Resources For
Prairie Establishment
And Management

By MARY H. MEYER

Assistant Professor, University of Minnesota

With all the interest in native
plants these days, you may be think-
ing of establishing a prairie or native
plant area on your golf course, park
or grounds. Some things to consider
are:

e Most prairies grow best in full
sun or with minimal root competition
from trees and shrubs.

¢ The tallgrass prairie here in Min-
nesota prior to European settlement
was probably 60-80% grasses, espe-
cially the “big four”: little bluestem,
Schizachyrium scoparium; big
bluestem, Andropogon gerardii;
switch grass, Panicum virgatum, and
Indian grass, Sorghastrum nutans.

¢ Prairie establishment takes a few
years of patience. The first three
years weeds predominate while the
prairie plants establish roots.

¢ The larger the area to be planted
the more likely you will use only
seed and not plants. Small plant-
ings can be completed with just
plants, which will compete better
with weeds and reach maturity soon-
er but will be much more expensive
initially.

e Many people need “new eyes” to
see prairie plants for their beauty,
thus elements of care, such as
mowed edges, paths, bird houses,
painted or rail fencing and signs can
help people accept native plantings.
Using attractive flowers placed along
the edges also helps.

e What about the cost? Initial estab-
lishment costs vary, but seed for
prairie grasses is slightly higher than
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turf seed, with wildflowers costing
much more. The first few years of
prairie establishment the labor costs
include mowing and weed control, but
after establishment, long term costs
are much lower than traditional
turfgrass.

The following resources are avail-
able to assist you in deciding which
specific plants will work best in your
area as well as establishment and
management techniques.

1. Plants in Prairie Commun-
ities* lists plants for three types of
tallgrass prairies, dry, mesic (medi-
um soils) and wet. Included is a large
table of 158 grasses, sedges and forbs
typical of the tallgrass prairie includ-
ing such characteristics as competi-
tiveness, flower color, height, habitat
preference, period of bloom, etc. Ad-
ditional references and plant societies
in North Central United States are
included. This is an ideal reference to
use in determining a plant list for
your specific site.

2. Establishing and Maintaining

a Prairie Garden,? covers how to
plant a prairie for small areas, such
as a backyard or a few acres. Topics
covered include seed versus plants,
soil preparation, weed control and
prairie management. References and
sources of seed and plants for Min-
nesota are included.

3. Using Native Plants® is a 2-hour
video tape that covers establishment
of woodland wildflowers, prairies and
lakeshore plantings. On-site visits to
Eloise Butler Wildflower garden,
Curtis Prairie at University of Wis-
consin’s Arboretum in Madison, Big
Sand Lake in McGregor, Minn. and
the Minnesota Landscape Arboretum
are featured. A 20-page information-
al packet with references, sources and
plant lists is included with the tape.

!Minnesota Extension Service Pub. AG-F0-3238-C. R.
Robison, D. White, M. Meyer. $1.50. 18 pp.
*Minnesota Extension Service Pub. FO-6748-C, J.
Kyhl, M. Meyer, and V. Krischik, $1.50. 7 pp.
*Minnesota Extension Service Video. AG-EP-6700
$50 purchase, $35 rental. Publications and video are
available from the Minnesota Extension Service Dis-
tribution Center, 1420 Eckles Avenue, St. Paul, MN
55108-6069, 612-624-4900, 1-800-876-8636.

**Sports Turf Specialists**
¢ High Tech Drainage ® Renovation e Excavating
Techniques & Design ¢ Landscaping & Grading
Jeffrey L. Hartman
President
8011 Bavaria Rd., Victoria, MN 55386 ® 612-443-2958 e Fax: (612) 443-3452
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SUPERIOR PRODUCTION. The Silent Storm Variable
Frequency Drive pump station combines efficiency and
simplicity to save you up to 50% on your power bills
and countless hours in maintenance to your pump
station and entire irrigation system.

INDUSTRY LEADERSHIP. FLOWTRONEX PSI is the
LIRSS world's largest pump station manufacturer, with more
installations than all of our competitors combined.

ORLDWIDE SERVICE. Using the revolutionary FlowNet
service network, FLOWTRONEX PSI is able to provide 24-
hour support and fast on-site service when you need it.

Whatever your needs: 4 N
®Variable Frequency Drive or Conventional
®Vertical Turbine or Horizontal Centrifugal

®Prefabricated or Retrofit

= Contact: Dean Chaltas at
B DISTRIBUTING co. 612-475-2200 Ext. 224

MTI Distributing Co.
FLOMWTRONEN PSE 14900 21st Ave. N.

Pumping Systems Plymouth, MN 55447



MGCSA BOARD MEETING HIGHLIGHTS

(Editor’s Note: The following is a brief synopsis of the April
29 Board of Directors meeting held at The Lafayette Club.)

Roll Call

Pat Walton, Fred Taylor, Jim Nicol, Scott Turtinen, Tom
Johnson, John Queensland, Steve Shumansky, Steve Young,
Jeff Backstrom, Leif Erickson and Bob Distel.

Treasurer’s Report

Johnson reported that he estimates $13,000 to $14,000
profit for year 1996-97 ending May 31. “We are in very good
financial shape at this time.’

Discussion on the Long Term Investment Plan of our
Trust Fund.

MGCSA Executive Committee to devise SOP for invest-
ing Trust Fund.

Communications

Letter from Ross Galarneault regarding “Ice Alert” let-
ter. GCSAA Scholarship letter.

President’s Report

Taylor reported Past Presidents’ Meeting at Manitou
Ridge very helpful and more Past President meetings will
be scheduled in the future. Past Presidents’ concerns fo-
cused on:

1. Guidelines for Distinguished Service Award.
2. Investment strategies.

3. Annual Conference — reinstitute luncheon.
4. Communication with and from the MTGF.

Taylor also attended a meeting of the Allied Associations
of Golf. Discussion on MGA legislative team and PGA car-
rier link. i

Business Office

Turtinen to attend a GCSAA computer training seminar
on June 26th. Many calls to business office concerning ice
damage. 1997 Membership Rosters have been sent out. Turf
Tourney applications mailed first week of May.

Bylaws

Tom Fisher is reviewing bylaws with Taylor.

Conference and Education

Young is in contact with Brede regarding upcoming con-
ference in December. Past Presidents’ Luncheon to be held
Wednesday at noon prior to Annual Meeting and reception
to be held that afternoon and evening.

Editorial
The May issue of Hole Notes was 44 pages.

Environmental

Environmental Handbook information is all in. Addition-
al information to be mailed to members in June. Commit-
tee is developing a one-page letter on the “Benefits of Golf
to the Environment.’

Human Resources

Backstrom working with Terry Mueller of OSHA on
ROPS situation. They are now looking at the weight of the
vehicle as the determining factor versus horsepower. Look-
ing at 1500 1b. level at this time. Backstrom will have more
information at next Board Meeting.

Membership

Shumansky reported 19 new members.

Industrial Relations

Standard Operating Procedure addition to go in Hole
Notes regarding Vendors’ Dues.

MTGF

Walton not present at last MTGF meeting. Joe Moris
served as alternate. The MTGF Board approved $4,000 to
co-op a survey to be developed by Brad Pedersen and dis-
tributed by the Humphrey Institute at the University of
Minnesota to determine the economic impact of the Green
Industry in the State of Minnesota.

Public Relations

Backstrom reported that the MGA has a Web Site avail-
able to us. Taylor was interviewed about Winter Damage
on the radio with Joe Andrews.

Scholarship

Queensland reported that the Scholarship Committee
met April 7th at North Star Turf and prepared a budget
for the coming year.

Charlie Pooch is working with Hank Wilkinson on the
Trans-Mississippi Scholarship.

1997 Scholarships will be four $1,000 Turf Scholarships,
two $1,000 Legacy Scholarships and one $1,250 Garske
Legacy Scholarship.

Old Business

Discussion on creating a Benevolence Fund for MGCSA
members who were affected by the spring floods. Need to
determine if there is a need prior to establishing the fund.

With funds being available this year a motion was made
that the MGCSA make a $1,000 donation to the Fairway

Foundation. — Patrick A. Walton, CGCS
MGCSA Secretary
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Ran R BIRD

RAIN-BIRD GOLF

WAREHOUSE SALES INC.

RainBird has been irrigating golf courses throughout the country for over six decades. The
decade of the nineties will bring even more successes simply because our overall commitment to
quality products for EVERY application in golf, as well as legendary service to the superintendent.

Please review, if you will, the following list of products. Whatever a superintendent’s needs, we
have the application.

O Computerized water management systems,

central control systems & stand alone satellites.

Electric AND hydraulic control options for all systems.

12-, 16-, 24-station satellites/32-, 40-, and 48 station satellites.
The industry’s only “satellite-less” computer control systems.
Valve-in-head (electric and hydraulic), or block systems
Automatic (adjustable) pressure-regulated sprinkler heads
Gear drive AND impact drive rotors.

Plastic AND brass valves

50 - 150 PSI systems

Adjustable arc part-circle models on all rotor series.

Stainless steel pedestals for all satellites (composite standard)
Weather stations, sensors and monitors.

Remote control devices (Radio, Computer, Phone, etc.)
Pump Station equipment and VFD Control Panels.

Allied Products (pipe, fittings, wire, valve boxes, etc.)

o000 000000000

If you are interested in, or have any questions about this information, or anything regarding
RainBird Golf, please give us a call at (800) 422-1487

Thank you very much for your support over the years.
Cordially,
P & H WAREHOUSE SALES, INC. RAIN-BIRD SALES, INC. GOLF

PLYMOUTH EAGAN ST.CLOUD SIOUX FALLS

9835 10th Ave. N. 1971 Seneca Road 415 Sundial Drive 2303 W. 50th St.

Plymouth, MN 55441 Eagan, MN 55122 Waite Park, MN 56387 Sioux Falls, SD 57105
612-542-1188 612-687-0282 320-259-6448 605-357-9577
FAX 612-546-7515 FAX 612-687-0382 FAX 320-259-0165 FAX 605-357-9960




Serve and Turf:

Customer Service and Your Crew

During the March Mini-Seminar
we had the opportunity to spend the
afternoon looking at customer service
skills. At the heart of our discussion
was building trust and rapport, the
goal of any customer service effort.
The result of building trust and rap-
port with customers is they become
more willing to do what you want
them to do, such as:

® Return to your club

e Tell others about your course

¢ Pick up the pace of play

® Respect the work you’ve done
by treading lightly

The flexibility that comes with
trusting relationships is what great
customer service is all about. So to
help you build those trusting relation-
ships, here are five ideas to put into
practice today:

Teach Your Crew Why
Customers Love Golf

Golf means many things to each
player. While some golfers are total-
ly focused on their scores and the ex-
ecution of each shot, others use
hitting a little white ball as an excuse
to walk on a perfectly groomed fair-
way. Although the walk isn’t always
straight, it can be the best part of golf.
Once your crew members understand
why golfers are so passionate about
the game, they will start seeing their
role in meeting customers’ expec-
tations.

Encourage Crew Members
To Play & To Learn
What Golfers Expect

Like falling in love, golf is one of

By JACK MATEFFY
Mateffy and Company

those “you don’t know until you try
it” things. You may have a crew that
needs to gain a new perspective. Take
them golfing and have them look at
the course through a golfer’s eyes.
Ask them what they expect from the
tee box, the fairways, and the greens.
One of the best ways to stay focused
on service is to walk in the customers’
spikes for a day. Only by seeing
things from the customers’ viewpoint
do we create an enthusiasm for serv-
ing others.

Demonstrate Patience
In The Face(s) Of Anger

Being a good example is one of the
superintendent’s hardest jobs. When
players, who are probably lost in a
poor round, yell at you about the con-
dition of the course, what do you do?
With crew and customers watching,
do you keep your cool? Being a good
example is tough. Yet the way you
respond is seen by your staff as the
standard for dealing with anyone’s
anger. A good thing to keep in mind
is that customers are usually not an-
gry at us, they are angry at a situa-
tion they can’t control. I can think of
fewer situations that are harder to
control than the flight, bounce and
roll of a golf ball.

Show Crew How
To Accept Compliments

When golfers share positive com-
ments about your course, every crew
member should accept that en-
couragement with open arms. Too
often heart-felt compliments falls on

what seem to be deaf ears. The words
hit the ground and even, like a chip
shot, roll backwards toward the cus-
tomer. As a superintendent, you want
to know what people like about your
course and that you appreciate their
willingness to offer some kind words.
So, make sure every comment, even
critical ones, are received with a
genuine “thank you for sharing that”
from your crew members. Remember,
compliments that are not ac-
knowledged will not be repeated.

Maintain A
Positive Voice

Just as in how you respond to an-
gry customers, your example of posi-
tive communication with them will
become the standard for your staff. Do
your customers know you appreciate
them? Do they know you want them
to come back? Do they know you wel-
come their comments, compliments
and suggestions? Does your crew see
a high regard for customers through
your words and behaviors? If your an-
swers are yes, then the right standard
of customer service is being set daily.

These ideas can help you make the
goal of building trust and rapport
with customers a reality. Your com-
mitment to leading the way is an alal
important first shot!

* ok ok %k

(Editor’s Note: Jack Mateffy is the
president of Mateffy and Company, a
training and consulting firm located
in Minneapolis. Mateffy and Compa-
ny designs and presents employee de-
velopment and training programs for
clients around the nation. For more in-
formation on their services, please call
Jack at (612) 472-0820.)
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GCSAA Board Approves ’97
Legislative/Regulatory Agenda

At its pre-conference meeting,
GCSAA’s board of directors approved
a new legislative/regulatory agenda.
Developed by the government rela-
tions committee, the agenda identi-
fies current government issues that
affect golf course superintendents and
describes GCSAA’s plan of action for
addressing each issue.

FEDERAL LEGISLATION

EPA Budget (enforcement)

EPA was given additional funding
to implement the new pesticide and
drinking-water laws passed in 1996.
Congress will oversee implementa-
tion of the new laws. There is a threat
that these activities will distract from
lower priority regulatory activities,
but there is not a consensus on
whether the existing level of regula-
tion and enforcement activity

by the EPA is good or bad for superin-
tendents.

Plan of Action: GCSAA will moni-
tor and report on EPA spending and
priorities and encourage compliance
with laws regardless of the level of
EPA enforcement.

Endangered Species

Enforcement of the Endangered
Species Act has had an impact on
landowners, and reports on its effec-
tiveness in preserving species have
varied. The proposed solutions would
alter the ESA and generally allow
more flexibility in ESA enforcement
strategies. Superintendents report
that laws regulating the protection of
habitat have been burdensome to golf
course development.

Plan of Action: GCSAA will moni-
tor and report on proposals to

Golf Course

Accessories

Ball'Washers » Detergent « Mounting
Pipes & Bases = Tee Signs = Spike

Brushes  Hole Cutters « Flag®olgs =,
Flags » Cups = Rakes = Benches ¢

Tee Markers = Practice Greens
Markers = Whipping Poles ¢ Course
Signage = And More.

Requested by players. Preferred by
course professionals. Specified by
designers and used with pride
wherever golf is played.

Call your Par Aide dealer today for
a FREE CATALOG, or call us for the
dealer nearest you: 612-779-9851.

©1995. Par Aide Products Co.. St Paul MN

amend the Endangered Species Act,
inform members about opportunities
for grassroots action and provide in-
formation about compliance. The En-
vironmental Principles for Golf
Courses will serve to answer in-
quiries about GCSAA’s position on
endangered species, and reports
about members’ efforts to provide or
preserve habitats for endangered or
threatened species will be publicized.

Wetlands

Legislative proposals on wetlands
would offer more alternatives to land-
owners with wetland areas that need
protection. These proposals included
altering the federal definition of wet-
lands to include fewer land areas and
applying the “takings” approach to
compensating landowners affected by
wetlands restrictions. Regulatory ac-
tivity has included a proposal to
eliminate “nationwide” wetlands per-
mits that streamlined the approval
process, and business is opposing this
change. Many of these changes could
impact golf course renovation and de-
velopment.

Plan of Action: GCSAA will moni-
tor and report on proposals to amend
wetlands laws, inform members
about opportunities for grassroots ac-
tion, communicate an association po-
sition as appropriate and provide
compliance information. The En-
vironmental Principles for Golf
Courses will serve to answer in-
quiries about GCSAA’s position on
wetlands, and reports about mem-
bers’ efforts to provide or preserve
wetlands will be publicized.

Pollution/Runoff

Proposed amendments to the Fed-
eral Insecticide, Fungicide and
Rodenticide Act (FIFRA) and the Safe
Drinking Water Act (SDWA) did not
address nonpoint source pollution
rules affecting golf courses, but issues
may arise during the implementation
phase.

(Continued on Page 28)
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| MGCSA AFFILIATE NEWS ]

Par Aide Practice Range
Signs Designed To
Go The Distance

Par Aide Products Co., St. Paul, has announced new,
highly visible Practice Range Signs designed to be easi-
ly seen from distances up to 275 yards.

These heavy duty signs can be assembled to indicate
distances in increments of 25 yards.

Constructed of thick, black rubber with molded-in
white rubber numbers, these signs are as tough as semi-
truck mud flaps. Avaialble in a kit form, each of the eight
combination kits contains three number flaps and a
heavy gauge, black, powder coated steel frame. Rugged-
ly built to withstand the elements, the frame also moves
easily for ball collecting and mowing. The numbers,
measuring 11" x 23" each, can be hung up to three
panels across to indicate the desired distance. Individu-
al numbers can also be purchased separately to modify
yardage distance.

For further information about this product contact Par
Aide Products Company at 612/779-9851.

MTI Expands Both Fargo
And Plymouth Locations

MTI Distributing Company, the exclusive regional dis-
tributor of Toro products, announced the expansion of
its Fargo and Plymouth locations. In Fargo, it has more
than doubled its yard capacity and fenced area, adding
substantially to its capabilities for storage, moving of
equipment, and the presentation of used equipment. The
outside used, demo and new equipment lot is now direct-
ly accessible from a newly installed doorway in the in-
side display area. This inside area has been completely
remodeled for easier viewing and customer comfort.

MTT’s Plymouth location has also added to its facility.
Now offered is an outside used equipment office and a
heated indoor display area for winter viewing. MTI is
currently operating under expanded hours for the sum-
mer season.

MTI also announces that Randy Mackeben has joined
MTI in the newly created position of Director of Cus-
tomer Support Services. Randy’s role will be to assist and
coordinate the flow of service administration, with a lot
of attention to primary customer contact, customer satis-
faction issues and pursuit of better ways to organize,
track and improve the entire flow of service functions.

“We believe the addition of Randy Mackeben in this
position will help MTI to improve and expand its cus-
tomer support services,” said MTI General Manager Jim
Kaufman. “We're pleased to have Randy on board, and
we feel he is an outstanding addition to our team.’

Leitner Company Has New
Crumb Rubber Top Dressing

Crown III Crumb Rubber Top Dressing is now dis-
tributed in Minnesota, North Dakota and South Dako-
ta by the Leitner Company, St. Paul.

Ninety tons of Crown III Crumb Rubber Top Dressing
(made from recycled tires) is being installed on the foot-
ball field at the newly constructed stadium at East Cen-
tral High School in Tulsa, Okla.

The resulting turf reportedly will have a consistency
and resiliency which will reduce the chances of injuries
to athletes, reduce soil compaction, reduce abrasion to
the grass blade, extend the growth season in both the
spring and fall and reduce water evaporation.

The use of crumb rubber as a top dressing was
researched and patented at Michigan State University.
Internationally marketed under the trade name Crown
III starting in 1994, the product has over 300 installed
sites and claims to have won the respect of turf indus-
try professionals for its ability to reduce or eliminate turf
grass wear.

Call Mike Leitner at (612) 291-2655 for more infor-
mation.

Spectrum Research, Inc.
4915 E. Superior St., Ste. 100
Duluth, MN 55804
218-525-5322
email: spectrumsoftware(@compuserve.com

Spectrum Research, Inc. specializes in the
assessment of environmental impacts and
development of protective systems for turfgrass,
golf course soils, and water resources.

We literally wrote the book:

Golf Course Management and
Construction: Environmental Issues

Our Expert Services Include:

% Evaluate soil and site conditions for high quality
turfgrass.

% Prepare environmental assessments and impact
statements.

% Prepare integrated turfgrass management plans
for golf courses. Includes irrigation, fertilizer,
pest and disease management, and surface water
and ground water protection.
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000000000000000000000000000000000000000000000000000000
ASK FOR FREE ’97 TURF CATALOG!

GREENSAIRE?® 24 —Developed for greens and other fine turf GA™ 30 —A combination of variable core spacing, speed,
areas, it pulls 100,000 more cores on 10,000 square feet than and precision coring. Aerate greens, tees and fairways up to
the competition, making it the ultimate in greens aeration. adepth of 3.75 inches.

GA™ 60 AERATOR—Has proven to be more effective than any RENOVAIRE®—Designed with the “true contour” principle
competing tractor-pulled reciprocating fairway aerator on the in mind, each pair of tine wheels is independently mounted to
market. follow the contour of the land.

We cover the hole thing

Make Ryan® aerators a part of your hole maintenance program. For small,
compact spaces, undulating terrain or wide-open spaces, nothing aerates more
effectively than equipment from Ryan. For golf, sports or grounds aeration the
only name you need to know is Ryan and Cushman.

CUSHMAN
Call today... RYAN
(612) 333-3487 or For The Best Results
Toll Free 1 (800) 759-5343 -
for a free on site demonstration. Authorized Factory Dealer Since 1949
- ____ CUSHMAN __
=(USHMAN MOTOR (0., IN(.= 1rrcare =
o EQUIPMENT —

2909 E. FRANKLIN AVE., MINNEAPOLIS, MN 55406 * (612) 333-3487  TOLL FREE 1-800-759-5343 * FAX: (612) 333-5903



MGCSA Scholarship Scramble Set For July 14

Martin Terveer will be the host superintendent at the
1997 MGCSA Scholarship Scramble to be held July 14 at
Hidden Creek Golf Club in Owatonna.

This is THE annual event geared for the superinten-
dent and his/her staff to get out together and enjoy a
round of golf and a little competition between clubs. It’s
a great way to reward your key crew members. Get your
team in early as this year’s event will likely fill up fast.
Single players and/or partial teams are welcome. We’ll pair
you up or fill out your team. And remember, all net pro-
ceeds go to the MGCSA Scholarship Fund which supports
both turf student scholarships and MGCSA member lega-
cy awards.

Please indicate your preference for morning or af-
ternoon shotguns. (We have arrangements for afternoon
golf at a nearby club for morning participants but need to
know your interest immediately as the clubs do not want
to hold the tee times any longer than necessary.)

Entry fee is $40 per player which includes:

¢ Entry in Scholarship Scramble on the new
Hidden Creek Golf Club.

¢ An outdoor Pig Roast following golf.

¢ Entry in a raffle for some nice gifts.

® Closest to the Pin contests on all Par 3’s.

® Pro Shop Credit awarded to the top six teams.

Also, though not determined as of this writing, we are

REGISTRATION FORM

intending to earmark a small amount from each registra-
tion towards a memorial to Randy Nelson. Randy was a
long time member of the MGCSA and instrumental in the
development of Hidden Creek. Randy passed away, long
before his time, in 1995.

Golf carts are an additional $10 per person. Contact
the Hidden Creek pro shop at (507) 444-9229.

Bring a few extra dollars if you want to get in on the Gi-
ant Skins game, the Putting Contest, or to buy a couple
of Mulligans. The Scholarship Committee will also be sell-
ing MGCSA merchandise.

The format will be a four-person scramble. All play-
ers will tee off from the same markers. Teams must use
two drives from each player during the round. Team mem-
bers must be MGCSA members or key people on the mem-
ber superintendent’s staff. Registrations will be accepted
for more than one team per club; however, an additional
team(s) may be requested to play in the morning shotgun.
This event is meant to be a fun day of camaraderie, to the
benefit of the students the MGCSA supports in their quest
for higher education.

If you would like to enjoy the pig roast and comradery
without the stress of driving home, we have reserved a
small block of rooms at the Ramada (507/455-0606) at the
special rate of $54, single or double, including breakfast.
These rooms will be held until 7/1/97. Make plans early
if this appeals to you.

1997 MGCSA SCHOLARSHIP SCRAMBLE
HIDDEN CREEK GOLF CLUB ¢ JULY 14, 1997

Golf Course/Company:

Address:

City: State: __ Zip Code:
Player 1: Job Title:

Player 2: Job Title:

Player 3: Job Title:

Player 4: Job Title:

Shotgun Preference: [ Morning (8:00 a.m.) [ Afternoon (1:00 p.m.)
If you play in the morning shotgun, would your team like to play at a nearby course in the afternoon? [ Yes [ No

person(s) will attend the 6:00 p.m. barbecue.

Carts are available for about $13 per person payable at the Hidden Creek pro shop.
Please make arrangements through the pro shop by calling (507) 444-9229.

Please register golfers at $40 each and

non-golfers at $25 each for a total of $

NOON LUNCH AVAILABLE ON YOUR OWN.

Mail Entry and Payment to:

ENTRY DEADLINE:
JULY 1, 1997

MGCSA Scholarship Scramble
P.O. Box 617
Wayzata, MN 55391
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We’re Right on Par for What You Need!

Applications for All Areas of the Game.

L

Soil Solutions!

from Floratine

CalpHIlex-

The Economical, Highly Soluble
Calcium Chelate for Managing:

. Calcium Deficiency
. Magnesium Excess
. pH Balance

. Sodium Build-Up

Maxiplex-

The Concentrated Liquid Humic
Acid for Better Management of:

. Compaction

. Nutrient Tie-Up
. Leaching

. Hot Spots

Floratine Products Group

129 S Main, Collierville, TN 38017
(901) 853-2898

L%

FLORATINE PRODUCT

#1 in BioStimulants

JUST FOR THE !
HEALTH OF IT!

*ASTRON PLUS *PER “4” MAX PLUS
*KNIFE PLUS  *RENAISSANCE

and other patented hormone
balanced auxiliary nutrient
compounds promoting
improvements in turfgrass:

*Root Development
*Stress Resistance & Recovery
*Health & Quality

Decidedly Different in
Design & Performance

Biological Water Clarifier

¢ Eliminates Murky Water
¢ Eliminates Odors

¢ Controls Algae Bloom

® Removes Surface Scum

PROUD

to be a member

{ccsaa

Platinum Tee Club

to our many turfgrass
management friends

FLORATINE D
Creative Solutions for S
i

Turfgrass Managemen

179 So. Main/Collierville, TN 38017
(901) 853-2898

For More Information Call Dan or Rick at 612-934-1205
Superior Tech Products 80 W 78th St, Suite 135 Chanhassen, MN 55317




