The American Elm-
(Continued from Page 10)

The tree was named the 'St. Croix'
and first cloned in August 2003.
Preliminary greenhouse inoculation tri-
als at the University of Minnesota,
Department of Plant Pathology were
very encouraging, and a repeat of Dr.
Townsend's field trials, including the 'St.
Croix' and a few others, will be ready to
run in May 2009. The research is a col-
laborative effort between the
Department of Horticultural Science
and the Department of Plant Pathology,
and is substantively supported by the
Minnesota Turf & Grounds Foundation.

While we must always be careful
about becoming too enamored with any
given species, and we must never relent
in our cultural struggle with DED in our
communities, it is exciting that we can
once again employ American elm in our
landscape plans. The proposition that
we may soon have a local provenance
disease-tolerant cultivar is especially
encouraging. The American elm is still a
superlative ornamental shade tree in
many circumstances, and the more dis-
ease tolerant cultivars to choose from
the better.

LEITNER COMPANY

Specializing in Soils for Golf Course Maintenance & Construction

Soil mixing and processing specialists.
Supplying the Golf Course Industry with soil and sand products for over 60 years.
Material to specification for topdressing and construction.
Quality - Reliability - Experience

MIKE LEITNER

LEITNER COMPANY

945 Randolph Avenue ~ St. Paul, Minnesota 55102

(651) 291-2655

PROUD SUPPORTER OF RESEARCH AND EDUCATION THROUGH THE MGCSA
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Rescue your course from the effects of
summer stress. Use Trinity and get

Finally, an Sl you can use in the summer! Trinity™ fungicide delivers superior We Don’t Make The Turf.
control of tough diseases like anthracnose, brown patch, take-all patch, We Make It Better.™

summer patch and dollar spot — all without

unwanted PGR effects. Trinity even suppresses

algae, giving you improved turf quality for a

healthier course. Save your turf this summer.
Use Trinity.

Find out more: betterturf.com
Find a turf care supplier:

-BASF

SR

800-545-9525 The Chemical Company
i - - .
Always read and follow label directions.
l Better Turf, Trinity and We Don't Make The Turf. We Make It Better. are trademarks of BASF.
FUNGICIDE 22007 BASF Corporation. All rights reserved. APN 07-14-002-0024



Survey Says...

By PAUL DIEGNAU, CGCS, Keller Golf Course

and JACK MACKENZIE, CGCS, North Oaks Golf Club

Education

As the education chair, the Editor of
Hole Notes asked me to respond to the
results of the survey as they relate to
MGCSA-sponsored educational opportu-
nities. Co-chair Tom Proshek and I are
responsible for programming the March
Mini-Seminar, GCSAA regional seminars,
speakers for the spring and fall mixers,
and the golf-related content for
the Green Expo. The results
from this survey are along the
lines of what we expected for
the most part. The old adage
"you can't please all of the peo-
ple all of the time" rings true
once again.

The number of MGCSA
members attending the Green
Expo on an annual basis is an
impressive 83%. The reasons for
not attending range from cost
and location to trade show and education-
al topics. It is unlikely the location of the
show will change due to its size, complex-
ity, sheer volume of attendees and the
somewhat central location in the state. In
my opinion the cost of attending all three
days is very reasonable at $73 with the
member discount and discounted rooms
at the Hyatt Hotel for $91/night. The |
trade show at the Green Expo is one of the
largest in the United States and offers
something for everyone.

The quality of the speakers and their
topics rated a total of 94% as either aver-
age or excellent. It would have been inter-
esting to include one or two additional
choices, as it is a rather quick jump from
"average" to "excellent". We will continue
to push for excellence in our educational
offerings specific to golf, however there
are limitations we must work with in our
current arrangement. Some of the com-
ments made in this survey reveal there is
still some confusion and/or misinforma-
tion out there regarding the inner work-
ings of the Green Expo.

There are two organizations that
sponsor the Minnesota Green Expo:
MNLA and the MTGF. MGCSA is one of
nine allied associations within the MTGF.
MNLA is a much larger, better-defined,
resource-rich organization than the MTGE.
Bob Fitch, Executive Director of the

MNLA, is responsible for running the
Green Expo, and if I might add, does a
fabulous job. As you can see, the MGCSA
is but one cog on the Green Expo wheel.
There are several factors that limit the
quantity and length of the educational ses-
sions specific to golf. I may or may not
agree with these established protocols but
they are as follows:

“The MGCSA is but one cog on the

Green Expo wheel. There are several

factors that limit the quantity and
length of the educational sessions

specific to golf.”

* Dedicated trade show time - the
exhibitors on the trade show floor provide
the financial blood that drives this show.
Therefore it is of utmost importance that
they remain satisfied and willing to return
year after year. Dedicated trade show time
means that nothing else can compete with
the trade show during these established
blocks of time. There are 11.25 hours of
dedicated time over the three days and
25.5 hours that the Green Expo is officially
open. This equals 11.25 hours that are
unusable for education sessions (lunch is
also included in those hours).

* Limited number of education time
slots.

¢ Limited number of rooms.

* Concurrent golf-specific sessions are
difficult to balance. A stronger topic or
speaker will outdraw a "weaker" session,
often resulting in embarrassingly small
audiences. Remember, golf course profes-
sionals only account for a small percent-
age of the attendees on any given day. We
also hear grumbling when two strong top-

| ics or speakers are booked concurrently (I
think that is a good problem to have).

* Pesticide re-certification session top-
ics must be approved by the Minnesota
Department of Agriculture as relevant to
the program.

* Green Expo protocol prefers that out-
of-state speakers present for multiple ses-

sions to help defray speaker costs overall.
* Some popular, well-known golf
industry speakers have raised their rates
substantially in the last several years and
are limiting their speaking engagements.
* Speaker availability - we compete for
speakers with green industry shows all
across our nation.
Hopefully you can see that there are a
multitude of factors we must deal
with when programming for
golf-specific speakers and topics.
Eleven individuals recorded com-
ments on why they felt the Expo
educational offerings were below
average. The main thrust of those
comments centered on too much
landscaping and not enough golf
and the need for more detailed
topics and extended sessions. As
explained above, we are limited
in the educational time slots allot-
ted as an association. We added the popu-
lar Thursday morning extended session
several years ago and will continue with
that format. The education committee is
always looking for speaker or topic ideas
that would interest our membership. In
my three years as the education chair I can
remember being contacted TWO times by
members with ideas for education ses-
sions. Both of those ideas were imple-
mented into education sessions. If there is
something specific you are looking for in
an educational experience, please let me
know and we will try to make it happen.
So you may be asking, "Why doesn't
the MGCSA leave the Green Expo and
go back to the way it used to be?" As
expected, there are pros and cons to each
situation. The MTGF receives one-third of
the net revenues from the Expo event.
This translates to approximately $120,000
per year. Of that amount $60,000 is given
| to Drs. Horgan and Watkins to support
their research and the TROE Center.
Additional turf and grounds research is
funded yearly through MTGF with the
remaining monies. Return to the days of
the MGCSA Annual Conference and that
event was lucky to break even yet we

| retained our identity and all education

‘ was golf-specific.

|

(Continued on Page 14)
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MGCSA Survey-

(Continued from Page 13)

Not Richard Dawson, but rather Mike Knodel CGCS,
Superintendent at the Oak Grove Golf Club, conducted on behalf
of the MGCSA Board of Directors, a very enlightening industry
survey recently. Thank you to everyone who participated, 41 per-
cent of the 512 surveys sent via email responded to some or all of
the questions asked.

The survey questions were compiled by the Board of Directors
and completed through Survey Monkey, an online survey site.
The survey was setup as an anonymous response system with
both multiple choice questions as well as essay response ques-
tions to give members a chance to voice their honest
opinions.The following graphics represent the results of the sur-
vey.

How would you rate the quality of speakers and topics
presented at the Green Expo?

‘ + 36.9 % Excellent
» 57.2 % Average
* 5.9 % Below average

What is your perceived value of being a member of the
MGCSA?

* 84 .1 % Meets or
exceeds expectations

* 15.9 % Does not
meet expectations

Do you attend monthly meetings on a regular basis?

* 16.6 % Yes

“: . 83.4 % No

Would you be interested in serving on an MGCSA
committee or volunteer in other ways?

* 57.9% Yes

* 42.1 % no

Why don't you attend the monthly meetings?

26.9% cost
* 46.2 % Location
e 71 % Education topics

* 84% Time commitment

* 7.1 % Too many meetings

Would you support a $25 increase in MGCSA dues to
retain a lobbyist to strengthen the MGCSA voice at the
legislature?

*« 73.3% Yes

« 26.7 % No

Do you attend the Minnesota Green Expo?

* 83.4 % Yes

+ 16.6 % No
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MGCSA Survey-

(Continued from Page 14)

Do you think the MGCSA should operate a golf course?

* 37.1 % Agree
* 40.9 % Neutral
+ 22.0 % Disagree

Do you like the current format of the Hole Notes?

* 952 % Yes
* 48 % No

CLASSIFIED ADS

WANTED
Cocoa Fiber Mat
Contact: Chris Klatte
Grand View Golf Links
218-522-0812

FOR SALE
Mod 83 Olathe Thacher & Mod 93
Slit Seeder $2,000
TORO flex 21 greens - $2,500 (200
hrs)
Contact: Butch Brown
Birch Bay Golf Course
218-820-2158

FOR SALE
Wittek 7 gang Ball Pickerin V.|
formation. $500 obo.
Protective canopy to fit Club Car.
Make offfer.
Contact: Mark Lindberg
Edgewood GC/ Fargo Parks
701/293-7121

FOR SALE

$2995 obo (1995 Clubcar Carryall II
utility /beverage cart
including 2004 Beverage Caddy
Express tow behind/stand
alone beverage unit...for pictures
see ebay item # 140245415637) —
$995 obo (1993 Toro Hydroject

Contact: Guy Leach
Spring Valley Golf Course
715-928-0405

WANTED

Does the content of the Hole Notes help you to do your
job?

Greens Groomer that would
fit John Deere 220A
walking greens mower.
Also wanted:

Used 1/2 hrs 115 volt
Otterbine fountain.
Contact: Mike Burke

* 84.9 % Yes
* 15.1 % No

218.784.8330

WANTED
Jacobsen SV 2322 (gas) par
1000297 governor board
#DYN1 10870.

Jacobsen anymore.
Contact: Jim Temple

952.953.3656

VISIT www.MGCSA

3000 water injection spiker airifier

Heart of the Valley Golf Club

Part is not available from

FOR SALE
Thatch-Away Supra System
slicer cassettes.
Set of three. Barely used.
$2200 O.B.O
1000 gal heavy duty liquids con-
tainer. 2 available. Make offer.
John Deere 4710 Tractor rims and
tires 17-5L-24 (back) and 10-
16.5NHS (front). Ag tread. Great
condition. Make offer.
Contact: Eric Counselman
Somerby Golf Club
507-775-3743

FOR SALE
GA 30 Ryan Aerifier
‘ (1990) - $2000
| Ryan walker Aerifier (1984) - $800
Jacobsen GK IV Triplex
(Diesel) (1989) - $1,000
Toro Fairway Mower Reelmaster
5300-D (1999) - $4,000
Jacobsen Rotary Turfcat
(1999) - $4,000
Contact: Tim O'Driscoll
Rochester Golf & Country Club
507.536.4487

WANTED
Used Toro Irrigation Heads.
Electric Valve in Head preferred.
Both 1" and 1 1/2" bodies needed.
Contact: Jeff Normandt

machine, 794 hours,

2 PISTONS (part # 86-8830) IN Maple Grove CC.
THE WATER PUMP CRANKCASE 608.786.1508
ASSEMBLY 507.459.7730

NEED TO BE REPAIRED OR
REPLACED...for pictures see ebay FOR SALE
item # 140246289836) 1995 Clubcar Carryall II

$2,500 obo

(ebay item # 140231117509)
Contact: Guy W. Leach
Spring Valley Golf Course
715.928.0405

FOR SALE
Vermeer 44 in. tree spade - $10,000
7 ft. vetidrain - $9,000
Toro Fwy topdressor - $3,200
Toro Spikers (new) - $1,000
Toro Light wgt. fwy reel - $650
Contact: Scott Wersal
Ridges at Sand Creek
952.492.2644 Ext. 24

WANTED
Ransomes 350D for parts
Contact: Cecil Audorff
Lake Wissota Golf
715-382-4959

t #

Crystal Lake Golf Club
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Toro 835S/855S M any... s, i

geitsprinkiers places to use them.
Toro’s 835S and 855S golf w%‘ A4 Ways to ad.IUSt them' ”
sprinkler put you in ¥ s reasons you’ll Iove t .

control and provides:

Uniform coverage by
evenly distributing water
across the spray pattern.
Four-nozzle configuration
(3 front, 1 back) provides the
ultimate in nozzle
combination flexibility.

TruJectory™ to help fight
wind and avoid course
obstacles, such as trees,
mounds and bunkers.
Enjoy the ultimate in
adustability with 24
trajectory settings (7° to 30°,
in 1° increments).

Full-circle or part-circle in
one sprinkler. Switch
quickly and easily from full
to part circle, and back one great result.
again, with the same
sprinkler. No need to stock
service parts for two
different sprinklers.

Maximum lightning
protection and lower cost
of ownership. With nearly
three times the surge protec-
tion, Toro’s Spike-Guard™
solenoid keeps your system

Toro
855S

Toro
835S

running.
MTI Distributing, Inc. MTI Distributing, Inc.
2131 16th Street N, Ste. C 4830 Azelia Avenue N.
Fargo, ND 58102 Brooklyn Center, MN 55429 [ L0 {0 RELISTRTYTY
800-782-1031 800-362-3665

DISTRIBUTIN G 701-281-0775 763-592-5600



Network VP®

Satellite

The Network VP Satellite from Toro com-
bines modular flexibility, ease of use and
increased control in a single controller.

Modularity provides flexibility. The
VP Network is available from 16 to
64 stations, and can grow in eight-
station increments to meet your
needs. Optional station switches
and surge protection provide simple
operation and added security.

INCREASE CONTROL

64 programs - individual station control

Run up to 32 stations simultaneously

Choose from Basic, Advanced or Grow-In programs

The Network VP’s intuitive user interface is easy to use and

includes a backlight for improved visibility in low-light condi- EASE OF USE

tions, yet it is completely viewable in direct sunlight. The face-¢eseescecsscessssscssssccssccsssscscssscscsscne
plate’s combination of menu buttons, navigation arrows and ~ Modular construction.

an input dial allow the user to quickly access functions and S?mple programing reduces teghmcal Ualnig .
establish settings. Simultaneous program and multi-manual operation

With 64 irrigation programs, the Network VP allows program- FLEXIBLE

ming to the individual station level and supports station-based|'s-64 stations with SitePro® o orrreeeeees
fl ow management®. Discrete local and central modes make  Ra4io or wireline communication

stand-alone and central controlled operations independent Stand-alone or central control

from one another, while the ability to run up to 32 stations

simultaneously lets you put out more water, quicker than

ever before.

v @ MTI Distributing, Inc. MTI Distributing, Inc.
oA s 2131 16th Street N, Ste. C 4830 Azelia Avenue N.
m Fargo, ND 58102 Brooklyn Center, MN 55429 TORO. countonit.
800-782-1031 800-362-3665
701-281-0775 763-592-5600

DISTRIBUTING



MANAGEMENT MATTERS

Motioation

By JAKE RYAN
Assistant Superintendent, Northland Country Club

What's a superintendent to do when all
of his open and reasonable efforts to moti-
vate employees to come to work promptly,
work carefully, deliver exceptional results,
and operate as if they were pleased to be a
part of the team, fail? There is no lack of
reading material and motivational speak-
ers who'll tell you countless ways to start
burning a fire under your
employee's butt. But what do
you do when the fire goes out
and nothing in the many of
ways seem to work anymore?
What do we really know about
motivation?

Given the continuous bar-
rage of advertisement, mottos
and free opinion on the topic
of motivation, without doubt
there are at least a few key
rules that naturally work out
every time. Aren't there? Or
are we wrapped up with the
idea that everyone is an indi-
vidual, and what sets a person in action is
likely to get in the way of another?

Instead of wondering, let's gather some
information. Recall through the course of
all the jobs you've ever had, and bring to
mind the job you had that produced the
highest amount of motivation in you. It
doesn't matter what the job was. It is
probably the job you have right now or it
might be a part-time job you had in high
school.

Now that you've got the job in mind,
write down the things that caused you to
feel motivated and satisfied. If you're like
most people, the factors you listed are
common and so are the ones that didn't
make your list. On your list are items such
as recognition, opportunities for achieve-
ment, freedom, challenge, the chance to
learn and grow, and the work itself. What
was not there? You most likely didn't
write down items as job security, benefits,
working conditions, and the organiza-
tion's policies and procedures.
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I think the missing link in understand-
ing motivation is that there are two differ-
ent aspects at work. On one hand there
are the things that motivate us, that turn
us on, that cause us to feel satisfied with
the job. On the other are those things that
dissatisfy us, that turn us off, that prevent
us from being motivated. There are two

“Motivation represents a measurable
increase in both job satisfaction and
productivity. The motivated employee
does his job better and likes it more
than those who are not so motivated.”

variables at work, and you have to attack
both of them. Psychologist Fred Herzberg
stated it best: "Job satisfaction and job dis-
satisfaction are not flip sides of the same
coin. They are entirely different coins, and
the wise manager uses both those coins to
buy better performance."

What is motivation?

A good definition of motivation is this:
motivation represents a measurable
increase in both job satisfaction and pro-
ductivity. The motivated employee does
his job better and likes it more than those
who are not so motivated. I think what
makes true motivation is the first set of
factors mentioned: opportunities for
achievement and accomplishment, recog-
nition, learning and growth, having some
say in how the job is done, and worth-
while work. Those are the things that
build strong feelings of loyalty, satisfac-
tion, enthusiasm and many other impor-
tant attributes we want to see in our

employees.

But you can't get away with working
exclusively on the make happy level. You
have to make sure that you clean up the
job to reduce or get rid of those things that
cause people to be unhappy and quit.

Where does money fit
into this scheme?

Pay is the ringer in the
equation; the one factor that
shows up as both a source of
satisfaction and a cause of dis-
satisfaction. I think employees
are dissatisfied with their pay
when they feel it isn't equal
with their efforts, or is distrib-
uted unevenly, or doesn't
reflect the responsibilities of
the job, or is out of touch with
market realities. If you don't
pay competitive wages, people
will be unhappy and they will
quit. But no matter how much
you increase salaries, you won't create
motivation and job satisfaction, because
job satisfaction is about the content of the
job.

Look at it this way: Hire me to scrub
dirty floors and pay me pennies and I'll be
unhappy and unmotivated. If you raise
my wages to a large amount, I'll still hate
scrubbing dirty floors. But I won't make a
complaint any more about my crummy
compensation. I probably won't quit and I
may even improve my attendance record
(if you pay me my generous wages on an
hourly basis). What you have bought with
the generous pay increase you provided
me was not real job satisfaction. All you
have bought is the absence of dissatisfac-
tion. I don't think they are the same thing.
If you really want me to be a happy
employee, you'd better change the nature
of my work.

(Continued on Page 19)



Motivation-
(Continued from Page 18)

Modifying the nature of the job is the real
key to motivation. You need to do every-
thing you can to get rid of the things that
generate employee unhappiness.

Recognizing that regardless of how big
an investment you make you will get little
in return. All your budget will acquire is
the absence of dissatisfaction. You have no
choice but to pay people competitive
wages, provide a healthy, safe and desir-
able work environment. It is important to
give as decent insurance policies, vaca-
tions and retirements plans as people
could get working for the insurance com-
pany down the street. If you don't,
employees will quit and it will be tough to
hire replacements. But all you'll get for the
money you spend in this endeavor is a
bunch of employees who have to look for
something to complain about.

If you want genuine motivation you
have got to look at the job itself. Does the
work provide me with the chance to actu-
ally achieve something? Does my job let
me to do something that makes a differ-
ence? Do I have a lot of input in how I do

MGCSA volunteers help groom Interlachen during the Womens U.S. Open in June. Photo
courtesy of Judd Duininck, Duininck Bros., Inc.-Golf.

my job or am I completely limited by stan-
dard operating procedures? Can I learn
and grow and mature on this job, or will I
be hooking into the same quick coupler
watering the same green for the next
twenty years? Do I get any appreciation
when I do something particularly well?
Providing appreciation of high-quality
performance is the best place to begin.

Recognizing good performance any time
it's come across - with just a "Thanks" or a
literal pat on the back - can be enough to
get the motivational engine running. An
employee will need more than just an
attaboy, but acknowledging excellent
work every time it appears is a great place
to start the engine of motivation running.

CONTROL YOUR IRRIGATION SYSTEM

WITH YOUR CELL PHONE!

HYDROLogic™ is now offering the Rain Bird™ MI series Mobile
Controllers. Superintendents now can easily control their
irrigation systems by any cell phone with a basic web browser.
CONTACT Your Local
for more information!

Authorized Golf Distributor

Sales Representative today
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It's in the Hole.................... ‘.

Twin City Seed Adds Larry
Vetter to the Mix

Twin City Seed Company is pleased to
announce that Larry Vetter has joined the
professional staff at their Edina, Minn.
headquarters. Larry adds over 45 years of
turf industry experience to Twin City
Seed's staff, including over 42 years as a
GCSAA and MGCSA member. During
that time he served two terms as the
President of MGCSA and also was the
local chapter chairman for the GCSAA
International Conference and Show when
it was held in Minneapolis in 1976.

For nearly half of those 45 years Larry
specialized in formulating seed and fertil-
izer products. In addition, he has taught
Turfgrass Management for 10 years as
part of a landscape curriculum at a techni-
cal college and was most recently the
Executive Director of the Minnesota Turf
and Grounds Foundation for the past
eight years. The entire staff at Twin City
Seeds is excited to have Larry on our

Team. He can be reached at 612.418.5654
and lvetter@twincityseed.com.

Twin City Seed Company is in its 16th
year of servicing all aspects of the Turf
Seed industry, including quality seed
products, fertilizers and erosion control
materials.

David Soltvedt Receives
Professional Certification

David J. Soltvedt, a member of the
MGCSA and director of agronomy at The
Ridge at Castle Pines North, Castle Rock,
Colo. has been designated a Certified Golf
Course Superintendent (CGCS) by the
GCSAA.

A native of Karlstad, Minn., Soltvedt
spent his youth employed at the Karlstad
Golf Club as well as Justin Dagen Farms,
Inc., of rural Karlstad.

Soltvedt is a graduate of Michigan
State University’s golf/turfgrass manage-
ment program.

MGCSA

FALL MIXER

Pheasant Acres
Golf Course
Corcoran, MN

TOPIC:
Greens Management

Academy

+ Theory and History of Greens
+ Design Considerations
+ When to Build / Renovate
+ Turf Selection
+ Aerification
+ Disease Management

Host Superintendent:
Dennis Perreault

Summer Can Be Rough, Let Us Help You Smooth it Out

UALI-PRO

© Know the Sign.

SEED&RESEARCH

We Service What We Sell

oisarm

Protection From Tee To Cup™

@ Arysta LifeScience

A lOft‘

The One-Two Punch™

SelPRO

INTRODUCING LEGACY:
“The Latest in Growth Regulation”

Larry Thornton
612-804-1692

Fax: 952-949-3889

For Superior Turf Services, call:

Matt Schmid
612-366-4128
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