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A note about use of the terntesstoxic pesticide Throughout this document, we define legxic pesticides as
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the termsenvironmentally friendlandgreen Whenever possible, IPM Advocagraphasize cultural and mechanici
solutions to pest problems instead of chemical onésr example, promoting the use of traps and tools.



IPM Advocates for Retall Stores

INTRODUCTION

Large retail stores and independent garden centers selh assortment d lesstoxic pesticides, traps andtools.
Despite a growing number of consumers interested in purchasintpese products, store employees frequently direct
consumers toward aerosol sprays, foggers, dib-yourself perimeter sprays, and combination pesticidefertilizers for
lawns. Consumers purchase thes®ften using them without reading label directionsand risk exposure to excessive
amounts of pesticides. Many of the products contain pyrethroids, whiatanrun off into storm drains and
contaminate surfacewater.

Since 1997, the successf@ur Water, Our Worldprogram (OWOW?)» an outreach arm of the Bay Area Stormwater
Management Agencies Association (BASMAAhas involved over 200 retail nurseries and garden centers in
Northern California in programs that educate store employees and consumers about lemsic management
practices.By 2003, OWOW program consultant Annie Joseplas working with stores single-handedly, traveling to
different locations daily to conduct employeetraining workshops, hold tabling events for customers, and design
endcap displays featuringenvironmentally friendly products. At the same time, more and more stores were
requesting OWOW services.

Meanwhile, the UC Integrated Pest Management Program (UC IPM) was developing educational materials and online
training for store employees, andending touch-screen kiosks to cooperating retailers.

yT AOOAOGOETI ¢ OEA OEOOAOEIT T h EO xAGQudhkipdkaahdiiede Bomp@oeht® A Al OD
AT A OAOPTITA O OO01I OAGSE TAAAO A O AOOE O Oyeé thiAingxTE MIEhisET OAT O1 O
need, this Pest Management Alliance project combinéd?7 / 7 @efail expertise with UC IPMs wealth of technical

information and resources to complement this collaborative outreach and training program.

The goal of the project wago improve delivery of IPM information at retail stores through education of employees
and customers. In addressing this goal, this project helped address two fundamental issues:fyironmental and
health problems resulting from improper or overuse ofpesticides sold to consumers and (2) the lack of knowledge by
retailers and customers of safe IPM alternatives that reduce or avoid these problems.

Project investigators developed an IPM Advocate profile, wrote a curriculum, identified trainees, conductéu
Advocate training and certificate program, and created a mentoring program. All ten IPM Advocates successfully
completed the program and spent over a year assistirg stores with inventory selection,built over 60 in-store
displays, trained 321 employees at31 workshops, and reached out to over 2,000 customerthrough 60 tabling
events. All tenAdvocatescontinue to work with stores, subsidized by local governmetpollution prevention
programs.

As a result of this project23 of 30 (77%) store managels surveyedreported greater sales of lesgoxic products from
2011 to 2012, even with a depressed econom@ver 96% of the managersaytheir employeesnow have more
confidence when identifying pest problemsMore than 70% of the stores increased their sHespace for lesstoxic
products in 2012.The store managersdirectly attribute these changeso the impact of the IPM AdvocateProgram.

SCOPE OF WORK

OBJECTIVE Developa profile of what trainees should know to qualify as IPM Advocaf&sarningobjectives)
TASKL.1. Information needed for Advocates. Identify the key information and skills the IPM Advocates need to
know when delivering IPM information to retailers. This information will serve as the learning objectives for the
IPM Advocate trainiig program. Discuss at initial meeting (Task 10.1).

The Management Team held its initial meeting on December 16, 2010 to develop learning objectives for the IPM

Advocates how to recruit candidates, anddiscusslogistical issues



Final Report | DPR Grant #@MILc001

TASKL.2. Survey. Carryut a survey of 30 Bay Area and Sacramento retail nursery and garden center stores
about enlisting an IPM Advocate for their store. If Advocate services were available, what should that person
know and how could they help? Tabulate and summarize survey eses.

PRELIMINARY STORE SURVEY

From December 17 2010to January 302011, Annie Joseptsurveyed 30 owners, managers, and product buyers of
retail stores in the BayArea and Sacrament@bout services an IPM Advocate should offéehe thensummarized and
discussedthe resultswith the Management Tean{Table 1).

Stores surveyed include d: Alden Lane Nursery Alimaden Valley Nursery Capital Nursery, Sacramentg Emigh
Hardware, Carmichael:Green Acres NurserySacramentg Orchard Supply Hardwared Corporate Office; Golden
Nursery, San MategWestbrae Nursery, Berkeley, Grand Lake Acédardware, Oakland;Yamagam@& Nursery,
Cupertino; SummerWindsNursery, Cupertino;Orchard Nursery, Lafayette0 OEAE A O O,8&hta RSO OA O U
Friedmand lome Improvement, Santa RosaFairfax Lumber, Fairfax;Goodman Ace NurseryMill Valley;Sloat Garden
# A1 OCQofpdrade Office; Van Winderd Garden CenterNapa Wegmard Kursery, Redwood City Regan Nursery
Fremont; Evergreen Nursery San LeandroNA O1 &dbd@rOCentersConcord;SummerWindsNurseryd Cu porate
Office;Palo Alto Ace HardwarePalo Alto;* E1 1 8 O | A Martihek; Gldwerdréft’Garden Center San Francisco;
East Bay Nursery Berkeley;Davis AceHardware, Davis;Bayside GardensTiburon.

Table 1. Store survey: what should IPM Advocates know and how can they help* stores?

If Advocate services were available, what should Advocates know?

Know about local insect pests, diseases, beneficial insects, and how to identify thels#vocates should
present this information on a seasonal basis or when pests appear.

76%
73% Have a background gardening, farming, landscaping, or working in a nursery.
63% Have good communication skills so they can relate to employees and customers.
57% Have retail experience oiknow how to handle themselves in a retail setting.
50% Understand principles of IPM.

If Advocate services were available, how could Advocates help your store?

Conduct employee training on a yearly basis so employees keeyrrent on invasive pests and plants and
97% lesstoxic ways to manage them. Advocates should have excellent public speaking skills so they can easily
engage and inspire employees and customers.

73% Inform buyers about new products coming to the market.

73% Hold outreach events at their stores highlighting IPM practices, including use of beneficial insects,
companion planting, insect pest and disease identification for customers. Share resources.
67% Provide stores with marketing and display ideas and helpuild displays.

47% Replenish shelf talkers and keep literature racks well stocked.

47%  Serve as a conduit for additional resources not found in stores.

Gain familiarity with most of the staff, their positions, which lesdoxic products their store carries, and how

0,
3% these can be recommended.

’ Survey of store owners, managers, and product buyers, n = 30.
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ADDITIONAL MISCELLANEOUS REQUESTS
Store owners, managers, and product buyers advised that Advocatsould not be pushy. Advocatesshould know
about pesticide regulations which products might be going off the marketand lesstoxic replacement. The following
include other suggestions: be good listenerand willing to learn from us, be respectful of our knowledge base, know
your audience,and dol tdalk over our heads Know about the damage that pesticides can do to beneficial insects and
wildlife, whether toxic or less toxic. B able to tell us limitations ofcertain lesstoxic pesticides,be able to think on
your feet, know the effects of pesticides on pets and humarigiow that changing to more environmentally friendly
practices is a processhat will take time. Be enthusiastic and passionate about your program it will draw others to
youDI T 80 AA A £O0A &idns évén if yoll Gehrejedt®dCadklat this from abusiness perspective x Adin
the business of making money and this needs to be profitable partnership for us.
TASKL.3. Learningobjectivesmeeting. Assemble a group of Alliance partners, including representatives of
stores, CaliforniaAssociation ofNurseries and Garden Centers (CANG&)d product distributors to develop
learning objectives. The survey responses, along with discussion at the initial meeting, data from a recent survey
of stores by UC IPM, and past experience of Alliance members will fdrenstarting point for this discussion.

On February 7 and 28, 2011the Management Teanmet to developlearning objectivesusing the profile s proposed by
the stores(Appendix 1 ). Attending this meeting were Geoff Brosseau, BASMAA; Annie Joseph, OWOW; Mary Lou
Flint and Karey WindbielRojas, UC IPMGina Purin, Marin County Stormwater Pollution Prevention Programylita
Davidson, DPR; Chris Zanobini, CANGC; and Alan Bor€emtral Garden& Pet, whose companydistributes products
to stores.

Thelearning objectives included detailed sessions on IPMmphasiing hands-on activities with pests, diagnostics,
tools and products, actual pesticide packages, and practice using the UC IPM web retaitgdaite. Another portion
included information about specific categories of pesticides insecticides, fungicides, herbicides, and rodenticides
and their target pests.Alternatives to pesticides were emphaized: physical or mechanical tools available istores
such as traps, barriers, and mulches. The classes would also cover cultural practices, resistant cultivars,-pesistant
plants, and biological control.

The learning objectivesalso included a component on communication with a practice presentatioand role-playing
exercises. The Advocates would need to know how to communicate with different store employees and customers,
deal with conflict, and train store employees. Within the store, employees would need to know how to set up displays
and understand how stores conduct business. They would also learn how to incorporate seasonal pests, new pests,
and new products into a changing marketing program.

OBJECTIVE Develop a training curriculunand certificate exam.
TASK 2.1. Curriculum development. torporate the learning objectives into a lesson plan and training
curriculum.
TASK 2.2. Review of curriculum. Review the draft curriculum, involving team members and Alliance partners
before finalization.
From April through June, 2011, Mary Lodlint, Karey Windbiel-Rojas AnnieJosephNita Davidson and GingPurin
developed the curriculum and examsnd submitted them toareview by Alliance partners SeeTask 42for a
summary ofthe lesson planand Appendix 2 for the detailed training curriculum.

TASK 23. Exit exam development. Develop an exit exam for the course (to earn certification) based on the learning
objectives and content.

SeeAppendix 3 for the exit exam.
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OBJECTIVE Recruit, interview and identify up to ten IPM Advocate trainees.

TASK3.1. Carry out a selective recruitment process through active, targeted advertisement to find individuals
who are well suited to the IPM Advocate job.

TASK 3.2. Review candidate applications and curriculureevit

We actively recruited IPM Advocate candidatesd interview through local retail nurseries and hardware stores,
pesticide distributors, CANGC UC Master Gardenerghe Northern Caifornia Sring Trade Show,California
LandscapeContractors Association, Bay Friendly Landscapers, anthrough public agenciesthat participate in the Our
Water, Our World program.Annie JosephNita Davidson Mary LouFlint, KareyWindbiel-Rojas and GinaPurin
reviewed 27 goplications and chose 20 people tinterview in SacramentoMartinez, and San Rafael. Anaj Karey,
and Nita interviewed candidates onMarch 2829 at Cal/EPA Headquarters Sacramento; April 4 and &t Contra Costa
County Public Works Department, Martinez; and April 11 and 1&t Marin County Civic Center, San Rafael

SeeAppendix 4 for interview questions posed to the applicants.

We chose 11 Advocatérainees for the program,all residing in Northern California: Suzanne BontempgSan
Franciscg Lisa GravesEl Cerrito; SteveGriffin, Brentwood; Teresa Lavell Fairfield; Daniel Levy, Sebastopoj David
Perkins, San FranciscpAnne RogersSausalitg David RosenWoodland; Maris SidensteckerSeaside Debi Tidd,
Walnut Creek and SteveZien, Citrus Heights David Rosen attended two classes, but had to leave the program for
health reasons.

OBJECTIME Conduct a training program for up to ten IPM Advocate traine@sainees who successfully corgte
the curriculum and pass an exit exam will receive a joint certificate from IB® and BASMAA and will be
designated IPM Advocates.

TASK4.1. Comluct at least seven handen, interactive classes for candidates.

TASK4.2. Assign homework and provide a library of resources to use during training and in future work as IPM
Advocates.

Ten Advocate traineesparticipated in a 7-week training course during June and July, 2011. Formal training took place
at weekly 3-hour classesin Oakland that featured lectures from Mary Lou Flint and Karey WindbidRojas of

University of California, Nita Davidson of DPR, and Annie Joseph of OWOW, and industry expertsedisas handson
activities and student presentations. Participants were expected to spend at least an additional 3 hours each week
completing reading assignments and homework. Each participant wagven a binder and additional resourcesthat
included books, Quick Tip cards, flyersand web site references.

SeeAppendix 2 for the lesson planand training curriculum, homework assignments, andhe library of resources.
The following is a summaryof the classes

WEEKL, June 60verview of IPM Advocatesaining program and resources

Overview of IPM AdvocatéProgram; introduction of trainees; review of class outline, books, and other resources;
what is IPM?; introduction to pests, the importance of pestientification, pest detection, prevention, culturdor good
gardening practices, biological control, mechanicalnd physical control, and pesticides; learning to use the UC IPM
Retail Portal, UC IPM web site, OWOW web site, and other online resources to get pest information and solve
problems.

WEER2, Jne 13.Introduction to pesticides and pest identification

What are pesticides the different types, their environmental and health concerns, secondary pest outbreak,
pesticide resistance, how pesticides get into water and how people are exposed, how to realdbel including signal
words; introduction to less-toxic pesticides introduction to identification of arthropods and plantdiseases

WEEK3, June 20Managinginsects, mites, spiders, mollusks, and plant pathogens

Introduction to insect and disease psts and abiotic disorders of plants; pest identification practicum; indoor and
nuisance arthropod pests and their management; management tools for arthropods, mollusks, and plant pathogens
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WEEHK4, June 27Managingweeds and vertebrate pes

Types of weedsand management practices and toojgdesigning weeds out of landscapewith mulches; resources for
weed identification; vertebrate pests

WEEK5, July 11. Communication: Working with stores, fostering teamwork, avoiding confiieining store
employees

Developing relationships with different types of stores, effective communication with store employeesdteam

building, helping employees with customer expectations about products, tailoringn educational program to the
customers and employees of eachistOA AAOGAA 11 OEA OO OA8 O b dokidpinAubts dach@ h
store carries, training methods used at the store level, ardealing with conflict

WEEKS, July 18Displays and Marketing: Understanding the business end of retail stores

Defining the retail store model andA AAE | A fldcdid el settihg;understanding pesticide manufacturers and
suppliers, how to display information and products, improing exposure of lesstoxic products

WEEK?, July 25 Presentatiors, wrapup, and mentoring (Figure )
Presentations by Advocates on observations in the field regarding displayshat will happen next with the mentoring
component of this program store assignments, expectations, durationtake-home examdistributed

TASK4.3. Give exit exam based on curriculum.

After Week 7,Advocateswere given a takehome exam covering class material, resources, and learning objectives
(seeAppendix 3). Questions were short answer or essay style and examinees were expected to use ptedi
resources to research the answers. All teAdvocatespassed the exam with grades above 84%his allowed them to
transition to internships, during which they were mentored in stores Full certification was not awarded until the 11
month mentoring portion was completed and recognized by a graduation on June 1, 2012.

Figurel. The ten IPM Advocates after their seventh class, July 2011.

ET
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OBJECTIVE Develop and implementPM Advocate coordination and mentoring program by identifying needs of
individual stores and matchingP®M Advocates to those storeddentor IPM Advocates as they work with stores.

TASK5. 1. Identify 20¢30 storesin Sacramento and the Bay Area interested irorking with Advocates.

Annie met with store managers of 40 storesn the Bay Area andSacramento to see if thewere interested in working
with an Advocateand identified 30 storesin 12 counties(Table 2).

Table2. Storesnterested in working with IPMdvocates.

Alameda County 1. Orchard Supply Hardware, Berkeley; 2. Orchard Supply Hardware, Dublin; 3. Westbrag
Nursery, Berkeley

Contra Costa County | 4.! YY A SQa& | yyda.fAatxt Qwih O K&ERL BATERNEMRDgret Joncord;
7.0Orchard Nursery, Lafayett8; Urban Farmer, Richmond

Marin County 9. Orchard Supply Hardware, San Rafé@l;Pini Hardware, Novatd;1. Sloat GarderCenter,
Blithedale Ave, Mill Valley

Monterey County 12. Home Depot, Seasid&3. Orchard Supply Hardwe, Sand City

Napa County 14.Van Winde®@ & DI NR S\Wipa/ Sy i SNJ

Sacramento County | 15. Capital Nursery, Citrus Heighif. Capital Nursery, Sacramentb/. Emigh Ace Hardware,
Sacramentol8. Orchard Supply Hardware, Antelope

San Francisco County| 19. Cole Hardware, San Francis20; FlowercraftGarden CenterSan Francisco

San Mateo County 21. Home Depot, Colm&_2. Orchard Supply Hardware, South San Francisco

Santa Clara County | 23. Orchard Supply Hardware, Mountain Vie2d; SummerWind$Nurser, Canpbell;
25, FYF3FYAQA bdzZNESNEBZI / dzLISNI Ay 2

Santa Cruz County 26. Orchard Supply Hardware, Capitola

Solano County 27. Home Depot, Vallej®8. Orchard Supply Hardware, Fairfield

Sonoma County 29. Friedmaf) lome Improvement, Santa Ro&8,t NJ& O Nséry, Santa Rosa

TASK 2. Match each IPM Advocate with two to three storastroducing each Advocate to store managers and
key employees, and discuss expectat®as well as specific concerns.

Table 3. Storassignments.

Anne RogersSloat Gardend\ill Valley; Orchard Supply Hardware (OSH), San Rafael; Cole Hardware, San Francisc
DanielLevy CNASRYlIyQa |1 2YS LYLNRBOGSYSyidz {FydlF w2alT tNR
David Perkin§ { dzZYYSNZ A Y R& b dzNBA S NRuEsery, Cugdrinds ©SH TMountailf Vi Y A Q &

Debi Tidd Orchard Nursery, Lafayette; Westbrae Nursery, Berkeley

LisaGraveé ! NB Iy CIFNXYSNI {(G2NBZ wAOKY2yRT !yyAasdQa ! yydz f:
Maris SidensteckerOSH, Sand City; Home Depot, Seaside; Ofitdl@a

Steven Griffiy bl gf SiQa DI NRSYy /SyiSNEs /2yO02NRT h{l 3 5dzof.
Steve ZienCapital Nursery, Citrus Heights and Sacramento; OSH, Antelope; Emigh Hardware, Sacramento
Suzanne BontempoFlowercraft Nursery, San Francisco; Home Ddpaty City; OSH, South San Francisco
Teresalavel | 2YS 5S8SLI2GT 1 ttS822T h{l X CIANFASERT x=ly 2Ay
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ADVOCATES IN STORESRODUCTION TO THE RETAIL LIFE

In August 2011,Annie Joseph matcheddvocatesto two or three storesand introduced them to store managers and
key employeeg(Table 3). TheAdvocatesdiscussed goals, expectations, armbncerns with storemanagers,including
ideas forendcaps, trainingemployees displaying materials, incorporating online training from UCIPM, bringing in
IPM kiosks, and setting up regional training in Oakland by UGPM.

Annie Joseph coordinated schedules arelaff and Advocates contactethefore visits. Annieworked one on onewith
the Advocates, teaching them how toonduct training sessiors ard assembledisplays.

The following is a log of Advocate activities during the first months of their mentorship. It highlights how Advocates
became acquainted with their stores and the progresthey made.

2011

August 8. Anne Rogers meSloat Garder# A T Obly@B6S0ottPetersonfor anannual review of products to add and
delete in their ten stores. This was an opportunity forAnneto see how a regional chain store operateSherealized
that her participation influenced product seledion for the coming year, this affectedten stores in three countiesand
more than 70,000 consumers.

August 11. David Perkins met José, the store manager®fimmerWindsNursery, Campbell and key staff. He also met

Aaron, the managemnd key staffof OSH, Mountain Viewand product buyer Amy Rootofd AT ACAT E80 . OOOAOU
Cupertino (see Figure 6)! O 9 A Ammid plade®lfierature racks in more visible areas. He experienced a store
OEAOGO A [T AI AAO 1T £ A sSinmeiwindsOukser & lardelregidnél Ataih, OOMaI SApAIN

Hardware; and an independent nursery9 A i A C ANurgesy.O

August 15. Steve Griffin meé Navlet® Garden CentersConcord manager and key staff, distributor regesentative

Wayne Booth plant buyer George Warton, and built a small display of mosquito dunks at the register. This veaan

opportunity for Steve to see how a small regional store chaisuch asNavlet® works. Hemet the plant buyer, a

pesticide distributor representative, and asled for shelf space, which resulteéh the mosquito dunksbeing placed in

a highttraffic area.

September 2. Debi Tidd me Orchard Nursery, Lafayette managers and stafand Westbrae Nursery staff in Berkeley.
These are both independent nurseries that Debi will work with over the next year.

September 8. Steve Zien meCapital Nursery, Sunrise manager MikeCapital Nursery,Sacramentomanager Sethand
OSHAntelope manager Ed. Steve O O O1 O A @ snfull réghoiial cBaikh Capital Nursery, and a large regional
chain, OSH. At OSH\ntelope, Stevemet the district manager, store manager, and the pesticide distributor
representative from a nursery distributor, the CommerceCorporation. This gave Steve a chance to discuss birlg
endcaps(see Figure 5)

September 9. Daniel Levy mé David andDenE OA A O NuGénA $aAtORbEEY Casey at Friedmah Bome
Improvement, Santa Rosa; andim Stark at Pini HardwareNovato. Daniel dscussed training opportunities andthe
UCIPM Kioskdisplay opportunities.

September 12. Anne Rogers meBill Sek at OSHSan Rafaeand discussed moving the literature rack to an area with
more traffic.

September 13. Anne Rogers meMolly, the manager atSloatGarden CenteyBlithedale Ave. Mill Valley and
discussedtraini ng anddisplays.

September 14. TeresaLavell met Van Winderd O ' A O A ANapa#nd 056 Babfield managers and staff. Thisvas
an opportunity for Teresa to see how three different busines models worked? an independentnursery, Van
Windend; @ regional chain OSHand a large chainHome Depot.

September 15. Lisa Graves memanagers and key staff aOSHBerkeley and Annié& Annuals, Richmond (She
started working at the Urban Farmer storein October) Lisaworked with asmall independentstore,! TT EA8 O 1 T 1 OAI
asmall regional chain UrbanFarmer; and alarge regional chain, OSH.

September 16. Suzanne Bontempo medepartment manager Wendy and assistant manager Mo at OS8tuth San
Francisca Later that day she met Tito aHome Depot, Colma and Haze) manager at FlowercraftGardenCenterin San
Francisco. Suzanngorked with the small independent Flowercraft, large regional chain OSldnd large chain,Home
Depot.
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September 28. Daniel attachedshelf talker labels (Figure 2) at

Friedmand lome Improvement, Santa Rosa with Annie Joseph. ﬁ Terro Ant Bait @
) P

September 29. SuzanneaccompaniedAnnie tothe San Francisco Less toxic to
Public Utilities Commission office to get supplies and meet Meg Gale people and pets!
She also mefim Swillinger from San Mateo County Environmental Figure 2. Shelf talker label.

Health when retrieving supplies for OSH andHome Depot.
TASK5.3. Encourage regular communication between IPM Advocate adsultant [Annie Joseph] to discuss
GKS ! R@20IFGSaQ LINPINBaa esthatkomSupOK aid2NBE FyR FRRNBaa A:
TASK 5.4, Stay in contact with store managers to get feedback about the program.

ADVOCATES IN STORBESFERINGRAINING WORKSHOBBILDIN®ISPLAY,AND GETTING FEEDBACK
Annie Joseph helped conduct trainingvorkshops andcreate displays with Advocates.

2011

October 7. Annie introduced Steve Griffin to Judy Macaluso at Ogblublin. They discussed outreach, trainingand
display ideas. Annie showed Steve how OSH shelf talkers ateachedto shelves. They also discussdulilding an
endcap for dormant sprays and hovwStevecould work with Judy,the store managerto placeorders for the products.
Stevemet Ace Martinez manager Tom and they discused an endcap display idea fdiall and winter pests. Steve met
Lisa, whod i® chargeof the endcap areas. They also refreshed shelf talkers and fact sheets.

October 12. Annie and Maris methe garden manager oHome Depot, securd the literature rack, displayed shelf

talkers, and discussedtraining for October 26.They also met withthe OSH, Sand City manager and attached shelf

talkers and flled literature racks. They dscussed outreach, potential training datesh AT A CcI1 O AAAAAAAE 11
progress.

October 18. Annie talked to the manager atUrban Farmer and worlked out a date for Lisa tomeet with staff.

October 20. Steve Zien and Annie meavith Randy from Emigh Hardware. They discussd atraining date for January,
outreach for customers and display ideas.

October 25. LisaGravesmet with Urban Farmer manager Kim and assistant manager Tom in Richmond and
discusseddisplay ideas and future training date, probably inspring.

October 25 . Annie and Geoff Brosseaunet with OSHS Corporate Officein San Joéto discuss thelPM Advocate
Program in OSH stors.

November 1. Anne and Ainie met with Rick Cunninghamat ColeHardware in San Franciscao introduce Anne and
schedule training and outreachLater that day,Annie, TeresalLavell, and Jennifer Kaiser ret at Home Depot, Vallejoto
discussfuture partnership, put up shelf talkers and meet staff.

2012
January 3z6. Annie worked with Daniel Levy and Gina Purin orarat and mouse flier for stores in Marin and Sonoma
counties.

January 6. Annie visited stores in Contra Costa and Alamedeounties: Westbrae Nursery;. A O1 Gafdén@enters
Concord;Orchard Nursery, Lafayette;and Ace Hardware Martinez to get feedback on Steve Griffin and Debi Tidd.

January 9. Annie visited3 OAOA : EAT 60 OO1I OAO ET 3 AAlsMiorRT OT #1 O1 OU O CA«
January 10. Annie visited Anne2 I C A €afe8i®San Francisco and San Rafael to get feedback.
January 13. Annie visited0 OEAEAOOS O . OO0DAOBT ABiA je&&dvBdk nMiblvocate Daniel Levy.
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January 18. Annie metTeresaat Home Depot, Vallejo. Together,
they secured the literature rack and refreshed the shelf talkers.
They thenmet the district manager,spoke with staff about the
program, and discussed future training and outreach.

January 19. Annie and Daniel Levy conducted aoutreach eventat
FriedmanG,Santa Rosa

January 24. Annie visited OSHstores in Berkeley,Dublin, and
Mountain View; 9 A1 A C ANurgeéy GCuperting and SummeWinds
Nursery, Campbell to get feedback on Advocates Steve Griffin, Lisa
Graves, and David Perkins.

Figure 3. Lisgreetingcustomersat OSH, Berkeley February 2 . Annie joined aHome Depotevent with Teresa and
Kevin Cullen from the FairfielgSuisun Sewer DistrictAnnie met
with Bay Area stores to promote Home Depds environmentally friendly products.

February 12 . Annie helped David Perkins with &bling at SummerWindsNursery, Campbell

February 16 . Annie staffed a booth at theNor CalTrade Show with TeresalLavell, Steve Zienand Anne Rogers. They
were joined by Mae from the San Mateo CountYepartment of Environmental Health.The Advocatesmet store
employees, productdistributors , and pesticide manufacturers

February 17 . TeresalLavell and Annie securel anew area forliterature rack placement at Home DepgW¥/allejo. The
store was reset so shelf talkersneededupdating.

February 21 . Annie, Anne Rogers, and 100 employees participated inspecialstore eventA O 3 IKén#igldd O h
March 11. Annie attended ano-tax eventat OSHBerkeley with LisaGraves(Figure 3).

March 24 . Annie tabled with Teresa Lavell aHome Depot Vallejo.

April 2 . Annie visited Home Depotin Vallejo and with Teresa Lavell arrangedor staff training on April 19.

April 4 . Annie visited Friedmand &d0 OE A E A O O i Santa Bodand RiiuHardware in Novatoto get feedback
on the work of Daniel Levy.

April 5 . Annie visited. A O1 dafdén@entersConcord Ace, Martinez; and OSH Dublin to get feedback on Steve
" OEEALEET 60 xI OES
April 9 . Annie visited Yamagamé Kursery, Cuperting OSHMountain
View; and SummerWindsNursery, Campbellto gatherinformation on W e
$ AOEA 0pagiessi 6060 Sl -
WS
April 11 . Annie visited! 1 T Alrlualsand the Urban Farmer Store in
Richmondand OSHBerkeley to get feedback on Lisa Graves.

April 12 . Annie metwith Scott Peterson abuyer from SloatGarden
Center, Mill Valleyto get feedback on Anne Rogers and to discuss endca
ideas and possible store promotions.

April 14 . Annie visited OSH Fairfield and Van Winderd O ' AOA AT §
Napato get feedback on thevork of Teresa Lavell.

April 16 . Annie visited Cole Hardware andFlowercraft Garden Center in

San Franciscand Home Depotin Colma to get feedbackhe work of Figure 4. Debi (leftptocking theliterature rack with
Suzanne Bontempo and\nne Rogers. Scottand Madeline at Orchard Nursery, Lafayette.

April 26 . Annie visited Orchard Nursery, Lafayette and Westbrae Nursery to get feedback on Debi Tiddd x 1 OE
(Figure 4).

May 7. Annie met with the manager at OSH, Fairfieldo discussmovement of lesstoxic products this season and to
get feedback on Teresa Lavell.

May 9. Annie visited OSH Antelope and Emigh Hardware Sacramentdo get feedback from store managers and staff
on Steve Zien.
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May 19. Annie visited Capital Nurseryin Sacranento and Citrus Heights to get feedback on Steve Zien.

May 30. Annie visited SloatGarden CenterMill Valley to get feedback on Ane Rogers andseehow the lesstoxic
weed endcapwas going.

June 11. Annie worked with Steve Griffinto set up anew Home Depot store in Roseville.
OBJECTIVE IPM Advocates work with individualteres to help stores promote IRl practices and lessoxic
products to their customers.

TASK 4. Advocates develop a relationship with employees and management of each store3@6tores),
possibly advising on inventory selection,-store displays, and marketing approaches that can inform customers
about lesstoxic products.

The IPM Advocates developed relationshigwith employees and
manages of each store Annie gave themprocedural guides and
checklistsexplaining how to call onthe stores, whether
independent nursetry, hardware store, OrchardSupply Hardware,
or Home Depot Advocates alsanteracted with sales
representatives andpesticide manufacturers (Figure 5) . These
relationships grew as they worked together to make sure products
were ordered for the displays they made.

Advocatessuggested tostore managers and buyersvhich less
toxic products to carry. They also advised on marketing

Figure 5. Steve Zien aridebbie, a product approaches tha informed customers about lesstoxic products.
distributor from the Commerce Corporatiorat Advocatesfrequently communicated with Annie Joseph during the
OSHAntelope presenting their newendcapdisplay.  year-long mentoring period. They suggesed ideasand built over
60 displays in 93% of the storesHighlights of the promotions
from September 2011 through April 2012include:

>\

Van Windend O ' A O A A Nap# éniSIdak Garden Center, Mill Valley.Created signage to pmote the
use of plantsthat attract beneficial insects

Sloat Garden Center, Mill Valley andOrchard Nursery ,
Lafayette. Focused on lesgoxic options for weed
management and more than doubled the sales of those
products over the previousyear.

>\

A Home Depot, Saside. Maris Sidenstecker createa
display for lesstoxic products. (This marks the first time
Home Depot stores have promoted les®xic productsin
off-the-shelf displays)

A Home Depot, Vallejo. Added floor displays for lessoxic : ;
products in cooperationwitE 3 AT OO &@ - E O A Figure6. Davidwith buyer Amy at, + Y I 31 YA
merchandisers. Nursery, Cupertinashowing off their new display.

TASK 6.2. Advocates carry outstore training workshopgor
100¢150 store employees. The workshopsdlinprovide information about products sold, pesticide safety and
environmental protection, common pest problems and IPM solutions, pest identification, and other topics.

Advocates held31 training workshops in 30 stores training a total of 321 store empbyees(Table 4). This more than
doubled the projected goal of 150 store employees projected for trainingYorkshopswere held in training rooms
before or after hours socustomersdid not disturb participants. Annie Josephattended as support for all but four of
the workshops.Some of the workshops were attended by all store employees, including cashiers. This approach
worked well, creating a sense of camaraderie. Employees eagerly attended the workshopere actively engged,and
somecame in to attendon their day off.

10
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Table 4. Irstoretrainingworkshops.

Store and location AdvocateTrainer Date # Trained
lYyYyASQa ! yydz f a3 waA OKY| LisaGraves 11/17/11 11
.AfEQa 1 OST al NIAySI Steve Griffin 3/16/12 10
CapitalNursery, Citrus Heights Steve Zien 10/15/11 11
Capital NurserySacramento Steve Zien 10/22/11 6
Cole HardwargCole StreetSan Francisco AnneRogers 11/15/11 3
Emigh Ace Hardware, Sacramento Steve Zien 1/26/12 6
FlowercraftGarden CenterSan Francisco Suzanndontempo 1/7/12 4
Friedmaf2 Bome Improvement, Santa Rosa Daniel Levy 12/7/11 7
Home DepatColma Suzanndéontempo 12/22/11 15
Home DepotSeaside Maris Sidenstecker 10/26/11 20
Home DepatVallejo Teresa Lavell 4/19/12 11
b I @t Gauil€d LenterConcord SteveGriffin 9/28/11 9
Orchard Nursenylafayette Debi Tidd 3/13/12 10
Orchard Supply Hardwaréntelope Steve Zien 4/16/12 6
Orchard SuppliHardware Berkeley Lisa Graves 12/14/11 13
Orchard Supply Hardwar€apitola Maris Sidenstecker 5/31/12 1
Orchard Supply HardwarBublin Debi Tidd 2/12/12 38
Orchard Supply HardwayrEairfield Teresa_avell 5/17/12 11
Orchard Supply HardwarMountain View David Perkins 11/17/11 4
Orchard Suppliardware Sand City Maris Sidenstecker 5/17/12 12
Orchard Supply Hardware, San Rafael AnneRogers 10/14/11 11
Orchard Suppliardware South San Francisco SuzannéBontempo 12/09/11 8
Pini HardwareNovato Daniel Levy 1/13/12 18
t NX O1 S {jSaata RosaNE S NEB Daniellevy 11/16/11 10
Sloat GarderCenter Blithedale Ave, Mill Valley AnneRogers 10/13/11 15
SummerWinddNurser, Campbell DavidPerkins 9/19/11 9
Urban FarmeS6tore Richmond LisaGraves 12/20/11 5
Van Winde®a DI NRS\gpa/ Sy i SNJ | Teresa avell 10/10/11 16
Westbrae Nursery Berkeley Debi Tidd 11/18/11 4
P Y 3 YA QGupentideNB S NEB David Perkins 1/24/12 17
Total store employees traine 321

11
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TASK6.3. Advocates consulon pest management issues specific to each staaad carry out informal employee

training on selected topics as needed.
I AOT AAOAOG OOAA OEA /717 O! Coftabdbefivk Torl@vieBstieGet 8pfop GIDND Bk TabK A OE A
7.1 below) to inquire about unfamiliar plant diseasesand pests. Advocatestrained the store employeeshow to use
the UC IPM web site to diagnosplant diseases and pests, and also consulted on selected topics as needed.

TASKG6.4. Promote online pesticide safety and IPM trainingrogram.

Advocatesencouraged the stores to use the/CIPM web site and training moduleson pesticide safetyand IPM for

retailers. UQ 0 -MeeDthe Beneficiald BT OOAO xAO EAT AAA 10060 OI AAAE OO1 OA AT A
IPM also donated a set of the)CIPM Landscape Pest ID carcand apest wheelfor each store.

OBJECTIVE Create a web page with links to online information and materitétat will provide one-stop shopping

for store employees, store managers, and IPM Advocates interested in keeping up with the latest IPM and

product-related developments.

TASK 7.1. Set up a web page with links to information identified by Alliance PastriEarget audiences: retail
nurseries, garden centers and IPM Advocates.

UC IPM created two web sites and a wellased communication tool for IPM Advocates and expects to maintain all
three sites into the indefinite future to support the IPM Advocates andetail nursery and garden center industry.

The IPM Advocates web sitevww.ipmadvocates.comis the official site for the project. This site was used to recruit
IPM Advocate applicants and promotéheir activities to the public. It includes a summary of theprogram, contact
information for each of the IPM Advocates, and links to resources of interetsi retailers or IPM AdvocatesEach IPM
Advocate was also givenmOa EDI AAOT AMmébilkddiessi 6 A

The IPM Advocates Collaborative Tools site is a wdiasedcommunication tool (maintained by the University of
California ANR Communications Services unit) that allows the IPM Advocates to share their experienaad ask
guestions.This is a closed system that includes not only the Advocates and tfeam managers but also several
University of California pest experts who are abléo answer technical questionsFor instance, IPM Advocates may
send in a photo of a damaged plant or pest and request help with identification or aide on appropriate

management. Collaborative conversations on over 100 different topics have been initiated since the site was opened
in late 2011.

TASK 7.2. UC IPM update this new web page with educational materials related to pest problems, invasive pests
and new products idenfied by Alliance Partners, IPM Advocates stores as being of special interest to
retailers.

TASK 7.3. UC IPM modify existing information on its web site for better accessibility and usefulness for the
above audiences.

The Retail Nursery & Garden CentdPortal on the UC IPM web pageyww.ipm.ucdavis.edu/RETAIL, provides in
depth information about pests and pest management tools tailored to help retail employees quickly find the
information they need to answer customer questions. The site includes links toquarterly newsletter for retail
nurseries and garden centers, online training courses, upcoming-fperson training workshops, as well as information
on pesticides and their alternatives.
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OBJECTIVE Evaluate the program through feedback from storexgency partners, IPM Advocates, and results of
training.

TASK8.1. IPM Advocates give preand post-surveys
The Advocatesassessed the value of the istore training workshops for store employees by having those attending
take pre- and post-surveys. Annie compiled the resultsfor all 30 stores(Table 5).

Table 5. Store employee responses before and after training.

% Correct

Question
(correct answer) Before After
Training Training
Wh h it go?
en water enters_a_l sewer, where dpe; |=t go? o o 53% 71%
(To atreatment facilityx EAOA EO8 0 Al AAT AA 1T £ AT 1
: o
When water enters a storm drain, wher(? does it go~ 82% 100%
(Directly to the nearest body of water without treatment.)
What do you do when you have left over pesticide after you finish spraying?
. o 50% 100%
(Follow thedisposal directions on the label.)
: S
Where can you dISFJ(?SE of left over pesticides? ~ 58% 100%
(Take unused pesticides to a householtdlazardous waste facility.)

After training store employees, Advocates conducted surveys of the training itself. Most employees found the training
workshops enlightening and expected the information to help them do their jobs competently (se&pendix 5 . Store
Employee Evaluation othe Training Workshops).

TASK8.2. IPM Advocates work with partner store to get data on sales
Annie worked with each partner store toget data on changes in the types of products available and changesales
of lesstoxic products. This required sore visits, phone callsand email communication with store managers and
department managersObtaining sales data is an involved process a®ses have to get information from different
vendors.

As a result of this project,16 of the 30(53%) storesreported an increasein sales of lesgtoxic products from 2011 to
2012, even with a depressed economyNot all 30 stores had the capability to track salesso 53% may be an
underestimate as confirmed by the less formal survey of store managers in Task 8r8which 77% attributed
increased sales of lessoxic products to the presence ofiPM Advocatesn their stores.

TASK 8. Eachstore [manager]participates in a followup surveyto assess how the IPM Advocate program
helped them better provide IPM information taheir customers.

The ManagementTeam created a survey to assess effectiveness of the IPM Advocates. Aimiégviewed store
managersin late 2012 in each of the 30 stores where IPM Advocates worked during their mentoring program. Results
of the surveys aresummarizedbelow in Table 6. Some of the important findingsmanagersattribute to the IPM
AdvocateProgram included:

A Over 96% of stores reported increased employee confidence in identifying pest problems
A Over 76% of stores increased sales of gredless-toxic) products
Over 70% of stores increased shelf space for green products

Over 76% used the University of California web site for identifying pests or solving problems

> > > >

Over 66% said they would be increasing shelf space for green produdts2013.

13
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Table 6. Store manager responses abeftéctiveness athe IPMAdvocateprogram.

= TS| o T ol © 23
The following questions are about elements of the IP| & sSS5_|£¢ % | g
1 | Advocate Program and how these have affected you| & = 8| 28 2 = s 8 =
store. (n = 30store managers) < 8 = § c?) % a 8 3
a ?I'ralnllng employegs helps them more confidently 97% 3% 0% 0% 0% 0%
identify pests or diagnose plant diseases.
b Training employees helps them more confidently 93% 7% 0% 0% 0% 0%

recommend products.

¢ | Training employees has helped improve their morale| 77% 20% | 3% 0% 0% 0%

Sales of green products have increased since

0 0, 0, 0, 0, 0
e introduction of the IPM AdvocatBrogram. 7% 13% | 10% | 0% 0% 0%
e Attaching shelf talkers helps increase sales of green 730 13% | 10% | 0% 3% 0%
products
f As a result of this program, shelf or display space for 70% 2306 | 3% 0% 0% 3%
green products has increased.
g | Customers have given positive feedback. 87% 10% | 3% 0% 0% 0%

Which of the following resources have you or your % total
2 | employees used in respse to Advocate presence in | stores
stores? (n=230)

UC IPM web site for identifying pests or finding

. . 7%
management information

b | Online retail training courses from the UC IPM web § 23%

¢ | Meet the Beneficialposter (posted in the store) 80%
d z:evsscnbed to UC IPRketail Nursery & Garden Cente 33%

Has the IPM Advocaterogram influenced the type of| o, ..
3 | pest management products your store will sell next | stores

year? (n =30)

a | Will increase shelbr display space for green producty 67%

Will keep shelf or display space for green products t
b | same

%

Will reduce shelf or display space for green producty 0%

Haven't decided yet 3%
e | don't _make decisions on shelf or display space 23%
allocation.

14
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OBJECTIVE Identify a way to maintain the IPMAdvocatesafter the end of the grant and establish a continuing
education requirement.

TASKO9.1. Identify a way to maintain IPM Advocates after the grant.

During the mentoring program, Annie introduced eachAdvocateto key representatives ofsponsoring agencies in the
area where theyworked. This would enableAdvocatesto contract with local pollution -prevention agencieshave
public speaking opportunities,and attend specialevents.Annie alsopromoted the Advocatesat monthly BASMAA
meetingsby giving updates on their activities With continued support by local agencieshe Advocateswould still
work in stores whenthe mentoring program ended in October 2012

Annie helped the Advocates prepare to work in the field on their ownteaching themhow to invoice,compile a scope
of work, and acquire insurance.

This Alliance Grantshowed howvaluablethe Advocates are to storeby improving employee morale and salesf
lesstoxic products.Based in part on this reputationthe U.S. EPA provided fundingn October 2012to support the
work of eight Advocates in14 additional stores through its San Francisco Bay Water Quality Improvement Funiihe
project, Greener Pesticides for Clean&aterways, will also provide advertising, training for retail storeemployees
events, and a mobile phone app to help connect customers to lassic products for pest problems

WHERE ARE THEY NOW?
As of April 2013,all ten Advocateswere gainfully employed.

1. Suzanne Bontempo represents OWOW in stores and work on separate outreach activitieswvith the San
Mateo CountyDepartment of Environmental Health. Shes part of U.SEPAS Greener PesticideGrant and
contracts with the San FranciscoPublic Utilities Commission partnership with OWOW.

2. Lisa Gravessubcontractswith Annie in OWOW stores fothe Alameda Countywide Clean Water Program.
Shed &bso part of theU.SEPA Greener PesticideSrant and Annie is working with Debi Tidd tofind
opportunities in west Contra Costa County stores.

3. Steve Griffin works with the City of Rosevillgthe County of Alameda Clean Water Prograrand the Santa
Clara Valley Urban Runoff Pollution Prevention Progran A &lso part of theU.SEPA Greener Pesticides
Grant and subcontractswith Debi Tidd for the Contra Costa Clean Water Program.

4. Teresa Lavell subcontractswith Annie in the Alameda Countywide Clean Water Program, Santa Clara Valley
Urban Runoff Pollution Prevention Program, Napa County Flood Control and Watéonservation District, and
Fairfield Suisun Sewer DistrictShe® also a part of theU.SEPAGreener Pesticidessrant.

Daniel Levy workswith Annie in Santa Rosa anaith the U.SEPA Greener Pesticides Grant.
David Perkins is part of the U.SEPA Greener PesticideGrant.
Anne Rogers is part of the U.SEPA Greener PesticideGrant and works in two stores.

Maris Sidenstecker contracts with the Monterey Peninsula Stormwater Pollution Prevention Program

© 0o N o O

Debi Tidd subcontractswith Annie on OWOWactivities in the Santa Clara Valley Urban Runoff Pollution
Prevention Program and Alameda Countywide Clean Water Progra®hes alsopart of the U.SEPA Greener
PesticidesGrant and contracts withthe Contra Costa Countywide Clean Water Program.

10. Steve Zien subcontractswith Annie in stores associated withthe Sacramento County Storm Water Program.

TASK 9.2. Aligning the Advocates with a professional organization.

At the beginning of the project, BASMAA approached ti@ANGGbout being an advisor to tle project and CANGC
accepted that role. CANGC was involved in helping wiltask 1.3, establishindearning objectives and also mentioned
the project in its February 2011e-Newsletter for members.
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Now that the grantfunded portion of the project is ending, CANGC has agreed to include an article about the project
and its results inan e-Newsletter in 2013. BASMAA is also approaching the Master Nursery Garden Centers about
workin g with them to promote lesstoxic products. Master Nursery Garden Centers is mational member-owned

buying cooperative for independent garden centersvith more than 700 members. They run discount programs,
including a graduated green goods discount thatllaws members to earnan 18% discount from green goods growers.

TASKO9.3. Offer mntinuing education for IPM Advocates.

We held our frst continuing education class forlPM Advocateson October22, 2012 at theBenicia Community Center
Annie Joseph hostedhe class, which focused on new products and changes in the marketplaktary Lou Flint,
Andrew Sutherland, Steven Griffin, Steve Zien, Suzanne Bontempo, Lisa Graves, Teresa Lav&Debi Tidd attended.

Annie reviewed changes coming to the marketplacen 2013. For example Home Depotplanned toabandonsupport

ofthe Elementaklinel £ 3 AT O & The EageAGompany auld offer its Natria line of pesticides in Home

Depot. Orchard Supply Hardware wuld support Dr. Earthorganic fertilizers and pesticides. OSHwould resetits

fertilizer aisle to showcase organic fertilizersprominently ET £01 1 0 1T £ OEA | AplannddlOOOEAEAA A
discontinue its snail and slug bait with metaldehydeand would package a new active ngredient, FeEEDTA aniron salt

that is less toxicthan metaldehyde.

On January28, 2013, UC IPM conducted a continuing education class for the IPM Advocates on seasonal pests. IPM
Advocates received information binders and PowerPoint presentations to use in their educationatograms for retail
stores. UC IPM will continue to conduct continuing education classes to keep Advocates up to date.

UC IPM will continue to maintain its IPM Advocates Collaborative Tools site to allow private and archived

communication amongAdvocates project team managersand select affiliatesincluding UC pest experts to answer

specific pest and plant problems, discuss issues common to the IPM Advocates, enhance communication, and send
announcements of upcoming events or new publications of interés

5# )0- AOAAOAA AT A POEIT OAA AOI AEOOAO AT A PI OOAOO O4EA )o-
#Al EZLAl O1 EA6 &£ O OEA ' AOT AAOAOG O1 OO0A O plORMakdpbudks OEAEO b
Advocates with copies of edcational materials to distribute to their stores including copies of the quarterly etail IPM
Newsnewsletter, posters, Quick Tip collections on rings, bookmarks, and pest wheels.

OBJECTIVI. Grant administration meetings and reports

We held our initial meeting on December 16, 2010 in Davis at the UC IPM offiteslevelop learning objectives for the
IPM AdvocatesAnnie met with Nita at DPRwice to discuss updates and transfer potos on November3, 2011 and
May 29, 2012. The ManagementTeamcommunicated frequentlythrough conference calt and in-person meetings

CONCLUSIONS

TenIPM Advocates volunteered more than 30 hours every month for a year at storewhile holding down full-time
jobs. Many traveled overl00 miles eat week to attend the sever8-hour classes that covered a wealth of material
from pest management, water pollution preventionstore-relationship buildin g, and marketing ideas for lessoxic
products.

Over thecourse of the year they met with store owners, managers, pesticide buyeehd manufacturers They placed
displays of lesstoxic products in prominent areas of the stoesand made sure theproducts were properly tagged
with shelf talkers so customers ancemployeescould easily find them.

A Advocates trained a total of 321 store employeeis 31 training workshops. This more than doubled the
projected goal of 150 store employees we originallproposedto train.

A Each Advocateparticipated in two tabling events forall three oftheir stores, totaling 60 outreach events.
During thesetabling events they contacted over )00 customers.

A The Advocates spent time researching pest problems for their storesd made sure the employee&new
how to find the information on their own using the OWOW Ask the Expefeature and the UGPM web sites.
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At the end of he year, many store managersecognizedthat the Advocateshadimproved salesand asked if
Advocates couldcall on their stores all the time Representatives from the pesticide industry mentioed the displays
of lesstoxic products they built with the expertise of theAdvocates.Everyone who worked with the Advocates as
excited about the support they receivd £01 | OE A Tikeh@asAotyéidededasting, and storemanagers and
employeesare still fondly recalling their year with the Advocates.
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Figure 7. Suzanne and employees at the end of Figure8. Securing the literature rack at Home
training class at Home Depot, Colma. Depot, Seaside from rogue forklifts.

17



APPENES

Appendix 1.Learning Objectivefor the IPM AdvocateCurriculum

The seven classes for IPM Advocategere based onthese learning objectives:

1. Technical IPM
These sessions will include handsn activities with pests, diagnostics, tools and products, actual pesticide
packages, and practice using the UC IRMD retail portal site:

a. Pest and problem identificatiors How to identify and diagnose common home (including indoor
pests) and garden pest problems including arthropods, weeds, plant disease, vertebrate pests,
nematodes and abiotic disorders

b. Whatis IPM?

i. The importance of preventing pest problems
ii. Integrating multiple management tools

c. General pesticide information including hazards, safetyand labeling
i. How to read a label including signal words
ii. Pesticide regulations as they related to consunmgroducts in California

iii. Environmental and human health concerns,
iv. How pesticides get into the environment
v. How people get exposed to pesticides
vi. Pesticide mitigation measures how applications can be made safer,
vii. Protective equipment and clothing what is sold in store.When to use it
viii. Application equipment? what is sold in storesBasics of mixing and calibration
ix. Safe storage and disposal practices

d. Information about specificinsecticides, fungicides, herbicidesand rodenticides on the market

i. Which pests theymanage

ii. How and when they must be applied

iii. How and why they work

iv. What are the advantages and disadvantages of different formulations and packaging (daggers,
aerosols, granules, readyo-use)

v. Impacts on people, beneficialsand wildlife

vi. Leasttoxic pesticidess what they are, specific active ingredientavhat theyde effective against
and how to use them

e. Alternatives to pesticides
i. Physical or mechanical tools e.g., traps, barriers, mulches, hoses

ii. Cultural practices including good plant care, how irrigation and fieilization practices impact pest
problems and details on how products sold in stores can enhance good plant care and protect
plants from pests

iii. Resistant cultivars and pestresistant plants? what these are, how and when to advise customers
to purchase theselncludes UCD ArboretumAll-Stars.

iv. Biological control? naturally occurring and commercially available specieddow to recognize
them and encourage their activities.

f.  How to research information related to pests and managing pests with leasbxic IPM pradices.
Gain familiarity with resources.

2. Communication
This session will include gpractice presentation and roleplaying exercises

Develbping relationships with stores

Effectively communicatingwith different store employees

How to ask questions otustomers to effectively solve their problems

Addressing customer expectations about products

(T'x O 1T AOAE UT OO0 AAOAAOQEIT DOIT COAIiHowAd knowvth® OT OAG O D«
products your store carries

Effective teaching methods

P20 oT®
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Dealing with conflict
Problem solving
i.  Training at the store level
2. Displays and Marketing includes going to stores and observing didpys
a. Understand the business end of the retail stores
b. Relationships with suppliers> how to best work with vendors
c. How to display mateials and information in the store to promote safer products
d. How to incorporate seasonal pests, new pestand new products into a changing market

g.
h.

Appendix 2. Lesson Plaand Training Curriculum

WEEK/DAYt June 6, 2011
OVERVIEW OF IPM ADVOCATES TRARRRGRAM AND RESOURCES

1. A. Introduction and Overview of the Program

A Overview of IPM AdvocatéProgram? 15 minutes (Geoff Brosseau, BASMAA and introduction of trainers
(MLF, KWR, AJ,AD))

Introductions? 30 minutes (trainees)

Class outline, what to expecintroduction to books and other resources 15 minutes (MLF)

1.B. Whatis IPM?

Introduction to pests, the importance of pest ID, pest detection, prevention, cultural or good gardening practices,
biological control, mechanicalkand physical control, and pesicides. Covers indoor and outdoor pestgl5 minutes
(PowerPoint presentation? MLF)

>

> >

Break 10 minutes

1.C. Handson Activity

Learning to use the UC IPM Retail Portal, UC IPM web site, and OWOW web pages, and other online resources to get
pest information and solve problems. Trainees use their own laptop and \Aki to follow along and look up

information? 1 Hour (KWR)

Homework
A Take thetwo online courses,Introduction to Pesticidesand Moving Beyond Pesticides the UC IPM web
site,and get certificates

A Read pages 318 in Pests of Landscape Trees and Shrabd review pages 335 in Pests of the Garden and
Small Farm Answer multiple-choice questions (handout given irtlass).

A Read Chapters 4 and 6 frorhawn and Residential Landscape Pest Confaupies in binder). Answer
review questions at end of the chapterOptional: Viewonline training course for MaintenanceGardeners
chapters 4, 5, 6)

Information included in binder for Week 1
1. Name and contact information for IPM Advocates trainees and instructors
2. Information about the partners: UC IPM annual report; UC IPM Retail newsletter; OWOW brochure/info;
Trainer bios; partner program info
Information about IPM AdvocateProgram
Class outline:Training schedule for 7 training sessions
List of books and other resources each trainee is being given
PowerPh ET O &£ O O7EAO EO )0-e¢e06 DPOAOAT OAOQGEITI
Web demonstration handouts:
a. Instructions for using UC IPM web site

b. Web exercises

c. lllustrated UC IPM web handut
8. Homework assignment and instructions.

Nookw
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9. Reading assignment questions. )
10. #1 PEAO 1T £ #EAPOAOO v j O0AOOEAEAARAO AT A 4EAEO (AUAOAOGQ
%NOEDI AT CafviandEesidential Landscape Pest Contfbr homework reading)

Resourcegprovided to each IPM Advocate on first day
1. A binder for training materials (will be added to each weelk) bring to each class
2. UC IPM Quick Tip collection on a kering
3. Pests of Garden and Small FaridC ANR publication 3332
4. Pests of Landscape Trees and Shrub€ANR Publication 3359
5. Landscape Pest Identification CarddC ANR publication 3513
6. Natural Enemies HandbogkJC ANR publication 3386
7. Wildlife Pest ControAround Gardens and HomegC ANR Publication 21385
8. Retail Garden Center ManuaUC ANR Publication 3492
9. Laminated Natural Enemies poster
10. Watershedmap
11. Hand lens and UC IPM lanyard
12. OWOW Fact Sheets
13. OWOW Booklet
14. - ARG O &EAIT A ' OEAA
15. Top 10 Most Wanted

WEEK/DAYtT June 13
PESTICIDES AND INTRODUCTION TO PEST IDENTIFICATION

2. A. Introduction to Pesticides 60 minutes (PowerBint, MLF

A What are pesticides, different types

Environmental and health concerns, acute and chronic toxicity

Secondary pest outbreak, pestide resistance

How pesticides get into water and how people are exposed

How to read a label including signal words

Laws and regulations related to consumer pesticides in California

Pesticide formulations and packaging including advantages and disadvantagg#fsach (e.g., readyo-use,
aerosols, liquid concentrates, granules, foggers, baits)

Protective equipment and clothing with an emphasis on what is sold in stores
Pesticide application equipment sold in stores, how it works

Storage and disposal

Introducti on to lesstoxic pesticides. Organic pesticidedVhat they are; how they work.
Resources for pesticide information

> > >

> I I I I

Break 10 minutes

2.B. Handson Activity Related to Pesticideg 75 minutes MLFand KWR)

We will have a range of pesticide productgpplication equipment and safety equipment that is sold in store#\

very brief introduction to what is on display will be given.Then IPM Advocate trainees will be broken into 3 groups
of 3 or 4.Each group will have 30 minutes to study the items in theisection and prepare a 1&minute presentation
for the group based on their researchThey can use their laptops to search the InterneGroups will listen to
presentations, ask questions and discuss related issues.

Group I Pesticide Labels
Group will be provided with 15 product containers. They should do the following:

a.Find the key parts of the label trade name, active ingredient, formulation, signal word, manufacturer, 8 EPA
number, precautionary statements including hazards, direction for usédow do the labels differ in the way they
present the material?Which labels are most helpful®Vhich are the least helpful Discuss examples of information
that you thought might be confusing for consumers.

b. For each pesticide, determine what the formulatioris. How does the formulation affect how it would be used?
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c.Go on the internet and find MSDS sheets for some of these produttat information do the MSDS sheets have
OEAO 1 AAAT O AT180 EAOAe

Group 2 Application Equipmenand Personal Safety Equipment

Included will be a backpack sprayer, a compressed sprayer, a squirt bottle, a hose end sprayer, aerosol can, a drop
spreader.Also goggles, gloves, boots, plastic hat, cloth baseball ddleasuring equipment for mixing up pesticides.
We will also have a psticide to mix up (This will actually be colored water).

Group will explain or demonstrate:

a.What each type of equipment is and what it is used for, when it should be used, and what are advantages and
disadvantages of each.

b. How to mix up a pesticidefollowing label directions in the backpack or compressed air sprayet)se the

i AAOOOET ¢ ANOEDPI AT O AT A AilT OAA OPAOOEAEAAG xAOAO8 "A 000
c.Once you are finished applying the pesticide, what will you do with arlgft over in the tank?What about the

material remaining in the pesticide containerHow do you handle the clothing you wore when you applied the

pesticide?

Group ¥ OrganicPesticides andexempt (25b)Pesticides

A Examples of the following pesticides wilbe presented (2 or more trade names if possible).
Bacillusthuringiensisvar. kurstaki

Bacillus thuringiensisvar. israelensis

Bacillus subtilis(Serenade, Bayer Advanced Natria)

Codling moth granulosis virus (CyelX)

Borate-based baits (including Gourmetiquid ant bait)

Insecticidal soap

Spinosad

Pyrethrin (without piperonyl butoxide? PBO)

Azadiractin

Horticultural oil

Neem oil

D-Limonene oil

Canola olil

Rosemary, clove, cinnamon, phenylethyl prrionate (derived from peanuts) and other 25b oils
Copper ammaiium complex (Kop-R-Spray)

Copper soaps

Iron phosphate

Plant-based herbicide oils (Greenmatch EX, Matran)

Aceticacid (vinegar) (Ecosharp Weed and Grass Killer)

a.Group will review definition of organic pesticide, identify what OMRI on the label meansnd identify what a 25b
pesticide is.What are inert ingredients?

>

o3> I>0 I T I>n I > 3> I I I I I > I I D

b. Group will introduce each product, explain what pests it is used against, what plants and sites can be treated, and
any known problems or advantages. Consult theC IPM web pagéor help.

2.C. Introduction to Arthropod and Plant Pathogen Identification
Will introduce insect orders (and common pest groups) and major groups of plant pathogenlill also review
resources for pest identification in preparation for Week 3 Last 30minutes (PowerPoint, MLF)

Homework
A Research how and where to dispose of home use pesticides in your county.
A Read introductory parts of chapterson insect and pathg@en pests fom Pests of Landscape Trees and
) Shrubs Answer homework questions.

A View narrated biological control presentation (24 minutes).
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A View 20-minute video, Managing Argentine Ants vound theHome
Week 2 binder materials
1. DPR handouts
A Whatis a pesticide?
A Read the Label First!
A Buy less, lock it away, and dispose with care
A Emergency!'What to do whenaccidents happen

2. 5# )0- EATAT OGqg |1 GERI ) ODOIAGAOEAGAAO AT A &O1 CEAEAAO &I O 5
3. 5# )0- EAT AT 00q O311 A /1 OCATEAATITU ' AAAPOAAT A 0AOOEAEA,
4. OWOW Pesticide list

5. Pest Note:PesticidesSafe and Effective 4¢ in the Home and Landscape

6. Pesticide label illustration from page 17 of.awn and Residential Landscape Pest Control

7. Printed PowerA ET O &1 O 0)1 6001 AOAOGEIT O O0AOOEAEAAOG DPOAOAT OA(
8. PrintedPowerPl ET O &£ O O)1 6001 AGAOGEI T O1 1 OGEEAABEAT AT A 01 AT O
9.

Assigned reading questions for homework

WEEK/DAYWBt June 20
MANAGING INSECTS, MITES, SPIDERS, MOLLUSKS, AND PLANT PATHOGENS

3. A. Introduction to Insect and Disease Pestand Abiotic Disorderf Plants
An introduction to the pest ID cards, including general management
approaches for pest groups30 minutes (Mary Lou)

3. B. Pest IdentificationPracticum

Handson ID with 75 samples of arthropod pests and pathogen damage and natural enemigach IPM Adwecate
will have a list of pests and damage symptoms on display so they can check off the pests as they view them and
identify them using the Landscape Pest ID cards.35 minutes (MLFand KWR)

3. C. Indoor andNuisanceArthropod Pests andTheir Management

Introduction to managing spiders, bed bugs, mosquitoes, roachdgas, yellowjackets, and kitchen pestsvhen
customers should consider hiring a professional to solve thepest problems.PowerPoint presentatiom? 30
minutes (NAD) (Note: Ants are coveredh online video homeworksowere notcovered in detail herg

Break 15 minutes

3.D. ManagementTools for Arthropods/Mollusks ad Plant Pahogens
A brief introduction to tools on display (see attached list of tools) and directions for handen activity.? 10 minutes
(MLF and KWR

3. E. Handson Activity:

IPM Advocates work in teams of twos and ehtify several examples of lesgoxic tools from the products on display
(see attached list Products and Tools for Week 3) that they would suggest for managingeh pest on their lists.
(See pest lists). Also consult UC IPM web sitdPest Notes for help and OWOW list20 minutes for research, then
40 for reports and discussion (each group gets 6 minutes) Total 60 minutes)

Homework

A ReadWeeds in Lawnand Weeds in_andscape$est Notes plus some sections ddanaging Wildlife Around
Homes

A Bring three samples of insect of pathogen pests or pest damage to share with the group in Weeldde
print and online resources to identify them, research solutionsand be prepared to show them to the
group. Prepare them usingguidelines

Bring in three weeds to be used in identification exercise for Week 4.

~ >

Week 3 binder materials

Handout onhow to prepare a pest ID sample

List of pests on display

List of products on display

Pest Notes forspiders, fleas, bed bugs, cockroaches, mosquitoes, pantry pests

PwbdrE
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Pest Notes folWeeds in Lawnand Weedsn Landscapes

Printed copies ofPowerPoint presentations

The 10 Most Wanted Bugs in Your Garden (OWOW brochure)

List of common insectary plantghat provide food for natural enemies (OWQV fact sheetHealthy Garden
to Manage Pests Naturally

o N o

WEEK/DAYIT June 27
MANAGING WEEDS AND VERTEBRATE PESTS
Beginning of class: Advocates lay out homework specimens for others to view

4. A.  ManagementTools forWeeds 30 minutes (PowerBint, Mary Lou)
Brief intro to weeds? broadleaf, grass, sedge; annual, perennigiannual; summer and winter weeds.

A Environments favoring weeds A Hand weeding and cultivation tools

A Cultural practices A Keeping weedsout of planting beds

A Irrigation practices _ with barriers

A Solarization ADesigning weeds out of landscapes
A Mulches AHerbicides

4.B. WeedManagementTool Displayand Time for Viewing 10 minutes
Brief introduction to activity (Mary Lou)

Tools
A Fabric mulches AHeybicides
A Organic mulches various sizes of bark A Traditional products?
chips and other organic mulches, rocks Glyphosate, weed & feed
A Plastic for solarization product, trifluralin, benefin,
A Drip irrigation? ﬁ:}gg%g dicamba, 2,4D,
A Barriers to keep lawn weeds out of planting A Organic products:plant oils:
_ beds . clove, lemongrass, eugenol;
A Dandelion removal tools acetic acid, soaps, corn gluten
A Hand cultivation tools meal

A Weed whacker

4. C. Resources fordentifying Weeds 5 minutes (Karey)

UC IPM web site, books

4. D. Handson Activity (Karey)

Advocates work in pairs.Each pair is given 3 weeds (from selections brought in by

Advocates). For each weed, they must use web resources to fill out a form wikfe
information below.

Common and scientific name

Annual or perennial?

How does it reproduce?

What environmental conditions favor its growth and spread?
What are some nonchemical management practices?

What herbicides manage it?

Advocates will be given 20minutes to fill out their forms. Then everyone will report on what their weeds were and
how to manage them. (5 minutes per pair 30 minutes)

Break 10 minutes

4. E. Vertebrate Pests

Overview of management of rodents with focus on rats, mice, pockgbphers, ground squirrels, squirrels and some
information on deer, skunks, raccoos and moles 45 minutes (PowerRoint, Roger Baldwin, Wildlife IPM
Specialist, UC Statewide IPM Program)

> > > > >
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4.F.  Dislay and Discussion ofd@lent Management Tools Sold int&est 30 min (Roger Baldwin)

A Various repellents for deer and rabbits A Traps for rats and micesnap traps, glue
A Screens for rodentproofing houses _ traps, electrocution (zapper) traps
A Clippers for removing ivy A Baitstations _
A Barriers to keep squirrels out of trees? A Repellents such as castor oil for moles and
A Ultrasonic devicesyibrating stakes " gopher§ . .
. ’ ' A Rodenticides:Labels of common materials.
pinwheels - .

7 . . . Note that secondgeneration anticoagulant
A Netting (especially for birds) rodenticides will be removed from consumer
A Fencing, trunk guards, market June 30, 2011Emphasize problem
A Gopher baskets ~ with nontarget predators.

A Traps? live traps A Probe (with or without bait dispenser)

A Traps for gophers:box, Macabee, A Smoke orgas cartridges andexplosives
~ Gophinator, Gnch A Other items (shovel, boards, stakes)
A Traps for moles: harpoon, scisscjaw,
mole worm bait?
Homework

UCguide to healthy turf, how to exclude rodents around your homend landscape

Week 4 binder materials

List of items on display for weed management
List of items on display for rodent management
Pest Note:Weeds in Lawns

Pest Note:Weeds in Landscapes

Printed copies of PwerPoint presentations

agprLODE

WEEK/DAYT July 11
COMMUNICATION
All presentations and activities led by Annie unless otherwise noted
5.A DevelopingReldionships with Different Types bStorest 1 Hour PowerPoint)
A Independent Nursery
Franchise: Ace, Do It Best, True Value Hardware
Small Regional Chain:.g.,SummerWindsNursery, Sloat GarderCenter, Cole Hardware
Large Regional Chain: Orchard Supply Hardware
"EC "I @ 301 0Agqg (11T A $API Oh ,1xA80
5.B Effective Communication with Store Employeaad Team Building 30 minutes
A How to identify key players in a stoe and understand the store hierarchy
A Learn who makes recommendations for pest management and who makes decisions for
_ purchasing
A Know which employees can influence purchasing

> > > > >

Break 10 Minutes

5.C HelpingEmployees withQustomer ExpectationsAbout Productst 30 minutes
A 00APAOET ¢ OEA AOOOI i A0 xEOE OEA OFEtexE achke@DAAOAOET T ¢
A Hands-on activity with less-toxic products, and how they work:Advocates will break up into

groups and present alternative strategies for pestnanagement, defining how the products work,
and how this information will be communicated to the stores

5.D. TailoringYour Educatioal Program 6 the Customerand Employee®f Each Store, Basash the
{i2NBQa tREmnaesi aAE
5.E. How to Identify the Lesdoxic Products BchSore Carriest 15 minutes
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5.F. TrainingMethods Used atthe Store levelt 10 minutes
A PowerPoint presentations

A Handson activities

A Flip Charts

5.G.  Dealing with @nflictt 20 minutes
A Learn about different challenges and how to handlthem
A Three case studies

Homework

1 Make a list of the services your local Mosquito and Vector Control offers your community.

1 Locate a creek in your area (you may have to consult a street map if the creek is well hidden). Draw a
section of the creek andmagine that there is an outfall pipe that brings in water from storm drains. Look
around the nearest street and describe pictorially or in words 2 how contaminated water would move
from houses (or if you are in a commercial area, from a potential sprayinge) to the storm drain. What
features such as surface substrate, slope, and sprinkler placement may contribute to runoff into the storm
drain?

Week 5 binder materials

1. List of stores and type of chain of command

2. Conflictreading info

3. Team building readinginfo

4. Importance of key contacts in areas: County Agricultural Department, Mosquito and Vector Control,
Household Hazardous Waste, Cooperative Extension, local Stormwater Pollution Prevention group,
Green Waste.

5. Local Creek Information (how to access locains)

WEEKDay 6t July 18
DISPLAYS AND MARKETING: UNDERSTANDING THE BUSINESS END OF RETAIL STORES

6.A. Define theRetail Store Mo@l andOur Plae in That Settingt 30 minutes

6.B. Learn about pesticide manufacturers and suppliers, the roles they play indtuges, and how you can
work best with themx 45 minutes

Break 10 Minutes

6.C. Howto Display hformation andProductst 30 minutes
A Learn how to get additional display space and improve the exposure of the legxic products.

A Learn howto encourage moreA ODPAAA &£ O PpOI AOGAOO ET OEA OO1 OA8O A

6.D.  LearnHow to Incorporate Seasonal Pests, New Pesisdb Sg t NP RdzOG&a Ly G2 , 2dzNJ { G2
Programt 1 hour (ppt)

Guest Speakers on Displagad Marketing: SummerWindNursely ManagementTeant 45minutes

Homework
A Prepare a 16minute presentation for Week 7

A For presentation, present your observabns on store placement of lessoxic products and what could be
doneto improve their promotion

Week 6 binder materials
1. List of vendors that call onstores
2. List of seasonal pests and display ideas for stores
3. PowerPoint presentation handouts
4. Homework assignment and instructions
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WEEKDay 7t July 25
PRESENTATIONS, WRAP UP, AND MENTORING

7.A. Presentations

Each advocate gives a tinute presentation onwhat they observed in the field, regarding displays: What works,
xEAO Al AOT Bdidwedhby qliestioisU 8

(11 presenters x 10minutes: 110 minutes)

Break 10 minutes

7.B. Mentoringt 1 hour
A What will happen next with the mentoring component of thisprogram

A Store assignments, expectations, duration
7.C. Takehome examdistributed

Appendix 3.Exit Exanfor IPM Advocates

When answering these questions, consult the resources used in the IPM Advocate training program. Refer to the UC IPM
resourcege.g., books, web site, Pest Notes, Quick Tips, online training), the OWOW resoSced,.d8 8 1 SR LINB &Sy ( S1
PowerPoint presentationghe binder, and your class notes. Resources from other states and organizations may not have

correct or appropriate infanation for California, and your answer may be marked incorrect.

Work on the exam on your owndo not consult or collaborate with others in the class.

If you need clarification about a question, email Karekveindbiel@ucanr.edand one of the instructors i address
the question Do not post your query on Collaborative Tools.

E-mail your final answers as an attachment directly to Karey no later thangm®0n August 8DO NOT POST YOUR
ANSWERS ON COLLABORATIVE TOOLS.

1. Define the criticalfeatures of an integrated pest management program. (3)

2.1t& June and a customer comes in complaining about volcasbaped piles of soil in their turf, which is tall fescue.
(6)
a.Where on the UC IPM web site could you go to diagnose a problemtori? (cut and paste the URL)
b.7EAO OPAOCOOSG [ ECEO AdwwoddyuEisti@guiéntb&@eerti@ syfnptdkris ef the
different pests that might leave these mounds in a lawn?

c.What would you tell the customer to do?Vhat products do many gaden centers sell that can help
reduce each of these problems?
3. Attached are 3 homeuse pesticide labelsAnswer the following questions foreach product (15):
a.What is the trade name and what is the active ingredient?
b. On what sites, plants or situéions can it be used?
c.What is the formulation?What equipment(including safety equipment) do you need to apply it?

d.Go to the UC IPM web site hom®@ OA DAOOEAEAA AAOAAAOA AT A 17T OA OEA AA

1. Water quality rating
2. Impact on natural enemies
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3. Impact on honeybees

4. Acute toxicity to people

5. Names of some other homeise pesticide products that contain this active ingredient
4.Use the UC IPM web page to identify this weed (8).

a.What is its scientific name, common name, and
any other names it issometimes called?

b.Use the UC IPM Pest Note as a resourdéhat
are some nonchemical control products sold in
stores that can be used to manage this weed?

c.What herbicides are suggested by UC IPM to
manage this pestAre any of these products on
the OWOW list?

d. What are 25b products?Are there any 25b
products suggested for managing this weed®hat
are the benefits and drawbacks of this (these) product(s)?

e.What are preemergent herbicides?Are there pre-emergent herbicides suggested for this weed?

51T A T £ Ui 60 001 OAOG EO 001 AEET WhaCddvicd wbAldygudve thelabod@ Bo@ CAT O 1 A
to properly handle lady beetles in the store and what to recommend to customers who purchase the®esearch
the UC IPM web site for this irdrmation and note where you found it.) (3)

6.! AOOOI I A0 AOET CO UIT O OEA ET OAAO PEAOOOMek:idhiong9) OEAO OEA

a.What isits common name and species namé®hat is its preferred
habitat?

b. What would you suggest she buy to determine thextent of her
problem?

c.What are some nonchemical tools and products she might find in her
local hardware store to help limit the problem?

d. Fill out first 3 columns in the table below with the following:What
types of pesticide formulations are recommended in the Pest Note for
use against this pestMow is each formulation usedTor each type, list active ingredients (a.i.s) that can be found in
that formulation.

e.For thefourth column, go to the Sortable Lestoxic Product List (version 3) on the IPM Advocates Collaborative
Tools web site (which is a modification of the OWOW product list in a sortable and expanded format).

List trade names for each for the formulation/active ingredient combinations you listed id above.(This Pest Note
is not upto date on product names.)
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Example Table for Questiort6add additional lines or reformat as needed.

Formulation type How Used Active Ingredients | Product Names Found in Store?

f. Go to a wellstocked hardware or big box store and note which of these products ardttive ingredients found
there (last column).What store did you visit?

g.At the store, you will find other pesticide formulations areavailable for management of this peswWWhat are these?
Are there situations when these types of pesticides should be recommended?

7.A customer brings you the plant sample and damage pictured below. (9)

of California

a.What is the plant? What is the common name of ¢hproblem indicated by the symptoms®hat

organism caused it?

b. Where can you find information on the UC IPM web site about managing this probleifiigt URL)

c.What are some nonchemical controls for this problem?

d. Might your store sell varieties of ths plant that resist this problem?f so, name some of the varieties?

I OA OEAOA T OEAO 1 O1 Ai AT OA1 6 OEAO AiI1860 CAO OEEO bDOI Al .,
e.List lesstoxic active ingredients that can be used to manage this problem.
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f. For each active ingredient, include product nameavailable in stores. What are 3 different resources you
can use to find this informationYou should have used all 3 sources in this training.)
g.What is a synthetic product that is effective against this problem?
h.s OA OEA O! ACEOA JECHOBAERADOFHI | DA OBEA AiT 60011 1T &£ OEA 0/
product has the highest risk to water quality, the highest risk to natural enemies, and which may pose a
long-term risk to people.List these here.
9. A store manager asks your advice about lohe can quickly get his new employees u speed regarding
pesticides and alternatives to pesticidesVhat free training resources would you recommend? (3)
10. What are the steps you follow when diagnosing an insect or disease problem on a plaHt®wv doyou
distinguish a biotic disorder from an abiotic one%Include resources you would use and how you would use them.
Also note what information you need to make a good diagnosis.) (6)
11. What problems occur when pyrethroid insecticides such dsifenthrin r un off into storm drains?Why should we
care? (3)
12. In some stores (e.gHome Depot, OSH, Ace) you may find some nonpesticidal pest management items located in
the cleaning, applance, or paint departments(3)
For each of the pests in the table belovist one nonpesticidal tool ideal for managing this pest. Refer to resources
such as handouts and PowerPoint presentationsUT & AT 180 EAOA &1 c¢i O6i OEA 061 OA Oi

TARGET PEST _ ITEM
Spiders
Drain flies

Ants (and other pests)

13.AA0001 1 A0 Al i Pl AET O OEAO EA EAO O 1T AT U 110EO &l UETC 1 0C
them. He sees them fluttering in his kitchen every night, collecting on the walls and ceiling. He thinks these moths
had their start breedingindog EAAT A0 OEAO EA EAAPO ET A EEOAEAT AODPAIT AOAS
OEAA EA OO0O1 OAO ET DI AOOEA UED AACO ET OEA OAi A AOPAT AOAs8
on the kitchen ceiling. You try to dissuade him fronspraying. (8)
a. List two things he can do to clean up the infestatioh. List two ways he can prevent future infestations.
c. List a product he can purchase to detectthe mot’6.8 7EAO08 O OEA AT 1111 TAI A 1T &£ OF
kitchen cupboard?
He is also oncerned that some of the moths have moved to a closet and are now devouring his woolen clothes. You
explain that the moth in his kitchen and those in his closet are two distinct types of moth (and actually the larvae or
caterpillars are the culprits).
e.What are the common names of the two possible moths in his closétBhould he buy some moth balls?
What are two things he can do reduce future infestations?
14. From what sources do Ace Hardware stores get pesticides? What are the advantages of each? (3)
15. Define the role of the following individuals and how they influence the sales of pesticides in Home Depot and
OSH(6)
A. Department lead
B. Merchandiser from pesticide manufacturer or distributor
C. Sales staff in garden section
D. Shelf stocker employed by st
E. Nursery staff

16. Describe a conflicting situation you may come across with an employee in a store and how§laesolve it.(3)
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17. What is the main goal of a retail busines$3)

Final Report | DPR Grant #¢@MILc001

18. Why would it be important for you to know about the locaHousehold Hazardous Waste Facility and Mosquito

and Vector Control Agencies that are in your store area? (3)

19. What are four of the most important things to remember when yole training store employees on IPM? (3)
20. What do you do when store employeeask you about a pest or pest control product you are not familiar with?

®3)

Appendix 4. Recruitment of IPM Advocates

INTERVIEW QUESTIONS

1. Describe your knowledge and experience with
horticulture as it relates to gardeninthe retail
sector, or landscaping.

2. 55a0NAO6S Iye (NXAyAy3
in pest management including pest
identification and use of pesticides. Any classes?
Special workshops?

3. What experience do you have working with
retail nurseries and garderenters?

4. What are your thoughts on the use of pesticides
as part of an IPM program? (This includes
conventional, organic, and lessxic products).

5. Tell us how you might go about researching a
pestrelated question asked by a store or
customer. How would yofind management
solutions?

6. How would you describe your people skills?

7. Have you been involved in any activities where
you had to advocate for a new program or a
new way of doing something? Were you
successful? Why or why not? How might you
change the proess if you were to do it over
again?

8. DAYS |y SEFYLXS 27F |
dealt with conflict or a challenging person. How
did you handle the situation?

9. What experience have you had giving
presentations, lectures, or training classes?
Have you hd experience explaining technical or
scientific terms to the general public?

Az13

10. Describe your experience working with people
from diverse socioeconomic and ethnic
backgrounds.

2 NUL. SMBy aBeydu $higrésted ia Bedothididhan M R

Advocate?

. What are your shorterm careergoals? Long
term goals?

. Are you currently employed? (no | yedull-
time/part-time)

. Explain any conflicts that may arise from

working as an IPM Advocate.

Would the time commitment interfere with
your current job or business?

What, if any, are your timeonstraints?
Approximately how many hours during the
week can you devote to IPM Advocate training
and homework? What about mentoring?

We anticipate that many IPM Advocates will
work as selemployed consultants like Annie
does.

Do you have any experiengerking on your

own in a business or other activity?

17. If selected as an IPM Advocate, how will you feel

15.

16.

& A ( dzlatioat Fapelirg yising Your feksonal 2etii€leZas

part of the training and mentoring portions, and
for future work in this field?
18.1'a 'y Lt a ! Ravetddstabfisia & 2 dzQR
working relationship with new people. Describe
K2g @2dzQR 32 | 62dzi R2Ay3
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Appendix5. Store Employee Evaluain of the Training Workshops

Survey question Strongly Agree Neutral Disagree Strongly
(number of responses) Agree Disagree
The training workshop was well 67% 28% 4% 1% 0%
organized and interesting. (n = 245)

My training manual will be a useful 68% 24% 7% 1% 0%
resource in the future. (n = 248)

The information will help me recommend 76% 20% 4% 1% 0%
and sell lesstoxic products. (n = 219)

The instructor was responsive to 80% 16% 3% 0% 0%
guestions.

(n=251)

The level ¢ detail was appropriate. 69% 27% 3% 1% 0%

(n = 239)

Visual aids were effective. (n = 237) 68% 27% 4% 1% 0%
Written materials were effective. 68% 25% 6% 1% 0%
(n=232)

| would recommend the training to my 74% 17% 8% 0% 0%
co-workers. (n = 246)

|4 like to learn more about IPM practices 50% 27% 21% 1% 0%

and certification. (n = 219)

TRAININGVORKSHOPS FOR STORE EMPLOYEE:
LEFTTeresa avelltraining employees at OSHairfield
RIGHTAnnieJoseph and Anne Rogéraining employees at
Sloat Garden Centekljill Valley
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THE IPM ADVOCATESHANGING HOW STORSERL PESTICIDES

Left to right, top to bottom = Suzanne Bontempo attaching shelf talkesith Tito,leadfor the gaden departmentat
Home Depot, Colma- A display of lestoxic products at Home Depot, Sacramento set up for the 2012 season

® Steve @ffin after setting up an endcap display Navle® Garden CenterConcordwith Marsha, the store manager
~ Display of traps and tools and other lgsgic products at Cole Hardware, San Francisddaris atOSH, Sand City
presenting a fact sheet about rodeekclusiont DanielLevywith Ed Caseyg buyerfor Friedmar®2 ome
Improvement Santa Rosa



