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About The Shape of Your Turf?

Delta Bluegrass Company has the solution - Tifway 419 and our patented,
exclusively grown Baby Bermuda. These Hybrid Bermudas are perfectly suited
for the strenuous conditions your stadium turf is accustomed to enduring.
Washed for your convenience, these warm season grasses are available on
sand, meeting USGA specifications, as well as peat soil.

For over a decade, Delta Bluegrass has been producing and installing the

mdustrys highest quality peat sod. Give us a call for
more information on Hybrid Bermudas and
other varieties of our premium sods -
Your turf will be glad you did!
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P.O. BOX 307 - STOCKTON, CA 95201
800.637.8873 or 209.469.7979

Contractor’s License
#C-27 553999
Circle 117 on Postage Free Card
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Presents:

Choice of
NFL & MLB
Groundskeepers
for over 25 years

Ken Mrock’s 6 Easy Steps To A Winning Field

“TURFACE Prevents Torn Up,
Compacted Muddy Fields!"

Step 1: You don't need a tractor to core
aerify Rent an aerifier from a local store.
(_anp a@rif}-‘ between the hash marks in two

jcreating an X pattern.

aerification in high

and _wed 1n!u lh-= 50![

l*- mpnrl"mt m
agent to test your soil to determine proper
types and amounts of fertilizer needed.

Follow Ken’s 6 Easy Steps

Ken concentrates most of his efforts between the hash
marks where the field gets the most abuse. These steps are
easy and inexpensive and can be used by any program with
even the smallest budget. Follow this program in Fall and
Spring and work with your local distributor for the best

choice of seeds and fertilizers in your geographic region.

Step 2: You need TURFACE at a rate of 250

Lbs per thousand to topdress between the
hash marks (approx. 16,000 sq. ft.) You
can use a drop spreader open full to
acco!‘npl ish this.

2
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Step 6: lrrigation should follc

. After topdressing with TURFACE
eding is important to help
the turf. Contact a local extension agent for
the recommended seed blend needed for
your turf.

. To water, wet
the entire field, but do not soak. Any
puddling will cause inconsistent growth
from the new seed.

For Information Call 1-800-207-6457
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Keeping Football Fields in Top Condition

Through Fall Play

Few sports turf managers can expect to end the football season

with their fields in the “near-perfect” condition of the first game.

As STMA president Mike Schiller shows, however, there are steps

managers can fake throughout the playing season to keep

fields in the best shape possible.

Improving Turfgrass Health with a Low-Salt

Diet

Soil salts should be regularly monitored and flushed from the

rootzone before they reach levels that can stress your turfgrass.

Dr. Larry J. Stowell tells you how to do it — quickly and cheaply!

Fine-Tuning the Budget for 1998

The budget you submit for the coming year is your game plan

for the maintenance practices that follow. If you take the time

now to fine-tune your budget for 1998, and heed some guide-

lines supplied by Steve and Suz Trusty, your time investment will

pay major dividends.
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The Tennessee (nee Houston) Qilers dig into a Trinity University football
field. Photo by Mike Schweitzer, director of grounds maintenance,

Trinity University.
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- 13,636 seats at the Stadium,
but only one IS padded.

Unsurpassed comfort, convenience and performance. controls and handy steering wheel. Ask your
That’s why you can find the Jacobsen Tri-King™ on Jacobsen distributor for a demonstration today.

world-famous playing surfaces like Sun Devil
THE PROFESSIONAL'S CHOICE ON TURF

JACOBSEN

Stadium in Tempe, Arizona-home of the 1996

Tostitos” Fiesta Bowl™ and Super Bowl XXX

Premier groundskeepers count on it to TEXTRON

deliver a precision cut on all types ~ R 300-727-JAKE - www.jacobsen textron.com

of grasses. And operators like the

comfortable seat, easy-to-reach

Call 1(800) 817-1889 use FastFax # 1031097 and/or Circle 103 on Postage Free Card
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Just What We
Hoped For

By Dick Ericson

en I first started in this business, you had
to learn it all by yourself. There were few
resources in print or in educational sys-
_l tems to tap even the basics, let alone such specifics

as maintenance of baseball’s infield clay.

Back in the late 1970s and early 1980s, sports turf managers would hear
about new developments and techniques from players who had seen them on
other fields. Lots of established groundskeepers who were “in the know”
guarded as secrets the field-care techniques they had learned through their
own trial-and-error and hard work.

But a few of us, including George Toma and Harry Gill, wanted to share
those techniques and ideas. We'd talk by phone three or four times a year to
discuss problems and the ways to solve those problems. We found that, no
matter which end of the conversation you were on, you ended up learning
something you could put to work on your own field. We also discovered that
we each were getting lots of calls from others in the business looking for the
same kinds of information we were already sharing. At the same time, pub-
lic concerns about field quality were growing as sports events became more
popular on television.

So, in 1981, at the end of a turfgrass conference with Dr. Bill Daniel’s
group at Purdue University, about 35 of us got together to start an organi-
zation — the Sports Turf Managers Association (STMA) — to make the job
easier for everyone by promoting sports-turf-specific education and the shar-
ing of information. I had the honor of being named the first president.

Back in the '70s, when a baseball “took a bad hop” it could fly so high it
actually jumped over a player’s head. Today’s players expect to put a glove
down and have the ball head right into it — and it usually does. Safety is,
and has always been, the driving force behind field care. Aesthetics also are
important now. Groundskeepers soon learned that everyone expects a field to
play as good as it looks, and good-looking fields draw fewer complaints.
While expectations are higher now, so is the ability to meet those expecta-
tions.

Those of us fortunate enough to have been there in the beginning have
had the opportunity to see STMA grow. To me, it’s almost unbelievable the
progress that has been made, in STMA and in the whole sports turf industry.
Technology is moving so fast there’s more reason than ever to have STMA as
a conduit for information. The sports turf education offered through various
colleges and universities, this magazine, and STMA’s newsletter (Sports Turf
Manager) and the great opportunities for networking at chapter functions
and the annual conference are exactly what we were hoping for when STMA
first started.

Dick Ericson was STMA’s first president, is an Honorary Life Member and
continues as one of STMA’s strong supporters. Ericson retired from his posi-
tion as stadium superintendent of the Minneapolis Metrodome two years ago.
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Irrigating Mistakes

By Dave Minner

The following are three common
irrigation mistakes on athletic fields:

1. Overwatering — too much, too
often, too shallow. As a general rule,
turf should be allowed to wilt slightly
before irrigation. At this stage of wilt-
ing, soils are well-aerated because air
has replaced the water removed from
soil pore spaces by roots. Roots need
water to grow, but they also need air-
filled pore space. Excessively wet soils
become anaerobic and have a distinct
sulfur odor of rotten eggs. Root growth
is poor in anaerobic conditions.

Allow the turf to wilt slightly and
then apply about an inch of water.
Wait until the turf just begins to wilt
before watering again. About 1.0 to 1.5
inches of water per week is sufficient
for soil-based fields. Sand-based fields
may require more frequent watering.

2. Mid-day watering of grass.
This increases humidity and free
moisture near the plant that results in
increased disease.

3. No plan for watering the skin
on baseball/softball fields. Don't
forget to install separate heads and
valves for watering just the infield
dirt. Don't place the heads so they
water both the dirt and the grass.
Watering the skin portion of an infield
is just as important as watering the
grass. A separate station is needed for
watering the skin infield because it is
managed differently from grass. a

David Minner, Ph.D., is extension
turfgrass specialist at Iowa State
University, Horticulture Department.
The above comes from the July 1997
issue of lowa Sports Turf Managers
Association Newsletter.

If you have a tip to share, send it to
sportsTURF, 68860 Perez Rd.,
Cathedral City, CA 92234.

Photo courtesy: The Toro Co.,
Irrigation Division.



These questions came straight
from the customers of lawn care
operators, pest control operators
and other professional pesticide
applicators across the country—
and probably reflect the concerns
of your customers. The more
your customers know about the
products you use, how you use
them and how much is used,
the more confident they will be
in you and your service.

Communicate With
Your Customers

Your customers expect
you and your employees to be
credible and knowledgeable
sources of information about
your products. Take time to talk
with them about your safe and
responsible use of pesticides.

Studies show that most
people don't know that pesticide
products are among the most
highly tested products sold. The
U.S. Environmental Protection
Agency (EPA) registers only those

uses of pesticide products that pose minimal risks.

* Emphasize that pesticide products must undergo
stringent government-monitored testing belore they can
be sold. It is a long and costly process. For example:

- One large, pest- and disease-
free tree has the same cooling

""A}'e ﬂ]@ peS fdﬂ‘i effect as 15 room-size air
)pou I{sg S(‘(fé;ﬂ" conditioners.

- A well-maintained lawn and
landscape adds as much as
15 percent to a homes value.

“Are the pesticides that
pi'(?f(’&\‘f()ﬂﬂls use st ronger : D]iSlCUSS }"OI‘;"' sale *‘1‘“] IsSpan-
ad mnm Y sible use ol pesticides as a
"(md more foxic. prolessional applicator. Note
the many steps you take 1o
07} 7/ AP i Vi ] ensure that the pesticides yo
When is it safe for my children |SSS IS
and pets to refurn to an areq | RS-

(i {ﬁ erda [)ﬂs‘f 1 {f{de (q)p! wcation? that you closely follow label

* instructions. The label contains
instructions for only those

uses approved by EPA.

* Outline the extensive training
that is mandatory for proles-
sional applicators in order
to apply specialty pesticides.
Applicators are required by law
to undergo training, certifi-
cation and licensing, as well as
to keep records of each job
performed.

* Explain what happens to pesticide containers once a
job has been completed. Note that containers are
disposed of properly.

- It takes a chemical manufacturer eight to 10 years What Else Can You Do?

to test and register a product, at an average cost of

$30 million to $50 million.

Provide your customers with materials such as
newsletters, brochures, fact sheets and bill stuffers that

- As many as 120 tests or more are performed, many communicate these messages. Be sure that someone at
specific to health, safety and the environment. your company, who has a basic knowledge of the
- Only one potential pesticide in 20,000 makes it from products and application methods your company uses,

the research lab to the market.

is available to answer questions

* Explain Integrated Pest Management (IPM) to your RISE Is A Resource

customers. Most do not fully understand the concept.
Point out that a successful IPM program stresses
prevention, pest identification and selection of the best
method of pest control, which may require the use

of pesticides. Tell how you incorporate IPM into your

pest management [.)F;ICUCL‘S.

RISE is the voice for the specialty pesticide industry.
[ts members include manufacturers, formulators, distrib-
utors and other industry leaders.

RISE works in cooperation with your national, state and
local user/applicator associations and is an additional
source of information regarding issues lacing pesticide

+ Identily the specific pesticides you use and the pests users. We can help you in your role as a knowledgeable

they control.

and credible information source to customers and to the

« Indicate that professionals use an array of public. A brochure on communicating about

products, many the same as those used by

homeowners.

» Assure customers of the benefits pesticides
provide for turf, trees and ornamentals, and

in the home. For example:

pesticides with your customers is available.
Contact RISE to receive your copy.

We urge you to take an active part in your
state and national association(s). We work
together to support your business.

- Termites cause over $1 billion in structural

damage each year.

Responsibde Indusiry for 2 Sound Environment *
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Keeping
Football
Fields

in Top
Condition
Through
Fall Play

By Mike Schiller

Ithough few sports turf man-
mgers can end the football sea-

on with their fields in the
“near-perfect” condition of the first
game, there are steps managers can
take throughout the playing season to
keep fields in the best shape possible.

In sports turf management, player
safety and field playability come first.
Even basic, sound agronomic practices
take a back seat to those two major pri-
orities, and aesthetics must follow
that.

Unfortunately, while expectations of
field quality have escalated among
field users, facility owners and fans,
field maintenance budgets too often
have remained static or declined.
Figures on the budget page may look
basically the same from year to year,
but adding more field area or expand-
ing the use of existing fields without
increasing funds, equipment and labor
to handle the extra workload is, in
reality, a budget cut. So, doing more
with less is the norm, and sports turf
managers at all levels must tap every
available resource to keep fields in top
shape.

Expect Problems

Football fields get their heaviest use
during the least favorable periods for

Special maintenance may be required when a stadium’s design blocks sunlight
from a certain area, as at Arizona State University. Photo courtesy: Trusty &

Associates.

turf growth. In the southern regions
and southern parts of the transition
zone, cooler temperatures slow
bermudagrass growth or bring on dor-
mant conditions. The success of over-
seeding with perennial ryegrass
depends greatly on how well the tim-
ing of field-use requirements coincide
with temperature changes.

In northern regions and the north-
ern parts of the transition zone, errat-
ic weather brings unpredictable turf-
growth patterns for cool season grasses
and may trigger early dormancy. By
mid to late season, turf growth in
northern areas is limited to fields with
underground heating systems and
tarps. Snow removal replaces mowing
on the priority list.

Know the Territory

Basic agronomic conditions are dif-
ferent for every field, and often there
are differences within an individual
field. Invest the time and effort to
investigate thoroughly and record the
specifics.

Use soil probes (a long, hollow pipe
will do) to remove a deep core and
examine the soil profile of different
sections of each field. Pick spots where
turf thrives and drainage is good as
well as where turf is thin or weak, soil
is bare, or water is slow to drain.
Compare the make-up and depth of the
various soil types from the different
dareas.
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Make detailed notes or map out the
field and mark the various sections,
including changes in materials within
the soil profile and the depth of any
levels and/or layers. Problem areas can
be targeted for additional aeration and
topdressing, for additions of soil
amendments or even for reconstruc-
tion.

If you were not involved in the
field’s construction, find out if con-
struction plans or as-built records are
available and compare them to actual
field conditions. Map out underground
drainage systems, including drainage
outlets. Use an irrigation system over-
lay or draw in the irrigation system
specifics.

Note special conditions that have an
impact on turf growth and vigor. For
example, the design of a stadium may
block sunlight from a specific area of
the field for much of each day or
restrict air movement. Irrigation pat-
terns on open fields may be disrupted
by seasonal changes in prevailing
winds. You'll need to adjust mainte-
nance procedures in the affected sec-
tions of the field to compensate for
these conditions.

Check out your turf. Watch for
changes in color and density. Pull
plugs to examine root development and
crown condition. Ask for feedback from
mowing crews on changes they observe
in turf growth. Slowed growth may sig-
nal the early stages of insect or disease
activity. Unexpected growth variations
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within an area may indicate a prob-
lem developing in irrigation or
drainage systems.

Allocate Your Resources

When poor conditions can't be
changed, plan field-maintenance pro-
grams to compensate for them.
Because there’s never enough time or
money to do everything you'd like to
do for your fields, allocate your
resources where they’ll accomplish
the most.

Base fertilization programs on soil
test results. Where budgets permit,
add periodic tissue tests to determine
how effectively the turf uses available
nutrients. You may need to adjust pH
to release nutrients tied up in the soil
or find you can cut back on phospho-
rus (P) or potash (K) because existing
levels are adequate.

Where possible, plan an aggressive
cultivation program to combat com-
paction. Combine core aeration with
spiking, slicing and water injection to
meet field needs without disrupting
practices and play. If you can’t aerate
all the fields, concentrate on the most
heavily used fields. If necessary, aer-
ate those fields only from 10 yards
into the end zone to the 20-yard line
at each end of the field, the sidelines
sections where players and coaches
gather, and between the hash marks.
Even if aeration between the hash
marks on the game field is all you can
work in, do it.

Explore new or different turf vari-
eties and variations in seeding sched-

Note the most heavily used parts of a
field and concentrate aeration on
those areas. Photo courtesy: Mike
Schweitzer, Trinity University.

ules. Talk to the researchers at area
seed-testing facilities and to other
sports turf managers with conditions
similar to your own. Find out what
worked, what didn’t, and why. Maybe
seeding a week earlier, or later, with a
different combination of seed varieties
will improve your late-season turf
density.

Little things can produce excellent
results — like spreading seed prior to
play and letting the players cleat it in
and adding regular or pre-germinated
seed to your field repair divot mix.

Experiment with irrigation sched-
ules and rates. While you don’t want
to put turf through unnecessary
stress, the wetter the soil, the greater
the compaction. Moving your last pre-
game irrigation ahead half a day, or
even a few hours, may reduce com-
paction without increasing turf dam-
age. Or, if you can’t change the timing
of pre-game irrigation, maybe a
slightly lower application rate will
reduce compaction.

If you've always scheduled field
repair and irrigation the morning
after a night game, try moving these
procedures to the same night, right
after the game. Maybe fewer irriga-
tion cycles for longer intervals will
increase root depth and improve turf
vigor.

Experiment with mowing patterns
and height of cut, too. Your crews
probably alter directions with each
mowing already. If they use only two
patterns, you may want to add a third
or fourth to ensure the mower wheels
cover a slightly different area with
each mowing. Try moving your height
of cut up one notch and monitor the
results. You may need to check with
the coaches of your field-user groups
before you take this step, or try it out
on the most heavily used practice field
first.

Communicate

Work with administrators and
coaches of your field-user groups and,
for high school and college fields, with
the athletic director, band director
and drill-team advisor to develop
workable field-use schedules. It's not
a situation of you against them. You
all want the best possible fields as

Examine the soil profile of different
sections of each field — not only
where turf thrives but where it does-
n’t. Photo courtesy: Trusty &
Associates.

often as possible and as long into the
season as possible.

Help them understand the long-
term benefits of rotating practices to
other fields, or to different areas of the
same field. Explain the need for spe-
cific maintenance procedures and the
positive results they produce. Ask for
their cooperation in staying off the
fields or restricting the length of field
use during adverse conditions.

Listen to their concerns and be as
flexible as possible.

Seek Funding

Document your results. If you can
show that focused maintenance proce-
dures on heavily used fields produced
such significant results as maintain-
ing playability longer into the season
or allowing a key game to be played
when other area fields were
unplayable, you improve your chances
for increased funding in next year’s
budget.

Be creative. Use positive results as
an incentive to improve field condi-
tions as you explore alternate sources
of funding. Make sure the parents
support group or team booster club is
aware of your efforts and ask for their
help. Maybe they can't contribute
funds, but can assist with pre-game
field lining or painting or with post-
game repairs or clean-up. Every hour
saved gives your crews an hour for
more technical tasks. B

Mike Schiller is superintendent of
parks for the Rolling Meadows Park
District, Rolling Meadows, Ill., and
president of the national Sports Turf
Managers Association.
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NEW MEMBER SWEEPSTAKES!!

All New Members Joining STMA Between October 1* and December 1%, 1997, will be eligible
for a drawing for a free registration to the STMA 9™ Annual Conference & Exhibition,
January 14-18, 1998, in Orlando, Florida.

BONUS -- EVERYONE WINS

Join Now -- and get up to three months FREE!

That’s Right! If you sign up RIGHT NOW, your membership is in force through
December 31, 1998.

Get Serious With STMA

Application for Membership

The Sports Turf Managers Association (STMA) is an organization of professionals representing all segments of the
sports turf industry. Our members work to combine the science of growing grass and the art of maintaining sports turf
to produce playing fields that are both safe and aesthetically pleasing.

STMA provides members with a variety of benefits, including: education through regional institutes and conferences;
support for sports turf research; facilities tours; a national awards program; access to the STMA National Conference
and Exhibition; complimentary subscriptions to Sports Turf Manager and sportsTURF Magazine; and much more.

If you’re serious about the sports turf industry, then it’s time to become a member of STMA. Join today!

Member Information | Membership Category (please check one)

Name ] Professional facility sports turf manager $85
Title [ Four-year college and university facility $85
Employer sports turf manager

Type of Business [ ] Other schools, research, Ext. Agents, teaching  $85
Address [ ] Parks and recreation sports turf managers $85
City State Zip [] Commercial (US or International) $195
Phone Fax [] Additional member from same $50
E-mail Address commercial company

Signature [ ] Student (non-voting) $20
Referred by [ ] International (other than commercial) $85

(must be in US dollars)

Total amount enclosed S

Please enclose payment (check, money order, Master Card, Visa, Discover or American Express) and send to:
Sports Turf Managers Association, PO Box 3480, Omaha, NE 68103-0480

For more information, contact STMA Headquarters at 800/323-3875 or 712/366-2669

“Promoting Better and Safer Sports Turf Areas”

Circle 119 on Postage Free Card



