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PRESIDENT’S TURF
Turfgrass Sod Family and Friends,

TPI Board of Trustees
Linda
Pittillo Bradley

An abundance of knowledge and education combined with a wealth of wisdom
sums up our 50 & Fabulous Celebration! We are so blessed with our heritage
and to be Celebrating Our Past and it will be especially meaningful when all
of those associated with TPI come together and play a part in Inspiring Our
Future when we gather in Tampa. It’s an event we hope you won’t miss!
As we’ve prepared for this celebration, I’ve found many things that have peaked
my interest:

• Field Days: In every photo we’ve seen at field days there is an extremely
common theme—men touching and studying equipment! The early photos
have men in white shirts and ties and ladies in skirts.

• Education: People are engaged and eager to attend, the chairs are full.
Successful business people do not skip education sessions. We desire to
grow as individuals and as business leaders.

• Test Plots: We enjoy seeing plots on a farm that make it feel just like home.
The results that we see before us are valuable, simple and true comparison.

• Fun: There are smiles and fabulous stories and not all of them are fifty
years old; some happened last year but they are treasured and priceless.
If you haven’t heard a fun story at a TPI event, don’t miss the President’s
Reception and the Banquet!
I also hope you’ve enjoyed seeing the history of TPI in Turf News and the TPI
E-Newsletter as much as I have! While I’ve enjoyed reading about our past,
here are just a few things I’m extremely excited about that will impact our
future and you’ll learn more about during our 50th Celebration:

•

•
•

Our Millennial speaker says that we better be ready in the year 2017 because
the Millennials will spend more money than the Baby Boomers for the first
time in history. Is your farm ready to sell to them? They aren’t tech savvy—
they are tech dependent and we need to know the difference!
Come Alive Outside is a huge asset to our industry! You’ll hear how to be involved
in your area as they explain how everybody wins when somebody goes outside!
The Harvester Preventative Maintenance breakout sessions are all about
saving time, money and maximizing the performance of your harvester.
Bring the people who most need to know about the importance of
maintenance to these special sessions on Thursday and share Wednesday’s
Field Day with them, too.

We’ve tried to listen to everyone’s requests and this year’s conference really has
something for everyone—timely information, new product offerings, plenty of
nostalgia and great companionship. Sign up online today at www.TurfGrassSod.org
if you haven’t already.
“Hold on to instruction, do not let it go; guard it well, for it is your life.” Proverbs 4:13
I’m looking forward to seeing you in Tampa!

Blessings,
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EXECUTIVE DIRECTOR’S TURF
50 & Fabulous: Celebrating Our Past, Inspiring Our Future
Sandy Reynolds

There’s a celebration going on and you’re invited!
It would be far too easy to state that you should attend
TPI’s 2017 International Education Conference &
Field Day in Tampa, Florida, because we’re celebrating
TPI’s 50th Anniversary. Sure, there’s going to be a lot
of celebrating going on, and if you have been a member
for any length of time you’ll have a chance to reminisce
with old friends, talk about the good old days, or just play
catch up as you network with other turfgrass producers.
If you are relatively new to TPI, or if you are a first-time
attendee, this year’s conference will provide you with a
wonderful perspective of TPI; where we’ve been, how we
got here, where we’re going, and what this association can
mean to you, your family and your business as you look to
the future.
The point is, there’s much more to this year’s conference
than its historical significance, or the celebratory and
social aspect of what will be taking place; there’s also
the business side of the conference. The two days of
education sessions offer subject matter as varied as the
countries represented by TPI members. Guest speakers,
timely issues, in depth panel discussions, “Show & Tell”
presentations, and the Annual Business Meeting are part
of the whole package.
This year’s conference will also feature a series of
concurrent Harvester Preventive Maintenance
breakout sessions provided by technical representatives
from some of the industry’s leading manufacturers.
These informative sessions are sure to be especially
meaningful to farm managers, technicians, mechanics
or anyone else responsible for keeping your equipment
up to date and making sure they provide maximum
performance. To encourage members to bring
their employees who are responsible for equipment
maintenance we’re offering special promotional pricing
for these exclusive training sessions.

Taking all this into account, can
you afford not to attend this year's
conference? Of course not, if for no
other reason than the fact that
you're worth it.
We all need to discover ways to do things better; be it
operating more efficiently, maximizing our production
capabilities, reducing our operating costs, generating
sales or learning ways to fine-tune our business skills
and overall operation efficiencies. The fact is, we all have
things we can learn; so, attending a TPI event, especially
this one, is an investment in yourself, in your company
and in your future.
If early registration is any indicator, TPI’s 2017
International Education Conference & Field Day is going
to draw a huge crowd and we want you to be a part of it.
If you haven’t done so already, now’s the time to make
your reservations at the host hotel and be sure to register
for the conference. The reservation deadline for the
Saddlebrook Resort is January 27. Advance registration for
the conference ends February 13. Visit the TPI website at
www.TurfGrassSod.org to register online.
We hope to see you in Tampa at TPI’s 2017 International
Education Conference & Field Day because this is one
event—you really can’t afford to miss!

Until next time,

Add to that a great Field Day at SMR Farms, indoor
exhibits, a live auction, a sensational raffle where someone
will win a John Deere Gator RSX860i ATV, a variety of
exciting optional activities and a great location and you
have all the makings of a not to be missed conference.
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TPI NEWS
WHAT’S HAPPENING NOW
2017 IS TPI’S 50TH ANNIVERSARY!
This issue of Turf News continues its journey through the decades as we celebrate the past 50 years and
plan for the next 50. This issue features the years 2010 through 2016.

FARM CHALLENGE
Member response to Louis & Ginger Brooking’s Farm Challenge to help TPI celebrate our 50th Anniversary
Celebration has been great! Are you participating? Any donation is welcomed. Your donation will help fund
the 50th Anniversary Celebration and TLI research, education and scholarship initiatives. Donate today!
Details on page 52.

FACEBOOK
Be sure to visit TPI’s Facebook page at https://www.facebook.com/TurfgrassProducersInternational.
Join the nearly 1100 followers who currently LIKE US on Facebook. You’ll ﬁnd timely information, 50th
Anniversary Trivia questions, association and industry news, and plenty of photographs of TPI events.

TPI EVENTS
Take advantage of networking and educational opportunities at these TPI events.

HAVE YOU REGISTERED?
Be part of the 50th Anniversary Celebration!
TPI 2017 International Education Conference & Field Day
February 20-23, 2017 in Tampa, Florida – USA
Saddlebrook Resort
Field Day Host: SMR Farms, LLC
Register today. Celebrate 50 years with us! It will be a celebration to remember!
This year’s TPI Conference and Field Day will be ﬁlled with plenty of unexpected surprises. In addition to a
number of business and social events that include everything from two days of great education sessions,
we’re featuring exhibits, planning a Live Auction with some “must have” items on which to bid, a “50 &
Fabulous” Banquet and much more. The Field Day at SMR Farms will not only feature live demos and
exhibits, you will also have an opportunity to see antique equipment that spans 50 years of innovative
advancements in turfgrass production. As always, the event provides you with an opportunity to meet
with turfgrass professionals from around the world, engage with old friends, welcome new members and
reﬂect on our association’s history over the last ﬁfty years. This year’s program and related events truly
serve to celebrate our past and offers inspiration for our future.

REGISTRATION IS NOW OPEN –
Visit the TPI website today

BOOK YOUR HOTEL TODAY!
Saddlebrook Resort
5700 Saddlebrook Way
Wesley Chapel, FL 33543
1-813-973-1111 or 1-800-729-8383.
Reference Turfgrass or TPI - $225 + Tax per night
if reserved by January 27.
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TPI NEWS
LOOKING AHEAD
APRIL IS JUST AROUND THE CORNER
AND APRIL IS NATIONAL LAWN CARE MONTH.
Be prepared to promote lawns and natural turfgrass. Watch
for promotional materials and assorted infographics on TPI’s
Facebook page and in the TPI E-Newsletter that you can use to
spread the word on the beneﬁts of lawns come April.

CONFERENCE AND HOTEL REGISTRATION ARE NOW OPEN
FOR THE 2017 INTERNATIONAL TURFGRASS RESEARCH CONFERENCE
IN NEW BRUNSWICK, NEW JERSEY – JULY 16-21, 2017
ITRC will coincide with TPI’s 2017 Summer Program in New Brunswick, NJ. More details
will be forthcoming in future issues of Turf News and the TPI E-Newsletter.
The ITRC event is the largest and most comprehensive gathering of turfgrass
professionals anywhere in the world. Learn about the latest discoveries in
turfgrass science and get inspired by the scientific sessions, field tours, and
stimulating discussions.

WHAT TO KNOW
Did you know that TPI members can view pictures from past conventions
and conferences on Smug Mug?
Visit: www.tpiphotos.smugmug.com/ to take a journey down memory lane.

On November 1st, the Turfgrass Information File (TGIF) database began to take on a new look as the ﬁrst
phase of redesign began. Visitors will see some immediate enhancements.
TGIF is administered by The Turfgrass Information Center (TIC) a specialized unit at the Michigan State
University Libraries (MSU), and houses the most comprehensive publicly-available collection of turfgrass
research and educational materials in the world, and has continuously produced the database since 1983.
The database contains more than a quarter million records, with over 60% of those records linking the user
directly to the full-text of the item.
The database is an irreplaceable resource for students, researchers, and professionals around the world
who are responsible for maintaining golf courses, lawns, athletic ﬁelds, and managed landscapes of every
kind. Access to TGIF is a signiﬁcant added beneﬁt to TPI members at no charge; the database is only
available to others for a fee.
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Thank You to All TLI 2016 Donors
The Lawn Institute sincerely thanks all members that have donated to The Foundation in 2016. In recognition of the
Forever Green, Gold Partner, Green Partner and 500 Club members, the lists below recognize those who have donted as of 12/1/16.
For more information on how you can support TLI go to http://The LawnInstitute.org/ and click on SUPPORT TLI.

FOREVER GREEN

LEGACY GIVING

Hank and Mary Kerfoot (Modern Turf)

For more information go to www.TheLawnInstitute.org/page/forevergreen/

GOLD BENEFACTOR

Over $5,000

Jasperson Sod Farm—Randy Jasperson

JB Instant Lawn, Inc—Mark Tribbett

GREEN PARTNER

$1,000-$4,999

A-G Sod Farms—John Addink
All Seasons Grass, Inc. —Irene Gavranovic–Sipes
Bethel Farms—Will Nugent
Biograss Sod Farm—Warren Bell
Brookmeade Sod Farm, Inc.—Louis Brooking
Brouwer Kesmac—Eric Brouwer
Bucyrus Equipment Company, Inc.—Steven Dover
Chantilly Turf Farms, Inc.—Ray Weekley
Coombs Sod Farms, LLC—John Coombs
Eagle Lake Professional Landscape Supply—Eric Heuver
ECO Turf—Hugh Dampney

Emerald View Turf Farm—Eddie Keeven, Jr.
Laytonsville Landscaping, Inc.—Doug Lechlider
Modern Turf—Hank Kerfoot
NG Turf—Aaron McWhorter
Saratoga Sod Farm, Inc.—Steve Griffen
Sod Solutions—Tobey Wagner
Texas Sod Leasing—Bubba Simons
Trebro Manufacturing Inc.—Gregg Tvetene
Turf Merchants Inc.—Nancy Aerni
Turf Mountain Sod—Fred Pittillo
Winstead Turf Farms Inc.—Bobby Winstead

500 CLUB

$500-$999

A-1 Turf Farm—Doyle Anderton
Blue Valley Sod, Inc.—Bob Weerts
BP Turf—Brad Pack
Central Sod Farms of Maryland, Inc.—Tom Warpinski
Chickasha Sod & Grass Farm—Oscar Nelson
Coosa Valley Turf Farms, LLC—Tom Wolf
Evergreen Turf, Inc.—Jeff Nettleton
Evergreen Turf, Inc.—Jimmy Fox
Evergreen Turf South Africa—Fanus Cloete
Green Acres Turf Farm—Gary Youmans
H & E Sod Nursery, Inc.—Darin Habenicht
Heartland Turf Farms Inc.—Tom Keeven, Sr.
Heritage Turf, Inc.—Ron Nixon
Jacklin Seed—Dr. Doug Brede
Kogelmann's Creek-Side Sod Farm, Inc.—Gary Kogelmann
Landmark Turf & Native Seed—Larry Humphreys
McCall Sod Farm, Inc.—James Maulden
Medina Sod Farms, Inc.—Scott Gregoire

Oregon Turf & Tree Farms—Tom DeArmond
Patten Seed/Super Sod—Ben Copeland, Sr.
Pine Island Turf Nursery, Inc.—Chip Lain
Professional Lawns Ltd.—Alfred Cowburn
R.B. Farms LLC—Robbie Brady
Reid Sod Farm—Randall Reid
SelecTurf Inc.—Jim Keeven
Somerset Seed & Sod, Inc.—Andy Hutchison
Southwest Sod Inc.—Matt & Jim Smith
Sumter Sod—Chip Block
TAMANET USA—Angel Lopez
The Ganwood Company—Matthew Bissett
The Turfgrass Group, Inc.—Bill Carraway
Tri-Turf Sod Farms, Inc.—Jason Pooler
Tulsa Grass & Sod Farms, Inc.—Richard
c.—Richa Stunkard
Tuckahoe Turf Farms—James Betts
Turf Mountain Sod—Linda Bradley
radley
Zander Sod Co. Limited—Claus Zander

Personalize the next page (Helpful Hints from The Lawn Institute) Insert your company’s business
address and contact information by going to www.TheLawnInstitute.org/pages/helpful-hints-from-the-lawn-institute/
to access The Lawn Institute’s easy-to-use template. Then print and share with your customers—it’s free!
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GET YOUR NEW HOME’S LAWN OFF TO A GOOD START
Select the season and your own availability to optimize
success. In cool-season areas, fall is the preferred season to
start a new lawn whether it is by seed or sod. But beyond
that, there are no common “best times.”
Sod can be installed whenever it is available from a farm
(even if the ground is frozen), although it will require
more water during peak summer heat. Seeding can be
attempted in the spring, but remember that whatever you
do to encourage grass seed to grow in the spring will also
encourage weed growth.

Buying a new home? You’re understandably proud of your
investment, so you’ll also want a lawn that makes a great
first (and lasting) impression. Numerous studies indicate
that landscaping improves the value of real estate from
five to as much as 20 percent. An important part of the
landscape and your investment is your lawn; make sure you
give it a good start.
Select turfgrasses suited to your area and the lawn’s
use. Tell your local garden center expert or turfgrass
sod producer how much shade your yard has, how you
intend to use it (for example, for light use or as a heavy
play area), and how much time you want to spend on
maintenance. Not all grasses are up to every possible use
and maintenance level.
Don’t scrimp when it comes to choosing plant materials.
The few dollars saved on grass seed or turfgrass sod that
is even slightly inferior may cost hundreds of dollars and
hours more to fix than if you made the correct choice
before the project was even started.

Summer seeding is not practical in most areas because
of the extra water that would be needed due to increased
heat and added turfgrass disease pressure. For seeding,
plan on watering two to three times a day for at least one
month, and then less frequently for the next two to three
months. Missing even a day’s watering at this critical time
can eliminate all the hard work that has gone into the
project up to that point. Newly sprouted grass seed can die
quickly. Sod will require frequent watering for at least one
week and even longer during the summer.
Once the grass has established, water infrequently and
deeply to encourage the deep roots that will have more
water available in times of drought or heat. Watering
as early in the morning as possible will reduce
evaporation and wind losses and lessen the chances of
disease outbreaks.
Never mow off more than the top third of the grass blade
and keep your mower blade sharp. Clippings can be left on
the lawn because they will degrade and return nutrients to
the grass. Changing mowing patterns each time will avoid
scalping and rutting.

Spend time and money to properly prepare the soil before
planting. Sprinkling seed or laying sod on soil that has just
been scuffed up with a rake is certain to result in failure.
Instead, take the time to have a soil test performed, add
the recommended soil amendments and deeply till the
soil. Improving the soil before any planting takes place
is the best time to enhance your lawn’s ultimate beauty.
Once the grass begins to grow, it’s much more difficult to
significantly improve the soil.

For more information on lawn care and helpful “How to” tips, visit The Lawn Institute at http://www.TheLawnInstitute.org.
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PRINCIPLES OF
EFFICIENT LANDSCAPE WATER MANAGEMENT
Editor’s Note: The following is an excerpt from Appendix B of the booklet, Water Right—Conserving Our Water, Preserving
Our Environment published ten years ago. The information is every bit as important today as it was then and should assist
you in any conversations that you might have about water and its relationship to turfgrass and the environment. The Water
Conservation Checklist on the next page is from the same booklet. Please feel free to make copies to use as you see fit.
Turfgrass Producers International (TPI) is a major
partner of the green industry and is also dedicated to
environmental concerns. They recognize both the global
need to use water efficiently and the benefits of public
and private green spaces. Through research, education
and proper management, they believe that based on the
following landscape water management principles 21st
century landscapes can be increasingly water-efficient and
meet the needs of the public and the environment alike.

• Turfgrass is one of many important components of the
landscape, providing numerous beneﬁts and values to
our quality of life, our environment and our eco-system.
• The green industry in general and the turf industry in
particular, play signiﬁcant environmental and economic
roles on the local and global levels.
• There is no universal answer to all landscape watermanagement issues. Solutions need to be based on
site-speciﬁc determinants, incorporating both initial
establishment and continuous, long-term considerations.
• Efforts to develop and implement any narrowly focused
water-conservation solutions can prove problematic.
• Efﬁcient use of water can be realized only through
implementation of the combined best-management
practices of the soil, plant, irrigation, landscapemaintenance and landscape-design sciences.
• Actual water requirements of all landscape materials
must be determined by means of objective and veriﬁable
scientiﬁc processes, which in turn enable educated and
environmentally sound landscape decisions.
• Technological synergies, evolving from green-industry
professionals and scientists will continue to expand and
improve water-resource development, delivery, use and
efﬁciency.
• The public will take actions that simultaneously conserve
water and improve the environment when properly
informed of and motivated by the best available scientiﬁc
knowledge and technology.
• The basic right of individual artistic expression in the
landscape and the value of a given plant is not solely
determined by its need for and/or consumption of water.
• Public policy should encourage the quality of life, the
freedom of choice, and the emotional and economic
values resulting from individually owned and public
landscapes.
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INDOOR & OUTDOOR RESIDENTIAL WATER
CONSERVATION CHECKLIST
There are many ways to conserve significant amounts of water inside
and outside the home, and doing so makes sense because it lowers water
and sewer bills, extends the water supply and helps the environment.
Homeowners can take many simple steps to help preserve this precious
renewal resource.

Your water-delivery system
Effective water conservation requires awareness, involvement and
education. To understand your water-delivery system, know the
following information:
The name and location of the company that provides your water,
as well as contact information for the company’s chief executive
and public education/public relations officials.
Who the water-policy decision-makers are in your municipality or
area, how they are selected (elected or appointed) and the length
of their terms of office.
How water-use policies and rates are set and modified, including
names and contact information for officials.

Outdoor water conservation
Cover pools, spas and other water features when not in use to
minimize evaporation.
Clean sidewalks, driveways and patios by sweeping rather than by
spraying with a hose.
Wash car(s) with a bucket of water rather than a running hose. If
possible, drive your vehicle onto the lawn so that all the water can
be absorbed into the landscape.
Restrict or eliminate use of hose-end water toys. If possible,
combine use of water for play with landscape needs.
Properly prune or trim trees, shrubs and other woody plants to
maximize the plants’ health and minimize invasion by pests.
Frequently remove dead or dying plants and all weeds that
compete for available water.
Apply fertilizers or pesticides at minimal levels, timed to specific
needs of the plants.

When and where announcements of public water-policy meetings are
published (newspapers) or posted (office and/or Web sites).

Maintain sharp blades on pruning shears and lawn mowers.

The source(s) of water used within the system (e.g. lakes, streams,
groundwater or aquifer) and how to track stability and quality of supply.

Aerate lawn and cultivate planting beds periodically to decrease
compaction and improve penetration of water, air and nutrients
into root zones.

The water supplier’s long-term and short-term contingency plans
to ensure availability.
The water supplier’s contingency plans in case of supply shortage
or interruption due to an act of nature (e.g. flood or drought) or
mechanical failure of the piping, pumping or filtration system.
The rate structure for residential, commercial or industrial water
use, with possible seasonal modifications. (Note: Water-use
billings may or may not include sewage-treatment fees, or they
may be linked to potable water volume.)
The location of the on-site water meter and how to read it and
calculate the quantity of water used between readings.

Indoor water conservation

Mulch flower and garden areas as well as tree and shrub bases as
appropriate for each species.
“Harvest” water from rainfall/snowmelt for landscape
irrigation purposes.
Use recycled or non-potable water to the greatest extent possible,
as limited by supply and/or regulation.
Employ a certified landscape-irrigation auditor at least once every
five years to conduct a thorough and comprehensive check for
efficiency of water application.
At least once a year, confirm that all irrigation systems are
distributing water uniformly and inspect, repair and/or adjust inground or drip watering systems.

Repair all water leaks immediately and be especially alert for leaks
in toilets and faucets.

Use water timers or flow meters for hose-end watering to ensure
proper amounts are applied.

Install and maintain ultra-low flow toilets. Alternatively, convert
existing toilets to low-flow units with a tank dam or even bricks.

Immediately shut off irrigation system(s) and adjust whenever
irrigation water falls or runs onto hard surfaces such as sidewalks,
streets or driveways.

Install and maintain flow restrictors (aerators) on faucets.
Install and maintain low-flow showerheads.
Limit showering time to 5 minutes.

Repair all water leaks as soon as detected. (This includes leaking
hose couplings, hose bib leaks and similar connections.)

Do not use toilets as waste baskets or ashtrays.

When buying plants, select those that have scientifically
documented low water requirements.

Turn off water when shaving and brushing teeth.

Determine specific water requirements for all existing landscape plants.

Scrape food off dishes without water prior to rinsing.

Adjust controllers for in-ground or drip watering systems
according to seasonal needs of plants.

Operate dishwasher only when it is fully loaded.
Operate clothes washer only when it is loaded to maximum capacity.

Water landscape plants only when necessary according to needs of
each plant type or based on local ET (evapotranspiration) rates.

Rather than run the tap for cool drinking water, keep a filled
container in the refrigerator.

Water early in the morning when temperatures and winds are at
their lowest levels to reduce evaporation.

While waiting for running water to warm or cool for use on plants
or in cleaning, capture flow for other uses.

Water all plants deeply but infrequently to encourage deeper,
healthier rooting
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THE 2017 INTERNATIONAL TURFGRASS
RESEARCH CONFERENCE
New Brunswick, New Jersey, USA—July 16-21, 2017
Conference and Hotel Registration are now OPEN for the
13th International Turfgrass Research Conference (ITRC),
one of the most anticipated events in 2017!
Go to http://www.turfsociety.com/itrc2017/

Plan to attend the largest and most comprehensive gathering
of turfgrass professionals anywhere in the world. Learn about
the latest discoveries in turfgrass science and get inspired by the
scientific sessions, field tours, and stimulating discussions.

ITRC 2017 Highlights

Mark your calendars now to join the more than 500 participants
from 26 countries who are anticipated to attend the 13th ITRC in
New Brunswick, New Jersey, USA, from 16 to 21, July 2017.

Highlights include keynote addresses from internationally
renowned scientists; an evening reception to recognize
Dr. Jim Watson—one of the pioneers in the turfgrass
industry; a full day of technical tours that will highlight the
extraordinary range of turf venues in the NJ/NY city region;
an American-style BBQ at the Rutgers Turf Research Farm
at the Hort Farm; a full day of technical tours is planned
including a stop at the USGA; a Twilight Dinner Cruise
of the NY/NJ Harbor, with views of the Statue of Liberty
and the NY City skyline, and a Zoysiagrass Symposium
showcasing invited speakers who will give a world-wide
perspective on this important and under utilized turfgrass
species; plus much more.
The Conference will conclude with an optional afternoon
tour of the world-famous Rutgers Breeding Programs at the
Adelphia Research Farm.
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There will be a Pre-Conference Tour to Washington, DC, and
Philadelphia, Pennsylvania, and a Post-Conference Tour to the
beautiful Blue Ridge Mountains of Asheville, North Carolina.
Check out the ITRC Website for details.
Early-bird registration discounts are now in effect, Student
Travel Award Applications are currently being accepted, and
many of the technical and accompanying person's tours have
limited capacity.
Go to the ITRC Website (http://www.turfsociety.com/itrc2017/)
and register today to join the more than 500 participants from 26
countries who are anticipated to attend. For more information
contact: Ms. Anne Diglio <diglio@AESOP.Rutgers.edu>.
ITRC will coincide with TPI’s 2017 Summer Program in New
Brunswick, NJ. More details will be forthcoming.
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WELCOME NEW & RETURNING MEMBERS
Charles Singlehurst
Springwood Turf Limited
Springwood House Farm
Benefield
Peterborough PE8 5AG England
44 + 1832 205 236
c.singlehurst@tiscali.co.uk
Jorge Clement
Nuevos Verdes
Av. San Martin 6761 - Carrodilla
5505 Mendoza Argentina
54 + 261 527 0164
jorgeclement@nuevosverdes.com.ar
Koert Sikkens
55227 Boysdale Road
Sturgeon County, AB T8L 5C5
Canada
780-998-1249
koertsikkens@xplornet.com
Seth Thomas
Thomas Turfgrass
799 Old Potato Road
Paige, TX 78659
512-988-0600
seth@thomasturfgrass.com
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Matthew Bisset
The Ganwood Company
11250 Old St. Augustine Rd. #15-311
Jacksonville, FL 32247
904-268-5155
matt.bissett@ganwood.com
Gary Cochrane
Cochrane Sod Farms, Ltd.
7125 County Road #10
Angus, ON L0M 1B1 Canada
705-424-1307
info@cochranesod.ca
Wade Poort
A. Linde Sod Farm
PO Box 334
Smithville, ON L0R 2A0 Canada
905-515-4373
wade@lindesod.com
Mike Kelly
TerraMax Inc.
815 West 106th Street
Bloomington, MN 55420
952-657-5592
Mike.kelly@terramax.ag.com

Have You Visited TPI’s
FACEBOOK Page?
If you aren’t one of the over 1100
followers of TPI’s Facebook Page
you’re missing out on a wide variety
of interesting items, many of which
are sure to grab your attention.
TPI’s Facebook Page offers a
cornucopia of industry-related news
items, trivia, infographics, news about
upcoming TPI events, videos and
links to the TPI E-Newsletter. The site
also gives you access to thousands of
photos from recent TPI Education
Conferences and Field Days, all of
which you can share with others on
your website or social media.
You don’t have to be a Facebook
subscriber to visit the page. If you
are a Facebook subscriber, be sure
to LIKE us and tell your customers,
employees, business associates,
family and friends to follow us too.
Visit us at: www.facebook.com/
TurfgrassProducersInternational

13

GROWING YOUR BUSINESS
WITH EFFECTIVE MARKETING
By Steve Trusty
According to the website, Business Dictionary,
(http://www.businessdictionary.com/) marketing is
“The management process through which goods and
services move from concept to the customer. It includes
the coordination of four elements called the 4 P's of
marketing: (1) identification, selection and development
of a product, (2) determination of its price, (3) selection
of a distribution channel to reach the customer's
place, and (4) development and implementation of
a promotional strategy. In this issue, we are going
to concentrate on the fourth P, developing and
implementing your promotional strategy.”
As you fine-tune your marketing strategy it is important
to listen to your customers and potential customers, and
to involve your staff. Your goal should be to find the best
ways to communicate to those customers who you are,
what you do, and why they should do more business with
you. Any form of communication you use will give positive
or negative perceptions of the value of what you provide.
Is your signage clear and up-to-date, or faded and falling?
Are your trucks and other equipment in good shape or
look like they might not last long enough to complete the
next job, or that you don’t pay much attention providing
quality work? Do you make your property, especially
the entrance and other areas easily seen by the passing
public, as clean and attractive as possible? What do you
want to convey with your advertising? Is your advertising
positive and uplifting, or does it signal something else?
Your promotional strategy should strive to make people
your customers because they feel that what you provide
is most important to them. If it isn’t, they’ll spend more
of their money with the other marketers that make their
products and services appear more valuable than yours.
This includes both direct competitors and those selling
anything contending for the consumer’s dollars.

are doing. Press releases, done well, can help get your story
to those you want to reach.
Familiarize yourself with all the marketing tools offered
by TPI and The Lawn Institute (TLI). You can use
the Turfgrass Lawn Guide and many other booklets,
brochures and one-pagers to assist customers and
encourage them to do more business with you. There are
three pages you can use included in this issue beginning on
page nine. There are DVD presentations. There are signs,
banners and flyers. Don’t forget the “On-hold” phone
message library. Encourage folks to use the resources of
the TLI website, www.TheLawnInstitute.org. Partner with
other TPI members to offer services to retailers that cover
a wider area than you can cover on your own.
Once you familiarize yourself with all the marketing options
you have, decide how they fit in your overall plan. Also, keep
a constant lookout for new ways to reach new people that you
can incorporate into your strategy. Make the full and best use
of TPI’s business partners. FedEx can assist with all sorts of
printed materials at member pricing. Go to TurfGrassSod.org
“For Members” tab, “Member Benefits & Programs.” If
offering credit card payments might help you grow your
business, check out the TSYS Merchant Solutions—
Credit Card Processing Benefits. Call 888-749-7860 or go
to tsysmerchantsolutions.com/assoc.
Following are four articles with more specific information
to aid in your marketing efforts. The first points out that
your employees are not only important for the success
of your company but they also play a large role in your
company’s personal branding. Read “How to Turn Your
People Into Portals of Profit” starting on the next page.
Since emails are becoming the preferred method of
communication for so many, the second article discusses the
importance of accuracy in your emails. “The Single Biggest
Email Etiquette Mistake You Can Make” is on page 16.

Your marketing plan should include many different tools.
A well-done website is becoming much more important.
Paid advertising through the typical media outlets is always
an option. Social media might benefit your outreach.
Your market, services and major customer type will help
you decide on what forms work best. Reaching out to
homeowners might include radio, TV, newspapers or other
local publications. Landscapers might be better reached
with mailings or emails. Some potential customers, such as
golf courses or sports fields, might best be reached through
their professional organizations. Community involvement
can generate a lot of positive publicity. Develop a rapport
with the local media if possible. Let them know what you
14
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Selling your products and services is the main goal
of your marketing. The third article in this section
points out that people will buy more from you when
they know you are real. Read why it is important not
to attempt to be everything to everybody, but rather,
become vulnerable to improve job security and get more
sales and satisfaction at the same time. “Vulnerability is
Money in the Bank” starts on page 17.
Networking is great for picking up new ideas, and
done right it can be an effective marketing tool.
Winter, with all its trade shows and conferences, is
an ideal time for networking. Prepare especially for
this interaction by practicing your networking skills
at the 2017 TPI International Education Conference
& Field Day. Read “8 Ways to Overcome Social
Discomfort at Networking Events” beginning on
page 19 to help you hone your skills.
Steve Trusty is co-editor of Turf News.

HOW TO TURN YOUR
PEOPLE INTO PORTALS
OF PROFIT
By Jeff Beals
As I was driving on the freeway last week, I came upon
a semi-trailer truck which had a message printed on the
back in big red letters: “Our most valuable resource sits 63
feet ahead.” As I passed the truck, I saw a similar message
in even bigger letters printed along the side of the trailer:
“Our most valuable resource sits here” and then a big red
arrow pointing at the driver.
What a nice message! I assume the company, Crete Carrier
Corp. decided to place this message on the truck as a way to:

1. recruit drivers;
2. remind drivers how important their work is
to the company’s success;
3. make customers feel good knowing that their
freight is being transported by high quality drivers;
4. all of the above
Indeed, employees are important to the success of
companies especially those companies that operate in
highly competitive industries.
TPI Turf News January/February 2017

But employees are also critical to an organization’s success in
a way that many people never consider: personal branding.
When most people think about personal branding,
they automatically assume you’re talking about career
advancement or something a salesperson, insurance agent
or real estate broker would do in hopes of closing more
deals. Certainly, such images fall under the personal
branding umbrella. But organizations benefit from
personal branding too. Personal branding by employees
helps companies make more money and organizations
more successfully meet their missions.
Businesses large and small must realize that people—their
employees—are the portals of profit. In other words,
customers like to come into a company through a human
being. Personal relationships are the most effective
way to land big clients. Personal relationships are even
effective in the highly commoditized world in which many
companies compete. The more a company’s employees are
out and about among the public, becoming well known
and building relationships with prospective and current
customers, the better a company will do.
Too many organizations fear personal branding efforts
by their employees. In fact, conventional wisdom says
that well-branded employees might be snatched up by
competitors. While there is a greater risk of losing wellknown employees, savvy companies realize the benefits
outweigh the threat of greater turnover. What’s more, my
gut tells me that employees who are encouraged to build
their personal brands will be happier at work and therefore
less likely to leave (even though they would theoretically
have more opportunities to leave).
Organizations need not wait for a threat to tap the
latent personal branding power that sits unused on their
organizational charts. Now is the time to empower
employees. Help employees build their brands and turn
them loose as deputized ambassadors. Employees must
become famous in their own spheres of interest, so they
can become the portals of profit.
Jeff Beals is a professional speaker and award-winning
author, who helps companies increase their proﬁts and
associations achieve their missions through effective
sales and personal branding techniques.

15

THE SINGLE BIGGEST
EMAIL ETIQUETTE MISTAKE YOU CAN MAKE
By Janine Barlow
For the most part, email, texting, and digital chat
platforms like Slack have made business communication
easier than ever. When you need something from a
professional contact, you can make the request as fast as
your fingers can type. Unfortunately, with speed comes the
danger of making a big email etiquette mistake.
A common—and costly—error that arises is spelling your
contact’s name incorrectly. Since it usually happens at the
beginning of your email, it means that the recipient is
already cringing before they’ve even gotten to the meat of
your message.
“I only made a typo,” a serial name misspeller might
protest. “Why should anyone take it so seriously?”
There are a few vital reasons to avoid making this specific
email etiquette mistake, and not make it a habit to
misspell names:

1) It shows a lack of attention to detail.
You might remember the story of how Van Halen’s tour
rider demanded that there be no brown M & M’s backstage
at the band’s concerts. They weren’t offended by the color
brown—they just wanted to make sure that venues paid
attention to every detail of their rider, because many of
those “details” were strict requirements for safety.
The Van Halen story applies to all manifestations of
attention to detail. If you begin your email by showing
that you didn’t even read your contact’s name correctly,
what else might you not have understood from previous
communications? If the person you’re emailing is a client,
can you afford to give them the impression that you’re
careless with meaningful details? If they’re not, do you want
to get in the habit of being slipshod with communication?

2) It shows that you don’t care about
the person you’re emailing.
Not everyone is sensitive about this, it’s true—but just
because you don’t think someone should be offended, that
doesn’t mean they won’t be. When “Stephen” repeatedly
gets emails from his boss greeting “Steven,” and “Kaitlyn”
hears from a vendor who thinks she’s “Caitlin,” they begin
to sense that these emailers aren’t all that concerned about
them as individuals.
If you think that’s worthy of no more than an eyeroll,
remember that those entering the workforce are becoming
more and more individualistic. Identifying someone by
the correct name is the bare minimum for showing that
you recognize that person as an actual human, and not an
automaton made to do others’ bidding.
An extra warning: As workplaces become more and more
culturally diverse, this particular email etiquette mistake
will only grow in gravity. Stephen-misspelled-Steven only
feels personally offended, but to Aarav-misspelled-Arav or
Hinata-misspelled-Hitana, repeated misspellings send a
much more insensitive message.

3) You may be setting yourself up for
a failure of memory.
The person you’re emailing now may well be someone
you’ll need to email again in the future. The more often
you misspell a name, the less likely you’ll be to remember
it when you need it again. Perhaps it will be easy to find
that person’s contact information again, but perhaps not.
It’s not a risk you should be willing to take.
Remember, no one really cares how their name is spelled on
a Starbucks cup—only that the barista gets the drink right.
But when you’re in a business setting, coming across as
competent, trustworthy and approachable matters. Getting
your colleagues’ names correct is a crucial first step.

Janine Barlow is a Sales & Marketing Assistant with
AMACOM Books, the publishing division of the American
Management Association. In addition to her actual name,
she is most frequently called Janice, Janie, and Jean.
Reprinted from AMA Playbook http://playbook.amanet.org/,
© 2016 American Management Association
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VULNERABILITY IS MONEY IN THE BANK
By Todd Cohen
Many factors can impact one’s feeling of comfort and security
for their jobs and livelihoods. A shifting and unsteady
economy. Tumultuous global events. The unforeseen and
unpredictable can shake one’s confidence to the core. You
see the same phenomena with anyone who has something
to sell—which is all of us. Regardless of what you are
selling—a product, a service, and of course, yourself, there
are unfortunate instances of people taking any business and
not quality business. Why? Your internal fear of allowing
yourself to be vulnerable and accepting the business and
responsibilities you know you can deliver at 100%.
Where things begin to veer off track is when people think
they are going to lose their jobs or lose a sale (which is the
same thing) they hold on tighter to them or take any deal.
In doing so, you stretch yourself thin and tend to accept
more and more responsibility. Subsequently, when people
assume more responsibility than they can realistically
handle, they become inefficient and less successful. In
other words, holding on tighter in an attempt to ensure job
security is actually harmful and professionally destabilizing.


Exclusively
from Campey
Imants

imants
Perfecting Play™

KORO® FIELDTOPMAKER®

Vredo Seeder

Innovative turf care
machinery
KORO® FIELDTOPMAKER® the original heavy-duty
fraise mowers and direct seeding Vredo range, the choice
of leading turf care professionals around the world.

Distributed throughout North America
by Aqua.Aid www.campeyimants.com
or email info@campeyimants.com
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What this means is that you cannot
and should not attempt to be
everything to everybody!
When you try to do it all, you wind up making bad
decisions, which leads to settling and a feeling of
unhappiness and dissatisfaction with your choices. In
that event, everyone suffers; the client, the employer, your
colleagues and you. All because you’re hanging on so tight
that you don’t allow yourself to be vulnerable. In other
words, a strong indicator of any success is your ability to
be vulnerable and know your strengths, your weaknesses
and having the courage to walk away when necessary. It’s
about having the bravery to embrace one simple concept—
you will be more successful when you can successfully
articulate your position and say “no” when you should. A
simple concept that is in actuality very difficult to do.

Become vulnerable, improve job
security and get more at the same time.
When people think of sales, the words “aggressive” and
“pushy” can come to mind. It’s a product of many poor
experiences dealing with sales staff. “Vulnerable” isn’t a
word that you would often associate with sales—and that
reason alone proves its importance. Vulnerability allows
your clients and customers to view the entire sales industry
through a new prism.
So how can you let go, become vulnerable, and actually
improve your standing with your clients and colleagues?
In a sales culture, everyone knows that they play a vital role
in the sales cycle. And regardless of whether their role is
visible or not, it is an essential part of the sales ecosystem.
In some cases, an individual’s contributions may not be
immediately seen, but he or she knows that their role
is essential to clients ultimately saying “yes.” This is the
essence of sales culture.
In organizations that are more siloed—and thus highly
dysfunctional—there are people who believe that gripping
very tightly to their jobs and staying beneath the radar will
increase the odds that they will be “okay.” Here’s the problem
with that theory. You are more likely to be seen as a valuable
member of the company if you know and can communicate
your specific area of expertise and stick to it. When you can
communicate your value proposition in a compelling way, you
make yourself vulnerable and more secure at the same time.
Why? Because now people know what they are “buying” in
you and you can now do a much better job.
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4. Vulnerability is Cool.
A sale is a complex series of interactions among people who
all contribute some form of intellectual capital to the sales
process. And it is through these interactions that clients or
prospects get what they need to say "yes." When you accept
that staying focused on your own area of expertise is valuable,
you’ll be at peace with being vulnerable. Most important,
you’ll be confident and on your game. The sales team and
the client will see this and they’ll say “yes!” Vulnerability is
indeed money in the bank.

5. Vulnerability is Attractive.
Simply put, people will buy you and from you when
they know you are real. Showing your authentic self and
communicating plainly and directly is the key component
here. People want to know that you can identify with them
and that you understand them. Being truly vulnerable
means that you are not afraid to show yourself.
Allow yourself to let go and reap the rewards that
vulnerability affords.

Consider these points:

1. Vulnerability is Tough.
Letting go is hard. But by holding on to all the
responsibilities, or taking any business that comes your way,
you increase the chances of becoming mediocre because you
can’t do it all—and you don’t have to. Being vulnerable means
that you are able to say "no" to the so-called opportunities and
business that are not actually quality business.

ABOUT THE AUTHOR:
Todd Cohen, CSP is an accomplished and sought after speaker, sales
culture expert and author of Everyone’s in Sales and Everyone’s in Sales;
STOP Apologizing. Todd’s dynamic and motivational presentations are
based on the foundation that regardless of career path or position,
n,
everyone is a salesperson. Since 1984, Todd has led sales teams
s
to deliver more than $850 million in revenue for leading companies
including Xerox and Thomson-Reuters. For more information or
to book Todd Cohen for your next meeting please visit
www.ToddCohen.com.

WORK MULTIPLE PASSES
INTO A SINGLE PASS
TURF TILLER

2. "Vulnerability is Nobility."
Your ability to be vulnerable is noble. People want to deal
with others who know what they do and know what they
don’t do. In this way, being vulnerable earns you respect.
Plus, you’ll find people will want to have you as part of
their virtual team. When you are engaged to do what you
do well, you increase your security, your role in the sales
process, and the customer experience. Vulnerability is the
desire to ask someone for feedback and be prepared to
hear the answer and not be defensive. Vulnerability and
defensiveness are diametrically opposed.

3. Vulnerability is a Professional Skill.
It takes a high degree of professionalism and maturity to
know that you contribute in a certain way and in other ways
you don’t. Knowing where that line is and when not to cross
it is the hallmark of a true professional and someone people
want to buy from or someone people want to work with.
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A leader in the industry, the Northwest Turf Tiller eliminates
your sod ribbons while giving you a superior seed surface for
greater germination there by giving you a superior crop for your
customer. The reverse motion eliminates any small stones and
incorporates the ribbons back into the soil in ONE PASS.
Increase your bottom line by reducing your cost per man hour
, and saving on fuel costs.
800.204.3122 | www.nwtiller.com
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8 WAYS TO OVERCOME SOCIAL DISCOMFORT
AT NETWORKING EVENTS
By Jeff Beals

2) Observe the Masters

While preparing to go to a networking event, have you
ever worried, “What if I don’t know anyone?”

Think of someone you know who is socially gifted, very at
ease working a room. Watch that person. Study that person.
Think how you can imitate him/her. Each time you go to
a networking event, do something he/she does. Instead of
reinventing the networking wheel, figure out how you can
mimic someone who has already figured it out.

It’s a common concern, but knowing nobody at a
networking event is actually a blessing if you have the
right attitude.
Not knowing anyone forces you to use your networking
skills. Too many people will go to a function and sit in the
corner with their friends, co-workers, spouse, whoever.
That’s a waste of time. If you’re going to do that, just go to
a restaurant.
If you find networking intimidating, you’re not alone.
Many professionals who are good at networking have had
to work hard to make it look that way. Sure, some people
are naturally gregarious, but they are the exception, not
the norm. It is natural to feel tinges of uneasiness when
you attend a networking function by yourself where you
know nobody.

3) Hold a Drink
Holding a drink at a social function can help you be more
comfortable.
If you’re a non-drinker, there is nothing wrong with
holding a soda or virgin cocktail. The drink is useful,
because it gives you something to do with your hands.
Just be careful not to become intoxicated. You don’t want
to do anything that would embarrass your company or
damage the reputation you are working so hard to build.
Some networkers will order one drink and nurse it for a
couple hours, just taking infrequent sips. I know of one
person who orders a 7-Up with just a tiny amount of
alcohol in it. That way, it smells like a drink, but there’s
not enough live ammo in it to compromise his faculties.

4) Positive Vision
Another way of dealing with shyness is to envision success
before going to an event. Like a coach mentally preparing
athletes for a big game, you can increase your likelihood
for success by imagining yourself doing well in a social
situation. Sit down and envision yourself saying the
right things, using good interpersonal skills and being
professionally assertive. If you do this regularly, you will
evolve into a graceful networker.

5) Brush It Off

Here are eight things you can do to make you feel more
comfortable:

1) Practice
There is absolutely nothing wrong with rehearsing how
you will act in a networking encounter in the quiet privacy
of your home or office. Some people even practice in front
of a mirror.
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Operating out of your comfort zone can increase
introversion tendencies. Some networkers worry they
will say the wrong thing and sound stupid. Others are
afraid to “interrupt” someone at a party. Others fear they
might be “rejected” when they reach out to another person.
Even as an established professional, it is an unpleasant
experience to introduce yourself and attempt to carry on
a conversation with someone who is clearly uninterested
in you. When it happens to you, just brush it off and go to
the next person.
When someone gives you a cold shoulder, it likely means
that person’s problems are greater than yours.
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6) Pair Busting

7) Welcome Other Busters

Periodically, you will find yourself at a networking event,
standing by yourself with nobody to talk to. You look around
the room and everyone is already engaged in conversation with
someone else. There are no other “single” people. It can feel
unnerving. When this happens, it’s time to be a pair buster.

When you are already talking to someone else and a third
person tries to bust into your pair, be sure to make that
person feel welcome. Treat the conversational newcomer
the same way you would like to be treated. Don’t act as if
you’re inconvenienced. Just introduce yourselves and allow
the person to feel part of the group.

Simply look around for a pair of people and walk toward
them. Don’t worry if you feel like you’re interrupting. Just
go up to the pair and introduce yourself. Be assertive.
Sometimes it helps to say, “Mind if I join you?” in a
joking sort of way. Ninety-five percent of the pairs you
bust open, will welcome you. The other five percent are
not worthy of your attention.

The tone of your voice and your body language will help
make such a person feel more welcome. Slightly turn your
body toward the new person. If the person comes in midconversation, explain what you have been talking about in
an effort to bring the new person up to speed.

8) Connecting
Networking gives you the
opportunity to be a “connecter,” a
person who introduces two people
to each other. Go out of your way
to connect others to each other. If
you connect two people who end up
doing business together, you have
earned social capital. The two people
who profited from that relationship
will always appreciate you and owe
you a debt of gratitude.
Connecting also helps mitigate
shyness. Instead of focusing on the
stress of networking, make it your
mission to find people you already
know but who don’t know each other.
You could make a game out of it.
Jeff Beals shows you how to ﬁnd better
prospects, close more deals and capture
greater market share. Jeff is an international
award-winning author, sought-after keynote
speaker, and accomplished sales consultant.
A frequent media guest, Jeff has been
featured in Investor’s Business Daily, USA
Today, Men’s Health, Chicago Tribune
and The New York Times.
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Compiled by Suz Trusty
The American Sod Producers
Association (ASPA) was officially
established on July 11, 1967. (It was
renamed Turfgrass Producers
International (TPI) in 1994 to better
reflect the international scope of the
association.) This article—covering
2010 to 2016—is the last decade-bydecade review of the growth of the
association, leading up to the 50 &
Fabulous Anniversary Celebration.
Much of the information covered in
the “50 & Fabulous–Countdown to
TPI’s 50th Anniversary” series of
articles was drawn from the History
of Turfgrass Producers International,
which was developed for the 40th
Anniversary of TPI. It was edited by
Dr. Wendell Mathews, former editor
of Turf News, and Walt Pemrick,
TPI president 1983-1984. Among
the others assisting with historical
documentation, was Dr. James B
Beard, and his “Evolution of Turfgrass
Sod,” is included in the publication.

anniversary

in 2017

2010
The TPI Midwinter Conference held February 1-5 at the Sheraton Keauhou Bay
Resort, Kailua-Kona, Hawaii, drew 351 attendees. Eighty-seven turfgrass sod
farms from 11 countries were represented. A copy of the “Benefits of Turfgrass”
DVD was distributed to attendees and would be mailed to all members after
the conference. The DVD is part of The Lawn Guide—Pocket Folder, along with
companion brochures, designed as a marketing tool for members to use when
making presentations to their clients and potential clients. During a special joint
meeting of the TPI Public Relations Working Group and the Artificial Turf
Working Group, plans were made to review and update the booklet, Natural
Grass and Artificial Turf: Separating Myths and Facts.
While some faced the challenging Makalei Golf Club during the TLI Golf
Tournament Fundraiser, others opted for the Grand Circle Island Tour. Stops
included the Royal Kona Coffee Museum, Volcanoes National Park, and
Punalu’u Black Sand Beach and the opportunity to see the protected Hawaiian
Green Sea Turtle, Akatsuka Orchid Gardens and other Big Island scenic
wonders. The Wednesday afternoon Kona Coffee Farm Tour included the 20acre Kona Joe’s coffee farms and the Uchida Coffee Farm and Museum. The
broad range of educational offerings included Show & Tells, panel discussions
and the Roundtable Forum.
The Sheraton New York, in New York City was the hub of TPI’s Summer
Convention and Field Days, July 25-29. Tours visited Reid Sod Farm and
Rutgers University turfgrass research plots, both in Adelphia, New Jersey.
Rutgers turfgrass research programs are among the longest running in the U.S.
with 35,000 research plots spanning over 200 acres. The evening concluded

The 40th Anniversary book drew on
material included in the 25th Anniversary
book, titled Turfgrass: Natures Constant
Benediction, which was co-edited by
Janice Betts and Dr. Wendell Mathews.
Both books acknowledge and thank the
multiple contributors of information and
photos. A quote from Turfgrass: Natures
Constant Benediction sums up not only the
compilation of historic background, but
also the development of the association,

“Together, all of us have done what
one person could not accomplish.”
The TPI Logo flies high in the sky over the Field Day site.
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with options to view the sights of New York City or take
in a Broadway show.
The Lain Family and their staff at Pine Island Turf
Nursery, Inc., Pine Island, New York, hosted the Field
Day. Demonstrations drew crowds, as did the static
displays. Side tours visited DeBuck’s Sod Farms of
New York, Inc., Pine Island, New York, and the A.
Gurda Produce Company. Claus Zander, Zander Sod
Co., Ltd., Kettleby, Ontario, Canada was elected TPI
2010-2011 President. Stimulating educational sessions
included a presentation by Cornell University extension
turfgrass specialist Dr. Frank Rossi and his challenge
to the industry to conduct its own SWOT (Strengths,
Weaknesses, Opportunities and Threats) analysis.

The Vikings have landed in Hawaii. From left to right: Johnny Trandem,
Thomas Rasmussen and Jakob Arsvold.

In 2010, TPI launched the Turfgrass Forum, a “Members
Only” feature on the TPI website, to serve as an online
discussion platform allowing turfgrass producers,
industry suppliers, manufacturers and educators the
means to exchange ideas, find assistance, raise questions
and discuss important issues. TPI’s Business Management
newsletter evolved from a hardcopy to a cost-effective
electronic format. TPI began a monthly column in
Athletic Turf News/Landscape Management addressing the
benefits of turfgrass.

2011
TPI’s 2011 Midwinter Conference, held January
31-February 4, was headquartered at Disney’s
Contemporary Resort in Orlando, Florida. It drew
representatives from 79 turfgrass sod farms, along with
an additional 90 members of the Florida Sod Growers
Cooperative (FSGC) who attended the keynote
presentation by farm humorist Damian Mason and visited
the Exhibit Hall. Thirty-two golfers converged on Disney’s
Palm Course during TLI’s Memorial Golf Tournament
fundraiser. The Next Generation Leaders initiative was
introduced in a special reception held just prior to the
Welcome Reception. The next day’s workshop continued
TPI Turf News January/February 2017

that focus with
a multi-faceted
program on
“Passing the
Family Torch.”
Dynamic
educational
sessions included
presentations
on agricultural
Mickey Mouse is everywhere at a Disney property.
economic
indicators, conserving water with drought-tolerant turfgrass
varieties, precision ag technology incorporating GPS, ideas
for reducing turfgrass maintenance, and multi-cropping for
generating cash flow, along with two Show & Tells and the
Roundtable Forum lunch. The banquet was held at Disney’s
EPCOT. The Hall family and general manager Dave
Dymond welcomed attendees to the tour of H&H Sod Co.,
Inc., in Kenansville, FL.
The turfgrass industry continued to face challenges,
from the impact of the 2008 economic turndown, to
pesticide bans, water-use restrictions, and synthetic turf.
Yet over 300 people, from nine countries, demonstrated
their commitment to the industry and the association by
attending TPI’s Summer Convention and Field Days, held
July 18-22 at the Grand Sierra Resort, Reno, Nevada. TLI
fundraiser events included the Memorial Golf Tournament,
a slot machine contest and a “bean bag toss” game featuring
a raffle to win a “Masters” golf prize package. Non-golfers
enjoyed The Scenic Lake Tahoe Tour. A tour of “The Way
It Was Museum,” during the evening event in Virginia City,
NV, gave attendees insights into what gold mining was like
in the 1870s. Western Turf & Hardscapes, approximately
25 miles north of Reno, was the Field Day Host.
Educational sessions again included the Roundtable Forum,
with featured topics such as “Green Certification for the Sod
Industry,” “Next Generation Leaders,” and “Environmental
Challenges for Turfgrass.” The First Time Attendees “Meet
& Greet” attracted many from the U.S. and international
members from Canada, South Africa and Western Australia.
Dinner in the Exhibit Hall gave producers and suppliers
additional opportunities to interact. During the annual
meeting, Dave Dymond, H&H Sod Co., Inc., Kenansville,
FL, was installed as TPI 2011-2012 President.
The TPI website had a facelift in 2011 to make it more
visually appealing, easier to navigate and to provide greater
access to information through a wide assortment of new
features. TPI’s Twelfth Study Tour, October 21-November
1, visited sites across North and South Ireland, including
four turf farms and two stadiums. The Tour was developed
and led by Doug Fender, owner and operator of Ultimate
Travel Adventures (UTA), who previously served as TPI’s
executive director for 21 years.
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Tore and Torunn Jacobsen (left) and Johnny and Aud Toril Trandem enjoy the red rocks of Sedona, AZ.

2012
Scottsdale, Arizona, was the site for TPI’s 2012
Midwinter Conference January 30-February 3, with
the Montelucia Resort & Spa the headquarters. Fortyfive golfers played the Padre Course of Scottsdale’s
Camelback Golf Club during the TLI Memorial Golf
Tournament fundraiser. Seventy-six conference attendees
participated in the Red Rocks of Sedona Tour. A preconference seminar focused on customer relations and
communications skills. Other educational highlights
included: “Customer Panels” featuring breakout
sessions with golf course superintendents, professional
landscapers and sports turf managers; and presentations
on sustainability. The Roundtable Forum topics kept
everyone engaged as did the interaction and networking
in the Exhibit Hall. TPI’s Distinguished Service Award
was presented to Mike Blair of Green Velvet Sod Farms,
Bellbrook, OH, recognizing his service on TPI’s Logistics
Committee. Attendees toured the University of Phoenix
Stadium and the unique retractable field used by the
Arizona Cardinals for their home games.
TPI’s Summer Convention and Field Days were held
July 30-August 3, headquartered at the Grove Park Inn
Resort & Spa in Asheville, North Carolina. A PreConvention Agricultural Tour visited the Museum of
Horticultural Crops Research and Extension Center, near
Asheville; Super Sod, a Division of Patten Seed Co.; the
Van Wingerden International Nursery; and Apple Wedge
Packers & Cider, all in Hendersonville. Sixty-one golfers
hit the links at the Grove Park Inn Golf Club for the TLI
Memorial Golf Tournament. An optional tour of the
Biltmore Estate grounds and home drew 125 participants.
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Bad weather forced a change in the banquet’s location,
with the alternate site, the Western North Carolina
Agriculture Center, orchestrated through the efforts of
the Field Day Hosts, the Pittillo and Bradley families of
Turf Mountain Sod. The information and idea exchange
flowed throughout the educational sessions. The opening
session addressed the need for the industry to articulate
the importance of agribusiness to urban populations.
Executive Director Kirk Hunter detailed TPI’s
involvement in affiliated associations and its role in getting
turfgrass defined as a specialty crop, which makes the
turfgrass industry eligible for federal grants for research.
Other key issues addressed included synthetic turf versus
natural turfgrass, labor and immigration challenges and
the potential impact of the Affordable Care Act. A “Turf
Town Hall” and the networking within the Exhibit Hall
kept the information flowing. Robert Winstead, Jr. was
installed as TPI’s 2012-2013 President. The gracious

TPI Members tour the University of Phoenix Stadium and its unique
retractable field.
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hosting of the Turf Mountain Sod team continued
throughout the Field Day, with the antique tractor parade
a definite hit with attendees. Another highlight was the
post-conference donation of the sod harvested during the
Field Day to Henderson County Habitat for Humanity.
TPI ventured into the world of social media with the
launching of the TPI Facebook page in 2012. The easy-toaccess site provides members and other interested parties
with the opportunity to learn about upcoming TPI events,
view timely information, find links to industry-related
articles, access fellow TPI member Facebook pages and
access photos of recent TPI activities and events. TPI’s
Thirteenth International Study Tour visited South Africa
and Botswana.

2013

Bull riding, anyone?

The 2013 TPI Midwinter Conference was held February
11-15, headquartered at the San Antonio Marriott
Rivercenter, San Antonio, Texas, providing easy access to
the historic river walk and the Alamo. Thanks to David
Doguet, president, Bladerunner Farms, Poteet, TX, the 46
golfers participating in TLI’s Memorial Golf Tournament
had the Briggs Ranch Golf Club all to themselves. Doguet
and his Bladerunner Farms team also hosted the farm tour
and crawfish boil on the last day of the Conference. The
Texas location led to an added TLI Fundraiser, armadillo
races. The pre-conference seminar addressed “The Eight
Building Blocks for Creating a Sustainable CloselyHeld Business.” Lunch and the popular Roundtable
Forum followed. Evening activities included the First
Timers Meet & Greet and dinner in the Exhibit Hall.
The educational program included three Show & Tell
presentations, along with technical sessions on turfgrass
production and strategies to meet the economic and
governmental challenges impacting the industry. TPI’s
Distinguished Service Award was presented to Don
Heslop, vice president of the Biograss Turf Farm in Sandy,
Utah, for his service on the TPI Logistics Committee.
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Remember the Alamo?

TPI Executive Director Kirk Hunter asked attendees to
honor the memory of Doug Fender, who passed away
unexpectedly in December. Fender was a former executive
director of TPI, and a friend and mentor to many.
Chicago, Illinois, was the site of TPI’s Summer
Convention and Field Day July 22-25, with The Drake,
the headquarters hotel. TLI’s Memorial Golf Tournament
was held at the Harborside International Golf Club in
Chicago. The optional Chicago Architecture river cruise
and walking tour provided an overview of the styles that
gave birth to the design of skyscrapers worldwide. The
First Timers Meet & Greet and Next Generation Leaders
Networking Mixer started the “information and idea
exchange.” The TPI Banquet featured a deep dish Chicago
pizza contest between three famous pizzerias. Conference
sessions reflected the industry-wide focus on sustainability
with multiple researcher reports. Bob Weerts, Blue Valley
Sod, Inc., Winnebago, Minnesota, was installed as TPI’s
2013-2014 President. “Tabletop Displays and Dinner”
connected turfgrass producers with suppliers.
The Doug Fender Memorial Field Day was hosted by
Ron and Justin Payne and their families at Payne Sod
Farm, Manteno, IL. The memory of Doug Fender was
honored, with framed TPI member tributes presented
to his widow, Sharon. The day concluded with seedrelated presentations and a tour of the Summit Seed, Inc.
research facility in Manteno.

David Doguet (center) talks turf during the tour of Bladerunner Farms.
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70 delegates from Australia attended TPI’s 2014 Conference in Orlando, FL.

2014
TPI’s International Education Conference & Field Day
was held at Disney’s Contemporary Resort in Orlando,
Florida, February 24-28. The over 700 attendees,
representing 185 farms and 51 suppliers, reflected
improvements in the turfgrass market and the economy in
general. Fourteen countries were represented, including 70
delegates from Australia. New Executive Director Melanie
Stanton addressed TPI’s goals of closer alliance with
green industry associations and stronger promotion on the
benefits of turfgrass. Conference education included Show
& Tell presentations and sessions covering agronomic
issues, operational management and marketing. TPI's
Turfgrass Educator Award of Excellence was presented
to Ali Harivandi, environmental horticulturist emeritus,
University of California extension. The Memorial Golf
Tournament, raffles and a hula hoop contest raised funds
for TLI. Interaction between sod producers and suppliers
were highlights in the Exhibit Hall and throughout the
Field Day hosted by Bethel Farms, Sumterville, FL.

The Ritz Carlton was headquarters for TPI’s Summer
Convention and Field Days held July 28-August 1 in
Philadelphia, Pennsylvania. Golfers played Cobb’s Creek
Golf Club during TLI’s Memorial Golf Tournament.
Tours visited Sheppard Farms, Cedarville, New Jersey;
Coombs Sod Farms, LLC, Elmer, New Jersey; the South
Philadelphia Sports Complex home to major league
teams—hockey’s Flyers, basketball’s 76ers, baseball’s
Phillies and Lincoln Financial Field, home of football’s
Eagles; and the NovaCare Complex, the home of the
Eagle’s practice fields. Educational sessions addressed key
industry issues, including artificial turf versus real grass.
Eddie Keeven, Jr., Emerald View Turf Farm, O’Fallon,
MO, was installed as TPI’s 2014-2015 President. Johnson
Farms, Deerfield, New Jersey, hosted the Field Day.
Seven teams of six racers rose to the Trike Race challenge,
generating more funds for TLI.
TPI joined Twitter and LinkedIn to complement its
Facebook presence, better connect with members and
reach a wider audience. TPI opted to change from
two annual conferences to one—the TPI International
Education Conference & Field Day—to be held in January
or February each year.

2015

Teams prepare for the Trike Race Fundraiser.
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The TPI 2015 International Education Conference & Field
Day was held February 16-19 in San Diego, California,
headquartered at the Omni La Costa Resort & Spa.
TLI’s fundraising events included the Memorial Golf
Tournament, Trike Races and a Wine Pull. The optional
San Diego City Tour visited Old Town San Diego,
Balboa Park, the Gaslamp Quarter, and Seaport Village
and included a San Diego Bay harbor cruise. Conference
sessions ranged from inspirational to technical agronomic
issues, effective marketing and operational management.
Will Nugent, Bethel Farms, Arcadia, FL, was elected TPI
TPI Turf News January/February 2017

2015-2016 President, effective July 1, 2015. The Field Day
Host was the Addink family and the team at A-G Sod
Farms, Nuevo, CA.
TPI’s inaugural Live Show & Tell was held July 9-11,
headquartered at the Portland Marriott City Center,
Portland, Oregon. Attendees traveled to the sites by bus,
visiting: Pure Seed; JB Instant Lawn & Nursery; Mountain
View Seeds; Agri Seed Testing, Inc.; Willamette Valley
Vineyards; GK Machine, Inc.; The Donald Hazelnut
Festival; Oregon Turf & Tree Farms; and the Evergreen
Aviation & Space Museum.
TPI became a founding member of the Landscape
Stewardship Initiative, which was developed to increase
public awareness about the benefits that turfgrasses provide
to homeowners and communities, and to raise awareness
about the value of managed landscapes. Starting with
the November/December issue, Turf News also became
available in the digital format, accessible to members from
any computer or mobile device.

From left to right, Field Day Hosts, John, Betty and Joel Addink display a
sample of their sod.

2016
Houston, Texas, was the site of the TPI 2016 International
Education Conference & Field Day held February 22-25,
headquartered at the Hyatt Regency Houston. Heavy rains
kept participants of the Houston City Sights Tour on the
bus except for a short mid-morning break and lunch at
the famous Cadillac Bar. Rootin’ Tootin’ Clay Shootin,’
a gun raffle and a cowboy hat contest raised funds for
TLI. Bogey Nights at Topgolf® was a fun optional event.
Individual and panel presentations covered agronomic,
operational and marketing topics. Show & Tells provided
insight on the businesses featured. Linda Pittillo Bradley,
Turf Mountain Sod, Inc., Hendersonville, NC, was
elected TPI’s 2016-2017 President, effective July 1, 2016.
She’s the first woman to hold that office. Dr. John R. Hall
III, professor emeritus, Virginia Tech, was named an
Honorary TPI Member. Dr. Mike Kenna, director of
U.S. Golf Association (USGA) Green Section Research,
was presented TPI’s Distinguished Service Award. Dr.
Grady Miller, North Carolina State University, was
presented the Turfgrass Educator Award of Excellence.
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TPI Past Presidents pose for this photo during the 2016 Conference
in Houston.

Turfgrass producers and suppliers connected in the
Exhibit Hall. Despite the rains, Field Day Hosts, the
Gavranovic family and their staff, had All Seasons Turf
Grass, Brookshire, Texas, ready to welcome the crowd.
The sod harvested during Field Day was donated to
Houston Habitat for Humanity.
No TPI Summer Convention and Field Day or Show
& Tell was held in 2016. TPI launched the Turfgrass
Educational Center, its new online education platform,
with video recordings of presentations from the TPI 2016
International Education Conference & Field Day. Melanie
Stanton stepped down as Executive Director of TPI in
April. The Board of Trustees began the search to find a
new executive director and appointed Sandy Reynolds,
TPI’s long-time meetings coordinator, to serve as interim
executive director during the search and transition period.
Preparations were underway for TPI’s “50 & Fabulous”
Anniversary Celebration to be held during TPI’s 2017
International Education Conference & Field Day. The
Board began development of a strategic plan for taking
TPI into the next era, building on the firm foundation the
organization established over the past 50 years.

Houston’s Rootin’ Tootin’ Clay Shootin’ was a great fundraiser for TLI.
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The 2015 Portland Show & Tell included an evening at Willamette Valley Vineyards.

Happenings 2010—2016
Southwest Airlines acquired AirTran. United and
Continental Airlines merged, as did American and US
Airways. The vuvuzela became the buzzword of the year
after the 2010 World Cup in South Africa. The electric
car debuted in 2010 and had one million owners by 2015.
Over three million iPads sold in their first three months.
Also in 2010 Facebook signed up their 500 millionth user.
The global population reached 7 billion in 2011. The
Occupy Wall Street protests began. The pop band R.E.M.
broke up after 31 years. In 2012 we could watch the first
video from Mars. Did you miss out on the Hot Wheel
Wall Tracks and Video Racers? Queen Elizabeth II
celebrated her Diamond Jubilee and in 2015 became the
longest reigning monarch in British history. In 2013 the
largest meteor since 1908 exploded over Russia. Google
Glass was launched to the public. NSA documents were

leaked. In 2014 the world-wide overall average internet
connection speed exceeded the broadband threshold.
The new World Trade Center opened. Smart Watches
were the latest must-have gadget. In 2015 virtual reality
made a comeback and Windows 10 was released. The
Panama Canal expansion project was completed in 2016.
Supercomputers reached record speeds and were over
three times faster than the 2013 peak speed. Agricultural
robots became increasingly more common. Donald Trump
became President-Elect of the United States.
U.S. First Class postage went from 42 to 44 cents. Gas
started at $2.73 a gallon and on December 14, 2016 it was
$2.22 after a high of $3.93 in May of 2011 and a low of
$1.77 in February 2016. The average price of a movie ticket
went from about $7.50 to just over $8.50. After record
lows for an extended period, the benchmark interest rate
was officially raised at the end of 2016 from 0.5 percent to
0.75 percent.
Editor’s Note: The History of Turfgrass Producers International is
available to TPI members in digital format. Also available are PDFs of the
ASPA Charter Members and all ASPA/TPI Conference and Convention
dates and sites, including the Host Farm names. Past Weeds, Trees and
Turf magazine articles and other historical resources are available to TPI
members through the Turfgrass Information Center (TGIF). To access
these materials, visit the “For Members” tab on the TPI website
www.TurfGrassSod.org. If you see someone you know that is
unidentiﬁed in any of the photos or have further information on any of the
events, please let your editors know so that we might update the photos
for future use.
All photos from TPI Archives.

Attendees watch a sod harvester in action.
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LIVE AUCTION

Handmade Quilt
Kim Nugent, Bethel Farms

Covered Wagon
All Options—Philip Poyntz, Poyntz Manufacturing

Steak & Wine Club (MONTHLY)
Box of Steaks & Bottle of Wine
Steven Dover, Bucyrus Equipment
4 Day Snowmobiling Trip
West Yellowstone
Gregg Tvetene, Trebro Manufacturing

Duck Hunting Trip
Eddie Keeven, Emerald View Turf

Brouwer Turf Roller Model #BTR30
Free delivery in North America
Gerry Brouwer, Brouwer Kesmac

1838 Sterling Silver
William IV English Fruitbowl
Luke Janmatt,
Progressive Turf Equipment

Steakhouse Dinner for 8
anywhere in North America
Hank Kerfoot, Modern Turf

2 - 50 Quart Bison Coolers
Ed Lee, Summit Seed
Case of Oregon Wine
John Rector, Barenbrug

Jewelry Settings with Green Amethyst
Settings: Randy Jasperson, Jasperson Sod Farm
Stones: Bob Weerts, Blue Valley Sod

Full Conference & Hotel Package
TPI 2018 International Education
Conference & Field Day, TPI
PLUS Steakhouse Dinner for Eight
Bob Weerts, Blue Valley Sod

To learn more about the Live Auction and information on the TPI 2017 International
Education Conference & Field Day please visit www.TurfGrassSod.org

FOR ARTHUR J. MILBERGER—
IT ALL STARTS WITH GRASS
By Suz Trusty

Growing the Business
In the early 1950s, FJ quit his day job and
expanded from four acres to 84, choosing a site
with good water and black gumbo soil. Arthur
says, “He started exploring improved grass
varieties, testing grasses from Texas A&M.
He brought in his first 328 Tifgreen purple
tag foundation grass from Dr. Burton with
Georgia Crop Improvement in 1956. In 1958,
we all moved to the 84-acre property in Bay
City, Texas. We had planted a few acres of grass
that season, but ran out of time to put in more,
so he planted the rest of the acreage to cotton.
Thank God, the cotton crop was a wet disaster
or FJ might have turned to cotton over turfgrass.
That cotton tow sack was way too heavy to drag
through the gumbo mud!

Arthur and Sue, daughters Regay, Lesley, and Whitney (at top) pose on the home
farm turf with two family pups, Toottoot and Muffin, in 1985.

Arthur J. Milberger says, “My family started their sod
business in 1947. I was born into the turf business in 1949,
and we have remained in it ever since. My Dad, Francis
Joseph (FJ), got back from World War II in 1945 and
began working for the Texaco distributer. There were no
commercial turf farms back then, so homeowners didn’t
have a quick way to establish a lawn. He saw that as
opportunity, comparing the 43,560 square feet to an acre
to the average home yard in our area of Texas at 3,000 to
4,000 square feet. He started moonlighting, cutting strips
of grass out of front yards, with permission of course, using
a straight edge shovel with a turning hoe to cut through
the thatch down to the hard clay. He turned that into sod
blocks sold during the Texas post-war building boom.
FJ leased several native St. Augustine fields before buying
four acres of land in 1950 and building their home on
it. He put in over two acres of planting stock from those
home lawns, watering them with a four-horsepower
gasoline pump and a long canvas hose. Arthur says, “My
Mom, Lillian, built and operated a chicken and egg
business on the back acre. They were unbelievable business
partners for the next 70 years.”
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Typical of farming, Arthur and his younger
brother, Bryan, worked together with FJ from
the time they were old enough to be helpful in
the fields. He says, “From those early days on,
the only way we moved the business forward
was centered on other turfgrass producers first,
turf suppliers second, and turf educatorsresearchers third. The knowledge we gained
from all of them is what propelled our family
in the sod production business.”

New sod fields, grown from plugs,
did not develop thatch during the
first year which made it difficult to
harvest the hard clay. So, FJ and
Lillian devised a crazy-looking
machine that attached to the three
point hook-up on a tractor. “A
hefty guy sat on the back to add
weight to it. It had side coulters
with chopping blades that cut into
the turf at one foot intervals, and
a straight edge plow on back to
FJ Milberger in 1971 on the
flip the sod out. In the 1960s we Certified Tifway 419 field,
brought in Ryan sod cutters and the first certified turf field
Texas. This field has been
had 14 or 15 of them working the in
in continuous certification
fields. It took up to 20 men to cut since 1971.
one-foot by one-foot blocks; stack
them nine-high to equal one square yard, and load 1,000 of
those stacks on the trailer of a truck. We’d send the loaded
trucks to Theodore Mund, JR Miller, and Jimmy Anderton,
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grass buyers in North Texas, and to Farmer Brothers in
Central Texas. Adding the Hyster forklift, also in the
1960s, helped speed up the loading and unloading.”
Gerry Brouwer brought one of the first prototype automatic
harvesters to the Bay City area in 1970. “The machine
worked well in the sandy soils of Canada, but not on
our black gumbo,” says Arthur. “Gerry kept tweaking
it, working with FJ and other growers, and by 1971 had
it working for harvesting clay slabs. Around that time,
Woodrow Wilson brought the Princeton harvester into our
area which had a bit more down pressure.”

Branching Out
Arthur excelled in football and track in high school, while
working on the sod farm part-time through the school year
and full-time in the summers. He was a walk-on in Gene
Stallings football program during his freshman year at
Texas A&M, but after finishing two-a-day practices at 130
pounds, down from 160, decided he needed a new sport. He
transferred to the University of Texas at Austin, made the
UT wrestling team and, feeling he had a solid agronomic
background, focused on the other skill set he’d need to
succeed in the turfgrass industry. He graduated in 1971
with a Business Honors Program Degree and a Bachelor of
Business Administration Degree. He’d worked full-time
on the sod farm during the summers and his parents helped
fund his undergraduate studies. Bryan majored in turfgrass
management, earning his degree from Texas A&M.
Arthur Milberger and Sue Krenek married in the summer
of 1972. When he entered St. Mary’s Law School in San
Antonio that fall, financing a law degree was his responsibility.
His entrepreneurial spirit took flight, beginning what would
become a life-long pattern of innovative enterprise, with Sue
as his business partner as well as his spouse. He started a new
business, Milberger Landscaping, to work his way through
law school. While at St. Mary’s, Sue earned her degree and
began teaching, helping their cash flow. She also kept Arthur
organized with the business.
He says, “I’d sleep four hours at night, put in eight hours
in classes and the law school library, and concentrate on
landscaping, planting trees, shrubs and laying sod, from
noon until it was too dark to work. Since nearly all the
other law students needed some income, too, I had over 20
of them working for me at $2.00 an hour. Now, I couldn’t
hire any of them for less than $1,000 an hour.”
He earned his Juris Doctorate degree in 1974; was licensed
to practice law by the Supreme Court of Texas in 1975;
and has maintained active status in the Texas State Bar
since then. Milberger Landscaping continues as well. He
added the retail garden center, which has become a thriving
and well-known shoppers’ favorite, and expanded beyond
residential landscaping into commercial landscaping,
irrigation and interior/exterior maintenance. Milberger’s
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The family gathered at the home farm for this 2013 Easter photo. Left
to right: Shane and Regay Hildreth with Audrey and James; Clint and
Whitney Laird with Wyatt; Sue and Arthur Milberger; Lesley and
Shaun Shoaf with Cole and Eric. (Reid Laird not yet born)

Landscaping & Nursery, Inc. now employs 250 people fulltime plus 99 H2B seasonal workers about nine months of
the year. “It’s been my bread and butter,” says Arthur. “I’ve
founded, bought and sold lots of companies over the years,
but I’ve kept it as the base. No matter what the business,
grass has always been involved. I hired Butch Jouffray in
1980. Butch brought landscape experience to the table, and
he’s now my partner in Milberger’s in San Antonio. It’s all
about the relationships—you make good choices in people
and build from there.”
Meanwhile, back on the sod farm, FJ was making
inroads as well. On September 11, 1970, application for
certification of a 419 Tifway bermudagrass field was
submitted to the Texas Plant Board for approval under the
Texas Certification program. On June 8, 1971, a special
committee composed of Dr. Richard Duble, Al Novasad,
and Harry Forbes accepted this first certified field under
the Texas Certified Seed Program. Arthur says, “That field
has been in continuous certification since 1971, making it
the oldest field of certified grass in history. Fields of 328
Tifgreen and Tifdwarf also were certified that day.”
Arthur reports FJ was always great about sharing
information with other growers and they shared it with
him. In 1972, FJ, along with Theodore Mund, Charles
Davis, Leonard Wittig, JR Miller, Morris Brown, JR
May, Irving Boerger and RM Cole, founded the Texas
Sod Producers. FJ became the first President. A few other
states were forming associations, too. These founders also
pulled from their ASPA experience. “The ASAP educators
were instrumental in that process, especially Dr. Henry
Indyk of Rutgers, as the industry was growing faster up
north,” says Arthur. “The educators were the most likely to
travel around from state to state, speaking at conferences
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and symposiums. They encouraged the development of sod
production and sod producers as a separate and vital part of
the overall turfgrass industry.”

to blend business, association involvement, friendships and
family—and have fun doing it. And, as their family grew,
their three girls fit right in and became team players, too.

With law school completed and one business running
smoothly, Arthur’s entrepreneurial spirit kicked in again.
In 1975, he became founder and president of Milberger
Turf Sales in Houston, TX. In 1976, he joined Milberger
Turf Farms, Inc., in Bay City, as a partner, making it an
“official” family business. Sue took over Marketing for
the Milberger Companies while finishing up her Masters
Degree in Special Education from University of Houston.

Giving Back

Around 1978, Arthur connected with another long-time friend,
David Doguet, 1997-1998 TPI President. “David got his start
researching and experimenting with different turfgrasses in
his early days in the industry working with FJ at our Farms.
David continued expanding on that research through his highly
successful Bladerunner Farms breeding operations in Poteet,
TX. He also helped me with the buy out of Crenshaw Turfgrass,
and then Elsberry Greenhouses. They had the most success in
pursuing grass plug tray sales though mass merchandisers, which
paved our future into the big box stores.”
In both the sod production and retail nursery companies,
business dwindles after the spring rush. Arthur wanted
diversification to fill the gap from June to September. So,
in 1978, he decided to explore the golf and sports turf
business. He says, “We’d been growing sprigs and sod for
golf courses since 1956 and delivering it to them, but we’d
not tackled the installation or custom growing. When I
expressed interest in getting into that side of the business,
TPI members Bill and Jim Roquemore and Ben Copeland
of Patten Seed Co./Super Sod invited me to Georgia to look
at custom-made sprigging equipment. Their willingness to
share at that level propelled us into another income source,
again all connected by TPI turfgrass growers.”

This is the harvester developed by FJ Milberger.

Arthur and FJ started attending ASPA Conventions in the
1970s and his networking opportunities expanded on both
the national and international levels. That didn’t lessen his
concentration in his Texas businesses and the associations
related to them. He and Sue, always a team, found a way
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Arthur felt it was important to give back to the industry
through service to the associations that support and
connect the members. He focused on serving in the Texas
turf-related associations prior to taking a leadership role
at the national level. He started serving on the College
of Agriculture Development Council for Texas A&M
in 1984, a position he still holds. His stint with the Turf
Producers of Texas began with a Board position in 1988 and
continued through the President and then Past President
slots, ending in 1992. He followed the same path with the
Texas Turfgrass Association beginning in 1992 and ending
in 1996. He first joined the Board of Trustees of Turfgrass
Producers International (TPI) in 1998 and moved through
the ranks to serve as President for 2006-2007 and Past
President in 2007-2008, a span of ten years. He also served
on the Board of Directors of The Lawn Institute (TLI) in
2000. In addition, he is a Past President and Board member
for various Growers Associations under the University
of Georgia Research Foundation: the TifEagle Growers
Association from 1998 through 2008; and the Seashore
Paspalum Growers Association and TifSport Growers
Association from 2002 through 2004.
Many of these positions entail up to 8 meetings a year,
including the Conferences and Conventions, plus hours of
additional work in preparation and follow-up. Though the
commitment is great, Arthur says, “It has certainly repaid
countless dividends over the years. The opportunity to meet,
work with and develop friendships with these wonderful
people is incredible—and I don’t think that ever ends.”
“You can get your foot in the door with grass,” Arthur says
with a chuckle. “We worked on the sod and landscaping
for the Crawford, TX, ranch of U.S. President George
W. Bush. He appointed me to a Board position on the
Lower Colorado River Association (LCRA) where I served
from 1998 through 2004. While I was Water Committee
Chair at LCRA, I oversaw the purchase of the last large
remaining water rights on the Lower Colorado River from
private land owners, thereby securing future water needs
and availability for the Colorado River basin, 140,000
acre-feet of water. My Board oversaw development of three
Eco-Tourism Parks in Texas, including Matagorda Bay
Nature Park in Matagorda County. In addition, I’ve been a
member of the Tributary League for the preservation of the
Colorado River since 2008.”
Arthur and Sue established the Sequor Foundation in 1996.
He is currently president and she is vice-president. Sequor
funded the Texas A&M Endowed Chair for Children-atRisk in the Parks, Recreation and Tourism Department
under the College of Agriculture. The Milbergers recently
funded another ten-year project, the Youth Development
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Initiative (YDI), in the PRT Department. Arthur says, “YDI
has positioned itself as the recognized center and resource for
youth development programs. It’s all focused on providing
Best Practices to the Practitioners and staff in all phases of
youth development, especially in programs involving kids
at risk. We were able to start with our investment in the
foundation and, though the relationships we’ve established
over the years, parlay that with some matching grants to the
million-dollar level for the first Chair initiative and another
half-million for the YDI.” In their spare time, Sue and
Arthur both served terms on local School Boards.

One building of the new Tenaris plant, currently under construction on
a former Milberger turfgrass farm, will have 35 acres under one roof.

Growing and Changing
Arthur served on the World Cup Research Team for
Indoor Turf with Dr. James B Beard in 1994 proving
turf could be grown indoors with the right grass and
lighting. That led to Milberger Turf Farms’ involvement
with washed sod and modular turf squares. It was the
beginning of a long friendship with the Aussies, which
influenced the 2007 TPI convention being held in
Australia when Arthur was President.
In 1998-1999, Arthur worked with Ike Thomas of Thomas
Bros. Grass to co-found Turfgrass America, Inc. (TGA).
Arthur says, “It became the largest consolidation and roll-up of
turf farms and turf retail centers in the United States, covering
multiple states and thousands of acres of grass. The Collier
Group of Florida bought out a majority interest in 2004.
Then in 2007, our group sold TGA to King Ranch. I stayed
on to serve as the golf and sports director and coordinate the
licensing of the proprietary turfgrasses until retiring in 2010
to pursue several business ventures, including sod. I do miss
working with the incredible folks at King Ranch, like Kevin
Joyce and Thomas Kulak. We still lease some of our turf farms
to King Ranch and to other turf farmers, and we still own and
operate several original Milberger Farms.
We’re down to 15 turf varieties at our Farms, which is
considerably less stress than our high of 42! That includes
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TifTuf which we licensed in 2016 from The Turfgrass
Group/UGARF. FJ would want us to continue our long
winning streak with Dr. Burton, Dr. Elsner, Dr. Hanna,
Dr. Duncan and many more great Georgia folks dating
back to 1956. The Georgia relationships also set the stage
for Arthur establishing farms in Mexico, Malaysia, and
two unconventional sod farms: an Indian Reservation in
Arizona and a Prison Farm in California.

Other Ventures
Along the way, Arthur branched into various forms of real
estate and mineral development, including acquiring farms for
production of corn, maize, rice, and cotton, and the mineral
rights for properties. He’s also kept up his hours and is licensed
to practice law, the majority focusing on Trust work.
Sue and Arthur started a 52,000-square foot entertainment
center on one of the grass farms. “It’s a partnership with
the City of Bay City, TX; Mark Schulman’s SMBG, LLC;
and my family. We are contributing land for an ownership
interest in the project. Currently under construction, phase
one will include: 12 bowling lanes, eight theater screens, a
games room, party rooms, a restaurant, and more.”
In 2004, Arthur started a cow/calf operation, Live Oak
Ranch, with a partner, Lindsay Thompson, a long-time
friend from college days. “We grow grass for cows,” says
Arthur. “We started our herd with all Registered Brangus
bulls, a cross of Brahman and Angus, we purchased from
David Doguet’ s brother, Mike, a Brangus breeder and
turfgrass farmer in Beaumont, TX.”
Sue launched an enterprise in 2007, Karankawa Village.
It’s an eight-room, boutique lodge and mercantile store in
Matagorda, TX, on the Gulf of Mexico, minutes from the
harbor and great fishing. Arthur says, “She does the heavy
lifting with that one. I just asked her to have three things
there for me—big screen TV, beer and cigars.”
In 2010, Arthur’s Milberger Nurseries bought the 300-acre
Peerless Tree Farm in Big Foot, TX, a logical tie-in for the
retail garden center and landscaping business.
In another connection with TPI friend David Doguet,
Arthur partnered with Dr. Milt Engelke in 2013 to form
Team Zoysia International, LLC. The company serves
as the international licensing agent for all of Bladerunner
Farms’ proprietary zoysiagrasses. Arthur says, “Milt is a
great turfgrass breeder and a very good business partner.
We have several growers licensed in Singapore, Malaysia,
Indonesia, Thailand, Myanmar, Vietnam, Brazil, Mexico,
Panama, Spain, and are now expanding into Australia.”

Will Nugent and the Real Estate Deal
The latest collaboration with a TPI Past President involves
Will Nugent, 2015-2016, Bethel Farms, Arcadia, FL, and
the initiator of the Harmony Outdoor Brands concept.
Arthur refers to him as an “extraordinary guy,” and this
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collaboration is a prime example of that. Arthur reports
he had a couple farms for which the King Ranch lease had
expired. He approached Will about leasing part of one of
them, a thousand-acre property near Van Vleck, just outside
Bay City, to supply the sod for the Harmony Outdoor
Brands customers in that area. They had negotiated a
five-year lease on 700 acres of that farm. Will had made
a tremendous investment in establishing the grasses on
that property during the first year and had planned more
planting during the second year, expecting to continue
development throughout the terms of the lease.
While the Milberger properties were water-secure with
strategically placed wells, much of the county relied on access
to water from the Lower Colorado River Authority (LCRA).
Arthur says, “LCRA reduced the water allotment, in effect
cutting off the water supply to those dependent rice and sod
farms in Matagorda County, which includes Bay City.” Arthur
recognized the severity of the problem and the struggles the
county was facing. So he saw the pros and cons when the
Argentina-based Tenaris company, the largest manufacturer of
seamless steel pipe in the world, expressed interest in building a
manufacturing facility on 1,500 acres, including all of the farm
that Will was leasing. Arthur says, “Tenaris wanted to buy,
not lease, the property they needed and I really didn’t want to
sell it. But the potential county-wide impact of a two-billiondollar pipe building company was incredible. First, I got Sue’s
blessing on the project and then I approached Will about the
possible sale. Most people would have told me to bug off.”
Instead, Will said, “Let’s talk about it.”
They met and discussed the many positives and negatives on
both sides of the equation. “A potential impossible situation
became a straightforward evaluation, weighted heavily by
Will’s compassion and overall concern for the welfare of the
people within the county,” reports Arthur. “He agreed to void
the lease as of July 2013, allowing him to harvest the sod that
would be sales-ready by then, along with a financial settlement
that left a bit of profit for both our companies. Because of Will
Nugent, Tenaris is generating employment for hundreds of
subcontractors and their thousands of workers and, once the
construction is completed, will be hiring 600 employees.”

Family, Friends and Memories
None of this, the industry-focused service and “tons of
business startups and rollups and sold downs,” would have
been possible without the strong support of Sue and the girls.
“Family is the heart of our business,” says Arthur. “You’re all
in it together. The roles and responsibilities change over the
years, but the strength of family remains the core.”
Daughter Regay is married to Shane Hildreth. They have a
daughter, Audrey, and a son, James Arthur. Regay formed a
marketing company, RHM Marketing, which operates out
of her office building in Houston. Lesley and her husband,
Shaun Shoaf, live in San Antonio with their two sons,
Cole and Eric. Lesley worked at Milberger Landscaping &
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TPI friends gather at the Harbor next to Karankawa Village after the
2013 Conference. Left to right: Chip and Shari Lain, Rob and Wendy
Davey, David and Sheri Doguet, Randy and Betsy Graff, Arthur and
Sue Milberger, Jim and Kathy Keeven, and Tommy Keeven.

Nursery prior to taking time off to be a stay-at-home mom.
With the boys now in Pre-K and Kindergarten, she’s again
involved in the business, currently researching new business
opportunities. Youngest daughter Whitney is married to
Clint Laird. They have two sons, Wyatt and Reid. Whitney
earned her Masters Degree from Texas A&M with her
thesis focus on water conservation. She works for Mausuen
Consulting developing water strategies for water districts
and big urban irrigation users.
A strong network of working relationships that grows into
life-long friendships is at the root of the turfgrass industry.
Steady, reliable, dependable and hard-working, these folks
find balance in those friendships and having fun together.
Arthur and Sue thoroughly enjoy all of these get-togethers,
including the post-TPI Conference gatherings, especially
when they have the opportunity to host them.
Obviously, hospitality is part of the Milberger family DNA,
so of course they welcomed an Australian study tour group
into their Bay City home in 2009. A week of “show and tell”
in the sod production operations was balanced by highlights
of the Lone Star state. The Aussies wrapped up their trip
by attending the July 27-31 TPI Summer Convention and
Field Day in East Lansing, Michigan.

Growing Again
In 2014, Arthur became a partner in, and president of,
Milberger Turfgrass, LLC, the center of their grass-related
enterprises. So now he’s back to turfgrass production, and
sublicensing of different products, along with a plethora of
other endeavors. Life is less stressful without the golf/sports
division which resides at King Ranch now, and Sue and
Arthur can enjoy all six grandkids.
As Arthur says, “All of these enterprises have a unique
synergism. You create one to serve the other; and though it
doesn’t always end up with growing grass, it all comes about
because of the grass business.”
Suz Trusty is co-editor of Turf News.
All photos courtesy of Arthur J. Milberger.
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TPI FIELD DAY HOST SMR FARMS—
GROWING STRONG SINCE 1922
Editor’s note: This article is a compilation of background information from the SMR Farms website, news postings, and a phone
interview with Gary Bradshaw, President of SMR Farms. Compiled by Suz Trusty, co-editor of Turf News.

Gary Bradshaw is President of SMR Farms.

Gary Bradshaw,
President of SMR
Farms, and his entire
team are looking
forward to being the
host farm for TPI’s
2017 Field Day on
February 22. SMR
Farms is one of
southwest Florida’s
most successful land
management and agribusinesses, continuing
a long tradition of
delivering a variety
of products on the
32,000-acre property.

As their website, www.smrfarms.com states, it started in
1922, when the Uihlein family, founders of the Schlitz
Brewing Company, acquired over 48 square miles of land
in Florida, east of I-75 in Manatee and Sarasota counties,
at the southern reaches of the greater Tampa Bay area. The
Uihleins originally pursued timber and ranching activities
on the property, branching out over the years to create
what is today Schroeder-Manatee Ranch, Inc. (SMR), the
parent company of SMR Farms.
SMR Farms is the agri-business arm of the company which
includes the turfgrass, tree, landscape, citrus and cattle
operations. Bradshaw says, “It all works together with the
parent company. The highlight is Lakewood Ranch, an
8,500-acre master-planned community encompassing all
aspects of residential and commercial development. SMR
Aggregates, the company’s mining operation, provides
materials that have been used for building foundations,
road bases, asphalt, concrete block and various filtration
applications. The mining opens up the ground for the
lakefront area. Lakewood Ranch home prices range from
the millions down to the upper hundred thousands. Many
of the amenities have been developed to both enhance the
community and draw potential buyers to it.”
A prime example is the Premier Sports Campus at
Lakewood Ranch, which opened in April of 2011. With
Celebration Bermudagrass on all 22 fields (eight of which
are lighted for nighttime use), and more than 140 acres,
it can support a variety of field-related events, hosting
soccer, lacrosse, field hockey, rugby, archery, senior games,
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Ultimate Frisbee, Special Olympics, flag football, youth
football, Frisbee golf and punt/pass/kick football on local,
state, regional and national levels.
Bradshaw says, “The Premier Sports Campus hosts an
invitational soccer tournament in late November that
brings in 30-to-40,000 people. In 2016, SMR invested
in upgrades adding stadium seating for 3,000 to the main
field, along with restrooms, a concession stand, coaches’
area, press box and injury treatment room. The added
information center makes it easy for visitors to find out
more about Lakewood Ranch and talk with realtors about
the properties.”
Bradshaw reports SMR’s turfgrasses also are showcased
in the development’s 54 holes of championship golf at
Royal Lakes and Kings Dunes golf courses and Lakewood
Ranch Golf & Country Club; the Sarasota Cricket Club;
the nine world-class polo fields at the renowned Sarasota
Polo Club; and on the many homes, commercial properties
and public spaces within the community.

SMR Farms’ Leadership Team
Bradshaw initially was focused on the mound, not the turf.
He was a right-handed pitcher for the Milwaukee Brewers
Double A minor league team when he tore his right rotator
cuff, ending his professional baseball career. “I became
a state trooper in 1974, working side jobs in my off-duty
hours,” he says. “Helping with a barn-building project
for Bob Mace, owner of Mace Sod, led to a full-time
position in 1977 as one of the farm’s harvest supervisors.
I went from there to King Ranch in 1993 before joining
SMR Farms’ Turfgrass Division in 1998 as their Turfgrass
Production Manager.”
He moved up the ranks from production manager and was
named President in June of 2014. Calling the transition to
overseeing all of SMR’s agricultural operations seamless,
Bradshaw says, “SMR operates as a well-oiled machine.
Basically, all our managers were in place for the citrus,
tree production and cattle operations. They’re great people
who understand our mission to demonstrate excellence
at everything we do, and who are totally dedicated to
achieving it. With standards and procedures in place and
their cooperative interaction, I learned the other aspects of
the agri-business division when I moved to the president
position. I only needed to replace me.”
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He selected Keith Vinson to fill
that role. Vinson has 19 years of
experience in the turfgrass and golf
course industries, having previously
worked for notable turf farms such
as Greg Norman Turf and Woerner
Turf. He studied Turfgrass and
Landscape Technology at Lake City
College. Another key member of the
SMR turfgrass team is Cason Britt,
who supervises harvesting.
Bradshaw says, “From top to
bottom, our staff is comprised
of experienced agricultural and
agribusiness personnel. SMR's
financial strength and staying power
result in employee longevity which
allows us to focus on top quality
products and customer service.”

This aerial view captures a very small section of the SMR Farms property.

Turfgrass Production
SMR Farms currently has approximately 800 acres in
improved turfgrass production. “We seek the best turfgrass
varieties we can grow to match the needs of the multiple
markets we serve. Part of that involves cooperative
research with Dr. Kenworthy and Dr. Unruh of the
University of Florida. Field Day attendees will see the
Zoysia grasses we’re evaluating as part of their program.
Drs. Kenworthy and Unruh also set up and planted the
TPI Seed Test Plots, all cool-season grasses, and those
will be ready for viewing, too.”
For the residential market, SMR Farms grows Floratam (a
full sun St. Augustine), Seville (a semi-dwarf St. Augustine
with shade-tolerance) and Empire (a dark-green, finebladed Zoysia with good drought tolerance). For the parks,
athletic field and golf course markets, they grow Tifway
419 (a workhorse Bermudagrass cultivar) and Celebration
(a dark-green, wear-tolerant Bermudagrass cultivar).
Argentine Bahia (a tough, drought-tolerant grass) is targeted
for roadway and construction sites—and for accents and
surrounds, such as medians, lake edges and perimeters.
SMR offers sprigs and both slab and big roll sod. “We
maintain fumigated and certified acreages of Tifway 419,
Celebration and Latitude 36 Bermuda grasses. We also provide
installation services,” adds Bradshaw. “If SMR handles a sprig
installation, we prefer using a sod-to-sprig machine in large
areas for a more uniform installation. Smaller areas and highprofile sites such as tee complexes are hand-planted.”
SMR also supplies washed turf sprigs. For clients with
international turf projects, they’ve added high-pressure sprig
washing that, combined with the necessary phytosanitary
processes, helps ensure smooth offshore deliveries.
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SMR Farms has long been a leader in environmental
stewardship and water management. Whether it’s
preservation of sensitive habitat, extensive use of
alternative water sources or implementation of Best
Management Practices (BMP), they make natural resource
management a part of every land-management decision.
“Everybody here is water conscious,” says Bradshaw. “Each
of our different production centers is set up to deliver the
water to the product efficiently, conserving that valuable
resource whether it’s from a potable or non-potable source.”
SMR Farms was one of the first to put their sod
production on a seepage system. Underground perforated
tiles were installed beneath the fields on a subsurface,
natural soil barrier. The soil profile above this is sandy and
porous, allowing for water movement both vertically and
laterally. The water table is maintained at about 22 inches
below the soil surface. The capillary action of the grass
roots draws the water into the plant.
Bradshaw says, “Once the system is in place, it becomes
like a bathtub. Board barriers can be added or pulled
depending on the situation. We can add boards to raise
the water table even more when the grass plants need
additional water to compensate for high evapotranspiration
(ET) levels. Or we can lower the water table, by pulling
boards, to help draw excess moisture down into the tiles
and away from the surface after a rain.”
Bradshaw assisted with the development of the Premier
Sports Complex and reports the same tile seepage system
is installed beneath it. “The system can handle a four-inch
rain event and have the field surfaces ready for play in four
to six hours,” says Bradshaw. “It’s the irrigation source
when there’s no rain and a supplemental water resource
when natural rainfall is sparse.”
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New Techniques and Opportunities

Tree Production

Bradshaw is continually on the lookout for new techniques
and opportunities to increase efficiencies, reduce costs
and increase revenues. New market niches fall into that
category. He says, “We’re doing a project with a product
called Fresh Patch, growing turf in a special medium on
plastic for people that have dogs or cats but have limited
access to outdoor space for the pets to relieve themselves.”

The market for trees within the various landscaped areas
extends into and beyond Lakewood Ranch throughout
the state. So tree production is another logical fit for
SMR Farms. The tree division grows over twenty popular
varieties of containerized and field-grown trees.

He was approached with the idea by the company, whose
primary production center is in California. Bradshaw says,
“We had an area we had used previously for a turf product
grown on plastic, but that didn’t work out well, so I was
dubious at first. But because we had so much in place—the
level land and the overhead irrigation system—from that
previous project, I owed it to the company to crunch the
numbers. They showed good profits. So we signed on to be
a custom grower for the product.”
The growing medium is all organic and very absorbent.
The grower determines the best type of grass to use,
depending on the growing season. Once mature, it’s
harvested, packaged and shipped directly to the end user
through FedEx. Orders are reoccurring, with delivery once
a week.
Bradshaw says, “We found that, in the heat of the summer,
by the time we harvested and shipped the product,
it wasn’t in good shape when it reached the end user.
We met with the company and proposed selling out of
our production center from November through May.
They agreed with the timing and agreed to step up the
orders sent to us during that period so we still make the
same profits. It worked out well for us. With the cooler
temperatures, we can seed with a cool-season ryegrass.
We’re slower with our mowing then, so we have more
labor force available. We’re not devoting a huge area to it,
but it’s a nice little profit center. The Fresh Patch company
went on the Shark Tank show and got the interest of two
potential investors, but I’ve not heard the results of that.”

Of course, innovative production methods are
incorporated. “We’re open to exploring any options that
enhance the livability of a product once it leaves the farm,”
says Bradshaw. “We use ‘accelerator’ containers rather than
traditional nursery containers. They have vertical slits at
intervals along the sides of the container. The tree roots
grow out of the slits and are air pruned. That eliminates
the problem of root circling and results in a dense, more
uniform root mass. The trees grow faster, reducing
production costs, and they have a sturdier root system to
ease the transition to in-ground planting and to better
stand up to stress.”
Quality field-grown trees often are root-pruned to develop
a dense, more uniform root mass similar to that achieved
with air-pruning of containerized plants. The root ball of a
harvested field-grown tree is typically wrapped in burlap,
thus the term balled and burlapped or B&B.
Ideally, B&B trees are hardened-off for a few weeks
following harvest (allowed to remain above-ground with
the optimum amount of water supplied to promote new
root development to prepare them for replanting). A group
of growers that have agreed to follow this process have
adopted the Root Plus Growers (RPG) name to indicate
the process has been followed. Bradshaw says, “SMR
Farms is one of those growers. Our field-grown trees
have the RPG tag, assuring buyers they are purchasing a
hardened-off tree.”

SMR uses a staking system to keep containerized trees
from blowing over. Drip irrigation for both container
and field-grown trees delivers water precisely, controlling
moisture levels and
reducing waste. Bradshaw
says, “We use turf strips
between the tree rows to
reduce weed problems,
to provide an access
path for vehicles for
customer viewing and our
maintenance procedures,
and to eliminate wet
ground issues after heavy
rains. The turf adds
aesthetic value as well,
helping the customer
visualize the trees in their
landscape setting.”
These SFM Farms trees are grown in “accelerator” containers to produce air-pruned roots.
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Citrus Production
SMR Farms maintains approximately 900 acres of citrus
groves for oranges and tangerines. Much of their crop is
contracted to Tropicana for juice. Some is sold through
various outlets as fresh fruit.
Citrus production throughout Florida is facing a huge
challenge: citrus greening or HLB. Bradshaw says, “The
citrus greening problem started in Florida in 2005. It’s a
disease caused by a bacterium that enters the plant through
the feeding of a tiny insect called the Asian Citrus Psyllid.
Once introduced, the bacteria clog up the phloem (the
vascular tissue, like the ‘veins’ of the plant) compromising the
root system first. As the root system shrinks and dies off, the
fruit becomes small, misshapen and of reduced quality.”
According to Bradshaw, different practices are being used
to combat it, including: spoon feeding, more frequent
irrigation, adding compost around the roots to hold more
water, using molasses as a nutrient source, and introducing
a tiny parasitic wasp that feeds on the psyllid.
He says, “We’re using those practices, too, but they aren’t
resolving the problem for SMR or the industry. Our
production costs are up 30 percent over the last six years.
Citrus production statewide this year is down to 72 million
boxes. I can remember back before greening; production
was around 300 million boxes. Citrus is Florida’s Signature
Crop, so scientists are working very hard to come up with a
solution. We’re hopeful that happens soon.”

Cattle Production
Raising cattle dates back to the beginning of the ranch
property. SMR Farms has established a reputation for
excellent quality and breeding. Bradshaw says, “We’ve
made extensive improvements in our pastures over the
years, have fine-tuned our pasture turf maintenance
practices and our experienced cattle manager has adopted
state-of-the-art management practices. We currently have
1,800 head of beef cattle.”

And More
Giving back to the industry and the community is another
SMR priority. Bradshaw is on the Board of Directors of the
Manatee County Farm Bureau, and represents Manatee
County on the Farm Bureau Sod Advisory Board.
Hosting TPI’s 2017 Field Day is one more component of
giving back. Bradshaw and his SMR Farms team will make
sure all is ready to showcase some vintage equipment; the
static displays of equipment, products and services; and the
in-field demonstrations of harvesters, mowers, tractors,
forklifts, tillers, installers and cultivators. There will be plenty
to see, and it’s sure to be a great Field Day for everyone.
This total level of commitment to excellence has kept SMR
Farms and its parent company growing strong since 1922.
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Some of the SMR Farms turfgrass team are harvesting slabs.

Sidebar: TPI Seed Test Plots
The TPI Seed Test Plot program will be held
in conjunction with the 2017 TPI International
Education Conference & Field Day in Tampa, Florida,
February 20-23. Viewing will take place during the
Field Day, February 22, at SMR Farms.
The program was established in 1992 as a means
of offering Conference attendees greater levels of
information, as well as providing turfgrass seed
companies with greater exposure and marketing
opportunities. Straight cool-season turfgrass seed
varieties and seed blends could be submitted, with a
maximum of ten varieties or blends per company.
Seed samples were sent to TPI Headquarters where
they were assigned a unique number to ensure the
source could not be identified. These anonymous seed
samples were provided for planting under the direction
of Dr. Kevin Kenworthy and Dr. J. Bryan Unruh of
the University of Florida. They facilitated the seed test
plot installation in September on the site of Field Day
Host, SMR Farms in Bradenton, Florida. The seed was
applied, in accordance with NTEP recommended rates,
into two non-adjacent plots, approximately 3-feet by
3-feet, within the test plot area. The installing group
utilized a grid chart to note the specific location of each
sample, using the unique number provided by TPI.
After planting, SMR Farms maintained the area
in routine fashion, identical to their standard
maintenance practices. There were no special
applications of materials (fertilizer, pesticides or water)
or any mowing beyond that received by the adjacent
sod fields.

All photos courtesy of SMR Farms..
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SCHEDULE-AT-A-GLANCE

UPDA
SCHE T E D
DULE

Monday, February 20, 2017

Wednesday, February 22, 2017

8:00 am - 2:00 pm

Rootin’ Tootin’ Clay Shootin’ - The Lawn
Institute Shooting Clay Tournament*

7:00 - 8:30 am

Past Presidents’ Breakfast

10:00 am - 2:00 pm

Treasures of Tampa by Water & Land Tour *

8:30 am - 1:30 pm

Field Day @ SMR Farms

2:30 - 5:00 pm

Pre-Conference Seminar*

2:00 - 3:00 pm

TPI Open Working Group Meeting –
Manufacturers’ Advisory Council

3:30 - 5:00 pm

TPI Open Working Group Meeting - PR

6:00 - 9:00 pm

5:00 - 6:00 pm

First Time Attendee/New Generation/
Ice Breakers Reception

Banquet - 50 & Fabulous:
Celebrating Our Past, Inspiring Our Future

Thursday, February 23, 2017

President’s Welcome Reception

7:00 - 8:00 am

TPI Open Working Group Meeting Membership (breakfast)

8:00 - 9:00 am

Inspirational Breakfast (All Are Welcome!)

9:00 - 10:30 am

Education Session

9:00 - 10:45 am

Special Education Sessions:
Preventative Maintenance for Harvesters

11:00 - 12:00 pm

Annual Business Meeting

11:00 - 12:45 pm

Special Education Sessions:
Preventative Maintenance for Harvesters

Common Sense Strategic Planning

6:00 - 7:30 pm

Tuesday, February 21, 2017
7:30 - 8:45 am

TPI Open Working Group Meeting Conference & Education (breakfast)

7:30 - 8:45 am

The Lawn Institute Open Committee
Meeting – Fundraising breakfast)

7:30 - 8:45 am

Women’s “Dutch” Breakfast

8:00 - 9:00 am

Continental Breakfast

9:00 am - 12:15 pm

Education Session

12:15 - 2:00 pm

Lunch and Roundtable Discussions

2:00 - 4:15 pm

Concurrent Breakout Sessions

4:15 - 6:00 pm

The Lawn Institute Open Committee
Meeting - Research

4:15 - 7:30 pm

Exhibit Hall Open

12:00 pm -2:00 pm
2:00 - 4:30 pm

(by invitation only)

(Members Only)

Exhibit Hall Open

Lunch will be served in the Exhibit Hall
from 12:15 - 1:45 pm

Education Session

* Optional Activity Requiring
Separate Registration
Schedule subject to change.

Dinner will be served in the Exhibit Hall
from 5:00 - 6:30 pm

VISIT www.TurfGrassSod.org TO REGISTER NOW!
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SPECIAL EVENTS WILL MAKE TPI'S
50TH ANNIVERSARY CELEBRATION FABULOUS!
By Suz Trusty
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SPECIAL EVENTS WILL MAKE TPI'S
50TH ANNIVERSARY CELEBRATION FABULOUS!

H. Lloyd Miller developed a mechanical plug harvester that did the
work of four men with individual pluggers (1955).

Suz Trusty is co-editor of Turf News.
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SHARED MEMORIES
AND GREAT ADVICE
By Gerry Brouwer, Wayne Thorson, Ben Copeland, Sr. and Rob Davey
Members share some favorite memories of their
involvement with the America Sod Producers
Association (ASPA), (the name of the association when
it was formed on July 11, 1967), and Turfgrass Producers
International (TPI), (as it was renamed in 1994 to better
reflect the international scope of the association).
Some memories center on organizational issues and
development as the association—and the turfgrass industry—
grew and matured. Some memories highlight the networking
strengths of the association as relationships developed and
members grew personally and professionally through those
relationships. Some memories focus on specific moments—
sometimes humorous; sometimes poignant; sometimes
inspirational—that capture the heart of the association—and
why it is such an important part of so many lives.

Gerry Brouwer
Brouwer Sod Farms
Keswick, Ontario, Canada
Editor’s Note: Brouwer Sod Farms was the Host Farm for the
ASPA Summer Convention and Field Day held in Toronto,
Canada, July 10-12, 1972–the first to be held outside the
United States. Gerry Brouwer was elected to the ASPA Board
during the annual meeting at that Convention, becoming the
first international member to serve on the Board.
Gerry reports, “I was new to the ASPA Board in 1972, the
year Jack Kidwell, Kidwell Turf Farm, Culpepper, VA, was
first elected president. There was a great debate during the
early 1970s between the old guard and the new. Ben Warren,
one of the founders of ASPA and its first president in 1967,
believed that a sod grower that installed sod was a landscaper
and not a ‘pure’ sod grower and—as such—was not eligible
for ASPA membership. That was the old guard stance. Jack
Kidwell ’s viewpoint was that if you were a sod grower, you
could also install sod and still be a ‘real’ sod grower—and
therefore entitled to be an ASPA member. That was the
stance of the new guard. The discussion did become a bit
heated at times. But, in the end, it was settled that if you grew
sod, you were a sod grower, whether you installed sod or not.
I was secretary of ASPA for 1973-1974 and chair of the
membership committee. During that period, the U.S.
politicians and the Canadian politicians did not see eyeto-eye and the relationship between the two countries was
a bit rocky. During the ASPA annual meeting at the 1973
Summer Convention and Field Day in Denver, CO, I gave
the secretary’s report. I closed my presentation with, ‘Let the
politicians fight; let us unite,’ and I got a standing ovation.
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I was in the elevator with a group of the sod growers
going to a function during one of the ASPA meetings.
They told me that we could have charged them a lot more
for our harvester than we did and they still would have
purchased it. So I said, ‘Well, it’s not too late to pay me
now.’ I’m still waiting for the check.”

Brouwer Sod Farms was Field Day Host for ASPA’s 1972 Summer
Convention and Field Day, the first held outside the U.S. Gerry
Brouwer is second from the right.

Gerry Brouwer shared a letter issued to ASPA
members by ASPA President Jack Kidwell on October
26, 1973, which reported:
“ASPA has achieved tremendous success!!! The [U.S.]
Department of Labor has ruled that sod production and
sod installation is an agriculture enterprise. This is of great
significance for it will be much easier for members to meet
their [U.S. Office of Safety and Health Administration]
OSHA obligations because they will not be required to
grapple with all the non-agriculture OSHA regulations.
It is significant that the opinion from the Department
indicates that sod installation is exempt only if it is also
tied in with a sod production operation. Sod installation
by itself if not performed jointly in production of sod could
possibly be interpreted as being part of a landscaping
operation which includes principally construction activities
and thus the OSHA regulations would be covered under
construction restrictions.
The declaration of sod production-sod installation as being
an agriculture enterprise will provide considerable relief and
this ruling alone should prove to you and others in the field
that ASPA is an organization which is worthy of the most
reasonable dues investment which is involved.
This ruling ‘ didn’t just happen.’ Your officers, board and
a number of members plus the outstanding talents of
attorney Bill Harding produced the successful ruling by the
Department of Labor. Briefs, conferences with key people
and departments within the federal government, personal
contact … all these brought the results for which ASPA has
been working so vigorously.”
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Wayne Thorson

Ben Copeland, Sr.

Todd Valley Farms, Inc.
Mead, Nebraska, U.S.A.

Patten Seed Company/Super Sod
Lakeland, Georgia, U.S.A.

Wayne reports, “We have been TPI members for over 40
years and throughout that period we have met hundreds
of growers, educators and friends of the turfgrass
industry that were ready and willing to share their secrets
for producing sod. The conferences have always been
my favorite time. From the flooded field in Nashville
to the ice storm in Austin, somehow TPI endured the
unexpected and would always find a way for the meetings
and field days to be a success with a few adjustments to
the schedule.
We hosted the 1995 Summer Convention and Field Days
and found how stressful, yet fun, such an undertaking
can be. In an area where there had been no local grower
meetings and little cooperation between most of the
producers, many of the local farms volunteered to help.
They were TPI members first and competitors second—
just how it should be. We had over 800 members from
around the world at our farm that year and twenty years
later we will still get compliments from members that
were at the show telling us how much they enjoyed it.
The best advice I received was to “get involved.” The
more you give the Association, the more you will
receive from the Association. I was first elected to the
board for 1991-1992, when I was in my early thirties
and served as president in 1996-1997. I was lucky
enough to become social and business friends with
the other members I served with during those seven
years. These relationships, which still continue today,
have helped fuel our success in the turfgrass business.
The best advice I can give is to ‘get involved in TPI
early’ so you can take advantage of what you learn and
the friendships you make for many years to come.”

TPI 1998-1999 President Ben Copeland, Sr. (left) chats with John
Addink (right) of A-G Sod Farms, Inc. during the 2002 Midwinter
Conference in Orlando, Florida.

Ben reports, “I began on the TPI (then ASPA) Board in
July of 1993. Prior to then I had attended several winter
meetings and served on a committee. After serving on
the Board and as an officer and then as president in 19981999, I also served as president of the Foundation.
I have many fond memories of my time as a Board
member. The experiences of travel and comradery with
other Board members were the highlights of that time for
me. We had the first international president from outside
North America in Bryan Wood (Tip Top Turf, England,
1999-2000); the name change to TPI; and subsequently
the first TPI Midwinter Conference held outside the
U.S. and Canada in Birmingham, England, February
26-28, 2003. My interactions with Doug Fender were
always positive and a great learning experience for me.
He taught me a lot!
Some of the most valuable times for me were visiting
with fellow board members, seeing operations and
learning from them. It always gave me a new prospective
for our business.”

The best advice I received was to
"get involved." The more you give
the Association, the more you will
receive from the Association.
Wayne Thorson 1996-1997 TPI President (left) chats with Louis
Brooking 1994-1995 TPI President.
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Rob Davey
Evergreen Turf
Pakenham, Victoria, Australia
Rob reports, “We started our business in 1982 and became
members of ASPA that same year. In 1986, ASPA’s
First International Study Tour visited New Zealand and
Australia. We met Ike Thomas, Al Gardner and Darwin
McKay, among others, and developed good relationships
with them. About that time, Jeff Nettleton was working
for Darwin and Darwin asked us to sponsor Jeff for six
months during the winter. Jeff came and worked in our
turf production business during those six months and
we became very good friends. After that, Jeff lived in
Australia and managed one of our businesses, a retail lawn
supplier, for about three years. When he returned to the
U.S. to form a partnership with Jimmy Fox, Jeff asked
if I would have any problems with them naming their
company Evergreen Turf. I said I’d be honored.
My wife, Wendy, and I first traveled to the US for a
Conference in 1991. I was asked to join the TPI Board
of Trustees in 2002 as the international representative.
Another Australian had been serving in that post, and
when he became ill and was no longer able to serve, Stan
Gardner, TPI president, asked me to fill that role. I was a
bit apprehensive, but several other TPI friends and Doug
Fender, then the executive director, encouraged me to do
so. That was the best advice I received.
I served to 2008. During that time, Wendy and I attended
both the summer and winter conferences, and I’d come to
the US for board meetings up to four more times a year.
When you get involved in the association you meet great
people and get great ideas—and you have the opportunity
to continue the relationships with those people.
Wendy and I see some of our best friends at the TPI
events. And we have spent a lot of time outside of TPI
with them, hunting, fishing, skiing, site seeing, and
even forming a Harley motorcycle and car convoy to
travel from Phoenix, AZ, to the 2008 TPI Conference
in Calgary, Alberta, Canada. We’ve been invited to stay
at places in areas all over the world: the US, Canada,
South Africa, Norway. Of course, we love to reciprocate,
hosting TPI friends in Australia.
When I was on the board, one of my goals was to bring
TPI back to Australia. In February of 2007, we hosted
the first TPI Conference in the Southern Hemisphere,
in Queensland, the warmer part of Australia, working in
conjunction with Turf Producers Australia (TPA). I was
also the President of TPA at that time. Warren Bell, TPI
2005-2006 President, was instrumental in helping us get
that going, and we had great support from the TPI and
TPA Boards. We collectively put together a very good
show, drawing about 350 attendees. I’m very proud of that.
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Our business has changed a lot since 1982. The serious
drought in 2000 was so severe that watering of turfgrass
was banned in Victoria, making it hard to sell our
product. We greatly reduced our turfgrass production
for two reasons. Many others were selling turfgrass
domestically––so our cut back made the pie bigger
for them. And the recognition we’d gained by doing
maintenance work gave us an opening to expand that
segment of the business—and to move into the high-end
specialized area of construction for sports fields, golf
courses and horse racing tracks. Because consultants
typically specify the type of grass to be used, we’d be
buying a lot of sod from other growers.
We now specialize in construction of drainable, USGAspec, fiber-reinforced, turf profiles which provide greater
stability for sports fields and turf horse tracks. We use
the same technology to create replacement turfgrass
systems with a two-inch thick profile that are ready for
use right away on sports fields and horse tracks. We take
our technology and specialty equipment international,
aligning ourselves with turfgrass producers in places
like Asia and South Africa where we fill the project
management role and bring their products into their
areas. The TPI relationships are the key to that process.
The shared information and technology are invaluable.
There’s no limit to the advantages that gives us. One of
those connections led to our becoming an overseas dealer
for Brouwer/Kesmac. We’ve been selling their equipment
for about 15 years which not only helps us get the
technology out to others, but also opens doors for us.
Being a part of TPI is probably the best tool you can use
for your business. The information and technology we
have brought back has changed the way we do business,
the way Australian producers do business. I know that
happens in other countries as well. You can only get that
industry-wide influence through TPI.”

Rob and Wendy Davey, third and fourth from the left, joined Team
TMI for the trike races during the TPI 2014 Summer Field Day in
Philadelphia, Pennsylvania.
All photos from TPI Archives.

TPI Turf News January/February 2017

TLI fundraisers are sure to stir up
plenty of excitement during TPI’s 50th
Anniversary Celebration.
All proceeds support turfgrass research, education and TLI’s scholarship program.

ATV RAFFLE TICKETS

1 for $25
5 for $100
Imagine winning a John Deere Gator™ RSX860i.
It has the power to treat tight off-road turns around the farm
as if they are nothing at all.
This edition of the RSX is faster than ever before, with a powerful, agile, smooth, and comfortable ride, as well as
everything a John Deere Gator™ Utility Vehicle is traditionally known for — quality, safety, durability, and the
strongest work ethic in the category. More information will be forthcoming.

THANK YOU
A sincere thank you to the following
TPI Canadian members for making
this ATV Raffle possible.
Advanced Equipment Sales
Brouwer Kesmac
Gerry Brouwer
Greenhorizons Group
John Deere
Load Lifter Manufacturing
Manderley Turf Products
Progressive Turf Equipment
Zander Sod Co. Limited

SCANNING THE TURFGRASS
RESEARCH JOURNALS
By Dr. John Cisar

Overview
With an eye to
locating gems of
research that can
have an impact on
our sod production
industry, with this
issue, we begin
a feature for our
members that
summarizes results
from recent published
works by turfgrass
scientists around
the world. In typical
Dr. John Cisar
years, over 60 articles
are published in scientific journals that may or not get
disseminated rapidly to end-users. Scientific, peerreviewed papers form the foundation for advancing our
industry through well-designed experimentation. We will
attempt to speed up the process of getting information
out to you, the interested industry, with these brief
highlighted snapshots on published research by providing
our readers with up-to-date reporting of current trends in
research from all regions.
Although a small percentage of scientific papers focus
directly on aspects of sod production, much of the
literature out there will have information that is very
relevant to production, management and environmental
protection for sod producers. I believe that this
information will not only make sod producers more
aware of what is happening at our research institutions
but also encourage increased engagement between the
industry and turf research and bring about even more
studies on sod production.
I hope you find this article enjoyable and enlightening. In
this issue, I focus on three sod production research studies
conducted on cool-season turfgrass sod in the USA and
reported in the scientific literature in 2016.
Our first summary from 2016 is on sod research conducted
at the University of Wisconsin from 2009-2013. Using sod
or crop production has been a popular avenue for disposing
waste products over the years. In this study the authors
investigated locally-generated materials for suitability in
growing acceptable quality sod.
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TITLE:
Biosolids as an alternative fertilizer
for Kentucky bluegrass sod
production in Wisconsin.
Authors: Shane Griffith, Nicholas Bero, John Stier,
Glen Obear, Sabrina Ruis and Douglas Soldat.
Journal: Crop Science, 2016.
This multi-year field study with several harvests focused on
determining the agronomic impacts of using two sources
of biosolids as Nitrogen (N) fertilizer sources compared to
conventional practices on sod production evaluating turf
quality and sod tensile strength as main criteria.
The biosolid treatments were anaerobically-digested
biosolids cake or biosolid cake mixed with sand and
sawdust at a 2:1:1 ratio by volume (Metro-Mix®). The
biosolids were applied at three rates based on their supply
of plant available nitrogen at 250, 500, and 1000 kg N/
ha (approximately 5, 10, and 20 lbs. N/1000 sf) for the
biosolid and 250, 375, and 500 kg N/ha (approximately
5, 7.5, and 10 lbs. N/1000 sf) for the Metro-Mix.
Applications were made in each of three years after
harvest to gauge the effect of continued N release from
organic materials. The lowest biosolids rates mimicked
the maximum annual N rate for growing Kentucky
bluegrass sod. The conventional sod production fertilizer
treatment was applied at 309 kg N/ha/per harvest cycle
(approximately 6 lbs. N per 1000 sf at about 1.5 lbs.
N/1000 sf per application over a 20-month cycle) and
supplemented with P and K to mimic those nutrients
found in the biosolid treatments. Please note that sod
production N is limited to 280 kg/ha/year (5.7 lbs/1000 sf)
so the overall application did not exceed yearly thresholds,
but some biosolid rates did in the research study. The trial
site soil was a silt loam.
Among the key findings, the authors concluded from
optimization modeling that biosolid cake applied at the
rate of 425 kg N/ha (approximately 8.7 lbs N/1000 sf) in
the first year would likely meet color, quality and tensile
strength of conventionally-fertilized sod at routine harvest
frequencies. Nitrogen source did not affect production
cycle length during the study. Moreover, less biosolid cake
(at rates of 325 and 285kg N/ha/production cycle or 6.6
and 5.7 lbs N/1000 sf, respectively) would be required
for subsequent (second and third) production cycles

TPI Turf News January/February 2017

TITLE:
Sod strength characteristics of 51
cool-season turfgrass mixtures.
Authors: Joshua Friell, Eric Watkins, Brian Horgan, and
Matthew Cavanaugh.
Journal: Crop Science, 2016.

getting closer to the State of Wisconsin regulatory limit
by the third cycle. The plant available N applied over 3
production cycles was above the conventional rate used
over that same period. The reduction of biosolid cake
required over time reflects the continuing contribution
of mineralized N from the remaining biosolid cake
over time that was rototilled in to a depth of 5 cm (2
in.). Perhaps split application timings could be used
past the planting to overcome yearly restrictions on N
application in Wisconsin. The authors also found that
the biosolid cake was superior to the Metro-Mix at
equivalent plant available N rates and the Metro-Mix
was also a much heavier product which would affect
transport costs. The other concern was for maximal N
applications in Wisconsin.

This novel study investigated 51 (wow) seed mixtures of
cool-season grasses designed for roadside turf areas in
Minnesota that are not always typical of conventional
sod production mixtures. Included in the study were
alkaligrass, fine fescues and Kentucky bluegrasses.
Among the key findings, the authors found that mixtures
containing fine (red, chewings, sheep, e.g.) fescue species
can provide sod that has equal or greater tensile strength
than those containing large amounts of Kentucky
bluegrass when harvested after 22 months establishment.
The authors also found that mixtures containing high
Kentucky bluegrass content were among the weakest in
the trial. It should be noted that conventional Kentucky
bluegrass sod production cycle is typically 15 months in
Minnesota. Different cycles and seeding rates warrant
further investigation.

Turfgrass research, even when not focused directly on turfgrass sod production, is very relevant to production, management and environmental
protection for sod producers.

TITLE:
Can frequent measurement of
normalized difference vegetation
index and soil nitrate guide
nitrogen fertilization of Kentucky
bluegrass sod?
Authors: Karl Guillard, Richard J. M. Fitzpatrick, and
Holly Burdett
Journal: Crop Science, 2016.
This 2016 paper brings us back to New England
and features the joint effort of the University of
Connecticut and the University of Rhode Island
with the project conducted in the “sod-centric” “little
Rhody” which probably has the most sod farms per
square inch in America!
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The research at its heart merges new and existing
technologies toward creating precision agricultural
practices that provide resource efficiency. One technology
used by the authors was NDVI (normalized difference
vegetation index), which measures reflectance of light
from turf areas to provide a quantitative assessment of
turf performance such as color or quality. Reflectance
data has been used to monitor irrigation, drought stress,
fertility, and even mowing in turfgrass systems. Used on
either turf machines such as mowers, or even on drones,
even large turfgrass sites can be monitored quickly and
frequently providing early detection of stresses and
changes due to management practices. Therefore, I found
it very interesting to learn from this sod production
study, the potential for using this type of information to
manage sod crops. In Rhode Island, the researchers were
attempting to correlate NDVI with soil nitrate-nitrogen
and shear strength of sod. The authors did discover NDVI
and nitrate-nitrogen relationships that
could guide N fertilization strategies
for Kentucky bluegrass sod and for the
relationship of soil nitrate-nitrogen
sod shear strength. Future farm-scale
studies are warranted to determine
the utility of this information on a
commercial basis.

As TPI looks forward to celebrating 50 fabulous years, there’s no better way
to support this milestone than by contributing to the Farm Challenge!
The Brookings of Brookmeade Sod Farm have pledged to donate $100 for
every year of their 45 year membership and they challenge other farms to
do the same. Match their pledge and donate $100 for each year you have
been a member. Donations of any size are welcome!

Dr. John Cisar is Turf News editorial advisor
for warm-season turfgrasses and International
Turfgrass Society (ITS) Treasurer.

Farm Challenge donations will fund 50th Anniversary Celebration activities
and TLI research, education and scholarship initiatives. Make checks
payable to The Lawn Institute.

Questions may be directed to the
62+*GCFSWCTVGTUQHƂEG
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THE HISTORY OF NTEP
Editor’s Note: Excerpts reprinted with permission from NTEP NEWSLINE, “What You Need To Know About NTEP:
History,” April/June 1999 and “What You Need To Know About NTEP: Structure,” July/September 1999; originally published as
a chapter in Turfgrass Cultivars: Breeding and Utilization, by SoftScience, Inc.
Compiled by Suz Trusty, co-editor of Turf News. Edited by Kevin Morris, Executive Director of NTEP and President of the
National Turfgrass Federation (NTF).
The National Turfgrass Evaluation Program (NTEP)
evolved out of cooperative research conducted in the
Northeastern U.S. during the late 1960s and early 1970s.
In 1968, the NE-57 Regional Research Project initiated
a cooperative trial to evaluate Kentucky bluegrass (Poa
pratensis) at nineteen locations in the northeast and central
U.S. Forty-three grasses were chosen to evaluate with the
entries being split between commercially available cultivars
and experimental lines. Entries were chosen to represent
diverse origins and a wide spectrum of Kentucky bluegrass
plant growth types. As a result, about one-third (13) of the
forty-three entries included were developed and owned by
European breeding companies.

NTEP Turfgrass Research Testing is invaluable in learning about
commercially available varieties and new experimental selections.

Individuals such as J. J. Murray (United States Department
of Agriculture, Beltsville, Maryland), C. R. Funk (Rutgers
University, New Brunswick, New Jersey), J. M. Duich,
T. L. Watschke and D. Waddington (Pennsylvania State
University, University Park, Pennsylvania), R. E. Schmidt
and L. H. Taylor (Virginia Polytechnic Institute, Blacksburg,
Virginia), J. E. Hall (University of Maryland, College Park,
Maryland), C. R. Skogley (University of Rhode Island,
Kingston, Rhode Island), J. Kaufmann (Cornell University,
Ithaca, New York) and G. W. Wood (University of Vermont,
Burlington, Vermont) were instrumental in creating a sound
scientific structure for this first U.S. regional turfgrass
trial. Discussions ensued on appropriate plot size, seeding
rate, management of trials, rating of turfgrass quality and
other factors, statistical analysis needs, data reporting and
interpretation of results that formed the foundation for much
of the initial structure of NTEP. For instance, plot size used
in that initial regional test was approximately 25 sq. ft. while
current NTEP cool-season grass tests use 25 - 30 sq. ft.
plots. Seeding rate for NTEP Kentucky bluegrass tests is still
approximately 2 lbs./1000 sq. ft. as it was in the first regional
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trial. Also, NTEP still uses locations with varying soil
types, textures and environments as was the case in the 1968
regional evaluations.
That first regional evaluation was completed in 1972, with
a new regional evaluation established in fall 1972. In June
1975, a regional meeting was held at Beltsville, Maryland,
that produced significant results for the formation of
NTEP. Fourteen evaluators involved in the 1972 regional
test participated in a workshop to discuss standardization
of data collection methods. Considerable discussion
developed on the use of a standard 1-9 rating scale with
9 being highest quality turf, best disease resistance, finest
leaf texture, and best genetic color. Afterward, participants
moved outside to rate individually three replications of
fourteen selected entries in the 1972 regional test. Ratings
were collected on turfgrass quality, density, percent ground
cover, color and leafspot damage and were then statistically
analyzed by a USDA statistician. Results of the statistical
analysis indicated the evaluators varied their ratings
significantly for all five variables. Evaluators then went
back out to the field to further discuss the ratings and make
suggestions on improving rating methods. These discussions
led to a refinement of the system that eventually became
the NTEP rating system. The group also realized that the
interaction allowed them to better understand the subjective
nature of turfgrass field plot scoring and helped them to be
more consistent with each other.
The success of these two northeastern regional tests
led to the initiation of a regional tall fescue trial in the
southern U.S. in 1978. Interest in these tests continued
to grow nationwide so that in 1980, a national Kentucky
bluegrass test was proposed. About fifty evaluators across
the U.S. volunteered to establish and evaluate this test.
Eighty-four entries were received and included. No entry
fees were charged for this first national test nor were
evaluators paid for testing the entries. All work was done
on a volunteer basis including the coordination of entry
submission, data collection, data analysis and reporting.
Jack Murray, USDA Research Agronomist, agreed to
coordinate this effort from his office at the Beltsville
Agricultural Research Center in Beltsville, Maryland.
Mr. Murray felt it was important for USDA to coordinate
efforts of national importance. Also, he felt the highest
credibility for the data would come from USDA's intimate
involvement. Therefore, USDA initially provided staff
and facilities for seed division, mailing, storage, clerical
help needed to produce and mail notices and reports,
TPI Turf News January/February 2017

statistical and
computer support
for data analysis and
reporting, etc. The
initial response was
overwhelmingly
favorable.
Researchers and
extension educators
found the tests
invaluable in
learning about
commercially
available
Kevin Morris, Executive Director of NTEP,
varieties and new
and Linda Pittillo Bradley, TPI President.
experimental
selections. Seed companies and plant breeders could
quickly learn where grasses performed best and under what
management levels. Consumers liked the convenience
of one source for unbiased variety information. Also,
locating the plots mainly at state universities allowed them
to be viewed by many people at field days. To see grasses
growing side-by-side in field evaluations became very
popular among the end-users in the turfgrass industry.
With the success of the 1980 National Kentucky Bluegrass
Test, NTEP decided to coordinate a national perennial
ryegrass (Lolium perenne) test in 1982. This test was the
beginning of NTEP tests that required payment of an
entry fee. The entry fee for the 1982 National Perennial
Ryegrass Test was US$1200.00. The entry fees helped
NTEP to hire a full-time Technical Coordinator and is
now the basis for NTEP operations.

was formed to administer NTEP. That organization,
now called National Turfgrass Evaluation Program, Inc.,
handles the legal and administrative needs of NTEP.
The NTEP Policy Committee determines policy and
procedures for NTEP and the members of the Policy
Committee are the sole members of NTEP, Inc. In this
way, the Policy Committee acts, in many respects, as a
board of directors for NTEP, Inc.
Currently, the following groups or organizations have one
representative on the NTEP Policy Committee: Regional
Turfgrass Research Committees: Northeastern Region,
Southern Region, North Central Region, and Western
Region. Membership Associations: American Seed Trade
Association - Lawn Seed Division (ASTA); Oregon
Seed Association/Pacific Seed Association; Golf Course
Superintendents Association of America (GCSAA);
Turfgrass Breeders Association (TBA); Turfgrass
Producers International (TPI); and United States
Golf Association (USGA). The four regional turfgrass
committees represent the four major geographical regions
in the U.S. Individuals involved in these committees are
mainly turfgrass scientists from state universities.
Each regional committee selects their NTEP
representative. Their representation on the Policy
Committee gives a broad perspective on the problems and
research needs across the U.S. The industry membership
associations appoint individuals to represent their segment
of the turfgrass industry. The NTEP Executive Director is
a non-voting member of the Policy Committee. The broad
representation of private and public members gives the
Policy Committee excellent perspective on
the issues facing the turfgrass industry and
how NTEP might address those issues.

From 1983-86, NTEP continued with new tests of tall
fescue (Festuca arundinacea), fineleaf
fescue (Festuca spp.), bentgrass (Agrostis
spp.), and bermudagrass (Cynodon
™
dactylon). In 1989, a st. augustinegrass
(Stenotaphrum secundatum) test was
initiated, with buffalograss (Buchloe
Bust salts & balance soils
dactyloides) and zoysiagrass (Zoysia spp.)
Better water penetration
tests organized in 1991.
Superior soil capillary action
Use 20% less water
What You Need to Know
Greener, denser turf
About NTEP: Structure
Use less fertilzers & inputs
Initially, NTEP was a program
Mineral scale control
sponsored by the United States
Better flow & pressure
Department of Agriculture and
the Maryland Turfgrass Council,
a nonprofit turfgrass association in
Maryland. The Maryland Turfgrass
Chemical-free water softening
treatment since 2008
Council provided the formal, legal
structure necessary for NTEP to accept
888 820 0363 RainlikeWater.com
entry fees, pay employees, file tax forms,
etc. In 1991, a non-profit corporation

Switch on the Rain
in
ter
r
with Rainlike Water
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STMA NAMES AWARD WINNERS
“Mowing Patterns Contest” winner announced by STMA
The Sports Turf Managers Association (STMA) announced that Britt Barry was chosen as the winner in their
fourth annual “Mowing Patterns Contest.” Barry is the sports turf manager at the Dayton Dragons in Dayton,
Ohio. Barry was selected via a Facebook voting contest from October 21 to November 18 for his intricate
design at Fifth Third Field, home to the Dayton Dragons, Single-A affiliate of the Cincinnati Reds.

Britt Barry

Formerly the head groundskeeper at the Lexington Legends, the Single-A affiliate of the Kansas City Royals,
Barry's resume includes previous stints with the Brooklyn Cyclones, Dragons and the New York Mets. He
graduated from Wilmington College of Ohio with a bachelor's degree in agriculture and agronomy.

STMA and MiLB Announce 2016 “Sports Turf Manager of the Year Awards”
STMA and Minor League Baseball (MiLB) recently announced the 2016 “Sports Turf Manager of the Year Awards"
sponsored by STMA and John Deere. These awards, given since 2000, honor members who manage fields in Triple-A,
Double-A, Single-A and Short Season or Rookie divisions. The awards were presented at the annual Major League
Baseball Winter Meetings awards luncheon in National Harbor, MD.
2016 Award winners are:
• Triple-A – Casey Griffin, Albuquerque Isotopes (Albuquerque, NM)
• Double-A – Brock Phipps, Springfield Cardinals (Springfield, MO)
• Single-A – Greg Burgess, Greenville Drive (Greenville, SC)
• Short Season or Rookie – Matt Neri, State College Spikes (State College, PA)
Phipps is being honored for the fifth time in his career and fourth consecutively (2008, 2013, 2014, 2015). Burgess is a second-time winner
(2008), while Griffin and Neri are first-time winners, joining an elite class of sports turf managers. Additionally, Griffin was the inaugural
winner of STMA's "Stars and Stripes" contest in July.
Winners are selected via a 16-member awards committee, compiled by STMA. Each nominee is independently scored on cultural practices, game day routine, resource
utilization, staff management and the groundskeeper's involvement and support of the sports turf industry.

STMA’s 2016 “Field of the Year Award” Winners
Since 1992, STMA’s “Field of the Year Award” is presented to members who manage baseball, football, soccer, softball and other
sporting playing surfaces at the professional, collegiate, schools (K-12) and parks and recreation level. The 2016 winners are:
Professional
• Baseball – Smokies Stadium at Tennessee Smokies
(Kodak, TN): Anthony DeFeo, Certified Sports
Field Manager (CSFM), Head Groundskeeper
• Soccer – Toyota Park at Chicago Fire
(Bridgeview, IL): Joel White, Turf Manager
• Sporting Grounds – Infinity Park at City of
Glendale (Glendale, CO): Noel Harryman, CSFM,
Manager Turf Operations

College and University
• Baseball – Pacer Field at Marywood University
(Scranton, PA): Rob Galdieri, Sports Turf Manager
• Football – Spartan Stadium at Michigan State University
(East Lansing, MI): Amy Fouty, CSFM, Athletic Turf Manager
• Soccer – Merlo Field at University of Portland
(Portland, OR): Kevin White, Athletic Field Manager
• Softball – Pacer Field at Marywood University
(Scranton, PA): Rob Galdieri, Sports Turf Manager
• Sporting Grounds – 5/3 Bank Stadium at Kennesaw State
(Kennesaw, GA): Shane Hohlbein, CSFM, Sports Turf Manager

Schools and Parks
• Baseball – The Nest at Clover School District (Clover,
SC): Will Rogers, CSFM, Sports Turf Manager
• Football – Carson Stadium at Christ Church Episcopal
School (Greenville, SC): Brian Dossett, CSFM, Head
Sports Field Manager
• Soccer – White River Soccer Complex at Noblesville
High School (Noblesville, IN): Joshua Weigel,
Grounds Superintendent
• Softball – Champs Field at Gulfport SportsPlex
(Gulfport, MS): Ken Edwards, CSFM, Sports Turf Manager
• Sporting Grounds – Raiders Stadium at Atlee High
School (Mechanicsville, VA): Marc Moran, CSFM,
Agriculture/Horticulture Instructor
Moran has now received this honor four times (2006,
2009, 2010), each in a different sporting category. Three-time
winners include Harryman (2012, 2013), Rogers (2014, 2015)
and Weigel (2012, 2014). Two-time winners Fouty (2013),
White (2013) and Hohlbein (2015).

A panel of 11 judges independently scored entries based on playability, appearance of surfaces, utilization of innovative solutions, effective use of
budget and implementation of a comprehensive agronomic program. Judges may choose not to award a field in each category.
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Response
Ability

Reliable color and performance. Traffic
tolerance, shade tolerance and drought
tolerance.

Make the most of your acres in
production with top-quality Kentucky
Bluegrass cultivars:

These are the qualities you demand from
Kentucky Bluegrass. And that is what Turf
Merchants delivers.

• Bedazzled
• Blueberry
• Brooklawn

We also respond to your needs for
sustainable solutions, with two Kentucky
Bluegrass cultivars that qualify under
TWCA protocols.

Learn more from your turfgrass seed
distributor, or visit our website.

• Bewitched
• Bonaire
• WaterWorks

33390 Tangent Loop
Tangent, Oregon 97389
Phone: (541) 926-8649
Toll Free: (800) 421-1735
Fax: (541) 926-4435
E-mail: info@turfmerchants.com

www.turfmerchants.com
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TURF INDUSTRY NEWS
Manderley Turf Products Inc. Announces
Leadership Changes
The Board of Directors of Manderley Turf Products
announced the appointment of Wayne Moloughney
as President. Moloughney has been a member of the
corporate leadership team in the role of Vice-President,
Finance for over 11 years.
Moloughney succeeds Greg Skotnicki, who will be
taking on a new role as President of Manderley’s parent
company, Market Maker Agriculture Inc. Market Maker
is an acquirer of strong agriculture and horticulture
based businesses in North America, that specializes in
providing succession planning opportunities and growth
capital to owner-operators. Skotnicki will remain as CEO
of Manderley, while stepping away from the day-to-day
operations to focus on his new role.
For over 55 years, Manderley has been a leader in the
landscape industry, helping to grow greener communities
by providing high quality, innovative lawn and garden
products. Manderley is Canada’s largest sod producer, with
over 60 million square feet sold annually. Manderley sod is
grown and sold in the area surrounding Ottawa, Montreal,
Quebec City, Calgary, Edmonton and Northern Alberta.
FireFly Named Utah’s Fastest Growing Company
FireFly Automatix, manufacturer of automated turf
harvesters, was named the fastest growing company
in Utah. The AgTech group claimed the top spot on
MountainWest Capital Network’s Utah 100 list among
a record number of nominations. The award is based on
percentage of revenue growth and recognizes performance
in arguably the hottest business climate in America.
FireFly Automatix, operating under the name FireFly
Equipment, builds their harvesters in North Salt Lake and
distributes them to turfgrass farms throughout the United
States and Australia, with plans to enter new international
markets.
GIE+EXPO Breaks Attendance and Exhibitor Records
in 2016
The 2016 GIE+EXPO (Green Industry & Equipment Expo),
held October 19-21, at the Kentucky Expo Center (KEC) in
Louisville topped the last two years’ records for attendance
and exhibitors. More than 22,600 people from around the
world represented a 12 percent increase in registration over
last year. Thirty-three percent of dealer and 44 percent of
lawn and landscape attendees were first timers.
The annual industry event draws all segments of the
outdoor power equipment and lawn & garden industry.
GIE+EXPO is sponsored by the Outdoor Power
Equipment Institute (OPEI), Professional Grounds
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Management Society (PGMS) and National Association
of Landscape Professionals (NALP).
Growth Across the Board
• Over 900 exhibits in total at GIE+EXPO and
Hardscape North America (HNA), with 230 new
exhibitors at the event.
• The New Products Showcase sold out with a record
number of companies (76) spotlighting more than
100 products that were introduced within the past year.
• The indoor booths show was 676,000 net square feet
or (the size of 14 football fields); the indoor show
floor was 80,000 square feet larger—a 17 percent
increase over 2015.
• The Outdoor Demonstration Area covered 20 acres,
up from 19 acres last year.
The dates for the 2017 show in Louisville are October 18
for dealers, distributors, retailers and media and October
19-20 for everyone in the industry. The Demo Area will
be open Thursday and Friday, October 19 and 20.
Climate Change Symposium Scheduled
The State of California Climate Change Symposium
will be held at the Sheraton Grand Sacramento Hotel on
January 25-26, 2017. The event is hosted by California
Natural Resources Agency, California Environmental
Protection Agency, and the California Governor's Office
of Planning and Research.
The Symposium will bring together 700+ of the state's
leaders in water, energy, transportation and natural
resources. A goal of the symposium is to facilitate the
production, adoption, and application of science to
ensure climate resilience. In addition, the symposium
will feature preliminary reports from California's Fourth
Climate Change Assessment and a status report on
the state's Climate Change Research Plan. See more
information at: http://californiascience.org/
National Parks Service Trials PremierPRO Bermudagrass
The 11,000-square feet of lawn at The World War II
Memorial in Washington is now covered with a new
surface. Bill Warpinski, co-owner and manager of
Central Sod Farms of Maryland, Inc., reports that the
Parks Service wanted to try something different at the
Memorial. They specifically requested a bermudagrass
and they wanted one that was Maryland certified.
Warpinski knew that such a high trafficked site would
require a good growth rate and wear resistance. Cold
tolerance would also be critical. Because of Warpinski’s
experience with PremierPRO and university trials it was
the chosen variety. The park service will be trying the
grass in several other parks around the country.
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TURF INDUSTRY NEWS
“Greenery”—Pantone 2017 Color of the Year
According to Pantone, “Greenery" is a fresh and zesty
yellow-green shade that evokes the first buds and grass
blades of spring when nature’s greens revive, restore
and renew. Illustrative of flourishing foliage and the
lushness of the great outdoors, the fortifying attributes
of Greenery signals consumers to take a deep breath,
oxygenate and reinvigorate.
Greenery is nature’s neutral. The more submerged people
are into modern life, the greater their innate craving to
immerse themselves in the physical beauty and inherent
unity of the natural world. This shift is reflected by the
proliferation of all things expressive of Greenery in daily
lives through urban planning, architecture, lifestyle and
design choices globally. A constant on the periphery,
Greenery is now being pulled to the forefront—it is an
omnipresent hue around the world.
Leatrice Eiseman, Executive Director of the Pantone
Color Institute, states, “Greenery bursts forth in 2017
to provide us with the reassurance we yearn for amid a
tumultuous social and political environment. Satisfying
our growing desire to rejuvenate and revitalize, Greenery
symbolizes the reconnection we seek with nature, one
another and a larger purpose.”
Pantone has created several color palettes to demonstrate
how Greenery can work with different color pairings.
OPEI’s “LOOK BEFORE YOU PUMP”
Campaign Gets Facelift
Dealers & Manufacturers Remind Customers to Fuel Outdoor
Power Equipment with Only E10 or less.
The Outdoor Power Equipment Institute (OPEI) has
updated its free consumer and dealer education materials
for its “Look Before You Pump” campaign due to increased
availability of higher ethanol fuel blends at gasoline filling
stations. Gasoline containing greater than ten percent
ethanol (E10) can be harmful to, and void the warranty of,
outdoor power equipment, including lawn mowers, snow
throwers, power washers, string trimmers, chain saws, and
other small engine equipment such as boats, snowmobiles
and utility vehicles.
The 2016 national polls by Nielson/Harris and OPEI
showed consumers remain confused about the changing
fuels marketplace. Less than one third—only 31 percent
of poll respondents—knew that gasoline blends in excess
of E10 are harmful to outdoor power equipment. Only five
percent knew that gasoline blends in excess of E10 are not
approved for use in small engines. Even more alarmingly,
sixty percent of poll respondents assumed that any retail
fuel is safe for any type of engine.
As higher ethanol blends enter the fuel marketplace,
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consumers must remember to select gasoline based
on the product’s specifications, and not just choose
fuel based on price. With than 250 million pieces of
outdoor power equipment currently in home garages,
utility and maintenance sheds, and facility management
stations, OPEI urges consumers to remain vigilant and
always check their product manuals for proper fueling
instructions. OPEI launched its “Look Before You Pump”
campaign in 2013. More information can be found at
http://opei.org/%20ethanolwarning/.
Overtime Rule Blocked, Block Appealed
On November 22, a federal judge blocked the Department
of Labor’s controversial new overtime rule from going
into effect on December 1. U.S. District Judge Amos
Mazzant agreed with 21 states and a coalition of business
groups that the rule is unlawful and granted a motion for a
nationwide injunction.
The Labor Department has appealed to the New Orleansbased 5th U.S. Circuit Court of Appeals. The Department
asked for an expedited briefing, but that court has stymied
the Obama administration before, blocking Obama’s
executive actions on immigration in 2015. At press time,
no ruling on the appeal has been made. Without the
appeal being expedited it is unlikely any ruling would be
made for several weeks to months.
President-elect Donald Trump hasn’t said what he would
do if the Overtime Rule were to go into effect, but had
indicated earlier that he was against it. Employers should
stick with whatever course of action they already decided
to take at this point, whether they opted to wait and see
what happens to the rule or to roll forward with changes
for employee-morale reasons or other purposes.
TurfMutt Educational Contest Launched
Thanks to an amazing rescue dog named Lucky, a.k.a.
TurfMutt, a lucky teacher will win a trip to the National
Science Teachers Association (NSTA) annual conference,
an elementary school will win a $10,000 grant, and
thousands of children in grades K-5 will learn science and
how to take care of the environment.
Lucky is the real-life rescue dog behind the cartoonized
superhero, TurfMutt. Through classroom materials
developed with Scholastic, TurfMutt teaches students
and teachers how to “save the planet, one yard at a time.”
Entries are due January 23, 2017, and contest entry
deadlines and rules are available at www.TurfMutt.com.
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CLASSIFIED ADS
CALL TEXAS SOD FOR ALL YOUR SOD NEEDS: New and
used equipment; Parts for all Sod Equipment; Netting, Harvester Tarps,
Trimble GPS Equipment, Sod Staples, Truck Tarps and much more.
Contact: 888-246-4268 or www.TexasSod.com
SALES MIDWEST: Several good used little roll, slab,
big roll, and auto-stacking harvesters for sale. New & Used
Donkey, Brouwer, Kesmac, MasterCraft, First Products,
Progressive. We also offer a full line of parts, Poly Tubes, Degradable
Big Roll Netting, Degradable Field Net & a variety of harvester &
mower blades.
New & Used Equipment Contact: Sales Midwest Inc. at
800.385.9408, 913.254.9560 or www.salesmidwest.com.
Contact: Diversified Asset Solutions at 888.888.8133, 913.829.5622
or twollesen@assetbids.com. Get Registered for Our On-line Turf
Auctions – Held Online at: www.assetbids.com
HELP WANTED: Turf Production Manager. Harrowden Turf Ltd
is one of the industry leaders in turf production in Europe. We currently
operate three turf production units. We are currently seeking a suitable
candidate to run our 1000+ acre turf production nursery in Scarisbrick,
Lancashire. The current turf production manager will be available to help
with the transition and going forward will be available to assist with queries
that might arise. The successful candidate will be in charge of a wellestablished team of fully trained staff who are experienced in cultivations
and sowing, turf maintenance and harvesting of the mature crop. We
are looking for someone forward thinking with an eye for detail and the
desire to continue to develop and implement the business goals. This is a
hands-on role and previous experience working within the turf industry
will obviously be an advantage. Good organizational skills, mechanical
knowledge and record keeping are required. Includes a lovely 4 bedroomed
house in rural idyllic surroundings and farm vehicle provided.
Remuneration will be paid in line with the level of experience brought
to the role by the successful applicant. Contact: Stuart Ridd-Jones at
044 1832 777100 or stuart@harrowdenturf.co.uk
FOR SALE: 2007 Trebro Autostack, Dual UltraSteer, Hydraulic Depth Control, JD Engine. 4,380 well
maintained hours. Machine is completely "field ready" and
comes with at least $8,000.00 worth of parts and supplies. Located in
Southeast Michigan. $169,000.00 US. Contact: Bill at 586-531-2012 or
blanckesod30@hotmail.com
HELP WANTED: Farm Manager. Sod Farm Manager needed at NG
Turf 900 Acre farm in Perry, GA. Salary range 65k-90k plus housing and
other benefits. Sod Farm, Golf or other Agriculture experience required.
Management and people skills critical. Contact: Please email your
resume to Aaron@ngturf.com
FOR SALE: Trebro Automatic 24" Small Roll Harvester
/ Brouwer New Holland 3930 Diesel tractor - only 2664
hours -strong. Trebro (John Deere) diesel engine only 765
hours - strong. Trebro computer updated / inspected at factory (2016).
StackIt has brand new tires & spears. Asking $39,500 Wabash, IN.
Contact: 260-571-1052
HELP WANTED: Business Development Manager. Seeking a
motivated and experienced business development manager to market
and promote products in Texas for a moderately large green industry.
Company is based southwest of Houston. Upon receipt and review of
resume detailed information will be provided.
Send resume to sandra@horizongrass.com
FOR SALE: 12 Ft. Agri-Vator. 12 ft. Agri-Vator with depth control
roller. Low acreage. Asking $9,000.Contact: Jack 913-681-2667,
913-526-1133 or jmeyers@Meyersturf.com
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FOR SALE: 2014 Trebro Auto Stack II. In very good
condition. Still in use with only 3000 hours. New roll up
trays, new index conveyor in stock, new spears in stock,
bars and straps for accumulator in stock and updated chop off. Asking
$219,000. Contact Sales Midwest, Inc. 913-254-9560 or email
tim@salesmidwest.com or visit our website salesmidwest.com
FOR SALE: Flatbeds with forklift kits. We have (35)
new 38’, 45’ and 48' x 102’ Wilson combo, Manac steel,
and Clark steel trailers in stock with 75 more on order. We
have all steel with wood floors, 12 winches, headboards, LED lights,
combo forklift kits, Moffett, Princeton, Navigator and Palfinger. Steel
disc wheels, air ride slides, fixed air rides and spring slides, apitong and
aluminum floors. If we do not have what you want, we can have it built in
as little as eight weeks. Contact: Bill Israel at 404-324-7191 or email
bill.israel@northstar-trailer.com
FOR SALE: Texas Sod Farm. 570 +/- acre profitable
sod farm located within 50 miles of DFW airport. This
multifaceted, unique property offers value from various
elements including: - Land - Agricultural products – Improvements Trucks and equipment - Deeded water rights - All mineral rights owned
by seller to convey - Existing customer base - Potential aggregate resources
(concrete sand) available for mining extraction. Asking $8,750,000.
Contact: Eric Miscoll 817-235-8698, Eric@RogersHealy.com; or
Ashton Theiss 817-243-6075, Ashton@RogersHealy.com
EQUIPMENT FOR SALE: NEW REDUCED PRICING visit www.
hubersodsale.com for current list and prices. (2) Land Pride 10-ft. Primary
seeders; (1) Brillion primary seeder; Reynolds Earth Scraper 6C; Harrel
Model 3608 on-land switch plow 8 bottom; VibroNetter netting installer;
Landpride RCP2560 Ditch mower; Kubota M7030 4WD turf; Kubota
M6030 with Loader; (2) Kubota M4030 turf; large inventory of Wade
Rain 5-in. x 40-ft. Poweroll 48-in. wheels and movers.
Contact: huberranch@aol.com or John Huber at 219-765-0285
EQUIPMENT FOR SALE: Terra-Gator 1603 65' booms,
sod tires, new Raven GPS $12,000; Landpride 6' slit
seeder $4,500; Brillion 10' seeder, double boxes $5,000;
Narrow or wide roll netting layer, end transport, $2,500; Brouwer 18"
roll harvester, auto steer, flap adjust., depth control, set up for one man
operating, $6,500; Trebro Harvestack 8300 hours, new tires, one owner,
includes $5,000 parts, $65,000; JD 4010 diesel on sod tires, $7,500;
87 Int 9670 Cummings 400 13 speed, sharp, new paint and chrome
$14,000; 91 Ford L8000 Cummins 25' flat bed with air tag, $8,000;
Sharp 93 Freightliner FL70 Cummins 7 speed twin screw with locking
hubs, 25' bed and D5000 Princeton forklift, $16,000 for pair; one (1)
12,000 and one (1) 5,000 fuel tank; three(3) 1/4 mile irrigation side
rolls $3,000 each; two(2) E-Z Rain soft hose pulls $3,000 each; Caprari
MR100/2D pump mated on trailer with 127hp Perkins diesel with 182
total hours, $14,000; Caprari MEC125/2A pump ser. # 380667, new,
never used, $6,000; Peerless pump 8X6, 1,500 gpm, 67 total hours,
$4,500; Approx. 200 fittings and guns; three(3) pipe trailers; 5,700' of 8"
pipe; 2,500 of 6" pipe, 3,800 of 5" pipe; 660' of 4" pipe. Hydraulic dump
grass vacuum, $1,000; 40’ land plane, $1,000; Volvo diesel pump engine,
174 HP, 334 CID, $3,500. Contact Sam Harris (formerly Sod-Rite) at
765-808-3166 or email sh47383@gmail.com
FOR SALE: 2015 Brouwer 1570 16” Slab Floating Head
Harvester. Like new with only 72 hours. Includes: John
Deere 5065E 2WD tractor, auto steer counter, short
platform and tail platform, water cooler and full down pallet carriage.
Contact Sales Midwest, Inc. 913-254-9560 or email
tim@salesmidwest.com or visit our website salesmidwest.com
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TPI CLASSIFIED ADVERTISING–
TARGETED TO TURFGRASS PRODUCERS WORLDWIDE
Buying or selling equipment, supplies, properties, or looking for employment opportunities?
TPI classified advertising is the answer! Reach your target market with a low cost classified ad in Turf News
magazine and the TPI website at www.TurfGrassSod.org. All classified ads are posted to the TPI website & featured
in the matching Turf News issue for one low rate!

Premier Classiﬁed Advertising!
With the Premier Classified Advertising option you can add one photograph to your website ad! The electronic
version of Turf News will link the reader directly to your ad on TPI’s website. Readers of the print version will be able
to view your ad with picture by going to www.TurfGrassSod.org.
Classified Ad Rates:
TPI Member $200….…....Non-member $275
Premier Classified Ad: TPI Member $225………..Non-member $300
Rates are determined in one-inch vertical increments. Please estimate approximately 65 words per inch.
Photos are limited to the website and one photograph per ad.
Deadline: 30-days prior to Turf News issue date (e.g., March/April Turf News issue, ad is due by February 1).
Payment: Classified ads are to be paid in advance—we accept check or Visa, MasterCard & AmEx.
Contact: Please send your classified ad to Geri Hannah via fax 847-649-5678; email ghannah@TurfGrassSod.org
or regular mail to:
Turfgrass Producers International, 2 East Main Street, East Dundee, IL 60118 U.S.A.
All classified ads are subject to review; TPI does not endorse any ad and reserves the right to edit or decline any ad.
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TURF INDUSTRY CALENDAR
JANUARY
January 9—11
Tennessee Turfgrass Association
Embassy Suites, Murfreesboro, TN
Contact: www.ttaonline.org
January 10—11
Illinois Turfgrass Foundation
Turf Conference 2017
Bridges of Poplar Creek Country Club, Hoffman Estates, IL
Contact: www.illinoisturfgrassfoundation.org
January 10—12
Landscape Ontario Congress
Toronto Congress Centre, Toronto, Canada
Contact: 800-265-5656; https://www.locongress.com/
January 12—14
NALP Leaders Forum
Frenchman’s Reef & Morningstar Marriott Beach Resort,
St. Thomas, USVI
Contact: https://www.landscapeprofessionals.org/leadership-conference/
leadership-conference/landscape-industry-leadership-conference.aspx
January 16—18
Ohio Nursery & Landscape Association
Midwest Green Industry Experience, Columbus, OH
Contact: www.mgix17.com; info@onla.org; 614-899-1195
January 17—19
Iowa Turfgrass Conference & Trade Show
Prairie Meadows Event Center, Altoona, IA
Contact: 515-635-0306
January 19
Northeastern Pennsylvania Turf Conference & Trade Show
The Woodlands Inn & Resort, Wilkes-Barre, PA
Contact: 814-863-0129; mcnitt@psu.edu
January 24—27
STMA Conference and Exhibition
Disney’s Coronado Springs Resort, Lake Buena Vista, FL
Contact: 785-542-9243; kalthouse@stma.org
January 25—26
NYSTA Southeast Regional Conference
Ramada Inn, Fishkill, NY
Contact: www.nysta.org
January 26—27
Washington Association of Landscape Professionals
2017 Northwest Green Industry Conference
Semiahmoo Resort, Blaine, WA
Contact: 806-209-5285; info@walp.org
January 30—February 2
Mid Atlantic Turfgrass Expo
Fredericksburg Conference & Expo Center, Fredericksburg, VA
Contact: http://turfconference.org/program.html

FEBRUARY
February 4—9
Golf Industry Show 2017
Orange County Convention Center
Orlando, FL
Contact: www.golfindustryshow.com

February 15
Green Trade Expo 2017
Eastern Ontario’s Green Industry Buying Show
EY Center, Ottawa Airport, Canada
Contact: 613-796-5156; www.greentrade.ca/GreenTrade-home.html
February 15—17
WGGA Annual Conference & Trade Show
Ramkota, Casper, WY
Contact: 307-234-7583; www.wgga.org
February 15—17
54th Annual WCTA Conference and Trade Show
Penticton Trade & Convention Center, Penticton, BC, Canada
Contact: http://wcta-online.com/conference/media-release
February 20—23
Turfgrass Producers International –Celebrating 50 Years
2017 International Education
Conference & Field Day
Saddlebrook Resort, Tampa Bay, FL
Contact: 847-649-5555;
www.TurfGrassSod.org
February 21—24
IECA 2017 Environmental Connection
Cobb Galleria Centre, Atlanta, GA
Contact: https://www.eventscribe.com/2017/enviroconnect/
February 27
NYSTA Western Regional Conference
Millennium Hotel, Buffalo, NY
Contact: www.nysta.org
February 27—March 3
2017 Canadian Golf Course Management Conference
Victoria, BC
Contact: kwood@golfsupers.com
February 28—March 2
Western Pennsylvania Turf Conference & Trade Show
Doubletree by Hilton Hotel, Pittsburgh – Cranberry, Mars, PA
Contact: https://paturf.org/events-calendar/western-pa-turfgrass-conference

MARCH
March 7—8
Michigan Green Industry Association
Suburban Collection Showplace, Novi, MI
Contact: 248-348-5600; http://www.landscape.org/trade_show.cfm
March 8
NYSTA 2017 Turfgrass Advocacy Day
Empire State Plaza, Albany, NY
Contact: www.nysta.org
March 23
NYSTA Adirondack Region Conference
High Peaks Resort, Lake Placid, NY
Contact: www.nysta.org

APRIL
April 18—19
AGreenTec Expo 2017
Miami Airport Convention Center, Miami, FL
Contact: mail@AGTexpo.com

For additional calendar items, visit www.TurfGrassSod.org. If you are planning an industry event of interest to our readers please send the
information to ghannah@TurfGrassSod.org and put “Industry Calendar” in the subject line.
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