
t h e a b s e n c e of a d e q u a t e s u p e r -
v i s ion c a n p r o m o t e w o r k er rors , 
e x c e p t i o n a l back logs a n d bot t le-
necks , a n d i n s t a n c e s of p r o c e d u r e s 
no t b e i n g f o l l o w e d . S u c h c o n d i -
t i o n s are p r e v a l e n t in t h e f i n a n c e 
a n d b u d g e t b r a n c h e s of EEOC." 

A g e n c y c r i t i c i zed 

It is i ron ic t ha t t h i s r epo r t w a s 
i s s u e d in December , t w o m o n t h s 
b e f o r e t h e S e n a t e L a b o r a n d 
H u m a n Resou rce s C o m m i t t e e be-
g in s h e a r i n g s on t h e overa l l m a n -
a g e m e n t of t h e EEOC. T h e A g e n c y 
h a s b e e n w i d e l y c r i t i c i zed by 
e m p l o y e r s a n d e m p l o y e r assoc ia-
t i ons w h o be l i eve t h e A g e n c y is 
u n o b j e c t i v e i n i t s a n a l y s i s of 
c h a n g e s a n d p r o m u l g a t e s ru l e s 
w h i c h a r e e x c e s s i v e l y b u r d e n -
s o m e o n e m p l o y e r s , a n d sma l l 
e m p l o y e r s in pa r t i cu la r . 

W e wi l l f o l l o w t h e s e h e a r i n g s 
c l o s e l y , a s t h o s e l a w n c a r e 
e m p l o y e r s w i t h f i f t een or m o r e 
e m p l o y e s m u s t f o l l o w t h e ad-
m i n i s t r a t i v e r e q u i r e m e n t s p r o m -
u l g a t e d by t h e A g e n c y . 

Work Stoppages Decrease. T h e 

wage bill 
u n e m p l o y m e n t r a t e d u r i n g 
N o v e m b e r rose f r o m 8% to 8.4%, 
nea r ly a fu l l p o i n t f r o m S e p t e m b e r . 
T h e n u m b e r of u n e m p l o y e d work-
ers r e a c h e d 9,000,000 in t h e m o n t h 
of N o v e m b e r . I n d i c a t i n g t h e im-
pac t of t h e c u r r e n t r ecess ion , w o r k 
s t o p p a g e s d u r i n g t h e m o n t h of 
Oc tobe r fel l to t he i r l owes t levels 
in n e a r l y 20 years . For e x a m p l e , 
m a j o r con t r ac t s in t h e ra i l road 
i n d u s t r y , l o n g s h o r e a n d m a r i t i m e 
i n d u s t r y , a n d in t h e pos ta l se rv ice 
w e r e nego t i a t ed a n d ra t i f i ed w i t h -
ou t w o r k s t o p p a g e s , in con t r a s t to 
p r io r years . 

Because of t h e h i g h u n e m p l o y -
m e n t rate , m o s t e m p l o y e s are m o r e 
c o n c e r n e d a b o u t m a i n t a i n i n g 
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Scientists study the effects of growth regulators on heterogeneous plant material 
at BASF Wyandotte Headquarters. 

To improve your 
lawn care business, 
justadd water. 

You've got a grow-
ing business, we've got 
a growing business. Why 
not combine them? 

Installing under-
ground automatic 

sprinkler systems is easy and profitable. 
And with quality controllers, heads and 

valves from Rain Bird, rainmakers to the world 
since 1933, your customer is assured the best 
system available. His lawn stays healthier and so 
do you. 

For more information on this money-
making opportunity, contact your nearest 
Rain Bird distributor. Or write to us at the 
address below. 

We'll show you how easy it is to make 
more green while you make more green. 

RAIN^B/PD 
Bringing new ideas to life. 

7045 N. Grand Avenue, Glendora, CA 91740 
* Rain Bird * a registered trademark of Rain Bird Sprinkler Mfg Corp Glendora California c 1978 Rain Bird Sprinkler Mfg Corp 

Circle No. 125 on Reader Inquiry Card 

Professional Turf Specialties 
Spraying Systems 

The System that answers every need . . . 
THE PROFESSIONAL TURF SYSTEM includes: 

1. Tank (Single or compartmented) 
2. Bed 
3. PTO and drive train 
4. Pump 
5. Tachometer 
6. Pressure gauge 
7. 300 ft., A inch high pressure hose 
8. Electric hose reel 
9. Sight gauge 
10. Spray gun 
11. High volume agitation 
12. Chemical inductor 
13. Carbon Steel or Stainless Tanks 

600, 1,000 and 1,250 gallon tanks available 

Toll Free: (800) 447-4388 or Call Collect: (309) 454-2469 

Profess ional Turf 
Special t ies 
400 North town Road 
Normal, Illinois 61761 
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ChemLawn taps Luke 
C h e m L a w n Corp . r e cen t l y an-
n o u n c e d major m a n a g e m e n t addi -
t i o n s to s t r e n g t h e n its o rgan iza -
t iona l s t r u c t u r e for a f u t u r e of 
g r o w t h . 

T o s t r e n g t h e n t h e m a n a g e m e n t 
capab i l i t y , Don L. Luke h a s j o ined 
t h e c o m p a n y in t h e n e w l y c rea ted 
pos i t ion of execut ive vice pres ident 
a n d chief o p e r a t i n g of f icer , w h e r e 
h e w i l l ove r see all o p e r a t i o n s a n d 
n e w b u s i n e s s d e v e l o p m e n t . H e 
w a s f o r n e r l y a v ice p r e s i d e n t w i t h 
Parker P e n Co., R. J. R e y n o l d s a n d 
Q u a k e r Oats . 

T o g ive m o r e a t t e n t i o n to its 
3 ,000 e m p l o y e e s , t h e c o m p a n y 
a lso r ecen t l y c rea t ed t h e p o s i t i o n 
of v ice p r e s i d e n t of h u m a n re-
sources . Jo in ing C h e m L a w n in t h i s 
c apac i t y is W i l l i a m R. K a u f m a n n , 

f o r m e r h u m a n r e sou rce s e x e c u t i v e 
w i t h B r o w n - F o r m a n Dis t i l lers 
Corp . , R a y b e s t o n - M a n h a t t a n , 
A m e r i c a n Op t i ca l a n d Q u e s t o r 
Corp . 

T o p p i n g $100 m i l l i o n in sa les in 
1980, C h e m L a w n h a s c lose to a 
m i l l i o n c u s t o m e r s n a t i o n w i d e . It 
se rves m a r k e t s in 81 m e t r o p o l i t a n 
a reas in 35 s tates , t h e Distr ic t of 
C o l u m b i a a n d C a n a d a . 

A m a j o r t h ru s t of t h e c o m p a n y ' s 
e x p a n s i o n is C h e m S c a p e , a t ree 
a n d s h r u b care d iv i s ion , a n d t h e 
c o m m e r c i a l l a w n care marke t , 
b o t h of w h i c h so far h a v e b e e n 
d r a m a t i c a l l y s u c c e s s f u l . Ag-
Van tage , i ts ag r i cu l tu ra l consu l t -
ing serv ice , c u r r e n t l y o p e r a t e s in 
Oh io , I n d i a n a , M i c h i g a n a n d Il-
l ino is . 

Poor soil is not necessarily a deterrent 
demonstrates. Grass will thrive — even 
regularly. (O.N. Scott & Sons.) 

to having a nice lawn, as this photo 
on concrete - if it's fed and watered 

Introducing Pel-Tech: 
Little benefin pellets that 
solve big turf problems. 

The Andersons, the 
professional's partner, 
has done it again. 
After rigorous, on-the-job 
liquid spray testing, we 
proudly introduce Pel-Tech . . 
the state-of-the-art in pellet-
ized benefin, an industry 
acclaimed top choice for 
effective pre-emergence 
crabgrass control. 

We're gonna stir up 
some excitement. 
Major lawn service 
companies that assisted us 
in proving Pel-Tech's high 
efficiencies and outstanding 
economies are already 
applying it confidently. And 
they're coming back for 

more. Cost savings are 
ranging from 20 to as high 
as 40 percent against leading 
competitive products. 
Exciting? You bet! 

Here's some more 
good news: 
• Pel-Tech disperses quickly 

with minimum mechanical 
agitation. 

• It's compatible with most 
commonly used fertilizers 
and pesticides. 

• Won't stick to plant foliage. 
• It's EPA approved. 
• Pel-Tech is conveniently 

packaged. 
• Urea carrier delivers 35 

percent nitrogen. 

The Big Difference. 
The big difference that sets 
Pel-Tech way out in front of 
the competition is the result 
of our unique pellet forming 
process. Developed in The 
Andersons' research labora-
tory, the technique has 
enabled us to combine a 
nutritional urea carrier with 
a performance proven bene-
fin compound. 
What this means for you is 
that, with Pel-Tech, you're 
getting a stable herbicide 
product that's nearly 100 
percent composed of active 
ingredients . . . throughout 
each pellet! Not just an out-
side coating. 
Call us toll-free or write for 

the name of your nearest 
Pel-Tech distributor. He'll be 
able to tell you more good 
news about this exciting 
breakthrough for sprayable 
pre-emergence crabgrass 
control. You'll be glad you did. 

the professional's 
partner 
T h e « « * 
Andersons 

Lawn Fertilizer Division 
P.O. Box 119 
Maumee, Ohio 43537 
Ohio: 

800-472-3220 
Outside Ohio: 

800-537-3370 
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HERBICIDES LEAD 

Pesticide production 
to increase 1.4% 
annually thru 1985 
Domes t i c p r o d u c t i o n of pe s t i c ide s 
is fo recas t to i nc rease 1.4 p e r c e n t 
a n n u a l l y f r o m s o m e 1.4 b i l l ion 
p o u n d s in 1980 to abou t 1.5 b i l l ion 
p o u n d s by 1985, r epo r t s Fros t & 
Su l l i van , Inc. 

C o n c u r r e n t l y , m a r k e t v a l u e wi l l 
g r o w 8.4 p e r c e n t f r o m abou t $3.9 
b i l l i on to $5.8 b i l l ion . 

P r o d u c t i o n of he rb i c ide s , t h e 
larges t pe s t i c i de c lass , is seen 
b u i l d i n g at a 1.9 p e r c e n t a n n u a l 
c l ip , c l i m b i n g f r o m 600 mi l l i on 
p o u n d s in 1980 to nea r ly 700 
m i l l i o n p o u n d s by 1985, t h e mar-
ke t ing r e sea rch f i rm says in a n e w 
s t u d y , Pesticides Market. Dollar 
v a l u e is p ro jec ted to r i se 8.6 
p e r c e n t a n n u a l l y f r o m abou t $2.3 
b i l l ion to a l m o s t $3.5 b i l l ion . 

In sec t i c ide p r o d u c t i o n is fore-
cast to g r o w 0.9 p e r c e n t a n n u a l l y 
f r o m 585 m i l l i o n p o u n d s to 611 
m i l l i o n p o u n d s over t h e pe r iod . 
Va lue is e s t i m a t e d to c l i m b 7.8 
p e r c e n t pe r year f r o m m o r e t h a n 
$1.3 b i l l i on to jus t u n d e r $2 bil-
l ion . 

F u n g i c i d e s , t h e sma l l e s t of t he 
m a j o r p e s t i c i d e c lasses , wi l l s h o w 
a 1.4 p e r c e n t i nc rease in a n n u a l 
p r o d u c t i o n , f r o m 165 mi l l i on 
p o u n d s in 1980 to s o m e 173 
m i l l i o n p o u n d s by 1985. Va lue is 
s een e sca l a t i ng 8.1 p e r c e n t a n n u -
al ly f r o m abou t $270 m i l l i o n to 
$415 mi l l i on . 

W h e n s e g m e n t e d by c h e m i c a l 
c lass , t h e p e s t i c i d e marke t is cur-
r en t ly d o m i n a t e d by f ive ac t ive 
i n g r e d i e n t s . O r g a n o p h o s p h a t e s 
a c c o u n t for 19 p e r c e n t of total 
va lue ; ca rbana te s , a m i d e s a n d 
he t e rocyc l i c n i t r o g e n s each have 
18 p e r c e n t shares ; a n d , d in i t -
r o a n i l i n e s con t ro l 12 pe rcen t . 
T h e s e ra t ios are e x p e c t e d to re-
m a i n in tac t t h r o u g h 1985. 

G o v e r n m e n t ac t i ons are s een as 
i n f l u e n c i n g p r i c ing . "I t is c lear 
t ha t m a n y m o r e pe s t i c i de s wi l l 
b e c o m e res t r ic ted a n d r e m o v e d 
f r o m t h e m a r k e t , " Frost & Su l l i van 
sa id . " T h i s wi l l r e d u c e se lec t ion of 
pes t i c ides , a n d t h e f e w e r p r o d u c t s 
ava i lab le , t h e h i g h e r t h e p r i c e s . " 
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ex i s t ing w a g e a n d bene f i t levels , 
r a ther t h a n i nc rea s ing t h e m . T h o s e 
l a w n care e m p l o y e r s w h o are at 
fu l l e m p l o y m e n t in a reas of h i g h 
u n e m p l o y m e n t , s u c h as M i c h i g a n , 
Ind i ana , Ohio , P e n n s y l v a n i a a n d 
W a s h i n g t o n s h o u l d occas iona l ly 
r e m i n d e m p l o y e s of th i s fact so 
t hey d o not t ake the i r jobs for 
g ran ted . 

O n e a p p r o a c h is for t h e l a w n 
care e m p l o y e r to r ev i ew h i s pro-
jec t ions for 1982 w i t h e m p l o y e s . 
At s u c h a m e e t i n g , t h e l a w n care 
e m p l o y e r c o u l d m e n t i o n h i s fu l l 
e m p l o y m e n t s i tua t ion , in con t ras t 
to m a n y o the r e m p l o y e r s t h r o u g h -
out t h e c o u n t r y . F u r t h e r m o r e , h e 
c o u l d a d d tha t t h e c o o p e r a t i o n a n d 
t e a m w o r k of e v e r y o n e assoc ia ted 
w i t h t h e l a w n care e m p l p y e r wi l l 
d e t e r m i n e w h e t h e r 1982 is an e v e n 
bet ter year t h a n 1981. 

U n a n s w e r e d q u e s t i o n s 

Q u e s t i o n s a rose d u r i n g o u r ses-
s ions at t h e r ecen t C o n v e n t i o n 
w h i c h I sa id w o u l d be a d d r e s s e d 
in th i s c o l u m n . First : Does a l a w n 
care e m p l o y e r h a v e to c o m p e n s a t e 
a n e m p l o y e f o r t r a n s p o r t a t i o n 
d u r i n g n o n w o r k i n g t i m e in a l a w n 
care e m p l o y e r ' s v e h i c l e ? No, be-
c a u s e a n e m p l o y e m a y u s e a 
c o m p a n y veh i c l e d o e s no t r equ i r e 
t h e e m p l o y e r to p a y tha t e m p l o y e 
for h i s d r i v i n g to a n d f r o m work , 
just as if h e w e r e in h i s o w n 
veh ic le . S e c o n d : H o w is a p e r i o d i c 
(non-week ly ) b o n u s a v e r a g e d over 
p r io r w o r k w e e k s ? 

S t ep One : A s s u m e a t e c h n i c i a n 
ea rns a $200 b o n u s at t h e e n d of 
a 10-week pe r iod . T h a t b o n u s 
m u s t be ave raged for e a c h of t h e 
t en w o r k weeks , regardless of 
w h e t h e r or no t t h e w o r k w e e k 
i n v o l v e d ove r t ime . T h u s , di-
v i d i n g t h e tota l b o n u s by t h e 
tota l w o r k w e e k s e q u a l s t h e 
a m o u n t of b o n u s e a r n e d per 
w e e k — $20. 
S t ep T w o : T h e a m o u n t of pe r 
w e e k b o n u s ($20) s h o u l d be 
d i v i d e d b y t h e t o t a l h o u r s 
w o r k e d in t h e w e e k , w h i c h 
i n d i c a t e s t h e to ta l a m o u n t t h e 
e m p l o y e e a r n e d pe r h o u r in 
b o n u s . If t h e e m p l o y e w o r k e d a 
5 0 - h o u r week , $20 d i v i d e d by 50 
h o u r s e q u a l s 40* per h o u r . 
S t e p T h r e e : B e c a u s e t h e 
e m p l o y e e a r n e d 40* pe r h o u r 
b o n u s f o r e v e r y h o u r , o n e 
t h r o u g h 50, o n e a n d one-ha l f 
t i m e s tha t ra te is no t o w e d , o n l y 
" h a l f - t i m e " is o w e d . T h u s , 
one-ha l f of 40* equa l s 20*. Mul -
t ip ly t h e ha l f - t ime f i g u r e t i m e s 
t h e n u m b e r of o v e r t i m e h o u r s 
(10), a n d tha t e m p l o y e is o w e d 
an a d d i t i o n a l $2 .00 for t ha t w o r k 
week . 
R e m e m b e r tha t t h i s c a l c u l a t i o n 

is m a d e after t h e t e c h n i c i a n h a s 
rece ived h i s c o m p e n s a t i o n for tha t 
week , a n d is in addition to t h e 
b o n u s . B e c a u s e t h e b o n u s i s 
a w a r d e d at a t i m e s u b s e q u e n t to 
t h e w o r k w e e k , it t h e n m u s t be 
ca l cu l a t ed back over each w o r k 
week , as t h i s e x a m p l e d e m o n -
strates . T h u s , a n e m p l o y e w h o 
w o r k e d 10 weeks , 50 h o u r s per 
w e e k a n d e a r n e d a $200 p r o d u c -
t ion b o n u s is en t i t l ed to an a d d i -
t iona l $20 — 1 0 w e e k s x [ha l f - t ime 
(20*) x No. of o v e r t i m e h o u r s (10)]. 

Richard Lehr is an attorney with the 
Birmingham law firm of Sirote, Per-
mutt, Friend, Friedman, Held & 
Apolinsky and a frequent contributor 
to Lawn Care Industry. 

GARFIELD WILLIAMSON 

Lawn care newsletter offered 
Garf ie ld W i l l i a m s o n Co., Jersey 
City, N.J., m a n u f a c t u r e r a n d dis-
t r ibu to r of p ro fe s s iona l l a w n a n d 
fer t i l izer p r o d u c t s , is p r o d u c i n g a 
n e w s l e t t e r d i r ec t ed to l a w n care 
b u s i n e s s m e n a n d o the r i n t e re s t ed 
p r o f e s s i o n a l s in t h e f ie ld . 

T h e L a w n Street Journal pro-
v i d e s up - to -da t e i n f o r m a t i o n o n 
t h e f i r m ' s p r o d u c t s , gene ra l in-
d u s t r y n e w s , top ica l f ea tu re s of 
in te res t to turf m a n a g e r s a n d n e w 
m a r k e t i n g m e t h o d s a n d s t u d y re-
sul ts . 

John Zajac , genera l m a n a g e r of 
t h e f i rm to ld L A W N CARE IN-
DUSTRY: " T w o - w a y c o m m u n i -
ca t ion is vi tal for every i n d u s t r y . 
T h e Lawn Street Journal is ou r 
c o n t r i b u t i o n to tha t p rocess . T h e 
jou rna l p r o v i d e s a n o - n o n s e n s e 
a p p r o a c h to t op i c s of in te res t 
w i t h i n o u r i n d u s t r y . In t h i s w a y , 

w e h o p e to k e e p t h e i n d u s t r y 
a p p r a i s e d of o u r r e sea rch en-
deavors , n e w p r o d u c t a p p l i c a t i o n s 
a n d da ta f r o m i n d u s t r y a n d dea le r 
sources . T h e d i a l o g u e s h o u l d be 

John Zajac 

u s e f u l to al l c o n c e r n e d . " 
L a w n care b u s i n e s s m e n m a y 

ob ta in a f ree s u b s c r i p t i o n by wr i t -
ing: John Zajac , Gar f i e ld Wi l l i am-
s o n Co., Dept . LSJ, 1072 Wes t S ide 
Ave. , Jersey City, NJ 07306 . 

I N T E R N A T I O N A L SEEDS 

Sabre rough bluegrass 
is licensed in Canada 
Sabre rough bluegrass has been 
l icensed for sale in Canada , accord-
ing to Harry Stalford, p roduc t s 
manager , Internat ional Seeds, Inc., 
Halsey, Ore. 

Stalford said that Sabre had f o u n d 
a ready market in the U.S. because of 
its except ional pe r fo rmance in the 
shade . Sabre is one of the first 
domes t ic variet ies of rough blue-
grass to be granted a permi t u n d e r 
the Plant Variety Protect ion Act in 
the U.S. a n d is the first to be l icensed 
in Canada . 
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Eclipse Kentucky bluegrass seed available exclusively from: 

COWBELL SEEDS, INC., 1093 129th St.. Bradley. Mich.; 850 N. Old 23. Brighton, Mich. 
GARFIELD WILLIAMSON, INC., 1072 West Side Ave.. Jersey City. N.J. 

JACKLIN SEED COMPANY, W 5300 Jacklin Ave.. Post Falls. Idaho® NUNES TURFGRASS, INC., 2006 Loquot Ave , Patterson. Calif. 
TWIN CFTY SEED COMPANY, 500 30th Ave., N.E., Minneapolis. Minn. • ROTHWELL SEEDS (IN CANADA), P O Box 511, Lindsay. Ontario 



PROMOTING YOUR BUSINESS... IS OUR BUSINESS 
'GARDEN TIPS' 

NOW IS THE TIME... 
• It is your "monthly handshake" with all your customers 

and prospects. 
• It is yours — personalized with your name/ 

company/phone. 
• 100% of our subscribers to "Garden Tips" renew year 

after year. 

WHY 100% RENEWAL? Circle No. 134 on Reader Inquiry Card 

i s 95-98% customer readership. 
v* Sells-to increase your profits. 
i s Retains the best customers while 

building customer confidence. 
i s Gets new customers... your name 

is there when they need you. 

MAKE MORE MONEY 
EXPAND INTO THE 
TURF + ORNAMENTAL BUSINESS 

PROFESSIONALLY 
• NO FRANCHISE FEES OR ROYALTIES. 
• KEEP YOUR INDEPENDENCE. 
• WORK AT YOUR OWN PACE. 

. . . We are the ONLY company providing the complete 
services you need. 

QUALITY HORTICULTURAL 
PRODUCTS... 

GREEN PRO 
COOPERATIVE 
SERVICES 

• SUCCESS PACKAGE 
• FOUR-DAY ACADEMIES to prepare 

you for the waiting profits. 
• IN-FIELD CONSULTATION 

Circle No. 135 on Reader Inquiry Card 

THE UNBEATABLE 
PROFIT-MAKER 
(1) Hydraulic Deep-Root 
Feeder Designed 
For Easy Operation 
Hour After Hour 
(2) High-Organic Root Food 

Well posi t ioned 
and eff ic ient 
f low control 

Cupped 
splash guard 
& step plate > Rubber 

handles for 
cold weather comfor t 

There is 
Nothing Better 
on the Market. 
Circle No. 136 on Reader Inquiry Card 

Chisel Point 
for hard or rocky 
ground penetration. A L S O 
Ultra easy in * B u | k L a w n F o o d 

soft ground • Bulk Storage Facilitie: 
• Spraying Equipment 

• Soil Conditioners 

EXECUTIVE NEWSLETTER 
A DIGEST OF INFORMATION - IDEAS - AND 
BUSINESS BUILDING AIDS 

Forum of Ideas. 
Current Information 
You Need Week By Week. 
What to Look For and 
What To Do. 

Latest Innovations 
Sample Customer Letters 
Advertising & Promotion 
Money-Making and 
Money-Saving Tips 

PLUS: PROFIT WORKSHOPS to directly help you build 
your business with hands-on sessions. 

PLUS: GROUP PURCHASING of equipment, materials, 
sales aids, advertising brochures. 

Circle No. 137 on Reader Inquiry Card 

VOUR ONLY 
COMPLETE SOURCE 

(516)4830100 
380 S. FRANKLIN ST., HEMPSTEAD, N.Y. 11550 

THE ONLY SERVICE 
OF ITS KIND 

Bookstore 
010, 015 - ADVANCES IN 
TURFGRASS PATHOLOGY $27.95 
hardcover, $18.95 paperback 
340 - CONSTRUCTION DESIGN FOR 
LANDSCAPE ARCHITECTS $24.50 
345 - COST DATA FOR LANDSCAPE 
CONSTRUCTION 1981 $24.95 
410 - DISEASES & PESTS OF 
ORNAMENTAL PLANTS $26.50 
660 - DISEASES OF SHADE TREES 
$23.50 
610 - DISEASES OF 
TURFGRASS $30.00 
795 - FIRST AID MANUAL FOR 
CHEMICAL ACCIDENTS $16.50 
paperback 
440 - FUNDAMENTALS OF 
ENTOMOLOGY & PLANT 
PATHOLOGY $22.00 
450 - GARDENING IN SMALL 
PLACES $7.95 
455 - GRAFTER S 
HANDBOOK $16.95 
480 - GREENHOUSE MANAGEMENT 
FOR FLOWER AND PLANT 
PRODUCTION $15.35 
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 
360 - HOME LANDSCAPE $18.95 
510 - H0RTUS THIRD $99.50 
690 - INSECTS THAT FEED ON 
TREES & SHRUBS $42.50 
530 - INTERIOR 
PLANTSCAPING $28.50 
540 - INTRODUCTION TO 
FLORICULTURE $29.50 
335 - LANDSCAPE DESIGN THAT 
SAVES ENERGY $9.95 paperback 
370 - LANDSCAPE OPERATIONS: 
MANAGEMENT, METHODS & 
MATERIALS $18.95 

380 - MANUAL OF WOODY 
LANDSCAPE PLANTS $19.00 
545 - MODERN WEED 
CONTROL $19.50 
665 - OXFORD ENCYCLOPEDIA OF 
TREES OF THE WORLD $24.95 
780 - PARK AND RECREATION 
MAINTENANCE 
MANAGEMENT $18.95 
355 - PERSPECTIVE 
SKETCHES $19.50 
390, 395 - PHOTOGRAPHIC 
MANUAL OF WOODY LANDSCAPE 
PLANTS $22.00 hardcover, $14.60 
paperback 
365 - PLAN GRAPHICS $21.00 
700 - THE PRUNING 
MANUAL $14.95 
790 - RECREATION PLANNING AND 
DESIGN $31.95 
375 - SITE DESIGN AND 
CONSTRUCTION DETAILING $24.00 
730 - TREE CARE $8.95 
740 - TREE FARM BUSINESS 
MANAGEMENT $20.50 
750 - TREE IDENTIFICATION $9.00 
760 - TREE MAINTENANCE $29.95 
385 - TREES FOR ARCHITECTURE 
AND THE LANDSCAPE $11.95 
770 - TREE SURGERY $18.95 
650 - TURFGRASS 
MANAGEMENT $17.95 
630 - TURFGRASS: SCIENCE & 
CULTURE $23.95 
640 - TURF IRRIGATION 
MANUAL $22.95 
620 - TURF MANAGEMENT 
HANDBOOK $14.65 
110, 1 2 0 - T U R F MANAGER S 
HANDBOOK $23.95 hardcover, 
$18.95 paperback 
565 - WEEDS $32.50 
560 - WEED SCIENCE $24.00 
570 - WESTCOTT'S PLANT DISEASE 
HANDBOOK $34.50 
580 - WYMAN'S GARDENING 
ENCYCLOPEDIA $29.95 

C L O S E O Ü T S 

420 - EXOTIC PLANT 
MANUAL $32.00 
430 - FLOWER & PLANT 
PRODUCTION IN THE 
GREENHOUSE $13.60 
460 - GREENHOUSE 
ENVIRONMENT $21.20 
470 - GREENHOUSE 
GROWER $12.40 

ORDER THESE TITLES AT 
SPECIAL REDUCED PRICES! 

500 - HORTICULTURAL 
SCIENCE $18.80 
780 - PARK AND RECREATION 
MAINTENANCE 
MANAGEMENT $16.00 
550 - PLANT PROPAGATION $21.00 
400 - WESTERN HOME 
LANDSCAPING $6.75 

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

Name 
Address. 
City .State, -Zip. 

.Date. Signature 
Phone Number 
Please send me the following books. I have enclosed a check* for the total amount. 
Please charge to my Visa, Master Card or American Express (circle one) 
Account Number Expiration Date 

ORDER NUMBER QUANTITY PRICE TOTAL PRICE 

'Please add $2.50 per order plus 25c per additional copy for 
postage and handling. 
Please allow 6-8 weeks for delivery 
Prices subject to change. Total Enclosed 
Quantity rates available on request 

(postage & handling) 

LCI 22 



COST CUTTINGS 

Minimum wage exemptions 
M a n y l a w n care c o m p a n i e s c o u l d lose t he i r m i n i m u m w a g e 
e x e m p t i o n s if Congre s s a d o p t s t h e r e c o m m e n d a t i o n s of t h e 
p r e s i d e n t i a l l y a p p o i n t e d M i n i m u m W a g e S t u d y C o m m i s s i o n . 
A c c o r d i n g to a r epor t in Inc. Magaz ine , a b o u t o n e m i l l i o n sma l l 
c o m p a n i e s m e e t t h e a n n u a l sa les v o l u m e tes t of $325 ,000 or less , 
e x e m p t i n g t h e m f r o m m i n i m u m w a g e r e q u i r e m e n t s . 

In a m i n o r i t y repor t , c o m m i s s i o n m e m b e r S. W a r n e Rob inson , 
f o r m e r c h a i r m a n of t h e G. C. M u r p h y Co., c o m m e n t e d , " T h e 
o n l y w a y (smal l b u s i n e s s e s ) c a n c o p e w i t h t h e i n c r e a s e d w a g e 
ra tes is to r e d u c e e m p l o y m e n t a n d se rv ice levels , t h e o n e 
c o m p e t i t i v e e d g e t h e y h a v e over la rger e n t e r p r i s e s . . . By 
r e c o m m e n d i n g abo l i t i on of t h e e x e m p t i o n r a the r t h a n its 
e x p a n s i o n , t h e C o m m i s s i o n ma jo r i t y t u r n s i ts back o n t h e 
n a t i o n ' s sma l l b u s i n e s s e s . " 

Before 1966 a m e n d m e n t s to labor l aws , t h e d o l l a r - v o l u m e tes t 
for e x e m p t i o n w a s o n e mi l l i on . L a w n ca re b u s i n e s s m e n w o u l d 
d o we l l to con tac t t he i r c o n g r e s s m e n in s u p p o r t of R o b i n s o n ' s 
pos i t i on . 

TURF 
MANAGERS' 
HANDBOOK 
By Dr. William Daniel and 
Dr. Ray Freeborg 
$23.95* hardcover $18.95* paperback 
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 

Please send copies of the hardback ($23.95* ea.) Name (print) 
Signature. 

-copies of the paperback ($18.95* ea.) Address . 

Quantity rates available upon request. 
'Please add $2.50 per order plus 25c per additional 
copy for postage and handling. 
Please charge to my Visa. Master Card, or 
American Express (circle one) 
Account Number 
Expiration Date . 

City 
Phone. 

-State . -Z'P • 

Please allow 6-8 weeks for delivery. 

Send to: Book Sales 
Harcourt Brace Jovanovich Publications 

One East First Street 
Duluth, MN 55802 LCI 22 

S E K from page 1 

F u n k , t h e o w n e r of t h e b u s i n e s s , 
a n d p a i n t a n i n a c c u r a t e p i c t u r e of 
h o w w e a n d p e o p l e in t h e l a w n 
care i n d u s t r y r an t he i r b u s i n e s s e s 
d u r i n g t h e m i d to la te 1970 ' s . 

A l t h o u g h I w a s p r i m a r i l y a 
s a l e s m a n for F u n k Co., I a l so 
s p r a y e d l a w n s , d i d soi l s ter i l iza-
t i on w o r k a n d h a n d l e d t h e s a m e 
c h e m i c a l s a s e v e r y b o d y e l s e 
e m p l o y e d by F u n k Co. d u r i n g 
t h o s e years . 

Ms. W r i g h t i m p l i e s Mr. F u n k 
d e l i b e r a t e l y h i d f r o m o u r 
e m p l o y e s t h e fact t ha t w e w e r e 
w o r k i n g w i t h p o t e n t i a l l y h a z a r d -
o u s c h e m i c a l s . T h i s is to ta l ly fa lse 
a n d to set t h e r eco rd s t r a igh t I 
w o u l d say th i s : 

D u r i n g t h o s e ear ly yea r s in t h e 
l a w n s p r a y b u s i n e s s w e w e r e 
gu i l ty of ca r e l e s snes s a n d ignor -
a n c e of poss ib l e d a n g e r s of mis -
h a n d l i n g a n d m i s a p p l i c a t i o n of 
t h e s e c h e m i c a l s . T h e r e is n o ex-
c u s e for tha t . H o w e v e r , o u r t r ans -
g re s s ions w e r e in n o w a y de l iber -
ate, a n d t h e y w e r e n o t d o n e to t h e 
d e t r i m e n t of o u r e m p l o y e s h e a l t h 
a n d we l f a re . 

D u r i n g t h e m i d to la te 70 's , 
a r t ic les o n t h e poss ib l e h a z a r d s of 
ce r t a in pe s t i c i de s s u c h as 2,4,5-T 
a n d s i lvex (2,4,5-TP) w e r e jus t 
be ing p u b l i s h e d as a r e su l t of t h e 
A g e n t O r a n g e c o n t r o v e r s y . A s 
m o r e of t h i s i n f o r m a t i o n b e c a m e 
ava i lab le , w e at F u n k a n d p e o p l e 
in t h e l a w n care i n d u s t r y in gen-
eral w e r e b e c o m i n g m o r e a w a r e of 
t h e fact t ha t w e ' d be t te r s p r u c e u p 
o u r sa fe ty p r o c e d u r e s jus t in case 
t h e r e w a s m o r e t r u t h to t h e s e 
a l l ega t ions . 

A l so in N e w York s ta te p r io r to 
1978 all t ha t w a s r e q u i r e d to 
b e c o m e l i c ensed as a p r o f e s s i o n a l 
l a w n ca re b u s i n e s s m a n w a s to 
a p p l y for a c u s t o m a p p l i c a t o r ' s 
pe rn i t . T h e r e w e r e n o t t e s t s or 
e x a m s r e q u i r e d to get i n to t h e 
b u s i n e s s . It w a s n ' t u n t i l 1977 t ha t 
t h e i n d i v i d u a l l i c e n s i n g c a m e 
t h r o u g h w i t h a n a p p l i c a t o r s co re 
e x a m a n d t h e n a C o m m e r c i a l Spe-
c ia l ty e x a m for turf a n d o r n a m e n -
tal s p r a y i n g . T h e n e w p r o g r a m in 
N e w York State h e l p e d al l of u s 
b e c o m e m o r e k n o w l e d g e a b l e a n d 
m o r e p r o f e s s i o n a l in o u r u s e of 
pes t i c ides . 

Ms. W r i g h t p i c t u r e s F u n k Co. as 
a s h a b b y o p e r a t i o n t h a t 
" t h o r o u g h l y d o u s e d " Buf f a lo a n d 
Niagara Co. w i t h 2,4-D a n d s i lvex , 
a n d tha t s u b u r b a n c u s t o m e r s w e r e 
" h u s t l e d " a n d " s u c k e d " i n to a 
p r o g r a m . W e l l , w e d i d n ' t 
t h o r o u g h l y d o u s e a n y t h i n g . W e 
s p r a y e d l a w n s w i t h h e r b i c i d e s a n d 
i n s e c t i c i d e s t ha t w e r e s t a n d a r d 
p r o d u c t s u s e d by a n y o n e in o u r 
b u s i n e s s . 

O u r c u s t o m e r s w e r e n ' t " h u s -
t l e d " or " s u c k e d " i n t o a w o r t h l e s s 
p r o g r a m . F u n k Co. h a s a f i n e 
r e p u t a t i o n in t h e Buf fa lo a rea a n d 
w e d i d a g o o d job fo r o u r c u s t o m -
ers. T h a t ' s h o w o u r b u s i n e s s g r e w 
a n d b e c a m e s u c c e s s f u l . 

In t h e m i d 1970 ' s w e w e r e y o u n g 
a n d in a f l e d g l i n g i n d u s t r y . As w e 
l e a r n e d abou t p o t e n t i a l h a z a r d s of 
p e s t i c i d e s t h r o u g h g o v e r n m e n t 
a n d m a n d a t e d t r a i n i n g a n d 
l i c e n s i n g p r o g r a m s a n d t h r o u g h 
i n - h o u s e t r a i n i n g a n d e d u c a t i o n 
p r o g r a m s w e i m p r o v e d o u r sa fe ty 
p r o c e d u r e s . 

iMpROVEd Lawn Eouìpment Coup. 
9 Skylark Drive • Spring Valley, NY 10977 • (914)354-3933 
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Crabgrass 
R O C K L A N D 

PROFESSIONAL 

Betasaii 
Selective Prc-emergencc Herbicide 

ROCKLAND BETASAN now available In a new 8/16 mesh 7 % granular plus three 
different strengths 1 2.5%G., 3.6%G. and a 4 lb. E.C. 

(R) Betasan is a registered Trademork of Stauffer Chemical Co. 

ROCKLAND has a complete line of granular insecticides, herbicides and 
fungicides for Professional Turf Maintenance. 

ROCKLAND Fertilizers contain combinations of IBDU, NITROFORM and new 
SULFUR COATED UREA. Some available formulations — 25-5-15, 30-2-5 and 
20-4-10. 

All products are formulated with the highest quality ingredients and carriers. 

ROCKLAND PROFESSIONAL lawn and garden PRODUCTS CATALOG 

>?er|cDc|ROCKLAND CHEMICAL CO.. INC. 
ite | i l . I PASSAIC AVE., WEST CALDWELL, N.J. 07006 

Circle No. 128 on Reader Inquiry Card 

Dependable Sprayers 
From Dobbins 
MODEL 21165 MODEL 3187 J ^ T F L 

Commercia l Sprayers for 
Farm and Industry 

65-Gallon polyethelene tank. 
Powerful single cylinder 
pump. Handles all types of 
pesticides, herbicides, 
soluble fertilizers and 
disinfectants. Can be 
converted to trailer hitch 
mount. 

Polyethylene Tank Sprayers 
for Commercia l Appl icat ions 

This single cylinder, medium 
pressure sprayer features a 
trailer hitch for attachment to 
garden tractors. It also 
comes with orchard gun 
which adjusts from steady 
stream to fine mist. The 
sturdy polyethylene tank is 
noncorrosive and lightweight. 

Many models to choose from. 
See your local jobber or write for free catalog. 

Master Manufactur ing 
P.O. Box 694 
Sioux City, IA 51102 
(712) 258-0108 

DOBBINS 
CPCDWCECR3 
SPRAYER 

Circle No. 120 on Reader Inquiry Card 

Circle 
No. 113 
on Reader 
Inquiry Card 

BUILT THE 
OLD FASHIONED WAY. 

The rugged Mighty Spike Spiking 
aerator and spreader with the 
precision dispenser. 
This heavy-duty self-propelled walk 
behind machine can seed, fertilize 
and aerate a lawn efficiently, 
conserving precious time and 
expensive materials. It works in hard 
to service areas like around pools, 
trees and steep hills. Power is 
supplied by a gear reduced 3 h.p. 
Briggs & Stratton engine and is 
controlled by levers mounted near 
the guide handles. 



NEWSMAKERS 
The a p p o i n t m e n t of E. P. Janke 

as President of Gravely Division of 
McGraw-Edison in Clemmons, 
North Carol ina, was a n n o u n c e d . 
Gravely is a manufac tu r e r of h igh 
qual i ty two a n d four whee l l awn 
and ga rden tractors, r id ing mow-
ers, and a variety of mowing , s n o w 
removal and cul t ivat ion at tach-
ments . 

Janke, w h o has over thir ty years 
exper ience in the ou tdoor p o w e r 
e q u i p m e n t i n d u s t r y , r e p l a c e s 
James A. Fischer , w h o has been 
p romoted to vice p res iden t p lan-
n ing a n d deve lopmen t , commer -
cial and indus t r ia l d e v e l o p m e n t 
group, McGraw-Edison Co. 

Jack D. G u m is p res iden t and 
general manager of Lawn Pride 
International, Inc., Lexington, Ky. 
The c o n p a n y offers l iquid and 
c h e m i c a l l a w n c a r e s e r v i c e s . 

Charles Kleuh is vice pres iden t , 
and Ton W. Johnson is secretary 
t reasurer . 

James Swif t is o w n e r and Brian 
W e s s e l is m a n a g e r of T h e 
G r a s s m a n , Inc. , St. Clair Shores , 
Mich. T h e c o m p a n y offers both 
l iquid and granula r chemica l l awn 
c a r e a n d m o w i n g / m a i n t e n a n c e 
services. 

Robert C. Haney, Jr. is p res iden t 
of Duncan Lawn Care, Inc., Vie-
nna , Ohio. T h e c o m p a n y offers 
l iquid chemica l l awn care ser-
vices. 

During the annua l NLA bus iness 
meet ing , the fo l lowing off icers 
were chosen for 1981: Gerald Har-
rell, Landscapes Unlimited, 
H o u s t o n , T x , p r e s i d e n t ; Joe 
Wayman, Forrest Keeling Nur-
sery, Elsberry, Mo., vice pres ident ; 
a n d Bob S i e b e n t h a l e r , T h e 

Siebenthaler Co., Dayton, OH., 
secretary-treasurer . 

National Landscape Associa-
t ion directors e lected to two-year 
t e r m s a r e : D i c k C a m p b e l l , 
Campbell's Nurseries & Garden 
Centers Inc. , Lincoln, NE and John 
Korfhage, Korfhage Florist & Nur-
sery, Louisvil le . Directors con-
t inu ing on the board are Denny R. 
Church, D. R. Church Landscape 
Co., Inc. , Add i son , IL, and Bill 
Doerler, Doerler Landscapes Inc., 
Lawrencevi l le , NJ. Immedia te past 
p r e s i d e n t F r a n k T o m l i n s o n , 
Amfac Nurseries Select, Brea, CA, 
became director-at- large. 

Michael Baron has been n a m e d 
marke t ing coord ina tor of the Turf 
Division of the Rain Bird Western 
Sales Corp., according to market-
ing manage r Rex Dixon. 

In h i s n e w role, Baron will 
par t ic ipa te in the deve lopmen t 
and execut ion of marke t ing goals 
for the wor ld ' s largest spr inkler 
m a n u f a c t u r i n g c o m p a n y . 

POLLAND from page 21 

give. T h e ga rdeners work ing there 
before took f rom an h o u r to an h o u r 
a n d a half , bu t w e f in i shed it in a 
half hour . T k n o w you mus t be 
do ing s o m e t h i n g wrong , ' he told 
us , ' cuz you ' r e going too g a w d d a r n 
fast! ' " 

But even w i th a li t t le at t r i t ion 
he ' s been a d d i n g 10 to 25 n e w 
cus tomers a year. Pol land wan t s to 
grow, bu t doesn ' t wan t to over-
ex tend himself by g rowing too 
quickly . A c o u p l e of years ago, 
w h e n he w a n t e d to add a n e w 
crew, he adver t i sed in a local 
paper and p icked u p 76 cus tomers 
in just two mon ths . So f i nd ing n e w 
cus tomers is not a worry . But he 
es t imates that it costs $3,000 to 
outf i t a n e w two m a n c rew (not 
coun t ing t ruck and trailer), so he 
p lans to g radua l ly add a n e w crew 
about once every two years. 

Deemphasize advertising 

Outs ide of the Yel low Pages, 
Po l land doesn ' t usua l ly advert ise . 
He bel ieves the s teady g rowth he is 
an t i c ipa t ing is bui l t in "because of 
our repu ta t ion of ra in or sh ine 
we ' r e a lways there , a lways on 
t ime, and a lways do a good job," 
he says. 

W h e n Pol land was just begin-
n ing in the bus iness , and losing 
more than he was making , he was 
he lped out by an exper ienced l awn 
care profess ional in the area w h o 
passed on m a n y good manage-
men t t ips . Pol land n o w ex tends 
the favor to o thers in the area 
get t ing s tar ted. 

Helping one another 

"I 'd ra ther spend t ime he lp ing a 
m a n learn h o w to es t imate and bid 
l awns ra ther t han see h im go 
b a n k r u p t , " Pol land says. "For , if 
he u n d e r b i d s me just to get the 
work, that doesn ' t he lp me, and it 
doesn ' t he lp e i ther if he goes 
unde r . For by then the lawn may be 
such a mess it may be hard to get, 
for the cus tomer is l ikely to be 
t u rned off by l awn care profes-
s ionals . We ' re all in th is together , 
so w e may as wel l he lp each other 
ou t . " — Mike Major 

NEW! 
DIAPHRAGM 

PUMPS FROM 
HYPRO. 

Announcing a complete line of low cost, 
low maintenance diaphragm pumps 
and accessories. These new pumps 
feature proven designs, high quality 
engineering and the reliability you 
expect from Hypro. 

Outputs range from 5 to 60 gpm. 
Pressures from 250 to 850 psi. Pumps 
are extremely durable and easy to 
repair. Diaphragm pump applications 
range from spraying to pressure 
washing to liquid transfer to hydrostatic 
testing. And a full range of accessories 
plus nationwide Hypro service is 
available. Get the facts on new 
diaphragm pumps from Hypro today. 

Low pressure diaphragm pumps, to 280 
psi, with outputs to 60 gpm. 

Medium pressure diaphragm pumps, to 
580 psi, with outputs to 13 gpm. 

High pressure diaphragm pumps, to 850 
psi, with outputs to 50 gpm. 

«si A DIVISION OF LEAR SIEGLER INC 
319 Fifth Ave NW, St. Paul. MN 55112 • (612) 633-9300 

TURF BOOMS 

' A More Effective CbemicaîÂpplication 
— M M M M M M M M M * M M M M M M M M M M M M ' W ' 

Yes, I'd like more Information: 

• MicroMax Rotary Nozzle Power Sprayer Gu ide • 

• Broyhill Turf Booms Broyhill Turf SprayersD 

Name: 

Address: 

City & State: Zip: 

\ J h e Broyhill Co. • 402 987-3412 • Dakota City, NE 6873iy 

Circle No. 103 on Reader Inquiry Card 

Advances in Turfgrass Pathology 
published by HARCOURT BRACE JOVANOVICH PUBLICATIONS in 

cooperation with Dr. B. G. Joyner, Dr. P. 0. Larsen and 
Chemlawn Corporation 

This extensive volume contains 
chapters on 

I ADVANCES IN 
TURFGRASS 
RWHOLOGY 
Efes 

$27.95* (hardcover) 
$18.95* (paperback) 

COPIES 
LIMITED — 

DON'T DELAY! 

• 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! 

ADVANCES IN TURFGRASS PATHOLOGY 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 CURRENT WITH NEW IDEAS ON HOW TO HANDLE TURFGRASS PROBLEMS WITH 
ADVANCES IN TURFGRASS PATHOLOGY. 

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

YES! Please send me copy(ies) of ADVANCES IN TURFGRASS 
PATHOLOGY. 

$27.95* hardcover $18.95* paperback 
Quantity rates available on request. 

A check or money order for. Js enclosed. 

Name 
Address. 
City 
Phone. 

-State. -Z ip . 

* Please add $2 .50 per order plus 25* per additional 
copy for postage and handling. 

Please charge to my Visa, Master Card, or 
American Express (circle one) 
Account Number 
Expiration Date. 
Please allow 6-8 weeks for delivery. LCI 22 



MONEYWISE 
LAWS from page 1 

care indus t ry has to comply , at 
least in the state of Missour i , " he 
said. He has served on consu l t ing 
commit tees wi th the dean of the 
Univers i ty of Missour i School of 
Agr icul ture , w h o w o u l d h a n d l e 
app l ica t ions for fert i l izer permits . 

Dr. Schnare said that com-

we pu t th is in fo rmat ion on a t icket, 
it cou ld be subject to sales tax ," he 
said . 

Also, state and federal Environ-
menta l Protect ion Agenc ies migh t 
begin v i ewing the indus t ry as 
formula tors , t hen it w o u l d have to 
comply wi th more regula t ions . 
Fur the rmore , there cou ld be 
p rob lems in te rms of l icens ing 

"By law, sales reports would have to be filed on July 
31 and January 3 each year reporting the amount of 
fertilizer sold and a 30 cents per ton fee would have 
to be paid, including the weight of water and 
fertilizer in solution." 

pl iance is becoming requi red n o w 
because of compla in t s f rom home-
owners , univers i ty pe r sonne l and 
the agr icul tura l l iquid fert i l izer 
indus t ry . 

He descr ibed a fert i l izer dis-
t r ibutor as a " p e r s o n w h o impor ts , 
cons igns , manufac tu res , p roduces 
or c o m p o u n d s ferti l izer, or offers 
for sales, sells or supp l i e s fert i l izer 
for c o n s u m e r s , " accord ing to the 
law. He also descr ibed a fert i l izer 
as a " subs t ance con ta in ing nitro-
gen, p h o s p h o r u s , po ta s s ium or 
any o ther e lements that p romote 
g r o w t h . " 

He said the state is looking at the 
l iquid l ime indus t ry as wel l , in 
te rms of coming into compl i ance 
wi th the fert i l izer laws. 

Info requirements 

He said in fo rmat ion requi red on 
conta iners is — 

• Name, b rand or t r ademark 
• Name, address a n d person 

w h o is guaran tee ing the fert i l izer 
analys is 

• A guaran tee of chemica l 
compos i t i on of the fert i l izer by 
analysis . 

He sa id that by law, sales repor ts 
w o u l d have to be f i led on July 31 
and January 3 each year repor t ing 
the a m o u n t of fert i l izer sold and a 
30 cents per ton fee w o u l d have to 
be pa id , i nc lud ing the we igh t of 
water of and fert i l izer in so lu t ion . 
Also, a copy of each cus tomer 
invoice w o u l d have to be f i led 
wi th the director of the progran . 
Th is copy w o u l d have to i nc lude 
the n a m e and addres s of the 
purchaser , analys is of the fert i l izer 
and the we igh t of the fert i l izer. 

T h e director has the p o w e r to 
collect samples a n d make 
analyses , the r ight to enter a l awn 
care c o m p a n y ' s p remises and 
carry out inspect ions , t he r ight to 
issue " s top-sa le" orders , a n d the 
r ight to revoke or s u s p e n d a com-
pany ' s permi t . 

Penal t ies for def ic ienc ies of re-
por ted analyses cou ld be levied for 
def ic ienc ies as low as th ree per-
cent , he said. Penal ty rates w o u l d 
be 15 cents per p o u n d for n i t rogen, 
3.6 cents per p o u n d for phos-
p h o r u s and five cents per p o u n d 
for po tass ium. Penal t ies w o u l d 
have to be pa id to the pu rchase r — 
the h o m e o w n e r — and Dr. Schnare 
said: " W e could be in a pos i t ion of 
hav ing to wr i te a lot of 25-cent 
checks . " 

He said there cou ld be repercus-
s ions in o ther segmen t s of gov-
e rnment . "It wil l just be a mat te r of 
t ime before the sales tax peop le are 
going to be contac t ing us. We n o w 
call ourse lves a service, w e say w e 
are not del iver ing p roduc t s , bu t if 

w i th fert i l izer c o m p a n y trade-
marks on the i r p roduc t s , if " w e are 
tak ing the i r p roduc t a n d repac-
kaging it w i th our t rademark . We 
don ' t feel we are do ing this , bu t the 
law migh t say w e a re , " he said. 

Will medical claims soar? 
With in the year, m a n y l a w n care c o m p a n i e s m a y exper ience a 
hef ty increase in the cost of Group Heal th in su rance . The overall 
i ndus t ry es t imates ind ica te the average increase wi l l r u n about 
30 percent . Of course , t he ac tual a m o u n t wi l l d e p e n d on the size 
and loss ratio of the g roup , as wel l as the carr ier tha t insures you . 

T h e var ia t ion wi l l s w i n g f rom as little as 10 percen t to as m u c h 
as 60 percent . Pract ical ly n o one wil l e scape an increase of the 
same type. The increases are di rect ly a t t r ibutable to the greater 
use of medica l benef i t s a n d the effects of ga l lop ing inf la t ion. 

Many smal ler g roups have a type of coverage w h i c h pools 
thei r loss ratio w i th a n u m b e r of o ther f i rms. Even if the i r o w n 
exper ience is very good, the effect of poo l ing may br ing about 
increases ranging f rom a r o u n d 20 - 40 percent . In a pool 
s i tua t ion the same increase w o u l d be t rue even if the i r 
exper ience was poor . 

T h e larger in su reds aren ' t affected by the exper ience of o ther 
f i rms — thei r o w n ind iv idua l c la ims his tory de t e rmines the 
extent of the i r increases . 



TOOLS, TIPS, TECHNIQUES /rom page 10 

place. Also, keep chemica l s in the dark, as some are d e c o m p o s e d 
by p ro longed exposure to sunl ight . 

• Keep di f ferent chemica l s separa ted . Herbic ides , fertil izers, 
a n d pes t ic ides shou ld be s tored in separa te c o m p a r t m e n t s wi th 
no air exchange be tween them. 

• A lways keep chemica l s in the i r or ig inal conta iners , if 
possible . If the or iginal con ta iner is d a m a g e d , use a subs t i tu te of 
s imi lar compos i t ion and label it clearly. Glass, plast ic , and pape r 
are the best s torage con ta iners as m a n y pes t ic ides wil l cor rode 
metal . 

• T h e f loor and exterior wal l s are usua l ly the d a m p e s t p laces 
in a room. Therefore , keep p o w d e r e d , g ranu la r and dus t 
fo rmula t ions , and all chemica l s in pape r con ta ine r s away f rom 
these sur faces w h e r e mois tu re may condense . 

AUSTRALIAN RESEARCH 

2,4-D poses no health 
hazard, report says 
A gove rnmen t commi t t ee in Au-
stralia recent ly repor ted fo l lowing 
a s ix -month review " . . . tha t no 
ev idence exists to sugges t tha t the 
con t inua t ion of presen t app roved 
uses of 2,4-D wil l in any w a y h a r m 
the hea l th and wel l -be ing of any 
m e m b e r s of the general pub l i c . " 

T h e In te rdepa r tmen ta l Com-
mit tee appo in t ed by the Queens -
land Cabinet eva lua ted the inpac t 
of 2,4-D on h u m a n hea l th a n d 
t e rmed the he rb ic ide " . . . a m o n g 
the mos t t ho rough ly researched 
chemica l s in the f ield of toxicol-
o g y ^ 

Fo l lowing an ex tens ive exami-
na t ion of the medica l a n d scien-
t i f ic in fo rmat ion avai lable on 
2,4-D, the Commi t t ee ' s repor t also 
offered the fo l lowing conc lus ions : 

• "Research has s h o w n that 

2,4-D is of low toxici ty a n d the 
hazard to the user or bys t ande r is 
n o greater than that f ron an ex-
t remely large range of o ther in-
dustr ia l , agr icul tura l a n d domes t ic 
p roduc t s that are c o m m o n and 
u n d i s p u t e d use . " 

• "Stat is t ical s tud ies on large 
p o p u l a t i o n s have never subs tan-
t ia ted any connec t ion be tween the 
use of 2,4-D and the inc idence of 
hea l th p rob lems . " 

• " S t u d i e s on the fate of 2,4-D 
af ter release in the e n v i r o n m e n t 
s h o w that the he rb ic ide is b roken 
d o w n by na tura l agenc ies and 
offers no con t i nu ing hazard to the 
e n v i r o n m e n t . " 

• "Moni to r ing p rog rams have 
s h o w n that app roved use of 2,4-D 
is not a hazard to food and water 
qua l i ty . " 

T h e repor t fu r the r s ta ted that the 
ev idence u p o n w h i c h the Com-
mi t tee ' s conc lus ions were based 
" i s clear a n d u n a m b i g u o u s . " 

T h e Commi t t ee was fo rmed at 
the reques t of the Q u e e n s l a n d 

Cabinet a n d was compr i s ed of 
representa t ives f rom var ious 
governmen ta l d e p a r t m e n t s in Au-
stralia. These i nc luded the Land 
Admin i s t r a t i on Commiss ion , the 
Depar tmen t of Heal th , the De-
pa r tmen t of Pr imary Industr ies , 

Stock Routes and Rural Lands 
Protec t ion Board. 

The Nat ional Coal i t ion for a 
Reasonable 2,4-D Policy — w h o 
pub l i shed in Amer ica the resul ts 
of the Aus t ra l ian research — is a 
non-prof i t organiza t ion . 

" H A N D S - O N " 

4-day seminars 
begin March 10 
T w o four-day seminars on busi-
ness a n d technica l l awn care 
topics are set for March 10-13 at 
Green Pro Cooperat ive Services 
headquar t e r s in Hemps tead , N.Y. 
in the N e w York City/Long Island 
area. 

The first of the concur ren t semi-
nars is specia l for "key m e n , " and 
wil l a lso deal w i th m a n a g e m e n t 
a n d sales. T h e second wil l cover 
sh rubs a n d o rnamen ta l s and also 
deal w i th m a n a g e m e n t a n d sales. 

" T h e s e seminars wil l give 20 
hour s of technica l k n o w l e d g e and 
12 hou r s of bus iness m a n a g e m e n t 
— i n c l u d i n g adver t i s ing, sales and 
pr ic ing — for bo th long-term and 
shor t - term goals ," Bob Riley of the 
f i rm told LAWN CARE INDUS-
TRY. "Each par t ic ipant is pres-
en ted a def in i te p lan e n h a n c e d by 
the efforts of several teachers . 
They are t aught a qual i ty way of 
l a w n care and h o w to make it pay . " 

T h e "key m a n " semina r wil l 
cover basic turf knowledge ; insect, 
d isease a n d weed control ; pest 
ident i f ica t ion; p lan t ident i f ica-
t ion; deep root feeding; spraying; 
t r imming ; turf ident i f ica t ion; fer-
til izers; chemica l appl ica t ion; 
ver t icut t ing; seeding; cus tomer 
relat ions; and wil l have ques t ion 
a n d a n s w e r sess ions and a f inal 
examina t ion . 

T h e shrub/ornamenta l seminar 
wi l l cover shrub/ornamenta l 
basics; shrub/ornamenta l man-
agement ; soil and t issue test ing; 
soil condi t ioners ; insects , dis-
eases; p lan t ident i f ica t ion; ad-
vanced bus iness managemen t ; 
adver t i s ing /promot ion for growth; 
sel l ing special services; cus tomer 
relat ions; sugges ted care pro-
grams; a n d wil l also have exten-
sive ques t ion and answer sessions. 

Both seminars wil l i nc lude in-
fo rmat ion on accoun t s receivable, 
p l a n n i n g cash f low, bor rowing 
f rom banks , budge t ing , col lect ions 
a n d emp loyee managemen t . 

Early regis trat ion can save par-
t ic ipants $50. For fu r the r informa-
t ion, contact : Green Pro Coopera-
t ive Services, 380 S. Frankl in St., 
Hemps tead , N.Y. 11550, 516-483-
0100. 

P. What's green and 
keeps customers happy 
all summer long? 

A. A fORMOlfNE Lawn 
30-0-2 Low-Burn Liquid Fertilizer 
Proven Your Safest Source of 
Nitrogen and Potash. 
Formolene is a concentrated N&K 
product with a high proportion of 
Methylol Ureas to avoid burning. 
Slow 8 to 12 week release through 
the growing season promotes a 
green lawn that will keep customers 
happy with you as a lawn care 
professional. Tested at leading 
Turfgrass Research Institutions, it's 
proven the safest concentrated 
source of liquid N&K for low 
gallonage hot weather application. 

Want Water-Insoluble Nitrogen? 
Ask for Technical Information Sheet 
V, which describes a simple tank mix 
method for converting 25% of For-
molene fertilizer's N into W.I.N. (Pa-
tent applied for.) 

Call or Visit These Authorized Dealers and Keep Those Lawns Happy: 

AGRICHEMICALS INC. 
Bishop. GA 
(404) 769-6475 
ALPINE PLANT FOODS LTD 
New Hamburg. Ontario NOB2GO 
Canada 
(519) 662-2352 
DOUGLASS FERTILIZER AND 
CHEMICAL COMPANY 
Sanford. FL 32771 
(305) 629-0172 
Lake Placid. FL 33852 
(305) 322-0443 
ELDON STUTSMAN, INC. 
Hills. IA 52235 
(319) 679-2281 
ELWOOD AVIATION INC. 
El wood. IL 60421 
(815) 423-5808 
FLO-LIZER INC. 
Kingston. OH 45644 
(614) 642-3001 
LARRY FRICKER COMPANY INC. 
Tustin. CA 96280 
(714) 544-2608 
GREAT PLAINS ASSOCIATES LTD. 
Niles. Ml 49120 
(616) 683-7463 
GROWER S AG SERVICE 
Kearney. NE 68847 
(308) 234-2124 

HOWE INC. 
Shakopee. MN 55379 
(612) 445-6570 
MORRAL CHEMICAL COMPANY 
Morral. OH 43337 
(614) 465-3251 
MOYER AND SON INCORPORATED 
Souderton. PA 18964 
(215) 723-6001 

NICE N GREEN PLANT FOODS INC. 
Lisle. IL 60532 
(312) 963-3328 

OLD FOX CHEMICAL COMPANY 
Enfield. CT 06082 
(203) 749-8339 

SAALE BROTHERS FARM & GRAIN CO. 
West Alton. MO 63386 
(314) 899-0933 

TURF SPECIALISTS CORP. 
Holbrook. L.I. New York 11741 
(516) 981-1118 
TURFTEK 
Chesapeake. VA 23320 
(804) 547-7111 
VOGEL SEED AND FERTILIZER 
Jackson. Wl 53037 
(414) 677-2273 

WESTERN FARM SERVICE INC. 
Alpaugh. CA 93201 
(209) 949-8476 

HA WKEYE \1 CHEMICAL COMPANY 

Clinton, Iowa 52732 • (319) 243-5800 
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PLEASE CHECK BELOW YOUR PRIMARY BUSINESS AT THIS LOCATION 
A. CONTRACTOR OR SERVICES: 

•Lawn care service business involved primarily 
with fertilization, weed, and insect control. 

Please specify method of application 
10 • Liquid 11 DDry 12 DBoth 

20 •Primarily mowing/maintenance service 
30 ^Landscape contractor/lawn service company 
40 • Nursery or garden center/lawn service company 
50 OPest control/lawn service company 
60 •Irrigation contractor/lawn service company 

B. GROUNDS CARE/MAINTENANCE AT ONE OF THE 
FOLLOWING TYPES OF FACILITIES: 
110 •Private or public estate 

120 •School, college, university, hospital, or similar facility 
130 •Condominium housing development or industrial park 

•Government grounds; parks, around municipal buildings, military 
facilities 

• Cemetery or memorial garden 
•Other (please specify) 

140 

150 
190 

C. SUPPLIER 

210 •Chemical dealer or distributor 
220 • Equipment dealer or distributor 
230 DSeed broker/dealer 
240 DSod grower 
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Seedmen question ethics of buying 
and selling of uncertified ryegrass 

NO TINE-LEAF' LEGAL VARIETY 

The grass seed industry has be-
come increasingly concerned 
about a current practice which 
could result in questions about 
industry ethics as well as potential 
litigation involving growers, deal-
ers and distributors. 

The controversy deals with the 
buying and selling of uncertified 
"fine-leaf perennial ryegrass, vari-
ety not stated." 

Should a perennial ryegrass be 
produced or sold as uncertified 
"fine-leaf" the chances are very 
good that it is a protected variety 
which has been illegally produced 
or narketed, Harry Stalford, prod-
uct manager for International 
Seeds, Inc., Halsey, Ore., told 
LAWN CARE INDUSTRY. 

"It may be possible for some 

seed to be bought and sold in this 
manner in which parties are in-
volved but unaware that they are 
engaging in an illegal practice," he 
said. "However, those of us in the 
seed industry cannot claim ignor-
ance. The provisions of the Plant 
Variety Protection Act are known 
and understood by us all." 

At present, the list of varieties 
which have been granted Plant 
Variety Protection certificates are: 
Augusta, Caravelle, Citation, 
Derby, Diplomat, Game, Loretta, 
Omega, Pennfine, Score, Sprinter, 
Yorktown and Yorktown II. 

Those varieties which have a 
certificate pending are: Acclaim, 
Barry, Belle, Bianca, Blazer, 
Dasher, Elka, Fiesta, Oregreen, 
Pennant, Regal and Venlona. 

Stalford wrote a letter recently to 
his distributors urging continued 
caution "when you are offered 
uncertified perennial ryegrass 
seed designated as Tine-leaf pe-
rennial ryegrass, variety not 
stated,' because it seems only a 
matter of time until the whistle is 
blown. 

"When that day cones, it would 
be a shame to see legitimate seed 
companies or growers involved in 
litigation either through careless-
ness or ignorance of the law," he 
wrote. 

DIRECTORY 

Landscape contractors 
publish a Who's Who 
T h e " 1 9 8 1 / 1 9 8 2 W h o ' s W h o i n 
L a n d s c a p e C o n t r a c t i n g " h a s b e e n 
p u b l i s h e d b y t h e A s s o c i a t e d L a n d -
s c a p e C o n t r a c t o r s of A m e r i c a , t h e 
n a t i o n a l t r a d e a s s o c i a t i o n f o r t h e 

landscape contracting industry. 
The new directory contains over 
900 listings for commercial land-
scape contractors throughout the 
United States. 

The Directoiy, listing the mem-
bers of ALCA, provides the full 
name, address, and phone number 
for each contractor, as well as the 
name of the principal contact 
person. Additionally, each listing 
contains a size index and the 
specialties for that contractor. 

The "1981/1982 Who's Who in 
Landscape Contracting" has been 
distributed to all members of the 
association, and is available on 
request to landscape architects, 
general contractors, and other 
qualified buyers and specifiers of 
landscape contracting work. 
Those requesting the new Direc-
tory should send $3.00 for postage 
and handling. For more informa-
tion, or to order, contact: ALCA 
Publications, 1750 Old Meadow 
Road, McLean, VA 22102. 

T U R N O V E R from page 23 

the tide of increasing rates of 
turnover and to increase market 
share as the demand/supply 
analysis comes close to equilib-
rium occurs through a recognition 
of each and every employe that our 
"customers are us" and that the 
way we sell, service and follow-up 
defines our livelihood in the fu-

Lebanon Professional 
Turf Care Products 
COUNTRY\ŒUB 
GREENSKEEPER\ GREEN GOLD 

ECONOMICAL, TESTED & PROVEN... 
That's our pledge to you! 

There's no need to shop around - we have them all. 
•GRANULAR PREMIUM FERTILIZERS- "UF" for water insoluble nitrogen 
•FERTILIZER-HERBICIDE combinations 
•GRANULAR SPECIALTIES- Weed or Crabgrass control - Turf Fungicide - Insecticides 
•SULPHUR COATED UREA •Urea-Form 38-0-0 ^ 
•SOLUBLE 33-0-16 and 28-7-14 • 
•ONE NUTRIENT FERTILIZER MATERIALS 
•SERVICE AND DISTRIBUTION FOR ALL MAJOR PROPRIETARY PRODUCTS TO THE 
TURF INDUSTRY 

Supplying the professional turf markets for over 40 years. Are you buying from us? 
If not - Why not? 

J 

LEBANON CHEMICAL CORPORATION 
LEBANON, PA 17042 

MidWest (800)637-2101 
(Illinois) (217)446-0983 
Northeast (800) 233-0628 
(Pennsylvania) (717) 273-1687 

ture. 
I am suggesting nothing other 

than simple "back to basics" in the 
context of increased competition, 
increasing rates of customer turn-
over, and a difficult economic 
environment. It was strength in 
this area that has propelled our 
industry and it will be strength in 
this area that will allow the indi-
vidual firm to be a strong particip-
ant into the future. Efforts in this 
area are certainly preferable to 
looking with moist eyes at the 
Yellow Pages or defining your 
advertising at customer replace-
ment. 

I am aware of several firms who 
though they are attempting to 
upgrade product and service de-
livery and emphasize responsible 
salesmanship, have concluded 
that in the markets they service 
that customer replacement cost 
economics — given accelerating 
turnover rates — suggest a differ-
ent course. Namely, diversifica-
tion . . . most within green in-
dustry areas . . . some outisde. 
There are other firms for whom 
shrinking customer rolls and in-
creasing marketing expense have 
meant that "it's time to sell." 

Most of us today operate profita-
bly and are confident of our own 
ability and in the prospects for our 
industry. I am optimistic about the 
future but not so blind-eyed op-
timistic to be unaware as to what is 
occuring in the marketplace. We 
provide the consumer an 
economic value so in that sense 
our industry is stable. 

The real importance in discus-
sing a subject such as customer 
turnover and rate acceleration is 
not to cast doubt about future 
viability of firm or industry but 
rather to trigger the type of self-
analysis which will result in con-
tinued dedication (or rededica-
tion) to the needs of our customers, 
which if met translate into profita-
ble growth. 
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Their supply, your demand 
In Dallas they are saying tha t the f u t u r e of the 
m o w i n g / m a i n t e n a n c e indus t ry is br ight , even to 
the po in t of p red ic t ing tha t one day a h a n d f u l of 
c o m p a n i e s wi l l l ink u p to s u p p l y the bet ter part 
of the na t ion ' s d e m a n d . Whi l e th is is an 
op t imis t i c p red ic t ion on the part of these 

b u s i n e s s m e n , it can not be too w i d e of the mark. 
In fact, the same migh t be said of the na t ion ' s 
chemica l l awn care bus inesses , a l ready bur-
geon ing and l ink ing-up f rom coast to coast . 

At the same t ime, m a n y b u s i n e s s m e n have 
said that thei r indus t ry supp l i e r s and manufac -
t u r e r s a r e s u p p l y i n g t h e i r n e e d s o n l y in 
c o n j u n c t i o n wi th o ther a l ready es tab l i shed 
markets . In the case of m o w i n g / m a i n t e n a n c e it 's 
the c o n s u m e r market ; on the chemica l s ide it 's 
t he agr icul tura l market . T h e indus t ry therefore 
suffers f rom lack of direct research and de-
v e l o p m e n t on the part of the manufac tu re r s , 
reap ing r&d benef i t s on ly if it h a p p e n s to 
e n h a n c e thei r a l ready es tabl i shed target mar-
kets. 

As one ma in t enance bus ine s sman sugges ted , 
the p rob lem is not necessar i ly the exc lus ive 
b u r d e n of the manufac tu re r s , but is shared by 
those w h o place the d e m a n d — you, the 
bus ines smen . With the p roper med ia suppor t by 
t rade associat ions , newspape r s , and your o w n 
vigorous effort to in form the manufac tu re r s of 

the potent ia l of your indus t ry , the batt le can be 
won . 

Both s ides of the l awn care indus t ry shou ld do 
their best to let the i r supp l i e r s k n o w their needs , 
both in t e rms of direct improvemen t of 
ha rdware a n d in t e rms of par ts availabil i ty. T h e 
technica l representa t ives of the lead ing man-
ufac turers are on h a n d at all the t rade shows . 
They k n o w h o w fast the indus t ry is g rowing , 
h o w s h r e w d your p red ic t ions are. But they mus t 
k n o w exact ly wha t the d e m a n d s are before 
c o m p a n y policy on research and deve lopmen t 
changes . It 's in thei r in teres ts as wel l as the 
indus t ry itself. T h e l awn care market wi l l take 
care of itself as far as market recogni t ion goes, 
bu t it 's u p to you to direct the cha l lenge to those 
w h o s u p p l y your needs . 
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CLASSIFIED 
RATES: 50* per word (minimum charge, $20). Bold 
face words or words in all capital letters charged at 
75* per word. Boxed or display ads charged at $50 
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 De-
partment, 120 W. 2nd St., Duluth, MN 55802. 
Please include box number in address. 

FOR SALE 

Used Spray Trucks—Chevy, 750-gallon tanks. 
Automatic hose reels, mechanical agitation. Call 
Ron Wilson, 513-845-0517. 2/82 

LAWN — TREE — SHRUB NUTRIENTS. Now you 
can get superior LAWN FOOD in bulk — as little as 
300 gallons — at substantial savings. Delivered 
within 250 miles of Long Island, NY. Also 55-gallon 
drums. Delivery to other areas easily arranged. 
Root food for trees and shrubs in 5-gallon pails 
shipped continental U.S. Highest quality long-
lasting; low, low chlorides. Not using liquids? 
Phone or write for the reasons why the largest 
operations do. Bulk tanks available, sale or lease. 
For quick ordering—GREEN PRO COOPERATIVE 
SERVICES, 380 S. Franklin Street, Hempstead, NY 
11550(516)538-6444. 2/82 

1981 Used Spray Units For Sale — 1250 gallon 
tanks. John Bean F.M.C. 20-20 pumps. Steel beds. 
16 HP Kohler engine. Ford F600's. Call 502-241-
7341. TF 

For Sale — Irrigation Equipment 1977 VP-12 
Ditchwitch vibratory plow, 1976 Wacer Dirt Tamper, 
pipe fittings and various other pipe tools and 
supplies. Montgomery Ward Hydroseeding & Lawn 
Care, P.O. Box 9695, Kansas City, MO 64134 
816-765-2577 TF 

LAWN SPRAY 
UNITS 

• Low Cost 
• Dependable 
• Versatile 
• Proven 

Standard units include: Com-
partmentized tanks, sparge agita-
tion, low profi le , P T O pump , 400 
f t . of l/z" hose , sight gauges . 

Call us collect: 

217-832-9031. 
CARSO, INC. 
"The Spray People" 

Camargo, Illinois 61919 

Hydro-Seeder (Finn)—900 gallon mounted on 1974 
Ford. Both in excellent condition. Priced to sell fast. 
Call 216-481-5000. 2/82 

For Sale — Used spray trucks. 21979 GMC 6,000 in 
good condition, PTO operated hypro centrifugal 
pumps up to 170 PSI, 16 ft. wood beds with 4 ft. 
reinforced sides (will carry dry & liquid). One with 
1,200 gallon steel tank and 2 manual hose reels. 
One with 500 and 300 gallon plastic tanks and 1 
manual hose reel. Your choice, $9,750 each. 
Questions, call 219-769-8313. TF 

For Sale — Established lawn maintenance busi-
ness located in the wealthy community of Princeton, 
Illinois. Excellent equipment and 15 years of 
satisfied customers. Many opportunities for expan-
sion. 2,250 sq. ft. of building space available to rent. 
All utilities included. $200 a month. Asking price 
$25,000 to $30,000. Call 815-875-8231. 2/82 

MAKE BIG MONEY — PLANT BIG TREES — New 
and used tree transplanting equipment. Call or write 
for list. Financing available. Turf & Tree Supplies, 
Inc., P.O. Box 291, Rockton, Illinois 61072, Phone: 
815 624-7578. 9/82 

CRABGRASS PREVENTER + FERTILIZER de-
livered for under $1.00/1000 sq. ft? . . . YES! . 
34-0-10 + Benefin; also ask about 19-6-8 + Benefin 
and our full line. You want to make money — we 
want to help! Spring Valley Turf Products (414) 
677-2273. Ask for Bill! 2/82 

Used Spray Units for Sale 
1,250-gallon stainless steel tanks, Mechanical 
agitation. FMC 20 gallon/minute pump. Hanney 
electric reel. Ford F600 and Chevy C60's — 
76 s, 77s, 78 s and 79 s. Call 502-241-7341. 

TF 

WANTED TO BUY 

Wanted: Used Stainless Steel Combines, that 
aerates, rolls, sprays liquid, and used tractors and 
trailers, as formerly used by Lawn-A-Mat dealers. 
Write: Conestoga Golf & Country Club, Conestogo, 
Ontario. NOB 1NO or call 1-(519)-664-2234. 4/82 

Established 20 year old company wishes to expand 
its lawn care business in Florida and the Southeast. 
Terms may be arranged to suit the seller. All replies 
confidential. Contact Ron Collins, R. W. Collins, 
Inc., P.O. Box 2477, Satellite Beach, FL. 3/82 

MISCELLANEOUS 

KELWAY® SOIL ACIDITY TESTER, used by 
PROFESSIONALS nationwide. Direct reading, 
lightweight, portable, fully serviceable, no power 
source, Model HB-2 reads moisture too. Available 
through distributors. For brochure contact Kel 
Instruments Co., Inc., Dept. T, P.O. Box 1869, 
Clifton, N.J. 07015, 201 -471 -3954. TF 

BUSINESS OPPORTUNITY 

INTERESTED in expanding into SHRUB & TREE 
CARE (insects disease control and feeding)? Attend 
our unique four-day ACADEMY March 10-13,1982. 
Prepares you — just as if you bought into a 
franchise—to take advantage of big profits waiting 
for you. Tuition includes EVERYTHING YOU NEED 
to get started, including advertising, promotional 
pieces, specialized forms and, of course, BASIC 
KNOWLEDGE from several teachers with 
specialized experience you'll find invaluable. Call 
GREEN PRO COOPERATIVE SERVICES (516) 
483-0100 or write to 380 S. Franklin Street, 
Hempstead, NY 11550. Remember, on-the-job 
tuition is the most expensive kind. Get it for a very 
small fee before you get on the job. We've already 
paid for the mistakes. 2/82 

"GARDEN TIPS" — Prepare now to increase next 
year's profits. "Garden Tips" the monthly customer 
newsletter, with your company name/phone. Pro-
ven response . . . cements customer relations, 
gets them to spend more, opens new doors expertly 
in new expansion areas. Low cost, effective profit 
building. Call today (516) 483-0100. We'll send 
complete information. Or write Green Pro Coopera-
tive Services, 380 S. Franklin Street, Hempstead, 
NY 11550. 2/62 

GREEN PRO EXECUTIVE NEWSLETTER — the 
Only Newsletter for the Lawn Care-Shrub/Tree 
Care businessman. Full of ideas, timely information, 
model letters, promotional pieces to bring in more 
sales, tips to save you money + make you money. 
Call Rich Hawkes (516) 483-0100. Or write: Green 
Pro Cooperative Services, 380 S. Franklin Street, 
Hempstead, NY 11550 2/82 

LIQUIDATING, MUST SELL OR LEASE (8) 
1976-81 Lawn Spray Trucks, 750 gal. to 1500 gal., 
(3) 8000 gal. steel storage tanks. Electric pump & 
meter for fertilizer fill system, 300 gal. bean sprayer. 
Call for complete list & prices. 216-357-8400. 4/82 

HELP WANTED 

LAWN CARE SPECIAUST — Applicator needed 
for rapidly expanding commercial lawn care com-
pany. We are one of the most reputable companies 
in the Washington DC metropolitan area. Experi-
ence in turf management preferred, but not a must. 
Excellent advancement opportunities with a com-
petitive salary and full benefits. Write LCI Box 64 

2 /82 

ESTIMATOR/SALES — Opportunity for an en-
thusiastic individual with an innovative growing 
landscape contractor. Experience and/or degree is 
necessary. Responsibilities involve estimating 
commercial insulation, sight analysis, advertising 
and purchasing. Excellent benefits. Natural Land-
scape Contractors, Inc., P.O. Box 4434, Silver 
Spring, MD 20904. (301) 384-7766. 2/82 

EXCELLENT OPPORTUNITY for degreed turf-
grass agronomist. Major lawn care company seeks 
aggressive individual to handle regional respon-
sibilities. Communication skills extremely important. 
Will consider recent graduate. Send resume and 
salary history to LCI Box 63 2/82 

AREA MANAGER — Landscape contracting firm 
emphasizing commercial ground care and high 
quality performance seeks highly qualified applicant 
with strong managerial experience and horticulture 
knowledge. Successful applicant will assume re-
sponsibilities and make his own decisions. Must be 
willing to work long hours for high rewards. Natural 
Landscape Contractors, Inc., P.O. Box 4434, Silver 
Spring, MD 20904 2/82 

PROJECT MANAGER — Landscape contracting 
firm emphasizing commercial ground care seeks 
high qualified applicant who can motivate a crew. 
Managerial and horticultural experience required. 
"Willing to work long hours for high rewards in a 
growth oriented company. Natural Landscape 
Contractors, Inc., P.O. Box 4434, Silver Spring, MD 
20904. 2/82 

DEALER/REPRESENTATIVES NEEDED for 
Specialized Lawn-Shrub-Tree Care Products, 
Equipment, and Marketing and Educational Pro-
grams. Write: Green Pro Cooperative Services, 380 
S. Franklin Street, Hempstead, NY 11550, Attn. R. 
Riley or Call (516) 538-6444. 2/82 

Expanding eastern Pennsylvania landscape/tree 
care company, is looking for good sales people. 
Groundfloor opportunity for a take-charge person. 
Income opportunities unlimited for the right people. 
Rusk Landscaping, Ltd. P.O. Box 91, Levittown, PA 
19059. 2/82 

Nationally know lawn care firm, needs branch 
manager to supervise in the servicing of over 1800 
accounts. We need a take-charge person capable 
of overseeing our entire operation. Unlimited 
opportunities for the right person. Supervisory 
experience is necessary. Knowledge of the lawn 
business is not a requirement. Send resume and 
salary requirements to Lawns — P.O. Box 198, 
Morrisville, PA 19067. 2/82 

Join a growing, 31/z million dollar pest control & lawn 
care company. We need Branch Managers and 
Manager trainees to staff our new locations in 
Florida and the Southeast. Send resume in confi-
dence to Ron Collins, R. W. Collins, Inc., P.O. Box 
2477, Satellite Beach, Fla. 32937. 3/82 
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Here are 
broad-spectrum weed 
and fungus controls... 

DUOSAN 

They've been keeping 40-acre golf courses green and healthy for many 
years. They're available to do the same for your customers' lawns. Each 
is an easy-to-apply, compatible spray providing extremely broad 
control... with a proven effectiveness that will keep call-backs and 
complaints minimal. Contact us for more details. 

TALK TO THE GREEN GROUP 
MALLINCKRODT INC. 
ST. LOUIS 
JERSEY CITY • LOS ANGELES 

Circle No. 119 on Reader Inquiry Card 

DUOSANR 

double-action 
fungicide. 
A wet table powder, broad-
spec t rum, sys temic -con tac t 
turf fung ic ide for con t ro l of 
m o s t ma jo r sp r ing a n d 
s u m m e r d i seases . Synergis t ic 
ac t ion provides h ighe r level of 
con t ro l t h a n u s e of 
c o m p o n e n t s separately. 

PRE-SAN 
pre-emergent for 
grassy weeds. 
Liquid herb ic ide for 
p re -emergence cont ro l of 
c rabgrass , goosegrass , poa 
a n n u a , a n d m a n y o t h e r g r a s sy 
weeds . Long res idual con t ro l 
with u p t o fou r m o n t h s 
pro tec t ion . Safe for a n n u a l use . 
Also available in g ranu la r form. 

TREX-SAN 
3-way kill of 
broadleaf weeds 
Liquid herb ic ide kil ls vir tual ly 
all broadleaf weeds inc luding 
t r o u b l e s o m e chickweed, 
knotweed, s h e e p sorrel , 
spu rge a n d clover. Economical , 
synergis t ic fo rmula t ion of 
2,4-D, MCPP a n d Dicamba. 
Concen t ra t ed fo rmula saves 
s to rage space . 



PROHOC Kills GRUBS 
AND SURFACE FEEDERS 

FAST! 
There's no need to wait over a month for 
a grub control to work. Economical Proxol 
80SP insecticide readily penetrates thatch 
to work fast for an effective broad spectrum 
kill, including grubs and surface feeding 
sod webworms,armyworms,and cutworms. 
You apply Proxol with the liquid applica-
tion equipment you already have. So there's 
no need to haul spreaders and bulky pack-
ages on your rig, put up with package break-
age and waste, or carry them in inventory. 
Proxol's convenient 2-and 5-lb. packages 
make measurement easy. Eliminates waste. 
You can even mix Proxol with other non-
alkaline chemicals. 
And you can rest easy with Proxol. Custom-
er's children and pets are not exposed to 
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a granular residue left on the turf. Proxol is 
easy on the environment, too. No unpleasant 
odor to offend customers. No long-term re-
sidual buildup in the soil. 

Proxol kills grubs and surface feeders. Fast! 
Over 150 U.S. distributors and 8 regional 
TUCO Distribution Centers assure convenient 
product availability. These same sources al-
so have Acti-dione; a TUCO broad spectrum 
fungicide, long used by golf course super-
intendents, to stop turf disease problems be-
fore they start. 

For more information, call toll-free: 
Outside Michigan-800-253-8600 
Inside Michigan (collect)-
616-385-6613 

Division of The Upjohn Company 
Kalamazoo, Michigan 49001 


