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Have Dogs * Will Travel ©108.913.6885

Check out our web page at WWW.g00Ses0lution.com or e-mail us at goosesolution@comcast.net

4}; Charles J. Fiore Company, Inc

Chicagoland’s Largest Selection
Of Premium Grade Plant Material

Over 1000 varieties of Trees, Shrubs,

Evergreens, Groundcovers, and Perennials
Ready for your immediate pickup or delivery!

Contact us for a demonstration of

LandPro Systems III

Landscape Management Software

16606 West Hwy 22 TEL (847) 913-1414
Prairie View, IL 60069 www.cifiore.com FAX (847) 913-9690
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Take The
TITAN" Tine Challenge
Receive A One-Time 20% Discount
Off Your Farst Set!

Satisfaction Guaranteed
Or Your Money Back!

Now you'll be able to receive the best in tine tech-
nology with a great price to match, all with a money
back guarantee! Order a trial set for one aerator,
up to a maximum of 50 tines, to receive this limited
time offer. With longer-life steel, thinner walls for
improved hole quality, and a slower wear rate that
provides more consistent aeration depth—Titan
tines perform! Order today—this is a limited time
offer.

(This offer is only valid from 3-1-05 to 10-31-05.)

Titan Tines fit all current and late model Toro aerators. Standard
mount size fits most competitors equipment. Check mounting
size to ensure compatibility.

New TITAN™ Tines Offer:

* More Choices * Better Performance
Over 100 new tines provide multiple aeration choices - Thin wall design allows for maximum core pulling and
Available in Quad, Hollow; Side-Eject, Shaped or Solid superior hole quality
Titan™ Max designed with long lasting carbide tip *  Optimized core removes more thatch for
maximum top dressing
* Increased Durability *  Superior hole quality improves recovery time and
- Tough design maintains consistent aerator depth and reduces {nmnmms Ph-mbl‘hfy
costly changeouts ¢ Speeds up playability
- Unique manufacruring process allows for thinner wall tine " s 4
while maximizing durability - H@‘er Prwuthy ' '
Advance technology creates thinner wall tine while - Sandard T'm tnes last al{’P“’-“"“a“’Jl" 2-3 times longer
improving performance than previous Toro tine version

- Titan™Max lasts 18 holes or more!

Call your local TPEC Account Executive for details today!

Whitey Anderson (630) 251-4832 Joe Etten (630) 284-8492
Dave Holler (630) 244-6477 John Neis (630) 284-8491
Tim Snell (708) 284-8497 Steve Stewart (630) 284-8496

Mike Murphy (888) 838-5778 ext. 5588
wWwww. TPEC.com m e
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SUPER -N- SITE
Fred Behnke, CGCS Mount Prospect Golf Club

Steve PartyKa —N-

The Partykas: Dawn, Brianna and Steve.

White Pines Golf Club

Busy White Pines Golf Club has had a Partyka in charge since the early Seventies. The current
superintendent, Steve, began learning the ropes from bis father, Edward, in 1975 when be was 15 years
old. Count the Partykas among the 20 or so father-son superintendent teams that dot the MAGCS
historical landscape (the fertile Dinelli dynasty accounts for about o quarter of that total).

Steve Partyka has managed the maintenance opera-
tions of White Pines since Edward Partyka’s retirement in
1994, and he has been working there for more than 30
years. Steve describes himself as “old school,” and counts
names like Wally Fuchs and Lee Overpeck among his
mentors, along with his father.

White Pines is a 36-hole public golf course owned
and operated by the Bensenville Park District. The facility
was established in 1926, and was operated by several pri-
vate owners until one, a Mr. Branniger who owned five or
six golf courses in the Chicagoland area, sold White Pines
to Bensenville in 1967. The East and West courses at
White Pines are a veritable Mecca for golfers. Located
conveniently in the near-western suburbs, the facility seces
75,000 rounds played there annually. On occasion, triple
shotguns go off one of the courses, and when I asked
Steve how they pulled that off he replied, “I really don’t
know, we just get out of the way.”

The facility has the distinction of several dubious
“firsts.” It was among the first golf courses to use strictly
effluent water for irrigation. The water that finds its way
into the irrigation system has a pH range of 9.1 to 9.8,
and Steve spends around 50K per year treating it with acid
injection and soluble gypsum to get it from yucky to
barely tolerable. The fairways are deep-tined twice a year
to help manage the salts that accumulate in the soil pro-
file. Steve was pleased to inform me that they are in the
process of upgrading his two wells to mitigate the effluent
with “real water.”

The other “first” is related to a massive tree-planting
program that took place a couple of decades ago. More

than 5,000 trees were planted on the course, virtually
encapsulating the fairways, tees and greens. A large seg-
ment of these trees were lindens, and, being close to
O’Hare Airport, White Pines became the first stop for
Japanese beetles as they moved westward from the East
Coast of the United States. Steve recalls being willing to
try anything to control these pests, with little success. At
one point, they employed traps and collected enough bee-
tles daily to fill a 55-gallon drum. What do vou do with a
55-gallon drum of Japanese beetles? Burn ’em! At first,
Steve used gasoline, but the fire, while hot, burned out
quickly and Steve would see beetles survive the conflagra-
tion and fly out of the drum. A mixture of diesel fuel and
gasoline proved to be the recipe for cremating Japanese
beetles. Ah, those were the days!

The good news is Steve now has a pack of chainsaws
to manage the problem, and if your ball finds the rough you
might, just might, not have a tree blocking your next shot.

Like many of us, Steve spends a lot of time at his golf
course, so it follows that he met his wife, Dawn, at the
club. Brianna, their daughter, arrived 19 months ago, no
doubt nine months after a particularly romantic evening
watching Japanese beetles burn.

Steve, Dawn and Brianna found their little piece of
heaven in Door County, Wisconsin, where the family
plans to move when Steve retires in a couple more years.
Steve bought five acres near Jacksonport and will build a
home there. Wally Fuchs, a Door County legend, turned
Steve on to the spot and the rest is or will be history. So
far, all they have is a driveway, which required stumping

(continued on page 15)
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Robert Schwake Stone The Stone Center  Bromberek’s Flagstone Co. Down To Earth

DesPlaines Lisle Joliet Addison
847-824-2151 630-971-2060 630-257-0686 630-351-8844
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Performance Products. Peace of Mind.

Balance NA Keepaway
Assits in the reduction
of Soil Sodium and Salts Nature's Best Defense
PO Box 1325 5 800-732-9401 David Marquardt - Consulting Agronomist

630-251-1511 Dave@dirt-n-turf.com
www.dirt-n-turf.com

Frankfort, IL 60423 *  Fax: 815-469-8248
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Steve Partyka =N- White Pines Golf Club (continued from page 13)

out 65 trees and covering with 14
inches of gravel for this 400-feet-long
by 12-feet-wide thoroughfare—all for

the cost of $2,600. Welcome to Wis-
consin, where, “Ya hey, we gotta lotta
gravel.” Eagerly looking forward to
retirement, Steve invites everyone up
for a visit—but suggests waiting until
they have a house.

Outstanding course
conditions belie the

fact that White Pines’
36 holes absorb

75,000+ rounds per year.
Right, holes 9 and 18

on the East Course.

White Pine’s 36 holes are main-
tained by a maintenance staff of three
full-time and 20 seasonal employees.
Steve’s management partner is assis-
tant superintendent Joe Giuliano,
who’s been at White Pines for eight
years and is also eagerly looking for-
ward to Steve’s retirement.

Put a team together and kick off
our 2005 golf season, but if you can’t
keep your ball in the fairway you may
want to bring your own chainsaw to
our April 25th meeting at White

Pines in Bensenville. _\ J] /

During a massive
tree-planting program

a couple of decades ago,
White Pines gained more
than 5,000 trees. Japanese
beetles encroaching on
the course’s lindens has
resulted in the trees
being thinned out—a bit.
Left, hole no. 4 on the
West Course.
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Semntinel

Remote Irrigation System Monitor and Alarm

If you are up at night worrying whether your
irrigation system is running . . .
Relax. .. the Sentinel is your answer.

The Sentinel will CALL YOU in
the event of an alarm condition.

P Status Report Dial-In

» Call Out Alarm Notification
b Affordable & Simple to Use
» 24 hr. Real-time Monitoring

» Monitors Pressure, Flow,

Pump Rotation and even

B rover inerrupt Detection

For more information call us today at
1-800-677-8097 ext. 206

.@ Email: infﬁﬁipn'mulu.rl’.mm
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The utility vehicle that's built
as tough as a tractor.

Hard working, dependable and tough: the Kubota RTV900.
* 21.6 HP diesel engine - Designed by Kubota engineers
» Hydrostatic power steering - Handle tight tums with ease
» Variable Hydrostatic Transmission (VHT) - No belts. No maintenance.
No loss of torque.
* Hydraulic wet disc brakes - Smooth braking, even in mud and water
» 4-wheel drive - Power through the roughest terrain
» Ground-hugging suspension - Fully independent front and semi-independent
rear suspension
» 4 different models - General, worksite, turf and recreational

Hgﬁfﬁ'mm’iﬁ:ﬂlnc.

16400 104th. Ave.
Orland Park, IL 60467
(708) 349-8430

EVERYTHING YOU VALUE t
EnvwENhoTm com
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Wild Goose C/m.se

708.448.8878

www.wildgoosechasers.nef

Time To Fly!

Wild Goose Chase, Inc. Specializes in
Nuisance “Goose Management”

We implement an integrated system that combines several
techniques and services that minimize the destructive and
negative effects of geese. We always put our customer’s
needs first and here are the ways we stand out:

* Trained Handlers

¢ Commercially Insured

 Supportive Hazing Techniques

* Site Specific Management Program

= Data Collection, Reporting, and Analysis
» Staff Biologist

¢ Licensed Personnel

Email: WGCgoose@covad.net
www.wildgoosechasers.net
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FEATURE ARTICLE
Cathy Miles Ralston Editor

The Shape of
Things to Come

The final version of the MAGCS strategic plan will carry a new mission and vision forward into this 21st century.
Right now, though, the plan is but a draft. So read all about it and tell your Board of Directors what you think.
Imagine the MAGCS strategic plan is the subject of debate by the 2004 presidential candidates. Better
yet, imagine “Saturday Night Live” is lampooning the 2004 presidential contenders as they debate the
MAGCS strategic plan. Dubya would extol the virtues of sound “strategery” and reiterate a dozen
times that creating and implementing such strategery is “havd, havd, hard work.” Kerry, meanwhile,
would counter that before going forward with any strategic plan, we should take it to the United
Nations for its input and approval.

In carvefully exam-
ining the strategic
plan, and bringing
our feedback to

the Board, we—

the members of
MAGCS—have a
voice in further
refining and
shaping the plan.

Political humor aside, the development of a strategic plan for the Mid-
west Association of Golf Course Superintendents is, indeed, a challenging
endeavor. Enacting the strategic plan will be hard, hard work. And before pro-
ceeding, gaining the input and approval of the membership is more than
commendable, it is crucial to the plan’s success.

Our clected representatives on the current Board of Directors have will-
ingly assumed the challenges outlined above. They firmly believe that having a
solid strategic plan—one that includes a more succinct and user-friendly mis-
sion statement, a clearly articulated vision for the future and realistic goals
towards realizing the vision—is critical to the future well-being and strength of
this organization.

The Board took the first steps in early December, convening with facili-
tator Hannes Combest from GCSAA for a daylong session dedicated to
examining the purpose of and plans for our Association. Hannes asked the
Board probing questions that required them to think long and hard about
where MAGCS has been, where it is today and where it is going. The product
of all this soul-searching is a draft strategic plan, compiled by Hannes and her
GCSAA team, that incorporates the Board’s extensive feedback.

The Board took a first look at this document just prior to its March meet-
ing. Now, it is the Midwest membership’s turn to review the draft strategic plan
and share our thoughts. As executive director Luke Cella points out, cach
Board member—by going through the brainstorming session—felt a reinvigo-
rated and authentic sense of ownership in our Association. “When you go
through this exercise, everybody in the room takes a personal responsibility,”
Luke explains. “When people feel a sense of ownership, the follow-through and
thought process is much deeper.”

In carefully examining the strategic plan, and bringing our feedback to
the Board, we—the members of MAGCS—have a voice in further refining and
shaping the plan. We, too, gain ownership of the mission, vision and goals for
our Association.

The following is a section-by-section discussion of some of the key com-
ponents of the draft strategic plan. The full text of the draft plan, as well as a
message thread for discussion of the plan, is available on our Web site,
pwwamagessorgy Whenever feasible, the Board plans to encourage an open
discussion of the strategic plan at upcoming monthly golf meetings.

(continued on page 19)
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BetterSolutions.

Your career is too important to rely on products
that are “good enough.” You need better. That's
why BASF offers a comprehensive portfolio of
products that deliver control you can trust.

BetterResults.

In the last five years, BASF has invested more
than $1.5 billion in agricultural products research
and development. And it shows. Test after test
proves we push our products to perform better.

BetterTurf.

That's the bottom line, isn’t it? And that’s what
you'll get with BASF. Better turf with maximum
efficiency of labor and resources. Put us in your
rotation and let us prove it. You'll be better off.

We Don’t Make The Turf,
We Make It Better.
Find out more:

turffacts.com

Find a distributor:
800-545-9525 BASF

The Chemical Company

Always read and follow label directions.
©2005 BASF Corporation. All rights reserved. APN 05-14-002-0105
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Meadow services all makes and models of
pumping equipment
Water well drilling and pump service
Irrigation wells
Golf course irrigation pumps
Booster pump sales & service
~Muinfenance inspections

~Mofor protection.and Zontrols

ettt

" “Wellevelopment-and r&fﬁ@on\
4 Airburst® well rehulh'ltuﬂ
Television Surveys

\ “\m?" Sealings

24 hour pump service

dow h\b‘éen“semung the golf cotifse

S mduslrz with-pride since-1956

27W021 St. Charles Rd., Carol Stream, IL 60188
{soo) 704-2415 - (630) 231-6250 + Fax (630) 231-5686
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The Shape of Things (o Come (continued from page 17)

The Mission

The mission statement is
arguably the cornerstone of the draft
strategic plan. The vision, and goals,
for the Association originate there.

The current MAGCS mission
statement is the original, dating back
to our founding in 1926. Its formal,
claborate language reflects  the
founders’ noble objective of banding
together to clevate individuals and
the profession as a whole.

“To advance the rights and sci-
ences attendant upon, pertinent or
related to the occupation of green-
keeping, to unite the greenkeepers
and golf course superintendents of
the Chicago metropolitan area into a
cooperative group for the collection,
preservation and dissemination of sci-
entific and practical knowledge and
information, thus effecting more effi-
cient and economical maintenance for
golf courses and thereby improving
and enhancing the individual and col-
lective prestige and efficiency of the
members; the creation of an instru-
mentality of entity of record capable
and susceptible of procuring all bene-

fits to the members both individually
and collectively.”

The Board felt that the content
of the existing mission, while mean-
ingful and relevant, was getting lost
amidst its length and complexity. They
looked not to reinvent the mission,
but streamline it in keeping with the
changing times. Luke notes, “There’s
a lot going on there. In this day and
age, people look for simplicity, and
want to casily get a handle on what
we’re about. We wanted to come up
with a mission that is simple to say and
understand, not only for us, but for
people outside the Association.”

The proposed mission state-
ment in the draft strategic plan reads
as follows:

The Midwest Association of Golf
Course Superintendents (MAGCS)
extsts to provide netwovking, education
and career advancement opportunities
to those who facilitate the growth and
enjoyment of golf.

Networking, education, career
advancement—the goal of MAGCS to
provide opportunities in these areas is
common to both the 1926 and 2005

missions. However, Luke is quick to
point out that the very nature of some
of these activities has changed enor-
mously. Take networking, for
instance. In the past, says Luke, net-
working meant members exchanging
information and ideas in person or
more formally, with a letter (sent
“snail mail,” of course) or a phone
call. The phone call was placed to a
desk line and no answering machine
or voicemail greeted the caller if the
intended target was unavailable. Now,
with the prevalence of e-mail, instant
messaging, digital images and cell
phones, sharing insights and trading
thoughts is much more instantancous,
informal and constant.

Education, too, means some-
thing different now than it did 79
vears ago. Luke comments that the
changes in MAGCS education offer-
ings in recent years underscore
change in the industry, and further
changes on the horizon. “The focus is
shifting from heavy agronomy and
scientific-based education to more of
a business and professional orienta-
tion,” notes Luke. “The primary age

(continued on page 21)

Area Code 847
658-5303

PRECISION BLENDED
TOP DRESSING

Custom blended to your specifications
by our modern equipment.

Buy when you need —
Eliminate costly otorage

We sell an air-dried, uniform and
free flowing top dressing.

ASK THE MAN WHO HAS USED IT.

HENRY FRENZER

620 Webster St. *
Algonquin, IL

*

%

E

*

*

60102

HALLORAN &
YAUCH, INC.

IRRIGATION
SYSTEMS

Irrigation & Pump Station Design
Irrigation Installation

Drainage Systems

Pump Station Installation
Irrigation Pipe & Supplies

Pond Aerators

28322 Ballard Road
Lake Forest, IL 60045

Telephone: 847-281-9400
Fax: 847-281-9780
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our Erecative Blend Bluegrass Sod, containing “low-mow”
varieties, L-93 and Penncross Creeping Bentgrass are available in

standard or 42" big rolls either with soil or delivered BAyr Root.

5

Creeping Bentgrass

PENNCRUOSS
BENTGRASS

800.553.0552 @ Schneider, IN
WWw hubersod corm

For a healthy waterway,

maRe one call.

We manage aquatic plants,
control algae, conduct water quality
testing, stock game fish, and install
aeration systems and nuisance geese

deterrents, all with an environmentally

sensitive approach.

Look to us for product equipment

The difference between a g_ood course and sales as well.
and a great course is simple.

With a portfolio of products unmatched in the industry, Syngenta is a

necessity for every great course. From herbicides to fungicides to growth " AQU ATIC WEED

regulators, we have everything you need to maintain healthy, green turf
Ay ECH N=OLI0%G ¥

For A Professional Consultation,

Contact Jim Shone at 708-217-8509 to learn more

about Syngenta products.
Call Rich Rollins at (630) 893-0810
mﬁﬂﬁm GroTeSIonalproautiis email: nchmlltns@aguatu.uud mnl or pww.aguaticweed.comnj

A division of Clarke Env quito Management Co. Inc.
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