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oration. Over time, a Primo treatment
will actually result in a darker green
turf. Embark, on the other hand, also
reduces foliar growth for similar time
periods, but is probably best noted for
seedhead suppression. There is more
initial concern with phytotoxicity from
Embark applications, but it too can
ultimately provide a dark green color
response over time.

Whatever PGR you select, treat it
with the same respect you give a pes-

ticide or other chemical application
and always closely follow label
instructions. Never apply PGRs to
grasses that are under stress. This
increases the chance of turfgrass phy-
totoxicity; is a waste of time, money
and manpower; and is environmental-
ly irresponsible.

Selected Benefits
Undoubtedly, much of the current

interest in PGRs is due to the success

32 Circle 120 on Postage Free Card

of Primo, and while not wanting to
come across as a Primo salesman, I am
definitely impressed with the overall
performance of this PGR in the mid-
South on bermudagrass turfs. Within
a week's time, the visible growth
response to Primo becomes quite obvi-
ous as the internode spacing on the
stolons is reduced, resulting in a thick-
er, tighter playing surface.

This material is quite expensive,
though, and many turf managers indi-
cate to me that budgetary constraints
keep them from considering Primo in
their management programs.
However, a PGR like Primo offers
more than just growth suppression, so
it might be wise to see how Primo or a
similar PGR can pay for itself in a
short time. Some of the additional
benefits that have been realized from
Primo applications include:
1. Better conversion programs when

interseeding or overseeding one turf-
grass into another one. Primo has been
successfully used to slow the growth of
one turfgrass and allow for better
establishment of another.

2. Control of your mowing program
even during inclement weather. A big
problem sports turf managers faced
this year in our area of the mid-South
was the inability to cut grass regular-
ly because of excessive rainfall. Area
managers that used Primo on their
bermudagrass fields were able to work
around the rain and maintain ade-
quate mowing heights without watch-
ing their sports fields turn into hay
pastures before their eyes.

3. Improved turf quality and playa-
bility without sacrificing recuperative
potential from divoting or other dam-
age. Part of the improved quality
comes from the tightening and thick-
ening effects previously mentioned,
and some of it is due to the color
response. In particular, common
bermudagrass sports turfs treated
with Primo take on many characteris-
tics of the higher quality, vegetatively
established bermudagrasses (i.e.
Tifway, MS-Choice, etc.). The recuper-
ative or grow-in rates of Primo-treated
bermudagrasses have been shown to
be equal to if not better than untreated
bermudagrasses. This eliminates a lot
of the concern that has been expressed
with older PGR chemistry, which regu-
lated growth so completely the turf did
not recuperate quickly after damage.
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4. Reduced mowing of difficult
areas. Obviously you can benefit from
treating difficult-to-mow areas, or edg-
ing baselines and fenced areas.

5. Improved cold tolerance and
rooting. Preliminary research indi-
cates that Primo improves the cold tol-
erance of turfgrasses, promotes root-
ing, improves water-use efficiency, and
makes for tighter-knit sods that are
more resistant to wear and easier to
handle during installation.

Drawbacks
Does a PGR like Primo have its

drawbacks? As with anything, the
answer is definitely yes.

• Cost is no doubt a concern for
many.

• I have also observed an increase
in overall incidence of the disease dol-
lar spot on Primo-treated turf.

• A third concern is that when you
use a PGR like Primo you really need
to commit to a complete program.
Otherwise, you'll encounter the "coiled
spring" effect, a phenomenon that will
occur with almost any PGR. The anal-
ogy goes something like this: much of
the lateral and upward growth poten-
tial of the plant following PGR treat-
ment is held in check - the spring is
compressed - and when the compres-
sion is removed, the plant growth (and
the spring) is quickly released. We
have observed tremendous surges in
growth on Prime-treated bermuda-
grass turf about four weeks after
treatment with high-end label rates.

Universal Benefit
A way that I believe everyone can

find a place for Primo in his or her pro-
gram is for field marking with turf
paint.

I read in sports TURF a few years
ago about researchers in California
combining Primo with paints. We have
evaluated Primo mixed with white ath-
letic field paint (3:1 dilution of
water:paint) for field striping with a
C02-powered sprayer at painting rates
delivering what amounts to 1,2 or 3 oz
of Primo per 1,000 square feet. The
turf was Tifway bermudagrass mowed
three times weekly at 7/8 inch. Our
preliminary results indicate that line
striping can be reduced at least 50%
for 1 to 2 week periods (i.e., you can cut
the need for painting roughly in half)
and the line integrity improved with
the increasing Primo rates.

Incorporating Primo into your field
striping program will not remove the
necessity to stripe the fields again, but
will save time in future markings
since the lines can easily be seen for
remarking and will not likely require
stringing-off again. Moreover, using
Primo in combination with the paint
instead of mixing with one of the many
non-selective chemicals commonly
used in field marking (some of which

are illegal) will not result in strips of
dead turf that will affect field playa-
bility, safety, and quality. 0

Dr. Michael Goatley is an associate
professor and agronomist in the
Department of Plant and Soil Sciences
at Mississippi State University.
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ROOKIES...
Repell III Rye

Introduced
Repell III perennial ryegrass:
• is endophyte enhanced for natur-

al resistance to surface feeding
insects;

• exhibits a dark green color with a
medium-fine texture;

• demonstrates a resistance to
heat;

• tolerates a low height of cut.
The ryegrass will be available in

limited supply under experimental
designation for 1997, but will be fully
marketed in 1998.
Lofts Seed, Inc.
Circle Number 130 on Postage-Free Card

Low-Mow Bermuda
Majestic bermudagrass was devel-

oped by screening and genetically
integrating thousands of bermuda-

grass, resulting in a product with:
• texture uniformity;
• a denser turf;
• durable wear resistance;
• high drought tolerance.
It requires less mowing than other

seeded bermudagrass. In southern
areas, it offers good winter resistance.

Hand H Seed Co., Inc.
Circle Number 131 on Postage-Free Card

Topdressing with Dry
"Flowables"

The ET54D spreader can topdress
greens and lawns with dry "flowable"
materials. The unit offers:

• ground-driven agitator and drop
spread cylinder for an even spread
pattern;

• adjustable flow rate gate, allow-
ing materials to be applied with a uni-
form depth of 1/16 inch to 3/4 inch;

• on-the-go engagement and disen-

gagement of the spreading mechanism
while seated on the pulling unit;

• 12- and 14-gauge steel, with two
coats of rust-proof enamel on the lower
body;

• 16-gauge galvanized steel on the
upper hopper.

The spreading system is tolerant of
various particle sizes found in com-
posts and topdressings.

Earth & Turf
Circle Number 132 on Postage-Free Card

Put The Looks Where
It Counts Most

It may be cheap. It may be ugly. But the National 68" Sports Turf
Mower is a tough performer. It's ugly because its built tough, and
lasts a long time - we're talking ten, sometimes twenty years. It's
so inexpensive you can easily afford to dedicate it just to your
athletic fields. Its great flat-top clip on your turf turns into fantastic
striping for your field. Pick-up the phone and request a free demo.

For details call: (612) 646·4079

~ ® 700 Raymond Avenue
NATIONAL MOWER COMPANY 81. Paul, Minnesota 55114
.... TEL (612) 646-4079
....... FAX (612) 646-2887

NATIONAL'" is a Registered Trademark of National Mower Company

Nothing makes sports turf look better than a National. The Best Price. The Best Cutting.
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• Display Rates: (Per Column Inch)
Ix. $140 6x: $115
3x: $130 12x: $100

• Classified Rate:
$55 per inch, per insertion.

Minimum charge $55.
• Deadline:

The 10th of the month prior to
publication date.

• Note:
All classifieds are payable in advance.
Ads using cuts or special borders will
be charged at display rates. Ads are
non-commissionable. Blind ads will

be charged an additional $10.
• For Space Reservation Contact:

Mindy Covey, Classified Sales
2101 S. Arlington Hts. Rd., Ste. 150,

Arlington Hts., IL 60005
(847) 427-2044 Fax (847) 427-2037

POND AND LAKE LINERS
Buy direct from fabricator

20, 30, 40 mil PVC, Hypalon, HOPE
& Polypropylene.

Custom fabricated panels. Material only,
Material & Supervision or

Complete Installation Service available.

ColoradoLining
COMPANY

(800) 524-8672
1062 Singing Hills Rd.
Parker, CO 80138

(303) 841-2022 FAX: (303) 841-5780

FOR CLASSIFIED
ADVERTISING

CALL MINDY
COVEY TODAY.

(847)
427-2044

T
HELP WANTED
TECHNICAL GROUNDS

PRODUCTS REP
Opti-Gro, a division of a world-wide manu-
facturing corporation, is looking for a moti-
vated individual with a life-science background.
We manufacture and market a complete line
of technical grounds care products. Our sales
representatives enjoy financial growth and
the opportunity to advance. Customers include
municipalities, institutions, industry and many
others. We offer:
• Thorough Training
• Local Territory
• Repeat Sales
If you have a successful background and are
willing to make a commitment, please send
resume to:

John Hawkins
Opti-Gro

One Mack Centre Drive
Paramus, NJ 07652

or fax resume to 201-261-7882
Positions available in the North East

".
ADVERTISER INDEX

".
ADVERTISING SALES

Catherine Upton
Group Sales Manager

P.O. Box 3207
Huntington Beach, CA 92605

(714) 903-7826
Fax: (714) 903-7827

Marsha Dover
National Sales (Midwest)
402 Riverview Drive
Marietta, GA 30067
(770) 850-9142

Fax: (770) 951-5662

Liz Richards
National Sales (West)

20331 Bluffside Circle, Suite 212
Huntington Beach ,CA 92646

(714) 969-3726
Fax: (714) 969-8227

Deanna Morgan
Advertising Sales

68-860 Perez Road, Suite J
Cathedral City, CA 92234

(760) 770-4370
Fax: (760) 770-8019
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THE FRONT LINES,..
From the Shadow of the Golden Dome

choose from, and they all had different
strengths and skills. Rockne did not
have a clear-cut idea of what football
experience he desired in the candi-
dates; however, he did know he want-
ed a person who could make decisions
on his own. He felt strongly that the
candidate must be able to make a com-
mitment to the program and see it
through to the end.

As the speaker tells the story, the
coach decided to devise a test for the
three candidates. The test had to show
an individual's ability to make deci-
sions and show what a person is will-
ing to do to make the program
stronger. Rockne decided on a simple
and fair method to test each candi-
date. He invited each candidate to an
interview in his office. He would meet
each of them for about half an hour,

------------------------, and then each per-
son would be placed
in the test scenario.
After asking all of
his questions, the
coach would walk
each candidate to
the door of his
office. On the other
side of the door,
Rockne placed a
piece of paper on
the floor. The test
was what the candi-
date would do next.

The first candi-
date was well quali-
fied and had good
credentials. After
the short meeting,
Rockne walked him
to the door. The can-
didate walked right
out and over the
piece of paper on
the floor. He never
saw it.

The second can-
didate was also well
qualified and had
outstanding refer-

By Dave Ashman

At a meeting a few weeks ago, one
of the speakers told the following story
of the legendary Notre Dame football
coach Knute Rockne. Like all legends,
the facts may be open to interpreta-
tion, but the end result never changes:
the hero finds a way to get the job
done.

What Are You Willing to Do?
The story begins with Coach

Rockne looking for a new assistant to
join his staff at Notre Dame. The
speaker tells of the meticulous nature
of the head coach. "A disciplined man
with an eye for details" is the descrip-
tion the speaker would like us to
remember.

The coach had three candidates to

YOUR ONE-STOP
SOURCE FOR AMERICA'S

LEADING BASEBALL
SURFACES& SUPPLIES!

USED BY OVER 100 PRO TEAMS!
PLUS 8 OF THE LAST 10 WORLD SERIESCHAMPS,
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FAX: 908-637-8421 908-637-4191 GSA #GS-07F-6143A

DISTRIBUTION CENTERS NATIONWIDEI
OVER 200 INFIELD PRODUCTS

FREE INSTRUCTIONAL BROCHURES

Introducing REGIONAL INfiELD MIXES
BLENDED FOR YOUR STATE & CLIMATE!

Call 1(800) 817-1889 use Fast Fax #1220797
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Rockne devised a simple and fair
method for choosing an assistant.

ences. After the short meeting, Rockne
walked him to the door. The candidate
spotted the paper on the floor and
kicked it out of the way and under a
table.

The third candidate was qualified .
but did not have the same depth of
experience as the other two. After the
short meeting, Rockne walked him to
the door. The candidate spotted the
paper on the floor, bent down and
picked it up, examined it and threw it
away.

Which candidate did Rockne hire?
According to the speaker, he selected
the third candidate. This candidate
made a decision on his own and
showed that he was willing to do
whatever was needed, including pick-
ing up trash in the office. He did what
others would not do. The moral of the
story is that people who are willing to
go just a little farther will make your
program stronger. 0

If you have a story or anecdote you
would like to share, call (562) 425-2449
or write it down (include your name and
phone number) and mail it to: Ashman
& Associates, 3164 North Greenbrier
Road, Long Beach, CA 90808.




