How To Control Voles On A Golf Course

This is the type of vole trap we use.
They are put out after the golf course clos-
es in the fall and filled with Ramik Brown
which is a waterproof bait used in
orchards, etc. The purpose of the 2" PVC
is so other animals can not get to the bait.
Ramik Brown can be purchased. We have
around 125 traps for 64 bunker banks and
other areas. About 1 cup of bait is put in
the trap when they are put out in the fall.
The reason for the orange cap is so they
can be refilled during the winter if need-
ed. A 25# box of bait lasts an entire sea-
son.

The picture is not real clear, but the two
horizontal ends are cut at around a 45
degree angle to make a "roof" over the cut
end to help keep rain from entering the
opening. I think each horizontal piece is
12" long and we make our vertical pipe
about 18" tall. The bait mainly stays in the
pvc tee area.

Other animals will occasionally try to

By JACK TRIPP
La Crosse Country Club, Wisconsin

mess with the PVC bait traps. Coyotes in
our case will rip a couple apart each win-
ter.

La Crosse Country Club is an Arthur
Hills design so we don't have a lot of high
flashed sand. The bunker banks are grass.
We place the traps on the edge of the trap
about 5" in from the sand. We have been

putting out the traps for 15 years so have
a pretty good idea where damage might
occur. Damage normally occurs where you
have the largest accumulation of snow in
the trap bank valley. Most of our bunkers
only take 1-3 traps. On our 20,000 sq. ft
bunker on #9 fairway I think we put out
seven traps.

You don't have to space them real
close. The voles seem to find the bait.
Also the traps are put out when the course
is closed so there is normally several
weeks for the voles to find the traps and
die before the snow comes.

I will also mention they make Ramik
Green which is the same bait which comes
in single dose packets. The Ramik Green
may be a little more expensive, but makes
it easier to refill traps in the middle of the
winter. You can throw the single packets
more easily in a backpack to carry around
through the snow.

Good Luck!

Not just another Turf Cover!

Winter Problems?
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Minimizes temperature fluctuations * Protects from ice damage, crown hydration and desiccation
Lightweight and durable for years of easy installation & storage

www.GreenJacket.com/mgs 888-786-2683
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14,000 sq. ft. climate controlled Warehouse
Guaranteed open during snow event
Early order terms with extended dating
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Avoiding the Slippery Slope:

THREE ICE MELT MISTAKES AND HOW TO AVOID THEM

Most people welcome the season's first
snowfall. It is often associated with the
start of the holidays, winter activities and
breathtaking scenery, but rarely is it asso-
ciated with safety and ice melt. Unless
you are part of a custodial crew, who often
perceive this winter wonderland as a
mess...snow, ice, blizzard, thaw and
refreeze.

Ice melters are necessary for certain cli-
mates. In fact, different climates and con-
ditions require different ice melters. If you
follow the tips and information below,
you'll avoid three mistakes
people make when choos-
ing and using ice melting
products.

MISTAKE 1
Waiting Until
the Last Minute

Remember the story
about the ant and the
grasshopper? Well, the
story of ice melters is simi-
lar. The time to think about
ice melters isn't when the
snow starts falling, but the
truth is that many custodial
crews are apparently more
like the grasshopper when it comes to ice
melters.

According to Don Kellermeyer, presi-
dent of Kellermeyer Company in Toledo,
Ohio, "When the snow starts to fall or on
the first day of a big storm, the phone will
ring off the hook."

He emphasizes that the time to think
about ice melt is before you need it,
preferably in the summer. Most distribu-
tors keep supplies on hand until the sea-
son is clearly over, but if cleaning depart-
ments haven't put in the order, you proba-
bly aren't going to be first on the list to get
what you need.

In fact, most distributors advise cus-
tomers to make arrangements with manu-
facturers or distributors that have "early-
buy" programs and offer deals for booking
early. Look for a company that doesn't
require you to take all the stock up front,
but will ensure that all your needs are

By SANDRA GAHLINGER
Courtesy Housekeeping Solutions Magazine

met.

Cleaning managers not only should
buy ahead of time, they need to treat sur-
faces ahead of time. Ice melt will be much
more effective if the surfaces are pretreat-
ed before an icing event.

The benefit of pretreating is that you
won't need as much product in the long
run because it prevents ice from bonding
to the surface. Experts say that pretreat-
ment also reduces the amount of ice melt
needed as it is not necessary to bore
through existing ice because it will have

“A good rule of thumb:
Ice melters should be
stored in airtight containers
in humidity-controlled
environments. In other
words, keep them away
from moisture and air.”

begun to melt at the surface prior to accu-
mulation.

Manufacturers recommend applying
ice melt before, during and at the end of
ice storms. According to experts, depend-
ing on the outside temperature, snow falls
and turns to ice immediately upon hitting
the ground, or - if it's warmer outside -
snow falls, melts, and turns to ice when
temperatures fall. So, depending on the
temperature, ice melt should be applied
when the ice is beginning to form.

Staying on top of the situation means
potential cost savings in terms of not only
product, but also labor.

MISTAKE 2
Using the Wrong Product
or Misusing the Correct One

Using the wrong product may result in
unmelted ice, as well as overuse of prod-
uct.

Experts comment that if you're using
too much ice melter, you may have the
wrong product. The rule here is: know
thyself...or rather, know thy winter
weather conditions. This is necessary
when choosing the correct product.

One manufacturer commented that
besides overuse, the biggest mistake most
ice melt customers make is buying prod-
ucts which are not ideal for their specific
ice melting needs.

Kellermeyer says that the mistake

| many customers make is thinking "all ice

melters are the same," which
is, of course, not true. There
are a variety of ice melters.
There's rock salt, calcium
chloride, magnesium chlo-
ride, potassium chloride,
urea, triple melts, and
blends.

Kellermeyer says, "Each
product does different
things." Here's a hint,
chances are, if you're overus-
ing, it may very well be that
you are using the wrong
product.

When choosing a product,
it's important to know that

each ice melt variety has its own unique

melting temperature. That's why you need
to choose a product geared to the weather
conditions and temperatures in your area.

"Products such as salt, potassium chlo-
ride, urea, calcium chloride, and magne-
sium chloride...can be used in straight
concentrations with each having its own
unique eutectic (melting) temperature,"
says Kellermeyer. "Ice melt blends com-
bine different concentrations of the above
ingredients and are manufactured to melt
ice and snow according to individual cus-
tomers needs and climactic variables."

He explains, "The main difference
between products such as salt or calcium
chloride is the difference in melting tem-
peratures. For example salt melts ice
down to approximately 22 degrees, and

(Continued on Page 15)
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New This Year!

:‘. your team for a new season

Remember those surveys you’re asked to fill out after each Expo? We
have made some re-freshing changes based on your feedback...

Education:

You said: There is too long of a break in the
middle of the day on Wednesday and Thursday.
Our response: Ok, message received. We
broke up trade show time into two blocks each
day rather than one, while keeping the same
total amount of trade show time. Look for
these changes to appear on the schedule-at-a-
glance.

You said: We want more sessions.

Our response: We've added extra time slots
each day to accommodate the wide variety

of sessions requested each year. We're also
bringing back the Education-on-the-Go
sessions to the trade show floor and in addition
we've added an Ask the Experts area... A chance
for you to go one-on-one with industry experts
on a variety of topics from business to bugs!

You said: There’s so much wasted paper.

Our response: Agreed! In response to your
concern and in an effort to be environmentally
friendly, the Northern Green Expo is going
GREEN! Electronic program materials and
handouts will replace paper and will be
accessible online before, during, and after the
Expo for attendees.

Expo Hall:

You said: The show looks the same every year.
Our response: The trade show floor has a new
layout! Look for diagonal aisles, new sightlines,
many exhibitors in new locations, and a
centrally-located café for better networking.

Networking

You said: We want more/new networking
opportunities.

Our response: You got it. We created the “Blue
Ribbon Breakfast” for attendees to interact with
each other. And, tables will be moderated by
Expo speakers and other industry experts to
help facilitate small group learning.

Registration

You said: We can't afford to bring all of our
employees.

Our response: Get one free bonus registration
for every five people you register!

January 5-7,2011

Minneapolis Convention Center
651-633-4987 | toll-free 888-886-6652
www.NorthernGreenExpo.org
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Slippery Slope-
(Continued from Page 13)

calcium chloride can melt down to -35
degrees. Salt will melt for an extended
period of time whereas calcium chloride
will melt quickly but may need to be reap-
plied as it will runoff and become ineffec-
tive. Blended products use a combination
of the above ingredients for maximum
effectiveness."

For example, a custodial manager in a
warmer climate bought the more expen-
sive calcium chloride to melt ice. The
added expense was unnecessary seeing as
it will never approach the temperature
range of -35 degrees. A salt based blend
with a small addition of calcium or mag-
nesium chloride would be more suitable.

The reverse situation would be a cus-
tomer in a northern climate trying to use
straight salt to melt ice when the tempera-
ture is below zero. In this situation, a ice
melt blend that contains higher concentra-
tions of calcium chloride or magnesium
chloride would be preferable.

Custodial managers should choose a
product based on how it will be used and
the climactic needs of the area. But,
experts say, some clients still choose their

ice melter based on what is cheapest, even
though using the cheapest product avail-
able may not save departments money.

Kellermeyer, for example, says they sell
a lot of rock salt. "It's the least costly ice
melt to use but not cost effective." It may
not do the job you need it to do and may
require more product, which will end up
costing more money.

Experts warn custodial managers who
make purchases this way. Often times, you
get what you pay for, and then some.

Some say that by using a cheap rock
salt blend during the winter, departments
are leaving the door open to expenditures
for years to come in the form of repairs to
landscaping, concrete and expensive floor
finishes, not to mention the possible dam-
age to waterways and surrounding
ecosystems. Any short-term savings will
be eclipsed by long-term expense, say
experts.

MISTAKE 3
Improper Storage

Take care of your ice melt products so
they can take care of you.

Experts emphasize that proper ice
melter storage will depend on the compo-
sition of the product. A good rule of

thumb: Ice melters should be stored in air-
tight containers in humidity-controlled
environments. In other words, keep them
away from moisture and air.

According to experts, chlorides will
draw moisture and will degrade and
harden the ice melt product. But, if you
have product left over at the end of the
season, Kellermeyer says that as long as
the bag hasn't been opened, you can leave
it as is. Again, any open containers must
be completely sealed as exposed ice
melters attract moisture and can lead to a
product that's akin to concrete.

Cleaning departments are also encour-
aged to keep bagged ice melt in air tight
containers and covered with a dark wrap
to keep the bags from becoming brittle
from ultra violet exposure.

Suggested rules of storage for ice
melters:

+ Protect them from humidity / mois-
ture and sunlight.

+ Store them in the original or sealed
bag - must be air tight.

So, order your ice melter ahead of time,
make sure you get the one that's right for
you, store it properly and enjoy a (rela-
tively) hassle-free, ice-free winter season.

NOW AVAILABLE

To learn more contact:

Bayer Environmental Science
(952) 292-1966

mike.kelly@bayercropscience.com
Territories: MN, 1A, ND, SD, NE

nes

Bayer Environmental Science
Be ny

OL

IN GREEN.

Mike Kelly, Technical Sales Specialist

D STANDAR

When it comes to course appearance, there is no trophy for second place. That's why we
developed new Reserve™ Fungicide. Reserve delivers superior, broad-spectrum disease control
without turf thinning that other fungicides can cause. To learn more, contact the representative
above or go to www.BackedbyBayer.com/Reserve.

t§ RESERVE
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Create vigorous turf and optimal playing conditions with the

Toro® ProPass™ 200 and MH-400

The new Toro MH-400 delivers high

erformance and versatility to tackle a
The new Toro ProPass 200 broadcast style top- \%ide array of jobs at any f;cility. An

dresser delivers extremely accurate spread patterns available wireless controller provides
from ultra-light dustings to ultra-heavy aeration hole fill- the easiest method to set and control
ing applications without any guesswork. An available the spread functions. Choose one or
wireless controller provides the easiest method to set both of the cross conveyor and twin
and control the spread functions. Available in both a spinner to help you reduce labor, save
utility vehicle mounted version and a towed version. time and cut operating costs.

ProPass ™ 200 ,
Tow Behind Model

MH-400
Material Handlep .z

ProPass™ 200
Bed Model

4830 Azelia Avenue N. #100
Brooklyn Center, MN 55429
Phone: (763) 592-5600
Toll Free: (800) 362-3665
Fax: 763-592-5700

DISTRIBUTING

AMAMMAAMAMMAAAAAMAAAAAMARAAAAAAA



FEATURES Pro Force™ Debris Blower

27 hp Kohler Command Pro engine: A fo rce to be rec koned Wlth
- Twin Cylinder

- Air-Cooled
- Electronically-Governed

Efficient turbine type axial flow fan assembly
design

Wireless Remote Control:

- Start and stop the engine from the utility
vehicle platform for complete operational
control

- 360 degree nozzle rotation in either
direction

- Adjust the throttle for power through full
RPM range of operation

- Ergonomic weather-resistant design

Single-piece impact-resistant plastic nozzle
Fully enclosed exhaust sytem

Rugged construction includes steel trailer
frame and sturdy plastic wheel fenders

Heavy Duty Trailer & Tow Hitch is adjustable
in height and length to accomodated
different towing utility vehicles

Warranty: Two-year or 1,500 hour limited
manufacturer’s warranty

2131 16th St. N., Suite C
Fargo, ND 58102 rIORO
Phone: (701) 281-0775 5
Toll Free: (800) 782-1031
Fax: (701) 281-9417

Countonit.



YAM7AHA

GOLF & UTILITY

RELIABILITY STARTS HERE

RADANEGS

AETE BN LR ———
QUALITY ON DEMAND

Yamaha Golf & Utility is the new Baroness dealer servicing Minnesota, Wisconsin,
North and South Dakota. We represent the finest mowers in the industry.

Contact Chip Lewison, clewison@yamahagu.com, 952-890-5541 or Tom Mundy,
tmundy@yamahagu.com, 651-357-3157 if you would like to see a demonstration
for any of the Baroness equipment.

RaN I BIRD

Rain Bird Corporation is proud to announce Yamaha Golf & Utility as its new
distributor for the Minnesota and Wisconsin territory. Yamaha Golf & Utility’s Irrigation
Division is dedicated to the sales, service and support of the complete Rain Bird Golf
Irrigation product line. Contact us regarding all your “reservoir to rotor” golf irrigation
guestions or needs.

IRRIGATION TEAM: Tom Bjornberg, Golf Sales & Service, tbjornberg@yamahagu.com,
612-718-8491, Mike Aponas, maponas@yamahagu.com, 763-238-9272.

3350 West Hwy. 13,
Burnsville, MN 55337
Phone: 952-890-5541

Toll Free: 800-352-2779
Fax: 952-890-2914
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BEN WALKER, Somerset Country Club, St. Paul, tees off on the 1 84-yard,
par 3, 14th hole at The Classic at Madden’s Resort during the 2010 MGCSA

Harold Stodola Research Scramble on September 20.

MGCSA MEMBERSHIP REPORT

JULY 6, 2010

Dean Rollie
Class SM - GCSAA
Sandstone Area Golf Course
Sandstone, MN
W: 320-245-0471

Ryan Blechta
Class C - GCSAA
Yellowstone Club

Big Sky, MT
W: 406-995-7909

Steven Freeman
Class C - GCSAA
Dacotah Ridge Golf Club
Morton, MN
W: 507-644-7844

Matt Hjelm
Class C - GCSAA (pending)
Viking Meadows Golf Club
Cedar, MN
W: 763-434-5501

Anthony Krogh
Class C
Faribault Golf Club
Faribault, MN
W: 507-334-8101

Erik J. Tolzmann
Class C - GCSAA
Town & Country Club
St. Paul, MN
H: 651-797-8082

Todd MclLish
Class D
Duluth Lawn & Sport
Duluth, MN
W: 218-628-3718

SEPTEMBER 16, 2010

Karl Weiss
Class A - GCSAA
Mountain Lake GC/ Windom CC
Mountain Lake, MN
W: 507-427-3869

Tim Fleegel
Class SM - GCSAA
Bear Mountain Ranch GC
Chelan, WA 98816
W: 509-682-0120

Tom J. Steigauf

Class C - GCSAA

Country Club of the Rockies
Edwards, CO

W: 970-926-3485

Respectfully submitted by,
Brian Brown, MGCSA
Membership Chair

Mix It. Spray It.

Fuhgeddaboudit.

Get Season-Long Snow
Mold Control With Just

One Application.

(UALIPRO ot QUALERR

mewnG [ IDI0 P

Introducing Our University-Tested
6-4-2 Snow Mold Program.

In 2 years of multiple university trials, results
prove that our 6-4-2 Snow Mold Program is
greater than or equal to any other product or pro-
gram on the market today. Priced substantially
lower than the premium branded “all-in-one jug”
snow mold product, this powerful combination of

four active ingredients — Chlorothalonil,

Iprodione, Thiophanate Methyl & Propiconazole —

from four different classes of fungicides delivers
maximum resistance management.

For more information, contact:
Superior Qurf Serbices Ine.,

LARRY THORNTON 612-804-1692
MATT SCHMID 612-366-4128

All-

Quality Turf & Ornamental Products

©2010 Quali-Pro. Quali-Pro is a registered trademark of MANA.
Always read and follow label directions.
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THE TREND

TOWARDS GREEN >

THE SCIENCE AND APPLICATION OF ORGANIC *
PRACTICES IN THE GREEN INDUSTRY

Presented by: The Minnesota Turf and ﬁ 7

Grounds Foundation

=y

January 4,2011 | 8am—3:30pm | Minneapolis Convention Center | 1301 2nd Ave S | Minneapolis, MN 55403

Tree care, golf course, turfgrass, landscape and garden center
professionals will all benefit from attending the entire program as
means of gaining a comprehensive understanding of organic
issues and practices.

8:00am - 8:30am: Registration
8:30am - 8:45am: Welcome and Introductions

8:45am - 9:45am: A Review of Organic History and Techniques
In this session, attendees will learn about the history of the word
organic as it pertains to our farms and yards. Both the benefits and
the drawbacks of using organic techniques will be discussed while
looking at specific organic pesticides and fertilizers and comparing
them with their synthetic counterparts.

Dr. Jeff Gillman is an associate professor in the
Department of Horticultural Science at the University
of Minnesota. He is the author of three books
including The Truth About Organic Gardening, The
Truth About Garden Remedies, and How Trees Die.

9:45am - 10:00am: Break

10:00am - 11:00am: Organic Tree Care: Integrating Organic
Programs into Commercial Tree Care Services

This presentation will focus on biological and organic/natural
treatments to manage the health of woody landscape plants. This
will include a review of available organic and natural based
products and their performance against common landscape pests.
A general discussion of cultural treatments to maintain plant
health and avoid stress induced plant pests. Emphasis will be
placed on organic treatments for soil management

Bruce Fraedrich is the vice president of research at the F.A. Bartlett
Tree Expert Company and the Director of Bartlett Tree Research
Laboratories. His research interests include diseases of landscape
plants, tree risk management and planting and establishment of
landscape plants. He received a masters in Forestry from Duke
University and Ph.D. in Plant Pathology from Clemson University.

11:00am - 12:00pm: From Tomatoes to Mulch to Compost:
Consumers are Expanding their Green Horizons

Today’s backyard gardeners, home landscapers, and do-it-for-me
homeowners are hearing ‘go-green’ and sustainability messages
from all sides. They want to do the right thing, but often have
trouble figuring out what fits for their own yard, garden, and
lifestyle. As the world’s largest marketer of consumer lawn and
garden products, The Scott’s Company has a unique position from
which to develop manufacturing practices and new products that
meet the industry and home gardener’s “green” aspirations.

20 October 2010 Hole Notes

Claudia Groth, Naturals Specialist for the Scotts

Miracle-Gro Company, has been working with home

gardeners for over 30 years in the Pacific Northwest,

bringing her technical expertise to the development

. and marketing of today'’s natural/organic products, as
well as tradlt/onal consumer fertilizers and pest controls. She has a

masters degree in plant science and a bachelors degree in agronomy.

12:00pm - 1:15pm: Lunch

1:15pm - 2:15pm: An Organic Golf Course

Attendees of this seminar will learn about the process of how the
Vineyard Golf Club became the nation’s first organically managed
golf course. Successes and challenges faced during the first eight
years of operation will be discussed, evaluated and compared.
Attendees will learn a variety of strategies and approaches
designed to decrease synthetic pesticide use without sacrificing
course conditions and playability.

wte: Jeff Carlson, the golf course superintendent at The
Vineyard Golf Club, has spent most of his career
working on golf courses in environmentally sensitive
coastal locations of the United States and Europe.

N Carlson is one of the only superintendents to be
nationally recognized both for his work on a public course, The
Widow’s Walk Golf Course, and then a private course, The Vineyard
Golf Club. The Vineyard Golf Club; which has been recognized as one
of the only organically conceived, constructed and maintained golf
courses in the U.S. Jeff received the GCSAA President’s Award for
Environmental Stewardship in 2008.

2:15pm - 2:30pm: Break

2:30pm - 3:30pm: The Use of Organic Fertilizers & Biostimulants
on Turfgrass

Consumer desire for all things "organic” is on the rise. Many
questions remain unanswered about organic lawncare, including
the definition of organic. In this seminar, we will discuss the
challenges and opportunities to developing an organic or organic-
based turfgrass management program. Attendees will learn more
about the differences among organic fertilizers, biostimulants, and
weed control products with suggestions on how to cost-effectively
incorporate some of these tools into their management programs.

B Doug Soldat received his bachelors and masters
degrees from the University of Wisconsin-Madison in
the Department of Soil Science before completing his
Ph.D. at Cornell University. Doug is currently an
¥ assistant professor in the Department of Soil Science

; at the University of Wisconsin-Madison, specializing in
turfgrass and urban soil management. His research, teaching, and
outreach programs are focused on improving nutrient and water use
efficiency in the urban landscape.




