Rain Bird understands that renovation is a major commitment, and we want to be
your complete renovation partner. Whether your goals include modernization,
improved playability or the need to meet strict watering regulations, we can help
you justify and implement a cost-efficient renovation package that's right for you.

Rain Bird products and services offer the unique ability to combine innovation
with versatility. We know that your irrigation requirements change with time, so
we ensure that our latest innovations will always be compatible with your existing
Rain Bird system.

After the installation is complete, we'll be there to help you maintain the quality of your entire system—from
central controls to sprinkler heads. Rain Bird knows that a successful renovation includes quality products,
excellent service, and a complete commitment to our customers.

So choose Rain Bird, relax, and renovate with confidence.

ROLogic RaNIBIRD

Woter Monogemaent Systemzs

Call your Hydrologic Representative Authorized Rain Bird Golf Distributor 630-761-9400 or 800-422-1487
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Your 2006 MAGCS Board of Directors and staff includes: (seated, L to R) secretary/treasurer
Dave Braasch; president emeritus Phil Zeinert; president Gary Hearn; vice president

Tim Anderson; executive director Luke Cella; (standing, L to R) commercial representative
Sharon Riesenbeck; director Todd Schmitz; director Scott Witte; On Course contributing editor
John Gurke; Past Presidents Council chair Ed Braunsky; director Dan Sterr; director

Tom Prichard; director Tony Kalina; On Course editor Cathy Miles Ralston.

Mot pictured: director Paul Bastron, Class C representative John Ekstrom. (Photo by Jim Trzinski)
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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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DO YOU EVER HAVE TO GROW GRASS IN A HURRY?

[ TIsit tough to keep enough grass on your practice tee?

[ A week after a repair do your divots look like grass or sand?
[ How do your fairways hold up under heavy use?

[ How does your turf endure very dry conditions?

Use compost to help solve your turf problems.

I Compost has 25%+ organic content

[ Compost is Rich in essential micronutrients

[ Compost contains active families of beneficial microbes
[ Compost retains 10 to 15 times its weight in water

: GreenCycle Incorporated
.. 400 Central Avenue, Suite 115
q GreenCycl e Northfield, Illinois 60093
g 847-441-6606

“Landsca pe Products Www.greencycle.nef

PALATINE OIL CO., INC.

Over thirty-four years of caring service
and delivery of quality products

=+ .- Lty c

"One call does it all"
847-358-3600

PALATINE OIL CO.,INC. P.O. Box 985, Palatine, IL 60078
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ON COURSE

WITH THE PRESIDENT
Gary Hearn Salt Creek Golf Club

Setting
Goals

Happy New Year!!! Hope the holidays were blissful and relaxing. This time of the year, I get to rejuve-

nate the body and soul; basically this means that I have to work on the house and attend social activities.
Enjoy the winter months as much as possible; spend time with family and colleagues and take a vaca-
tion. Speaking of colleagues, I want to thank Dawn and Scott Speiden from Itasca Country Club for
hosting the Fall Dinner Dance. Seems like everybody had a great time. The food was excellent and the
deejay was entertaining. Also, I would like to say thank you to the vendors for supporting this event.

...the MAGCS
Board and 1
wounld like to
set some goals
this year and
hopefully by
doing so, we
can paint a
cleaver picture
for the next
few years.

Recognition also goes out to all individual spouses of the Midwest Asso-
ciation of GCS for their dedication and support during the trials and
tribulations of last season. We salute you. Thanks for your love and comfort.

With respect to Board business, John Ekstrom from Cantigny Golf
Club has been appointed to the Board to replace Chad Kempf as our Class
‘C” advisor. Chad moved to Wisconsin and is now working with EPIC Cre-
ative Communications. He did a great job on the Board and I wish him
much success—good luck!

In terms of other goings-on, the MAGCS Board and I would like to set
some goals this year and hopefully by doing so, we can paint a clearer picture
for the next few years. We'd like to increase membership. Via the bylaw
changes, the Turf Equipment Technicians Association (TETA) has joined us
with the promise of more involvement and timely articles for On Course mag-
azine. We’ll be striving for better communication between members and the
public, both through the Web and On Course magazine. We also have outlined
some goals related to public relations/media relations to see that our members
receive achievement recognition. Another important goal, career enhancement
for our members, means ensuring education availability and career develop-
ment assistance. We’ll also be developing a leadership and volunteer
management plan. I would like to have two or three surveys this year of
roughly eight to ten questions each. This will give the Board better feedback
on what the members are looking for and provide the Board with direction. We
also want to make better use of our best resource: On Course magazine. We’ll
boost our efforts to send this magazine to “links” that are involved with the
golf industry. Finally, we’ll be taking strides to stay in tune with environmental
issues and the overall Green Industry.

Meanwhile, I hope you will get a chance to attend one or both GCSAA
seminars this month at the Midwest Golf House as well as the monthly meet-
ing at Prairic Landing Golf Club.

The GCSAA National Convention remains in Atlanta and the hospitality
reception will unfold at the Hyatt Regency Atlanta on Peachtree Street on
Thursday (February 9) and Friday (February 10) of the conference and show.
I would personally like to say thank you to all the vendors that have supported
this event in the past and will again do so this year. Also, I wish for all making
the trek to Atlanta to enjoy the seminars, the trade show and spending time

with colleagues. Have a safe trip! | ;“ ».
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DIRECTOR’'S COLUMN
Tim Anderson, CGCS Naperville Country Club

MAGCS

“Inside the Numbers”

The fiscal year for the MAGCS runs from January 1 through December 31. Each year, the Executive
Committee meets to develop the budget for the upcoming fiscal year. The Executive Committee consists
of the president, vice president and secvetary/treasurer. Once the budget has been prepared, it is pre-
sented to the MAGCS Board of Directors for approval. For the 2005 fiscal year, the MAGCS operating
budget was $363,300. The MAGCS operates as a nonprofit organization. The Association retains the
services of an independent auditor to perform an annual andit of the Association’s financial position.
For the past several years, the Association has used Arnold N. Schorn & Co., LLC to perform the
annual andit.

The operating budget is your typical “two-headed monster” that poses
the perpetual challenge of balancing income with expenses. Each year, the
Board approves a balanced budget with income equal to expenses. Looking at
a historical period dating back to the year 2000, the MAGCS has seen an
increase in the operating budget from $300,650 in the year 2000 to $363,300
in the year 2005 (see Figure A). This represents a growth of 21% over a six-
year period or an average annual growth of 3.5% per year. This growth has been
consistent on both the income and expense side of the budget.

The major sources of income include:

INCOME CATEGORIES % oF ToTAL INncoME FOR FiscaL 2005
REVENUECIEON O ICOUISE & s vmremvminsiis sin w6 wrsiwmiatsis 55 bt Spirassanions i 34%
Revenue from memberdues . ......... ... i 25%
Revenue from monthly meeting registration ...................... 15%
2 a R i
Eﬂ{?h _:VE&M ) Sponsorship revenue for the hospitality suite .. .................... 11%
OtREEINCOME & cheiionn i o6 SEEREHE 55 ¥5 J5 STesmwa o ¥ creRwE & 10%
thé’ B()ﬂ Vd QPPVOW?S Sponsorship revenue for monthly meetings . ........... ... .. ... 5%

a balanced budget TOTAL 100%

The major expense items include:

wz. th 2. HLCONLE ExPENSE CATEGORIES % oF ToraL ExreEnses For FiscaL 2005
Expenses related to On Course .. ..o ve i i 33%

»- ) Member services/otherexpenses . .. ........... il 21%

equa&l to L’.-\;p IS Expenses related to monthly meetings . ........... .. ... i 14%
Expenses related to the hospitality suite . . .. ...t 12%

Expenses related to 0perations .o wn ws aneemia v s v eaiie i e 12%

Research and SCholatShip ..« s commmimm o s wsismmmmies me v dsmseem s 8%

TOTAL 100%

In December of 2004, the Board of Directors held a strategic planning
meeting. Several goals were established during this meeting. These goals cov-
ered all areas of the Association and included: mission statement, vision for the
year 2020, membership, communications, public relations, finances, profes-
sional development, education, governance and member participation. Relative
to Association finances, the following goals were established:

(continued on page 6)
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MAGCS “Inside the Numbers” (continued from page 5)

Goal: MAGCS will work to
establish a more diverse revenue stream.

Goal: MAGCS will continue
to produce a high-quality publica-
tion (On Course) that will operate at
a profit.

Goal: Develop the MAGCS
Web site as a possible revenue stream.

400,000

250,000
Dollars 200.000
160,000 |

100,000 |
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Goal: So as to diversify our rev-
enue stream, switch from GCSAA
local seminars that are cohosted to
GCSAA local seminars that are chap-
ter-administered.

Goal: Define an annual and
ongoing revenue stream for the
scholarship program. Investigate set-

MAGCS Approved Operating Budget

ting up an endowment fund for the
scholarship program.

The Board of Directors is already
working to accomplish these goals.
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ARTHUR CLESEN INC.

Dedicated to Sevsice!
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stitively, quality products, prompt delivery.
get fast, courteous service from Arthur Clesen Inc.

We've staked our reputation on it.
Try us and see the difference.
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SUPER -N- SITE
Josh Murray Cantigny Golf

Tony Kalina —N-

'PRAIRIE
LANDING

Tony, Melora and Andy Kalina.

Out in western DuPage County, Prairie Landing Golf Club has been in the very caring hands of Tony
Kalina since the year it opened for business. Many of you know Tony from the enormous amount of time
and involvement that be has put into our Association. Currently, Tony is in his fourth year serving on
the Board of Dirvectors, and continues to contribute to many different committees throughout the year.

The Kalina family—Tony, his wife of 13 years, Melora, and their 9-ycar-
old son, Andy—currently resides in Winfield, IL.. Both Tony and Melora are
originally from Omaha, NE, where they were born and raised. They graduated
in the same high school class in 1979, but never dated. They got “reac-
quainted” 12 years later when each was living and working in the Chicago area.
They have been happily married since October 1993.

Tony comes from a large family where golf is more than a passion, it’s a
bloodline. Two of his older brothers were golf professionals, and Tony’s older
brother Charlie is a 25-year certified golf course
superintendent who works for the Omaha Parks
and Recreation Department. Tony’s father, Chuck,
was a renowned amateur golf champion in
Nebraska who competed nationally in two USGA
Public Links Championships (1962 and 1963). In
fact, given this family background, it’s fair to say
that Tony has been involved with the game of golf
for nearly his entire life. Father Chuck got Tony
started playing when he was only 5 years old. Tony
caddied for five years at the Omaha Country Club,
from age 11 to 15. For seven years, Tony worked
with the Omaha Parks and Recreation Department
as an auto/golf equipment operator. In 1985, he

Left to right: Justin Wheeler, AGCS; ‘ o enrolled at the _Uni\'crsity of Ncbrasjlﬁa—Lincoln to

Brian Tameling, AGCS; pursue his goal of being a golf course superintendent. In 1990, Tony carned a

Josh Zartmann, technician; and bachelor of science degree in agriculture with dual majors (horticulture—
Rogelio Martinez, crew foreman. turfgrass management, and agronomy-soil science).

Upon graduation, Tony was hired by Oscar Miles, CGCS to join the
Merit Club as a construction foreman. Tony worked there until early 1992
when he started with Scott Nissley, CGCS, and Meadowbrook Golf Group
to grow in an as-yet-unnamed golf course located at DuPage Airport. In
late 1993, the DuPage Airport Authority (DPA) decided on a name for
their course: Prairie Landing Golf Club. After the golf course was

(continued on page 8)
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Tony Kalina -N- Prairie Landing Goll Club (continued from page

completed and when it opened
for business on July 5, 1994, Scott
Nissley became general manager,
with Tony becoming the golf
course superintendent in 1995.

Prairiec Landing Golf Club is a
Robert Trent Jones, Jr. course that
was designed by Bruce Charleton.
Considered to be a “prairie-linksland”
design, the course has 21 holes that
boast wide fairways, large, undulating
greens that average 9,000 square feet
cach, and nearly 100 acres of natural-
ized plant communities outside the
golf turfs. Being a self-confessed
native-plant enthusiast, Tony is com-
mitted to restoring these communities
at PLGC by attempting to convert
fine-fescue roughs and managing
existing natural plant communities
around the course.

PLGC has 143 bunkers that dot
the course. 2006 marks year seven of a
ten-year plan to renovate the bunkers

in-house. Working with the original
architect, Tony and his crew are
rebuilding poorly performing bunkers
and redesigning existing bunkers. As
this project nears the ten-year mark,
Tony realizes that such renewal may
turn into a neverending process.

Since becoming PLGC’s super-
intendent, Tony has dedicated
himself to leading a team to produce
high-quality golf course conditioning
standards. Constantly communicat-
ing with the Airport ownership, the
clubhouse staff and his own staff to
produce a well-conditioned golf
experience, all within the constraints
of budget, is the challenge Tony most
enjoys. Even when thrown a curve
ball, Tony thrives on the challenge of
creating their team’s aim, which is “to
enrich our customer’s enjoyment of
our golf course by exceeding their
expectations on course conditioning,
our service attitude, and increase our

R

course’s perceived value.”

Assistant superintendents Justin
Wheeler and Brian Tameling, equip-
ment technician Josh Zartmann, and
foreman Rogelio Martinez have the
attitude and actions of customer ser-
vice that make PLGC shine. They,
like the many who have served PLGC
before them, are talented, dedicated
and loyal. They make our golf course
conditioning perception a reality that
returning customers have enjoyed
since opening day. Tony says he just
tries to stay out of their way.

MAGCS members can visit with
Tony and enjoy Prairic Landing’s
outstanding hospitality on January
24, 2006, when the MAGCS
monthly meeting visits one of west
suburban Chicago’s finest venues.
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FEATURE ARTICLE
James Brower CONSERV FS

Breaking

the Ice: '
' What Facility
Managers
Need to
Know About
Ice Melters

The notse surrounding the sale of ice melters seems to have reached an all-time high with more brands
than ever before on the market. Complicating matters, they all claim “safe on vegetation,” “less track-
ing,” or “low-temperature effectiveness” if used as divected. Most newer brands are actually only blends
involving one of the more common deicers.

When you understand how ice melters work, a lot of the mystery of what
they are unfolds. Granular ice melters work by dissolving in the ice/snow,
forming a brine. The salt-brine solution has a freezing point lower than water.
This brine solution will penetrate/melt to the surface to break the bond
between the surface and the ice layer, making for easier ice/snow removal.

Each o f rbg indivi d - Basically, five products go into ice-melter production:
‘ 1. Sodium Chloride
3 . ; 2. Potassium Chloride
ual components of e

ice-melt products & o e Chions
o > Tenn L p Ice-melt products are either straight products listed above or a combina-
has some ben L‘j LLs tion of several of these. This combination can be in either a granular form or a
; liquid form. Typically, you see a liquid calcium or magnesium chloride sprayed
t-it-'ptfﬂ din g on w hat onto a pellet of sodium chloride or onto potassium chloride. The liquid cal-
- cium or magnesium will quickly form a brine by pulling moisture from the
VO 11EE dj‘ are. atmosphere, causing a faster melting action. We call products that pull water
. from the atmosphere “hygroscopic.” Remember that all ice-melt products have
to form a brine in order to start the melting process.
Outlined on page 11 are the pros and cons of the various products that
are used for ice melters.
(continued on page 10)
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Breaking the ce (continued from page 9)

WHICH ICE MELTER
IS THE BEST?

Real confusion uvsually sets in
when trying to determine what ice
melters to use. I like to use the fol-
lowing criteria to help people
determine what product to use, Ask
yourself, what desirable characteristics
are most important to you? Consider:
A. Product availability
B. Desired melting temperature
C. Quick or slow melting speed
D. Product longevity on the ground
E. Application ease
F. Environmental friendliness
G. Cost effectiveness

To elaborate a bit on the above:
The product of choice should be
readily and locally available. When
you’re out and need to replace it,
Mother Nature is not going to wait.
Also consider that for most people,
storage space is at a premium. Con-
sider the melting temperature of the
product; it is important because if it is
59 below zero and your ice melter is
not working, YOU are. Melting
speed is important because the faster
the product works, the faster you can
clean the snow up. However, some
slower-melting products will stick
around and give you grit or traction.
Consider product longevity—will the
product wash away or will it stick
around for the next storm event?
Application ease is important; if the
product has a lot of fine particles that
clog your spreaders, rendering them
unusable, what good is the product?
Workers also need to see the products
(i.e., spread pattern) to speed product
application and to reduce waste.

Consider the long-term eco-
nomic effects of your ice-melt
product. Is your primary concern
more environmental, such as turf or
trees, or is it your concrete walks, brick
work or multimillion-dollar parking
garage? Do your storm drains empty
into irrigation ponds? The next thing
to consider is how cost-effective the
product is in light of all of the above.
Is the bag price of your product your
main concern? Remember that the
same weight of calcium chloride will
melt twice as much ice as sodium chlo-
ride will at a lower temperature. Did
you know the biggest cost of winter
maintenance is actually labor?

10 JANUARY 2006 On Course

Each of the individual compo-
nents of ice-melt products has some
benefits depending on what your
needs are. Sodium chloride bears the
lowest price tag and is most available.
It figures into most blends and works
down to 20°F. Remember that when
using a blend of ice-melting ingredi-
ents, the blend is always diminished
by its weakest ingredient. Below
20°F, sodium chloride needs traffic to
generate heat to help it on cold
mornings. Make sure that if you buy
bagged material, it is a Halite brand
[heat-treated to dry it] and that it has
been screened to remove the small
particles from it.

Potassium chloride is a slow-
melting particle. It is commonly used
in blends but in small quantities due
to the cost of most fertilizer products
increasing over the last couple of
years. This melter works down to 15°
and because of its particle size, also
gives some grit or traction on icy days.

Calcium chloride works quickly,
drawing water from the atmosphere,
and creates its own heat. Because of
this, it will work below 0°. It is com-
monly used as a liquid to activate
other products, such as sodium chlo-
ride and potassium chloride.

Magnesium chloride, like cal-
cium chloride, works quickly, even
below 0°, and is also commonly used
as an activator on other products. It is
user-friendly and frequently appears
in pet-friendly blends of ice melt.

Urea is not commonly used as a
ice melter except in specialty locations
such as airports or parking garages
where anything with chloride mole-
cules—which may pit aluminum
airplane bodices, turbines or metal
rebar—cannot be used. The chloride
molecules will penetrate through
concrete and attack certain metals.

In conclusion, all products that
are used as ice melters bring certain
benefits to the table. The most com-
mon concern with ice melters is the
potential damage to concrete. All con-
crete, whether old or new, will be
damaged if it is not properly poured,
mixed or cured. The natural freeze-
thaw cycle will damage poorly laid
concrete. It will do so even if ice melters
are not in use. Anything that increases
the freeze-thaw cycle, including water,
can induce spalling in concrete.

Most ice melters
are overused and
this 1s where

we see damage

to turf areas.

In turfgrass situations, it is com-
mon for decision-makers to choose
fertilizer products such as urea and
potassium chlorides. The thought
process is that they will do less dam-
age. Remember, however, that a
typical ice-melter application of such
products is much higher than a typi-
cal fertilizer rate. Damage to turf will
occur if applied 12 or 15 times a year
to frozen turf areas because the prod-
uct cannot leach through the frozen
soil. The best results that I have seen
regarding minimizing turf damage
are the use of the calcium-coated
ureas, such as with a product called
Power Melt, and the use of magne-
sium chloride.

The best ice-melt programs [
have seen are those that realize that all
ice melters have potential risk. Train
vour crews on this. Make sure you fol-
low proper application rates. Most ice
melters are overused and this is where
we see damage to turf areas. Always
remove the slush once the ice/snow
has melted. Always remove snow/ice
to the curb away from the vegetation.
Inquire as to what is in your bag of ice
melt. Blends don’t list percentages of
ingredients. Even MSDS are vague on
the exact percentages. Most impor-
tantly, minimize risk by following
proper application procedures. This
includes removing the snow before
applying your ice-melt product and
removing the slush afterwards.

If you have questions or want
to get more specifics on any of your
ice-melt programs, please contact
specialists in the use of these products.
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