R‘I” 33"0 . Conserving Nature's Resources Since 1933.™

GOLF IRRIGATION

From the beginning, Rain Bird® golf irrigation has ~ The Rain Bird commitment to product innovation,
been focused first on the needs of the golf after-sales service and the wise manage-

ment of nature’s resources allows us
to better meet the irrigation
needs of the golf world.

industry and then on developing
products that meet these
needs. Perhaps that's why
you'll see Rain Bird prod-
ucts in use on world-class
tournament courses, local

Call your Rain Bird distributor
to find out why so many golf

courses choose irrigation by
country-club courses and

! Rain Bird.
municipal courses across the

country and throughout the world. R‘I”&‘BIRD,.
GOLF IRRIGATION
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(800) 373-4120
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PHONE: (309) 699-4120 PHONE: (630) 637-9029 PHONE: (319) 285-5808

FAX: (309) 694-1009 FAX: (630) 637-9409 FAX: (319) 285-5809
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Hole #21 (third practice hole), par 3, 200 yards
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The Midwest Association of Golf Course Superintendents (MAGCS), founded December 24,
1926, is a professional organization whose goals include preservation and dissemination of
scientific and practical knowledge pertaining to golf turf maintenance.

We endeavor to increase efficiency and economic performance while improving and enhancing the
individual and collective prestige of the members.

The MAGCS member is also an environmental steward. We strive to uphold and enhance our
surroundings by promoting flora and fauna in every facet in a manner that is beneficial to the
general public now and in the future.
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ON COURSE WITH THE PRESIDENT

Bob Maibusch, CGCS, MG
Hinsdale G.C.

i ctober is a good month to
4 Jassess the successes and fail-
S ures of our operations over
the past season. It is late enough in
the year to give us some breathing
room to critically evaluate how we
managed conditions. It is early
enough to still see any lingering
effects from a difficult summer, and
begin to affect changes this year that
will carry forward to next season.

While many of us were lick-
ing our wounds after the brutal
weather of July, we should all have
come away with an increased
knowledge of the strengths and
weaknesses of our facilities. As an
aside, I was particularly pleased to
see in the press that Danny Quast
was not apologizing for the condi-
tion of the greens during the PGA
Championship, despite unfair crit-
icism from some of the Tour
players. It is amazing how many
excuses some of the players can
come up with for not winning the
tournament three days before it
has even begun. He undoubtedly
had done an enormous amount of
preparatory work leading up to the
tournament, and, faced with the
extraordinary conditions in the
weeks prior to it, he was confident
that his staff had done everything
possible to ensure that the best
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conditions possible were achieved.
It was obvious that the greens
were smooth and fast as desired.
Hats off to Danny and his staff.
Maybe you are one of the lucky
ones who did not have any diffi-
culties, but by and large I think all
of us encountered some problems.

One of the challenges, frustra-
tions and appeals of this profession
is attempting to compensate for the
things that are out of our control.
Record temperatures challenge us

» “think outside the box,” as does
the fact that, although it may be
imperceptible to most people, the
golf course does change every year.
Additional topdressing applications,
segregation of bent varieties and the
continued growth of trees—which
increases shade and root competi-
tion—are just a few of the many
factors that require an adjustment in
our management from year to year.

There are no cookie-cutter
management programs that will
provide the best conditions possible
for a given facility. Every successful
management plan needs to be
custom-tailored to the current con-
ditions. Exceptional golf course
superintendents recognize this and
are constantly tinkering with their
management plans to compensate

for the ever-changing conditions of

the dozens of microclimates they
manage. It makes a pretty good
argument for retaining your experi-
enced golf course superintendent,
because his history at that facility
has allowed him to assess a number
of successes and failures in arriving
at the best maintenance plan for
that golf course in that particular
moment.

Conversely, it sometimes
makes sense for a club to bring in a
new superintendent. If the existing
golf course superintendent has
fallen into the rut of doing the same
thing year in and year out for no
better reason than, “That’s the way

we've always done it,” then a new
perspective may be the proper solu-
tion. Part of our continued success
is tied to constantly taking calcu-
lated risks in an attempt to provide
better or more consistent con-
ditions. This requires regular
evaluation and experimentation.

Despite what we may be told,
there are no magic bullets. I cannot
begin to count the number of times
I have been solicited to try some-
thing new because, I am told, it is
the thing that will make my facility
turn the corner to achieve Augusta
National conditions every day.
Often these suggestions have come
from a member who was playing at
another club and was told by some-
one other than the golf course
superintendent that they were using
some new product or piece of
equipment that had completely
turned around their conditions.

A basic management plan
addresses the most critical issues of
drainage and irrigation. Any defi-
ciencies in these two areas were
readily apparent last summer. A
truly successful program is a com-
prehensive plan that may include
the use of plant protectants, soil
amendments, wetting agents, water
conditioning, topdressing, growth
regulators, cultivation, new seed
varieties, specialized equipment and
a limitless number of other factors.

This month and the months to
follow will give us many opportuni-
ties to evaluate current and new
technologies and  information
through seminars and trade shows.
Take the time to learn and experi-
ment as you prepare to close down
this season and plan for continued
success in the next one. ) 4

S e



apidlurf,

A Successful Season. . . Starts with Century Golf Course Services

An inviting, well-maintained course means challenging play..and a
profitable season. As a golf superintendent, you can achieve this success
with Century Golf Course Services. Century's team of professionals can

CENTURY GOLF PROFESSIONALS % ILLINOIS/INDIANA
> CAMERON BLAYNEY « ED KRUSE « MIKE PATTON = 630-515-8555
>RANDY LANE = 765-743-9599

help you solve irrigation or drainage problems and show you what's
new in clubhouse lighting, water features and more. Call today
for a free catalog and on-site consultation: 800-347-4272.

—)
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= Sprinklers

« Valves

= Controllers

« Pump Stations

« Controller
Board Repairs

* Fountains

CENTURY RAIN AID

800-347-4272 » www.rainaid.com

On Course October 1999




DIRECTOR'S COLUNN

Greg Thalmann, CGCS
Fox Run Golf Links

@ he economy is rocking
~ 4 and rolling. People are
4 and rolling p
¢ working and have leisure
time and dollars to play. Golf
courses are being built and peo-
ple are using them.

On the down side, these
booming economic times have
put a real crunch in the available
labor pool. An abundance of
well-paying construction jobs
has cost numerous Chicagoland
supers trained and valuable
employees. Many of us are
unable to match the offers that
are coming in. All of us know
the value of a seasoned and com-
petent worker. Irrigation repair,
equipment operation and fertil-
izer and plant protectant
applications are often detailed to
trusted, dependable staff.

‘I foresee that labor issues,
costs and benefits will become
much larger issues as we enter
the new millennium. The prob-
lem of keeping good help that
many of us are facing this year is
just the tip of the iceberg. I have
heard this story from more than
a few supers: one of your key
staff comes in and says he’s been
offered $18/hour at another
job—he loves working for you,
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loves the job, but... Some of us
may have the kind of dough to
keep the guy. I think it’s fair to
say that most of us don’t. So you
say goodbye, run an ad or put
out the word that you’re looking
for people, and find out that
where there used to be a nice
selection, there is one guy who
a couple of years ago you
wouldn’t have even interviewed.
So you bring him in and true to
your gut feeling, he ends up
causing more problems than
he’s worth.

Since paying $18/hour is
out of the question (in this
vear’s budget, anyway), what do
you do?

It makes you appreciate the
good people you still have and
want to keep. One way to do
this is to recognize all employees
as individuals and acknowledge
that cultural diversity exists.
Work to assimilate this awareness
into your operation to make
your employees feel more at
home. Many of us employ His-
panic workers who work during
the golf season and go home to
their native land over the winter.
At last year’s NCTE, I attended
a half-day seminar taught by
Jennifer Thomas on understand-
ing the Hispanic culture. During
her four-hour presentation, she
outlined different situations and
explained how a person from the
“American” culture might han-
dle something as opposed to
someone of Hispanic culture.

An  example of this
occurred several years ago when
I was working as an assistant at
the Mount Prospect G.C. One
of our better employees was
mowing greens with a triplex
mower on a drizzly fall morning.
He was about three-quarters fin-
ished with his greens when he
noticed that one of the front reel

hydraulic oil hoses was leaking.
It only leaked in the mow posi-
tion and was spraying from the
underside of the hose onto the
green. As a result, he had striped
the last three greens like little
football fields. Even though any-
one would have had a hard time
discovering the leaky hoses, he
obviously took it to heart—that
was the last day he showed up at
work. I could never understand
why the employee chose to
abandon his job rather than
communicate his problem.
While generalizations can be
dangerous, a cultural difference
in the way problems are per-
ceived and communicated is
sometimes apparent. I learned at
Ms. Thomas’ seminar that in the
Hispanic culture, pecople are
taught responsibility at an early
age and are reluctant to “bear
bad tidings.” It seems, on the
other hand, that we hear “but
it’s not my fault” all too often in
the “American” culture.

By being knowledgeable
about some of the differences
among cultures in this great
melting pot we call America, we
can reach out to all of our
employees to make their tenure
with us more comfortable and
productive. Not only is it incum-
bent upon us in our leadership
roles to be sensitive and fair, but
as we arc learning, labor has
become a seller’s market!
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:// System_Error*

Warning: Not all irrigation control systems are alike.
Complicated programs, incompatibility with field hard-
ware, and absence of online support will increase your

workload and your level of frustration. Are you sure
you want to put up with that for the next 15 years?

COMPARE THE SITEPRO CENTRAL CONTROL
SYSTEM TO ANY IRRIGATION CONTROL SYSTEM

= You'll find there’s no comparison. SitePro™ has better graphics, more
flexibility, and more options — designed and tested by customers like you.

Plus, SitePro is backed by technical support that’s always within easy reach.

Call us for a demo.

630-773-5555
FAX 630-773-4273

1170 W. Ardmore * Itasca, lllinois 60143

IRRIGATION
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SUPER -N- SITE PROFILE

Tony Kalina -N- Prairié

Landin

Hrm;u r. ( r'uf; G.C \/ GOf C]

1y Kalina and Prairie

Landing Golf Club will

host October’s MAGCS

meeting. This month’s outing will

be the second held at the course;

the first gathering dates back four
years to September of 1995.

Tony’s team is top-notch,
consisting of 22 seasonal employ-
ees, two assistants—Derek Florian
and Todd Schmitz (son of one of
our veterans, Ray Schmitz)—and
a mechanic to maintain the equip-
ment used to care for the facility’s
277 acres.

(continued on page 8)

Aerial view of #8 hole, par 4, 375 yards on left, with #2, par 4, 367 yards on right.
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FULL SERVICE
GROUND WATER

SPECIALISTS

SINCE 1956

Meadow Equipment
Sales & Service, Inc.

Well Drilling Contractors / Pump Service
27 W. 021 St. Charles Road
Carol Stream, IL 60188

e Water Well Drilling

® Pump Sales and Service

e Water Well Sealing & Capping
e Complete Waterwell Systems

e Large Selection of Pumps
Line Shaft / Submersible

e Well Rehab & Chlorinations
® Maintenance Programs

® 24 Hour Emergency Service

Authorized Sales and Service for
Leading Pump Manufacturers

WHEATON: (630) 231-6250
ST. CHARLES:(630) 584-6210

TOLL FREE:(800) 704-2415

“"Where Meadow Goes,
the Water Flows”

Introducing Landpride
Multi Injection Systems

The Only Unit On The Market
To Inject Dry Or Liquids

To The Root Of The Problem.
And Introducing The Star Of
The 1998 Masters - SubAir
Control The Root Zone
Through Science

Give Your Roots Some Air
With SubAir Precision
Injection Of Dry Or Liguid
Amendments With LandPride
Exclusively Distributed

By: Lewis EqQuipment

55 E. Palatine Rd.

Prospect Heights Il 60070
(847)537-6110 fax:(847)537-5736
Represented By: John Berarducci
Call The Bear:(847)367-7728

mobile: (847)347-5105
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Tony Kalina -N- Prairie Landing G.C.
(continued from page 6)

Tony comes from a “golf
family.” Two of his brothers were
golf professionals, and the third
brother is a superintendent in
Nebraska. Himself a 24-year
veteran of the business, Tony
started out caddying at age 11 and
eventually went to college at age
25 to study turf. His GCSAA
scholarship helped pay for his edu-

cation at the University of Robert Trent Jones, Jr.

Nebraska, where he graduated
with two degrees: a bachelor’s in
agronomy and a bachelor’s in hor-
ticulture,  concentration turf
science. While in college, Tony
completed several internships, the
first one at Southern Hills C.C. in
Oklahoma; subsequent intern-
ships were done under the
tutelage of his own brother,
Charles Kalina, CGCS.

Upon graduation, Tony
went to work for Oscar Miles at
the Merit Club for two seasons.

Complexity, scale
and size of design
are the biggest
challenges Tony faces
in managing this

design. He states
that mowing and
spraying ave difficult
because of the
sharp undulating
mounds throughout
the course.

He arrived at Prairie Landing as
the assistant superintendent under
Scott Nissley. After paying his
dues as an assistant, Tony became
a chief (the superintendent) in
1995.

Complexity, scale and size of
design are the biggest challenges
Tony faces in managing this
Robert Trent Jones, Jr. design. He
states that mowing and spraying
are difficult because of the sharp
undulating mounds throughout
the course.

When Tony is not watching
the planes buzz over his head or
the grass grow beneath his feet, he
spends time with his lovely wife,
Melora, and his three-year-old
son, Andy. He can’t wait until the
season slows down so that he can
make up for some of the lost fam-
ily time devoted to the job during
the busy summertime schedule.

(continued on page 24)

sure to use a reliable convenient, rental house
that provides quality air compressor equip-
ment and service.

Patten Rental Service

N ] o
is quickly approaching!
When winterizing your

irrigation system, be

[ K f
Rental
ST 0RE

Q185¢fm Q375ctm Q750cfm Q1000ctm Q1600cfm

® gvailable up to 150 PSI *
® delivery and pick-up available
* competitive rental rates

* complete accessories available

For additional information and availability,

contact Kevin Kraabel
Or your Rental Service Representative

630.279.4400 ext. 485

Elmhust

Grayslake
847.548.1177

Rockford
815.965.8631

Hammond, IN
219.932.6600
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“BRING US YOUR VISION, AND WE'LL BUILD THE GOLE”

GolfVisions

Golf Course Contractors Golf Course Managers

Are you planning to remodel or renovate several holes on your golf course?
Will you be constructing new tees, greens, bunkers or other features in the not-so-distant future?
If so, talk to GolfVisions.

GolfVisions and its principals have a proven track record
of providing exceptional construction and remodeling
services to the golf industry. With a team of experienced
personnel, financial resources and premier equipment,
GolfVisions stands ready to meet your project’s needs today.
We will give your project the attention, service and expertise
you require to translate your “golf vision” into redlity.

GolfVisions mindset is compatible with that of golf course
superintendents. In fact, three of our principals, president
Tim Miles, Sr., and vice-presidents Tom Jauch and Doug Long,
started out in the golf industry as superintendents. While our
experience and reputation are national--our team has done
work nationwide and we have an office in Show Low, AZ--we
are dedicated to bringing the best of golf to the Midwest.

GolfVisions Corporate
3000 Dundee Road, Suite 302
Northbrook, 1L 60062
Phone: 847-412-9990
Fax: 847-412-9996

GolfVisions is a member of the Golf Course Builders Association of America and the GCSAA.
www.golfvisionsllc.com
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FEATURE ARTICLE

“Buyological” Alternatives

Kerry Satterwhite, CGCS
City of Bloomington (IL)
Parks & Recreation

g he biostimulant market in
this industry has increased
© exponentially over the past
five years. There is no shortage of
products that make claims to “stim-
ulate phenomenal root growth” or
“increase beneficial microbial activ-
ity.” How do you sort out the good
from the bad? What works? What
doesn’t? What products are cost-
efficient and effective?

I have spent the past four or
five years evaluating a number of
these new age materials and my
failures with them have far out-
numbered the successes that I
have experienced. I believe that
we have a responsibility to try and
manage our facilities with less
conventional pesticides than we
have in the past. In my efforts to
accomplish that, I have put
together a program that has
allowed me to eliminate conven-
tional fungicide applications on
10 acres of bentgrass greens on
two of the courses that I manage.
Although most of this evidence is
anecdotal, there is some support-
ing university research data.’

There was no established
protocol for the independent trials
that were conducted and all of the
products that I have utilized over
the past few years were paid for in
full. T have no allegiance to any of
the companies that manufacture
these materials nor any relation-
ship to speak of with the
distributors from whom I make
my purchases. Some marginal suc-
cess was achieved with each of
these products individually but
not to the extent that fungicide
applications could be significantly
reduced and by no means elimi-
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nated. However, this season
several of the materials were com-
bined under the hypothesis that a
synergistic effect could be created,
and at this point that seems to
have occurred. The control plots
and areas that were not treated
displayed severe disease activity.

I have put together
a program that
has allowed me

to eliminate
conventional fungicide

applications on 10

acves of bentgrass
greens on two of
the courses that
I manage. Although
most of this evidence
is anecdotal, there
is some supporvting
university
research data.

This program was initiated on
two separate courses. Prairic Vista
opened for play in 1991 and the
predominant bent cultivar on the
greens and tees at this course is
Penncross. The Den is a new
Palmer Signature course that had
its grand opening on July 13 of last
year. The greens are Providence on
a straight sand rootzone and the
tees are a blend of Crenshaw,
Southshore and Penneagle on
native soil. (Dollar spot has been a
severe problem on the Crenshaw.)

We use several materials in
our program; a couple of them are
rotated in and out of our cycle.
They are listed below with appli-
cation rates and frequency of
application:

1) Bac-Pack

® 1 pt per acre beginning
April 15 at seven-to-ten-day
intervals to first frost

2 pts per acre from June 30
through August 30

2) Turfshield
(formerly BioTrek 22G)

* 1.5 Ibs per 1,000 square feet
applied March 27

3) CytoFe
1 gal per acre
(tank-mixed with Bac-Pack)*
Frequency of application
is once per month.

4) Macrosorb Foliar*
2 oz per 1,000 square feet
Applied about every
14 days—every other
Bac-Pack application

5) MicroGro*
1 1b per acre
Once per month

6) HHI 15-4-7 greens
grade fertilizer

* 0.4 1bs of N/1,000 ft*—
six-week intervals
(new greens)

* 2.5 1bs of N/1,000 ft* per
growing season (old greens)

The original plan was to
reduce the number of fungicide
applications that were made to
greens and tees in years past.
We were able to make it until late
July before greens needed to be
treated with a conventional fungi-
cide. The 10 acres of tees were

(continued on page 12)



