t's all a balancing act. Every day,
right-nf-way vegetation managers
walk a tightrope between satisfy-
ing company financial goals
and the public’s environmental
CONCerns,

As a safety net, many compa-
nies utilize contract mixes (or
contract blends) — ready-to-use
herbicide formulations blended 1o
specific vegetation control needs.
These products foster tremendous
cost savings and meet high
environmental standards.

Contract mixing companies
work with manufacturers and dis-
tributors to obtain raw materials,
combine them and deliver the fin-
ished products to the field. In the
end, applicators are assured pre-
cise, consistent formulations with-
out the mixing process.

Some cus-
tomers require
blends they can
pour straight into
a tank or back-
pack. Others
request diluted 2
concentrates,
herbicides con- SRR
taining small amounts of water
that require applicators to add
more carrier before use. This
allows customers to minimize ship-
ping costs on product vs. water.

Thanks to their performance
records, Garlon* 3A, Garlon 4,
Tordon*® K and Tordon 101M herbi-
cides became some of the first
products used in contract blends.

*lrademark of Dow AcroSciendces ILC

| Many utility and roadside man-
i agers request these herbicides for
i their low- and high-volume foliar

programs, as well as dormant stem

and basal treatments.

“Of all the custom mixes we
deliver, the Dow AgroSciences
herbicides remain our top-selling
product family,” says Dan
McMillan, IVM team manager at
Timberland Enterprises Inc.,
Greensboro, Ga.

Center ring

Because herbicide needs and
environmental restraints vary
according to end-users, contract
mixers provide several packaging
options. Some offer premixes in a
number of disposable container
sizes, while others supply stan-
dardized returnable, refillable
containers.

For example,
Agqumix Inc.,
Cloverdale, Va.,

gallon returnable,
refillable contain-
ers incorporating
: =T its proprietary
closed-loop, tamper-resistant
transfer system in nine-pack
configurations (see side bar). In
addition to its own 15-gallon
returnables, Arborchem Products
Co., Mechanicsburg, Pa., provides
2.5- and 5-gallon disposable con-
tainers for applicators requesting
smaller packaging due to weight
or space restrictions,
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primarily offers 15-

Mo matter the packaging, all
involved agree that careful atten-
tion to contract mix containers
can help the vegetation manage-
ment industry receive increased
support from various federal and
state regulatory bodies.

“We have to remain proactive
in seeking regulatory support,”
emphasizes Dave Krause, general
manager at Arborchem. “If custom
mixers work closely with distribu-
tors and applicators to develop
programs that show environmen-
tal merit and satisfy specific
customer needs, it's less likely
regulatory pressure will limit us to
‘one-size-fits-all’ packaging.”

Dave Schoonover, president of
Agqumix, echoes this sentiment. “If
we want regulatory support, we
simply need to incorporate their
recommendations. In the long run,
this will positively affect the entire
industry.

"Very seldom will a regulation
benefit the environment, plus
lower the cost/benefit ratio,” he
continues, “Usually, it's the oppo-
site, However, returnable, refill-
able containers have backing from
the United States Environmental
Protection Agency, and the entire
process actually makes material
handling more cost effective.”

Steady performance
When asked how their experi-
ences with contract mixes lead te
cost savings and positive public
relations, right-of-way managers,







