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Executive Summary

This report covers the first year of the Regional IPM (Integrated Pest Management)
Partnership – a collaboration among regional and local water pollution prevention
agencies in eight San Francisco Bay Area counties and locally owned nurseries and
hardware stores. The Partnership focuses on the promotion of less-toxic methods of
pest prevention and control by means of a point-of-sale program called the Our Water,
Our World  promotion. During this initial year, the Partnership had three main goals:

• Develop partnerships with retailers who can help spread the word about water
quality problems related to residential pesticide use

• Educate the public about the value of non-toxic and less-toxic approaches to pest
control—without delivering negative messages about any products

• Create a program with broad appeal to other Bay Area stores, including chains

The Partnership encourages less-toxic methods of pest prevention and control by
means of a point-of-sale program called the Our Water, Our World  promotion. The
ultimate aim of the program is to protect surface water quality in local creeks, San
Francisco Bay, and the Sacramento/San Joaquin River Delta.

Concerns about water quality and pesticides stem from the finding that commonly-
used organophosphate pesticides (diazinon and chlorpyrifos) are found in Bay Area
stormwater discharges and wastewater effluent, often at levels toxic to Ceriodaphnia
dubia, a commonly used test organism similar to other animals at the base of the food
web. After planning for the regional program began, thirty-five Bay Area creeks and
San Francisco Bay have been listed by the Environmental Protection Agency as
impaired due to diazinon under section 303(d) of the Clean Water Act.

Our Water, Our World  is an educational program for employees and customers of
locally owned nurseries and hardware stores. Program elements include:
•  Development of an extensive list of less-toxic methods and products

•  Development and production of educational materials

•  Design and production of in-store promotional materials

•  Training sessions for store employees

•  Program evaluation

Participating stores are required to:

•  Stock a significant number of recommended less-toxic products

•  Use program shelf talkers to identify these products on the shelves

•  Send a critical mass of employees (or, for hardware stores, garden department
employees) to training, and to

•  Make program fact sheets containing specific less-toxic pest management strategies
available to customers.

Stores are encouraged to use other program display elements.
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One hundred and fifteen stores participated in the 1999 program, supported by staff
from ten local agencies and two regional organizations. Agency representatives
coordinated their efforts through a regional committee that met monthly to agree on
program policy, resolve problems, and work together to achieve economies of scale in
all aspects of the program. Agencies sponsored training sessions from January through
April 1999; the promotion ran primarily from March through May, with a few stores
maintaining the promotion through September 1999.

Between September 1999 and March 2000, the Public Research Institute (PRI), at San
Francisco State University, assisted participating agencies in obtaining data to help
evaluate the effectiveness of the 1999 promotion. Data collected by PRI included: 1)
questionnaire surveys of employees and owners/managers of nurseries, garden centers,
and hardware stores participating in the program; 2) evaluation of store effort by local
agency representatives and 3) collection and analysis of pre- and post-promotion sales
data from selected stores.

The vast majority of employees who were surveyed had attended at least one program
training session. These employees were generally quite satisfied with the training, and
they indicated that it was very helpful when answering customers’ questions about
less-toxic pest management and when encouraging customers to choose less-toxic
products. Eighty-one percent of responding employees said that increased knowledge
about less-toxic products was very important in increasing the likelihood that they
would encourage customers to choose less-toxic pest control products. Ninety-four
percent said that all of the factors presented—training, positive responses from
customers, availability of program materials, commitment of the store
management—were all at least somewhat important in increasing their likelihood of
steering customers toward less-toxic purchases.

Employees reported high frequency of interactions with customers (averaging 17 per
week, ranging to more than 40) and also said that most customers seemed receptive to
the central message of the program. Taken together, the results suggest that the
dissemination and exchange of pest management information between knowledgeable
employees and customers is critical for promoting the sale of less-toxic products.

Most employees said they would be willing to attend two or more training sessions
next year. Given the trainings focus on educating employees about specific less-toxic
pest management alternatives and encouraging them to recommend these products to
customers, the data also suggest that employees should be provided with additional
training opportunities in the future; and that employee attendance at training should
continue to be a requirement for store participation in the program.

While employee training seems to be of central importance for program effectiveness,
results also suggest that the literature racks/fact sheets, shelf talkers/signs, and
reference books will continue to be of importance for both employees and customers.

Although program goals for the first year did not include sales results targets, members
of the regional committee have been acutely aware that program observers are eager for
some measure of reduced amounts of pesticides reaching Bay Area surface waters. In
fact, sales data from 1998 and 1999 for both toxic and less-toxic products was provided by
20 stores that: 1) fully implemented the program and 2) had electronic inventory
control. Although these data may not represent all participating stores, these data do
provide an indication of the results of the program when it is well implemented by
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both agency and store staff. Due to this factor and a number of other factors
including the idiosyncratic nature of practically every pest season, and the fact that
government representatives in a “partnership” with local businesses are in no position
to demand cooperation in this sensitive proprietary area, the data is helpful, but not
perfect.

Available sales figures indicate that toxic product types showed more decreases than
increases in units sold in 1999. Overall sales of toxic products also declined. In addition,
the average number of units of toxic products sold per store in 1999 declined from the
previous year. Thus it appears that the Our Water, Our World  promotion may have
contributed to a reduction in the sale of toxic products during the year in which it was
in operation.

Similarly, most less-toxic product types showed increased sales in 1999, compared to
1998. Furthermore, there was an increase in the total number of units of less-toxic
products sold in 1999, and there was an increase in the average number of units sold,
per store, across all product types. Therefore, the Our Water, Our World  promotion
may have been responsible for an increase in the sale of less-toxic products in 1999.

It is important to note that the Our Water, Our World  promotion with hardware stores
and nurseries is one of a number of public education efforts related to pesticide use that
water pollution prevention agencies and others have underway. One program of note
is the Partnership with Master Gardeners (see Appendix A). Several Bay Area agencies
are working closely with University of California Cooperative Extension (UCCE)
Master Gardeners (or similar volunteers) to promote less-toxic pest control. In 1999
these agencies trained Master Gardeners (or other volunteers) and provided materials
and other assistance; the trained volunteers, in turn, provided public workshops on
less-toxic pest control. Other initiatives included regional and local advertising
campaigns and media education efforts focusing on IPM principles and less-toxic pest
control, development of a “Kids’ Guide to Backyard Bugs” for use in school outreach
programs, and a host of diverse local efforts, including adoption of ordinances
prohibiting application of toxic pesticides by public agencies or their contractors, except
in special circumstances.

Recommendations for Year 2 of the Regional Promotion
During the second year of the program (2000) participating agencies intend to:

Continue to build relationships with independent nurseries and hardware stores,
increasing the knowledge base among store employees

•  Support a successful partnership with Orchard Supply Hardware, the program’s first
large chain of stores

•  Continue to spread the word about water quality problems related to residential
pesticide use, safe use and disposal of pesticides, and the value of IPM approaches to
pest control

•  Review and revise the evaluation in an attempt to: 1) improve the statistical
significance of the methodology and 2) better gauge the program’s impact on
customers



Regional IPM Partnership 1999
Our Water, Our World Promotion of Less Toxic Pest Control

Final Report i

Table of Contents

Part I: 1999 Report of the Regional Committee

Introduction...................................................................................................................................................................................... I-1

Program Elements ....................................................................................................................................................................... I-1

Participation in the Program.............................................................................................................................................. I-2

Standards for Participation.......................................................................................................................................... I-2

Program Planning and Management.......................................................................................................................... I-3

Program Materials ....................................................................................................................................................................... I-3

Training for Store Employees............................................................................................................................................ I-4

Evaluation .......................................................................................................................................................................................... I-5

Evaluation of Store Employee Responses to the Program.............................................................. I-5

Evaluation of Sales Data................................................................................................................................................ I-5

Costs/Funding................................................................................................................................................................................. I-5

Year 2 (FY999/00) of the Regional Promotion..................................................................................................... I-6

Part II: 1999 Evaluation Report

Introduction.................................................................................................................................................................................... II-1

Methodology................................................................................................................................................................................... II-1

Findings .............................................................................................................................................................................................. II-1

Survey of Store Employees ....................................................................................................................................... II-1

Our Water, Our World  Training................................................................................................................ II-2

Store Employees’ Interactions with Customers............................................................................. II-2

Employee Assessment of Program Elements, Materials, and Displays ..................... II-3

1998 and 1999 Sales Data from Stores............................................................................................................... II-5

Selecting Stores for Sales Data Comparisons.................................................................................... II-5

Toxic and Less-toxic Products......................................................................................................................... II-7

A Note about Statistical Significance ................................................................................................... II-10

Summary of the Principal Findings........................................................................................................................ II-10

Survey of Store Employees ........................................................................................................................... II-10

1998 and 1999 Sales Data.................................................................................................................................. II-11



Regional IPM Partnership 1999
Our Water, Our World Promotion of Less Toxic Pest Control

I - ii Final Report

Tables

Table 1-1: Expense categories and funding sources........................................................................................ I-7

Table 1-2: Program costs (actual or estimated)................................................................................................... I-8

Table 2-1: Number of Employee Questionnaires Returned
from Each Store, By Agency.................................................................................................................... II-4

Table 2-2: Number of Cases of Sales Data Provided by Each Store ................................................. II-6

Table 2-3: Specific Types of Toxic Products and Number of Cases for Analysis ................. II-8

Table 2-4: Categories of Less-toxic Products and Number of Cases for Analysis ................ II-8

Table 2-5: Specific Types of Less-toxic Products and Number of Cases for Analysis........II-9

Appendices

Appendix A Partnerships with Master Gardeners......................................................................................A-1

Appendix B Local Agency Reports

Alameda Countywide Clean Water Program ...........................................................B-1

Central Contra Costa Sanitary District .............................................................................B-4

Fairfield-Suisun Urban Runoff Management Program..................................B-13

Marin County Stormwater Pollution Prevention Program........................B-15

San Mateo Countywide Stormwater Pollution Prevention Program.B-21

Santa Clara Valley Urban Runoff Pollution Prevention Program........B-24

City of Santa Rosa, Sonoma County Waste Management Agency,
and Sonoma County Water Agency.................................................................................B-29

Union Sanitary District/City of Fremont.....................................................................B-32

City of Vacaville.................................................................................................................................B-34

Appendix C Employee Survey Questionnaire Results

Appendix D Other Findings

Appendix E Store Evaluation Results - Completed by Agency Representatives

Appendix F Product Inventory Tracking Form

Appendix G Sales Results by Product Type and Category



Regional IPM Partnership 1999
Our Water, Our World Promotion of Less Toxic Pest Control

Final Report I - 1

Part I: 1999 Report of the Regional Committee

Introduction
This report covers the first year (FY 98/99) of the Regional IPM (Integrated Pest
Management) Partnership – a collaboration among regional and local water pollution
prevention agencies in eight San Francisco Bay Area counties and locally owned
nurseries and hardware stores. The Partnership encourages less-toxic methods of pest
prevention and control by means of a point-of-sale program called the Our Water, Our
World  promotion. During this initial year, the Partnership had three main goals:

• Develop partnerships with retailers who can help spread the word about water
quality problems related to residential pesticide use

• Educate the public about the value of non-toxic and less-toxic approaches to pest
control—without delivering negative messages about any products

• Create a program with broad appeal to other Bay Area stores, including chains

The ultimate aim of the program is to protect surface water quality in local creeks, San
Francisco Bay, and the Sacramento/San Joaquin River Delta. Concerns about water
quality and pesticides stem from the finding that commonly-used organophosphate
pesticides (diazinon and chlorpyrifos) are found in Bay Area stormwater discharges and
wastewater effluent, often at levels toxic to Ceriodaphnia dubia , a commonly used test
organism similar to other animals at the base of the food web. After planning for the
regional program began, thirty-five Bay Area creeks and San Francisco Bay have been
listed by the Environmental Protection Agency as impaired due to diazinon.

The regional Our Water, Our World  promotion builds on the pilot IPM Partnership,
which the Central Contra Costa Sanitary District (CCCSD) started in 1997 with
input/financial contribution from the Regional Water Quality Control Plant (RWQCP)
in Palo Alto and grant support from the California Department of Pesticide Regulation
and the National Foundation for Integrated Pest Management Education (USEPA
funding). The pilot was implemented in three stores in Contra Costa County and one
store in Palo Alto during 1998. Using the materials developed in the pilot, the Marin
County Stormwater Pollution Prevention Program also implemented an IPM
Partnership in 1998.

Program Elements:
Our Water, Our World  is an educational program for employees and customers of
locally owned nurseries, drug stores, and hardware stores. Program elements include:

•  Development of an extensive list of less-toxic methods and products to diazinon
and chlorpyrifos for various applications

•  Development and production of eight fact sheets on less-toxic pest management
strategies for the public (Naturally Managing Pests, Controlling Ants, Controlling
Aphids in Your Garden, Keeping Cockroaches Out of Your House, Keeping Fleas Off
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Your Pets and Out of Your Yard, Living with Spiders, Tips for a Healthy Beautiful
Lawn, and Safe Use and Disposal of Pesticides)

•  Design and production of a program logo and in-store promotion materials
including “end cap” displays, posters, “shelf-talkers,” shelf signs, and banners

•  Training sessions for store employees focusing on principles of integrated pest
management (IPM) and successful application strategies and sales techniques for
products on the less-toxic list

•  Program evaluation by a San Francisco State University-affiliated survey
research and data analysis firm (Public Research Institute)

Although not an original program element, many of the agencies participating in the
Our Water, Our World Promotion also support a regional media relations project
which was successful at generating publicity for the program, including media stories
(newspaper, radio, TV), and public service announcements (radio).

Participation in the Program:
Large and small agencies joined the program with varying amounts of resources.
During 1999 participants included:

•  Alameda Countywide Clean Water Program 5 stores

•  Central Contra Costa Sanitary District 13 stores

•  Fairfield-Suisun Urban Runoff Management Program 2 stores

•  Marin County Stormwater Pollution Prevention Program 21 stores

•  City and County of San Francisco 3 stores

•  San Mateo Countywide Stormwater Pollution Prevention Program 13 stores

•  Santa Clara Valley Urban Runoff Pollution Prevention Program 18 stores

•  City of Santa Rosa, Sonoma County Waste Management Agency,
and Sonoma County Water Agency

37 stores

•  Union Sanitary District/City of Fremont 2 stores

•  City of Vacaville 1 store

Total 115 stores

Standards for participation
In order to ensure consistency throughout the region, agencies and stores participating
in 1999 met the following general criteria:

Local agency commitment

• Attend regional coordinating meetings
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• Provide stores with program educational materials (e.g., fact sheets and reference
books) for the public

• Facilitate installation of display materials, shelf talkers and fact sheets

• Provide training for significant majority of employees who interact with customers
in the garden department or nursery

• Maintain in-person contact with stores over the duration of the promotion

Store management commitment
Participating stores are required to:

•  Stock a significant number of recommended less-toxic products

•  Use program shelf talkers to identify these products on the shelves

•  Send a critical mass of employees (or, for hardware stores, garden department
employees) to training

•  Make program fact sheets containing specific less-toxic pest management strategies
available to customers.

Stores are encouraged to use other program display elements.

Program Planning and Management
Early in 1998 two regional consortia of water pollution prevention agencies, the Bay
Area Stormwater Management Agencies Association (BASMAA) and the Bay Area
Pollution Prevention Group (BAPPG), agreed to spend 1998–99 funds to regionalize the
pilot promotion. Soon after, local and county agencies began to sign on for the 1999
gardening season. In September 1998, CCCSD organized a how-to workshop for
agencies, and produced a handbook, Implementing an IPM Partnership: A How-To
Guidebook for Pollution Prevention Agencies. Soon after, participating agencies
convened a regional committee, with monthly meetings, to facilitate planning and
decision-making, and to ensure as much consistency as possible throughout the Bay
Area. The committee also served as a resource for small agencies or those that were less
experienced in collaborating with local businesses.

Early in the regional planning process it became clear that a program of this scope
would require significant coordination, and that it would be necessary to have a
regional coordinator with the necessary skills to moderate meetings, prepare minutes,
and facilitate inter-agency coordination. The Regional Water Quality Control Plant
(Palo Alto) provided resources to support a coordinator for the regional committee.

Program Materials
The regional program used materials designed for the pilot:

•  Posters/end cap signs

•  Shelf signs and poster “headers”

•  Shelf talkers
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•  Weatherproof banners

•  “Ask me about less-toxic pest control” t-shirts for employees

•  Person-size cardboard “spokesturtles” for use in store displays

•  Pest-specific fact sheets on aphids, ants, and fleas (updated for the regional
program)

Additional materials were developed in late 1998 for the regional program:

•  New fact sheets on cockroaches, spiders, lawn care, safe use and disposal of
pesticides, and beneficial insects/cultural pest control (development supported
by CCCSD)

•  Recognition decals for stores (development supported by the RWQCP, Palo Alto)

As in the pilot, fact sheet topics were chosen based on common uses and target pests for
diazinon and chlorpyrifos. “Safe use and disposal of pesticides” is the obvious and
necessary exception.

In addition to these specially created materials, agencies also purchased posters
illustrating beneficial insects and reference books for participating stores.

Training for Store Employees
As established in the pilot, the program’s success in educating the public about less-
toxic pest control relies on knowledgeable store employees, who are prepared to answer
customers’ questions with recommendations for effective alternatives to broad-
spectrum pesticides. Therefore agencies were required to provide training, and stores
were required to send employees to training.

CCCSD issued a request for proposals (which included the training curriculum
developed for the pilot as an example) to Bay Area IPM experts and trainers, and made
available to the region both responses and CCCSD’s interview notes. Agencies
contracted individually with trainers. Region-wide, more than 340 store employees
were trained in formats that varied with available agency resources and the character of
participating stores (see local agency reports, Appendix B). Some of the variations
included:

•  On-site, in-the-aisles training lasting one hour (for the smallest stores)

•  Two 2-hour sessions one week apart, offered on-site or at a central location

•  Two hours of training in late winter, followed by a 2-hour “refresher” in the
summer

As part of the evaluation for the program, employees were surveyed at the end of the
season to find out whether training had been helpful in preparing them to answer
customers’ questions. Seventy-three percent of employees had received at least two
hours of training. All but three of the 74 employees who responded to the survey
indicated that they were somewhat or very satisfied with the training, and all but one
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of the 74 responding employees said that the training had helped them answer
questions (see Part II, 1999 Evaluation Report).

Evaluation
Please see Part II, 1999 Evaluation Report.

To reiterate, the stated goals of the 1999 program were to:

• Develop partnerships with retailers who can help spread the word about water
quality problems related to residential pesticide use

• Educate the public about the value of non-toxic and less-toxic approaches to pest
control—without delivering negative messages about any products

• Create a program with broad appeal to other Bay Area stores, including chains

While it could be argued that accomplishment of these goals could be determined
empirically and anecdotally, funding agencies and the promotion’s many interested
observers requested more formal evaluation. The Public Research Institute of San
Francisco State University (PRI) was hired to evaluate effectiveness of the program in
changing attitudes and behavior of store employees, and sales of both toxic and less-
toxic products.

Evaluation of store employee responses to the program

As the program year progressed, it became clear that employee responses to questions
about the effectiveness of training and their comfort recommending less-toxic
alternatives to diazinon and chlorpyrifos products would provide the best available
measure of the first two goals. These responses would also be useful in planning future
training and store coordination efforts.

Evaluation of sales data

It also became clear that due to a number of variables including available agency
resources and the character of individual stores, the program was not implemented
uniformly in all stores in 1999. Since there would be little utility in measuring product
sales results in stores where the program was not optimally implemented, PRI
undertook an intermediate step of identifying “excellent” stores, using information
provided by agency representatives. Ultimately sales data was only requested from
“excellent” stores with computerized inventory.  Although these data may not
represent all participating stores, these data do provide an indication of the results of
the program when it is well implemented by both agency and store staff.

Costs/Funding
Planning, coordinating, and implementing the Our Water, Our World  promotion in
115 stores required resources from numerous sources. In planning for the first year of
the regional program, the regional committee attempted to allocate regional costs to
regional funding sources and local costs to local agencies. The entire region benefited
from Central Contra Costa Sanitary District’s commitment to the program and the
CAL-FED grant awarded to CCCSD (see Tables 1-1 and 1-2).
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The Our Water, Our World  promotion has received significant attention from agencies
from around the country who are interested in developing their own program.  In an
effort to fully inform their efforts, the regional committee gathered all available cost
figures.  The following factors should be kept in mind when reviewing Table 1-2:
•  Development costs tend to be one-time costs.
•  Implementation costs tend to decrease as staff (agency and store) gains experience.
•  When comparing these costs to the costs of other pollution prevention or source

reduction programs, agencies should be aware that:
•  Agency staff time is often not accounted for in similar programs’ cost analyses.
•  The Our Water, Our World  promotion works through personal interactions

among agency staff, store personnel, and customers.
•  Such personal interactions, although potentially costly, have been demonstrated

in other programs to be very effective in achieving results including behavior
change among members of the “target audience.”

Year 2 (FY 99/00) of the Regional Promotion
Goals of the regional promotion in 2000 (year 2) are:

•  Build on relationships with independent nurseries and hardware stores developed
during the 1998-99 IPM Partnership project

•  Expand the program to include more stores, including large chains if feasible

•  Continue to spread the word about water quality problems related to residential
pesticide use

•  Educate the public about safe use and disposal of pesticides and the value of IPM
approaches to pest control

At the time of writing, it appears that planning for the 2000 program has put the
regional committee in position to meet all of these goals.

Build on relationships: For store employees who were trained last year as well as
nursery professionals familiar with the basic principles of integrated pest management,
agencies are offering “advanced” as well as “general” training. The California
Association of Nurserymen is awarding continuing education units to California
Certified Nursery Professionals (CCN-Pros) who attend training sessions.

Expand to large chains:  During the planning period for the second year of the regional
program, Orchard Supply Hardware agreed to the requirements for participation,
bringing 26 OSH stores on board for 2000. This achievement meets the IPM
Partnership’s goals of attracting (1999) and then expanding (2000) the program into large
chains.
Continue to spread the word about water quality and the value of IPM approaches to
pest control: Three new fact sheets have been developed, on Snails and Slugs,
Yellowjackets, and Roses.
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Table 1-1: Expense categories and funding sources

Development of Recommended Product List Central Contra Costa Sanitary District

Development of new program fact sheets;
updating fact sheets from the pilot

Central Contra Costa Sanitary District

“Core” program materials:
Posters
Shelf signs
Shelf talkers
Shelf clips
Fact sheets (300 per store)
Recognition stickers

Bay Area Stormwater Management
Agencies Association

Bay Area Pollution Prevention Group

“Non-core” materials:
Banners
Literature racks
Reference books
Beneficial insects posters
T-shirts
Cardboard turtles
Extra fact sheets (quantities over 300/store)

Local agencies

Coordination with participating stores Local agencies

Store employee training Local agencies

Evaluation Bay Area Stormwater Management
Agencies Association

Bay Area Pollution Prevention Group

Central Contra Costa Sanitary District

Regional program coordination Regional Water Quality Control Plant
(Palo Alto)

Regional media coordination Bay Area Stormwater Management
Agencies Association

Bay Area Dischargers Association

Local advertising and publicity Local agencies
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Table 1-2: Program costs (actual or estimated)

Regional development, printing, management, and evaluation
costs:

Development of Recommended Product List $2,000

Development of new program fact sheets, including writing and
design; updating fact sheets from the pilot

$11,000

Print posters and shelf signs $4,500

Print shelf talkers (50 shelf talkers/store) $1,070

Print fact sheets (300 sets of 8/store) $13,000

Print recognition stickers $925

Purchase shelf clips (6,000) $560

Evaluation $16,665

Regional program coordination $21,450

Regional publicity $7,097

Local agency materials, employee training, and program
coordination (not including publicity costs):

Alameda Countywide Clean Water Program (5 stores) $18,100

Central Contra Costa Sanitary District (13 stores) $33,800

Fairfield-Suisun Urban Runoff Management Program (1 store) $1,643 + staff 

Marin County Stormwater Pollution Prevention Program (21 stores) $1,750 + staff 

City and County of San Francisco (3 stores) Not available

San Mateo Countywide Stormwater Pollution Prevention Program
(13 stores)

$22,000

Santa Clara Valley Urban Runoff Pollution Prevention Program (18
stores)

$18,600

City of Santa Rosa, Sonoma County Waste Management Agency,
and Sonoma County Water Agency (includes Master Gardener
Training) (37 stores)

$47,000

Union Sanitary District/City of Fremont (2 stores) $10,400

City of Vacaville (1 store) $1,225 + staff 

Total (115 stores) $232,785 + some
unaccounted

costs
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Part II: 1999 Evaluation Report
Prepared by

The Public Research Institute
San Francisco State University

Introduction
Between September 1999 and March 2000, the Public Research Institute (PRI), at San
Francisco State University, assisted participating agencies in obtaining data to help
evaluate the effectiveness of the 1999 promotion. Data collected by PRI included: 1)
questionnaire surveys of employees and owners/managers of nurseries, garden centers,
and hardware stores participating in the program; 2) evaluation of store effort by local
agency representatives and 3) collection and analysis of pre- and post-promotion sales
data from selected stores.

Methodology
PRI worked with the regional committee to develop:

•  Short, self-administered post-program survey questionnaires to be completed by
employees and owners/managers of participating stores (see Appendix C)

•  A store evaluation form to be completed by local agency representatives (see
Appendix D for principle results, and Appendix E for evaluation form and complete
results)

•  A protocol for obtaining 1998 and 1999 sales data from participating stores

Local agency representatives were responsible for:

•  Distributing, completing, and returning store evaluation forms

•  Administering surveys to store owners/managers at the end of the 1999 promotion

•  Distributing and collecting surveys from store employees at the end of the 1999
promotion

•  Developing a sales data inventory form (see Appendix F), and collecting sales data at
the end of the 1999 promotion

The regional committee of the Our Water, Our World  promotion distributed all
questionnaires and forms, which were subsequently delivered to PRI for data entry,
verification, and analysis.

Findings
Survey of Store Employees
In an effort to: 1) learn about the effectiveness of the program in helping store
employees to guide customers in the direction of less-toxic pest control and 2) assess the
effectiveness of training provided by participating agencies, PRI and the regional
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committee designed a questionnaire for employees to fill out at the end of the
gardening season. Agency representatives distributed questionnaires to employees of 38
stores, and 97 were returned to PRI for analysis (see Table 2-1). Qualitative data obtained
from participating store owners/managers was utilized directly by regional committee
members, and was not analyzed by PRI.

 Our Water, Our World  Training

•  About 73% of responding employees reported that they had received at least two
hours of IPM training and information about less-toxic pest management
alternatives in 1999, and 34% said they had received four or more hours of IPM
training. Fifteen percent of the store employees indicated that they had received no
IPM training during 1999.

•  All but 3 of the 74 store employees who completed at least one hour of training
(96%) said that they were somewhat or very satisfied with the integrated pest
management training they received. The remaining 3 employees indicated that they
were “somewhat dissatisfied” with the training.

•  Similarly, all but one employee reported that the IPM training had helped them
somewhat or a great deal, when answering customers’ questions about less-toxic
pest management.

•  Seventy-eight percent of the store employees indicated that they would be willing to
attend at least  two training sessions next year, and 23% said that they would be
willing to attend four or more sessions next year. Three employees (not the same
three referred to above) said that they would not be willing to attend a training
session.

•  Employees indicated that the trainer’s qualifications would be the most important
consideration when attending a training session next year. In descending order,
other important considerations were:

•  Travel time/distance to the training

•  Whether they were paid by their employers to attend

•  Receiving encouragement to attend from their employers

•  Receiving continuing education credits and a certificate

•  Being provided with a meal at the training session was ranked the least
important consideration for attending a training session next year.

 Store Employees’ Interactions with Customers

Just over half of the employees who responded to the questionnaire said they are
"very familiar" with the less-toxic products they sell. About 96% said that they
are at least  "somewhat familiar" with these products.
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•  About half of the employees said that during an average week over the summer,
more than ten customers had asked them for their advice about purchasing pest
management products. Ten employees said that forty or more customers had asked
them for advice during an average week. Overall, an average of 17 customers a
week asked employees for their advice about purchasing pest management
products.

•  Eighty-eight percent of employees said that they are more likely to encourage
customers to purchase less-toxic products than they were before the promotion
began. Twenty-nine percent said that prior to the program they rarely or never
encouraged customers to purchase such products.

•  About 87% of the employees said that customers were at least somewhat responsive
to the central message of the program, which was to “Choose less-toxic products.”
Nine percent of the employees thought that customers were somewhat
unresponsive to this message. None of the employees said that customers were
“not at all responsive” to the message.

•  Employees were asked to rate the importance of various factors in increasing their
likelihood of encouraging customers to purchase less-toxic pest management
products.

•  Eighty-one percent said that their increased product knowledge was very
important for enhancing the likelihood that they would encourage customers to
choose less-toxic products.

•  Increased product knowledge received higher marks than all other factors.

•  Sixty-nine percent of the employees said that positive responses from customers
was a very important factor

•  Fifty-nine percent said that the program materials were very important.

•  Fifty-five percent said that the commitment of their store owners/manager was
very important

•  Fifty-one percent said that the training they received was very important.

More than 94% of the employees answering these items said that each of these factors
was at least somewhat important for increasing the likelihood of their encouraging
customers to purchase less-toxic pest management products. Thus, the vast majority of
the employees considered all  of these factors important.

 

 Employee Assessment of Program Elements, Materials, and Displays

•  Forty-two percent of responding employees indicated that the IPM training they
received was the most helpful source of information for answering customers’
questions about controlling pests.

•  Thirty-two percent said that the fact sheets were the most helpful source of
information.
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Table 2-1: Number of Employee Questionnaires Returned from Each Store, By Agency

Agency Store Name Number of
Questionnaires

Agency
Subtotals

Ace Hardware-Concord 5

Navlets-Concord 6
Navlets-Danville 3
Tassajara Valley Ace Hardware 3
Lafayette Ace Hardware 1
Navlets-Martinez 8
1000 Oaks Ace Hardware 1 27

Fairfield-Suisun Ace Hardware-Suisun 4 4
Marin Longs Drugs-San Anselmo 1

Sloat-Tiburon 2 3
San Mateo Brisbane Hardware 2

Menlo Park Hardware 3

Roger Reynolds-Menlo Park 2

Al's Nursery, Inc. 1

Portola Valley Hardware 1

Wegman's Nursery 2

Long Drugs-Santa Rosa 2 13
Santa Clara Yamagami's Nursery 4

Los Altos Nursery 2

Los Altos Hardware 3

Rancho Hardware 1

Woolworth Nursery-Mt View 4

Peninsula Hardware 2

Palo Alto Hardware 6

El Real Nursery 1

La Belle Nursery 1 24
Sonoma/Santa Rosa Long's Drugs-Cloverdale 1

Windwill Nursery 1

Purity Products 1

Garden Valley Nursery 1

Rose Garden Nursery 1

Calloways 5

Empire Nursery 2

Paterson's Nursery 3

Pricketts Nursery 3

Purity Products 3

Harmony Farm Supply 2 23
Vacaville Sloat Garden Center-Danville 3 3

Total 97
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•  Sixteen percent said that the reference books were most helpful.

•  Ten percent said something else was most helpful.

Employees were asked about the frequency with which they consulted program-
supplied sources of information when helping customers with their pest management
needs.

•  Sixty-five percent of the employees indicated that they consulted the fact sheets
“sometimes” or “often,” while 43% of the employees said they consulted the
reference books “sometimes” or “often.” (Note that reference books were available
in far fewer stores than fact sheets.)

•  Fifty-eight percent of employees said that, when recommending products to help
customers with their pest management needs, they "sometimes" or "often" rely
upon the shelf talkers/signs to locate less-toxic products, with 24% reporting that
they "often" rely upon shelf talker/signs to locate less-toxic products.

•  Employees were asked to indicate the most effective promotional materials for
encouraging customers to choose less-toxic products. Multiple responses were
allowed. In response, 65% said they thought the literature rack/fact sheets was the
most effective display element for encouraging customers to buy less-toxic products.
Thirty-nine percent indicated that they thought the shelf talkers/signs were the
most effective element, 31% said the aisle end-cap displays were the most effective
element, and 20% said the reference books were the most effective.  Only 13% said
the “stand-up” turtles were the most effective element, only 4% said the large
banners were most effective, and a mere 2% said the three-by-five foot posters were
the most important element.

 

1998 and 1999 Sales Data from Stores
Selecting stores for sales data comparisons

Members of the regional committee agreed that, due to variability in both store
commitment to the program and resources available for agency follow-through, the
program may not have been implemented uniformly throughout the region.
Furthermore, some stores did not carry an adequate number of less-toxic products or an
adequate mix of less-toxic and toxic products for useful comparisons of sales data.
Therefore, PRI produced store pre-evaluation forms to identify stores that would
provide the most useful sales data for comparisons.

Local agency representatives completed and returned store pre-evaluation forms for
105 of 115 participating stores. Information from these pre-evaluation forms and other
information from agency staff identified a select group of stores that: 1) had fully
implemented the program and 2) was willing and able to collect sales data.  The
regional committee developed and refined an inventory tracking form (Appendix F) to
facilitate and standardize data collection. Local agency representatives then worked
with the select group of stores to collect sales data. Ultimately, useful sales data was
obtained from 20 stores (see Table 2-2).  This number was relatively small, because only
stores with electronic inventory control were asked to provide data.
In the course of the analysis, two notable statistics surfaced:
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•  Local agency representatives reported that 77 (73%) of the participating store
owners/managers were somewhat or highly cooperative, whereas only 15 (14%) of
the store owners/managers were considered uncooperative.

•  Local agency representatives reported that 84% of the participating stores were
carrying at least half of the categories of less-toxic pest management products
promoted by the program, and 67% of the participating stores were carrying at least
three-fourths of these product categories.

Table 2-2: Number of Cases* of Sales Data Provided by Each Store

Store Name Number of
Cases

Ace Hardware-Concord 40
Navlets Nursery & Garden-Concord 34
Navlets Nursery & Garden-Danville 33
Ace Hardware-Martinez 32
Navlets Nursery & Garden-Martinez 30
Ace Hardware-Pleasant Hill 30
Thousand Oaks Hardware-Walnut Creek 25
Goodman Building Supply 35
Yamagami's Nursery-Cupertino 22
Palo Alto Hardware 36
Sloat Garden Centers (All Eight Stores) 8
Unidentified (Two Stores) 24

Total Number of Toxic and Less-toxic Cases 349

* Case = If more than one pair of sales figures was provided for a specific type of product
(e.g., Diazinon Granules), the 1998 and the 1999 sales data was aggregated to produce
one case (pair) for analysis.   Thus, each store produced up to one case (pair) of 1998 and
1999 sales data per specific type of product

Local agency representatives returned fifteen inventory forms with 1998 and 1999 sales
data from 22 stores, but two forms were excluded from analysis due to missing data.
One evaluation form recorded combined sales from all eight Sloat Garden Centers, and
for the purpose of the following analysis, data from this form was regarded as having
come from one store. Two forms came from unidentified stores so for the purposes of
the analysis these were coded the same and are therefore, indistinguishable in the
analysis.

The recording form produced by PRI was derived from a list of common types of
organophosphate pesticide formulations and the program’s less-toxic product list.
“Units sold” was requested for each of the products; however the suppliers’ year-end
printouts provided by some stores actually showed “units purchased” during each year.

For several reasons, the data collected by local agency representatives was not perfect.
For example, one popular less-toxic product, Orange Guard, is not carried by the large
distributors, so records of Orange Guard inventory purchases are more difficult to find.
Only one of the twenty reporting stores included Orange Guard.
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Another less-toxic product, Sluggo (iron phosphate-based snail poison) was introduced
into stores with great publicity fanfare partway through the 1999 season. It was not
available in 1998.

Yellowjackets were present in Bay Area yards and gardens in unusually high numbers
in 1999, which accounts for tremendous increases in sales of yellowjacket traps, which
are recommended less-toxic products. In fact, the severity of the yellowjacket problem is
understood by some retailers to be related to other aspects of the sales data: In some
cases customers would purchase the less-toxic traps and also stock up on highly toxic
sprays in order to kill the nest. One store manager suggested that the yellowjacket
infestation distracted gardeners’ attention from other pest problems, accounting for a
smaller-than-expected increase in both less-toxic and more-toxic products—except for
those targeting yellowjackets.

Toxic and Less-toxic Products

•  Twenty stores provided 1998 and 1999 sales data across 9 types of toxic products
(containing Diazinon and Chlorpyrifos), yielding 68 cases for analysis (see Table
2-3). Thirty-six of these cases showed declines in sales from 1998 to 1999, 22 showed
increases in sales, and ten cases remained the same from 1998 to 1999.  These stores
sold a combined total of 4,725 units of toxic products in 1998, and a total of 4,140
units in 1999, for a reduction of 585 units or 12%.  The number of units of toxic
products sold averaged 70 units per store in 1998 and 61 units per store in 1999, for a
mean difference of about 9 units. Given the variability in these data, we would
expect differences of this magnitude to occur due to chance factors about 32% of the
time.

•  1998 and 1999 sales data was obtained for five broad categories of less-toxic products
(see Table 2-4), consisting of 48 specific types of products (see Table 2-5), which
provided a total of 281 cases for analysis. Overall, 140 of these cases showed increases
in sales from 1998 to 1999, 117 showed declines in sales, and 24 cases showed no
differences from 1998 to 1999.  The 20 stores provided sales figures ranging from one
to 15,808 units in 1998 and from one to 18,194 in 1999. These stores sold a combined
total of 78,982 units of less-toxic products in 1998, and 94,070 units in 1999, for an
overall increase of 15,088 units or 19%. The number of units of less-toxic products
sold in 1998 averaged 281 units per store, and the number of units of less-toxic
products sold in 1999 averaged 335 units per store, which provides a mean
difference of 54 units or about 19%. Despite the gross variability in these data, this
difference represents a statistically significant increase in the mean number of units
sold at the 0.001 level, which is the probability that a difference of this magnitude
would be due to chance factors, even if the program had no effect.
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Table 2-3: Specific Types of Toxic Products and Number of Cases for Analysis

Type of Toxic Product

Number of
Forms/Cases
for Analysis

Diazinon Granules 12
Diazinon Liquid Concentrate 8
Diazinon RTU Spray 9
Dursban (Chlorpyrifos) Granules 8
Dursban Liquid Concentrate 8
Dursban Aerosol 4
Dursban RTU Spray 5
Dursban Fogger 2
Other Diazinon & Chlorpyrifos Products 12

Total Number of Cases for Analysis 68

Table 2-4: Categories of Less-toxic Products and Number of Cases for Analysis

Category of Less-toxic Product
Number of

Cases for
Analysis

Chemical 99
Physical 89
Cultural 40
Biological 17
Additional 36

Total Number of Cases for Analysis 281
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Table 2-5: Specific Types of Less-toxic Products and Number of Cases for Analysis

Type of Product
Number of

Forms/Cases
for Analysis

Insecticidal Soap 10
Insecticidal Soap with Citrus Oil 4
Insecticidal Soap with Pyrethrin 5
Spray Oil (Horticultural Oil) 12
Citrus Oil Spray 1
Neem 10
Herbicidal Soap 4
Borate-based Products (Boric Acid/Borax) 8
Borate-based Carpet Treatment 1
Hydramethylnon Ant and Cockroach Baits 7
Sulfuramid Ant Baits 3
Fipronil Ant and Cockroach Baits 6
Insect Growth Regulator (Methoprene) 2
Dessicating & Insecticidal Dust (DE) 9
Other Less-toxic Chemical Controls 5
Yellow Sticky Trap 7
Yellowjacket Trap 12
Flea Trap 8
Slug & Snail Pitfall Trap 7
Copper Barrier Tape 9
Floating Row Cover 2
Sticky Barriers (for ants, etc.) 11
Sticky Trap (for Cockroaches) 6
Sticky Trap with Pheromone Attractant 4
Netting (for birds and deer) 4
Reflective Tape 4
Spikes (Spiked Shoes or Sandals) 2
Anti-Transpirant 9
Other Physical Controls 4
Slow-Release or Encapsulated Fertilizer 8
Blood and/or Bone Meal 4
Fish Emulsion 4
Composted Poultry Litter 2
Kelp Meal & Seaweed-based Fertilizer 1
Mulches 21
Beneficial Nematodes 1
Bacillus Thuringiensis Kurstaki 8
Bacillus Thuringiensis Israelensis 7
Other Biological Controls 1
Iron Phosphate Snail & Slug Killer 1
Insect Barrier Tape 1
Insect Trap (for Indian Meal Moths) 10
Insect Trap (for Flies) 11
Insect Trap (for Whiteflies) 1
Spray Oil (Mint, Garlic, or Citronella) 5
Other Additional Products 7
Arsenic Ant Baits 12

Total Number of Cases for Analysis 281
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See Appendix G, “Sales Results by Product Type and Category” for more detail.

A Note about Statistical Significance
The statistical significance of differences between mean sales in 1998 and 1999 is affected
by several considerations, besides the actual size of the differences. Factors such as the
number of observations on which the means are based and variability within the data
are also important. Even if there are real differences in the population of stores
sampled, fewer observations and greater variability may make it impossible to achieve
conventional levels of statistical significance. Both factors are important in the current
work.

Because data for most products was only provided by a few stores, and because some
stores reported very low sales volumes, while others reported very high sales volumes,
statistical significance may not be a reliable measure of meaningful differences in this
study. In this work, statistically significant results were obtained when extremely large
mean differences, from sufficient observations, were not obscured by great variability in
the data. In other instances, statistically significant differences were not obtained,
because there were too few observations and/or because there was great variability in
the data. For example, one store reported selling 15 units of Diazinon Granules in 1999,
while another store sold 312 units of Diazinon Granules.  Because mean sales of
Diazinon Granules were obtained from only 12 stores, such variability makes it more
difficult to arrive at a conclusion that the difference between years is statistically
significant. If more stores had provided sales data, the "average variability" would have
been lower, and the likelihood of detecting statistically significant differences would
have been much greater.

Summary of Principal Findings
Survey of Store Employees

The vast majority of employees who were surveyed attended at least one program
training session.  These employees were generally quite satisfied with the training, and
they indicated that it was very helpful when answering customers’ questions about
less-toxic pest management and when encouraging customers to choose less-toxic
products.  Most employees said they would be willing to attend two or more training
sessions next year. Given the trainings focus on educating employees about specific
less-toxic pest management alternatives and encouraging them to recommend these
products to customers, the data also suggest that employees should be provided with
additional training opportunities in the future; and that employee attendance at
training should continue to be a requirement for store participation in the program.

While employee training seems to be of central importance for program effectiveness,
results also suggest that the literature racks/fact sheets, shelf talkers/signs, and
reference books will continue to be of importance for both employees and customers.
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 1998 and 1999 Sales Data

Although program goals for the first year did not include sales results targets, members
of the regional committee have been acutely aware that program observers are eager for
some measure of reduced amounts of pesticides reaching Bay Area surface waters. In
fact, sales data from 1998 and 1999 for both toxic and less-toxic products was provided by
20 stores that: 1) fully implemented the program and 2) had electronic inventory
control. Although these data may not represent all participating stores, these data do
provide an indication of the results of the program when it is well implemented by
both agency and store staff. Due to this factor and a number of other factors including
the idiosyncratic nature of practically every pest season, and the fact that government
representatives in a “partnership” with local businesses are in no position to demand
cooperation in this sensitive proprietary area, the data is helpful, but not perfect.

Available sales figures indicate that toxic product types showed more decreases than
increases in units sold in 1999. Overall sales of toxic products also declined. In addition,
the average number of units of toxic products sold per store in 1999 declined from the
previous year. Thus it appears that the Our Water, Our World  promotion may have
contributed to a reduction in the sale of toxic products during the year in which it was
in operation.

Similarly, most less-toxic product types showed increased sales in 1999, compared to
1998. Furthermore, there was an increase in the total number of units of less-toxic
products sold in 1999, and there was an increase in the average number of units sold,
per store, across all product types. Therefore, the Our Water, Our World  promotion
may have been responsible for an increase in the sale of less-toxic products in 1999.

It is important to note that the Our Water, Our World  promotion with hardware stores
and nurseries is one of a number of public education efforts related to pesticide use that
water pollution prevention agencies and others have underway. One program of note
is the Partnership with Master Gardeners. Several Bay Area agencies are working
closely with University of California Cooperative Extension (UCCE) Master Gardeners
(or similar volunteers) to promote less-toxic pest control. In 1999 these agencies trained
Master Gardeners (or other volunteers) and provided materials and other assistance;
the trained volunteers, in turn, provided public workshops on less-toxic pest control.
Other initiatives included regional and local advertising campaigns and media
education efforts focusing on IPM principles and less-toxic pest control, development of
a “Kids’ Guide to Backyard Bugs” for use in school outreach programs, and a host of
diverse local efforts, including adoption of ordinances prohibiting application of toxic
pesticides by public agencies or their contractors, except in special circumstances.
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Appendix A: Partnerships with Master Gardeners

Project Summary
Several Bay Area agencies formed partnerships with the University of California
Cooperative Extension (UCCE) Master Gardeners (or similar volunteers) to promote
less-toxic pest control. As with the IPM Partnerships with stores, the overall goal was to
protect water quality from pesticide-related risks, in light of the discovery that
commonly-used organophosphate pesticides are showing up in streams and
wastewater.

The agencies trained Master Gardeners (or other volunteers) and provided materials
and other assistance. The trained volunteers, in turn, provided public outreach on less-
toxic pest control, including through public workshops.

The Central Contra Costa Sanitary District (CCCSD) first formed partnerships with
Master Gardeners during its 1997/1998 pilot IPM Partnership. CCCSD recognized that
working with Master Gardeners would be a cost-effective way to reach the general
public, since Master Gardeners are a well-established, active volunteer organization
which already disseminates gardening information to the pubic. CCCSD also
recognized the value of workshops as a way to disseminate IPM information, since the
IPM message is a fairly complex one.

Marin County also chose to form partnerships with Master Gardeners in 1998, using
the materials and approach developed by CCCSD.

In 1999, four agencies chose to work with Master Gardeners or other volunteers as
follows:

•  CCCSD expanded its IPM Partnership with Master Gardeners, including by
recruiting additional Master Gardeners to join the project.

•  The City of Daly City Department of Water and Wastewater Resources recruited
experienced gardeners to be trained in IPM and provide public outreach in San
Mateo County. The group functioned like Master Gardeners; currently there is no
Master Gardener Program in San Mateo.

•  The City of Santa Rosa, Sonoma County Waste Management Agency, and Sonoma
County Water Agency joined up to train 25 Master Gardeners in IPM. Those Master
Gardeners conducted public IPM workshops at stores in the IPM Store Partnership.

•  Marin County Stormwater Pollution Prevention Program continued its Partnership
with Master Gardeners; three additional Master Gardeners were trained.

Goals
Each participating agency articulated its own goals. In general, the IPM Partnership with
Master Gardeners was intended to:

•  Leverage agency resources by training volunteers to provide outreach about less-
toxic pest management

•  Reduce the environmental risks associated with pesticide use
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•  Provide information about less-toxic pest control (consistent with IPM) and
promote its use among those who manage pests in their own gardens and homes

•  Promote participating stores as sources of less-toxic pest control products and advice

Volunteer Training
Each participating agency provided training for the volunteers about less-toxic pest
control and how to give public workshops on that topic. Each agency was responsible
for contracting with a trainer. However, to help agencies select a trainer and to better
ensure consistent approaches, CCCSD issued a request for proposals (RFP) that was
written to solicit responses from consultants interested in providing training anywhere
in the Bay Area.  Copies of the RFP, submitted proposals, and CCCSD’s interview notes
were made available to other agencies in the region. The training provided by each
agency is summarized below:

Agency Training provided/# of participants
Central Contra Costa
Sanitary District

Different training was offered as follows (using Debi Tidd of the
Gardens at Heather Farms as trainer with guest field trip leader
Bob Case of the CCC Dept. of Agriculture):
•  Provided 12 hours of training over 4, 3-hour sessions to

Master Gardeners who joined the program in 1999.
•  Provided 3 hrs of training on new/updated fact sheets to 7

Master Gardeners trained in 1998.
•  Offered 3-hour supplemental training session covering

additional pests. 12 attended.
•  Offered a 3-hour supplemental training session covering

problem solving and finding pests/beneficial insects on a
garden tour.  9 attended.

City of Daly City Provided 15 hours of training over 5, 3-hr weekly sessions.
Taught by Tanya Drlik. 25 people attended all or some of the
training.

Santa Rosa/Sonoma
County

Provided 8-hours of training over 2, 4-hour sessions taught by
Baefsky & Assoc. (Michael Baefsky & Tanya Drlik). 25 Master
Gardeners were trained.

Marin County Provided 15 hours of training over 3, 5-hr sessions (plus lunch) to
12 Master Gardeners, including 9 who attended training in 1998.
Also provided a follow-up advanced training session. Taught by
Debi Tidd, Gardens at Heather Farm.

Public outreach
Participating Master Gardeners/other volunteer gardeners carried the IPM message to
the public in a variety of ways, including by giving workshops on less-toxic pest control.
A summary by agency follows:
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Agency sponsoring a
Partnership with Master
Gardeners or other
volunteers

Public outreach efforts by participating Master Gardeners
or other volunteers

Central Contra Costa Sanitary
District

•  Gave 20 “Gardening the Less-Toxic Way” workshops,
with a total attendance of 436 people.

•  Gave out information on less-toxic pest control over
their public information phone line and at other
events in which they participate.

City of Daly City •  Conducted 19 workshops and talks, events, reaching
234 people (9 public workshops and 10  talks before
garden groups and others.)

•  Wrote 5 articles about IPM published in the Pacifica
Tribune

•  Wrote information about IPM published in 3
newsletters

 City of Santa Rosa/Sonoma
County

•  Gave 9 public workshops at 9 different stores, with
about 75 participants overall.

•  Conveyed IPM information over the phone from their
help desk.

•  Distributed the fact sheets at farmer’s markets, the
County fair, and Home and Garden Show

Marin County Stormwater
Pollution Prevention
Program

•  Under paid contract, held 30 workshops at libraries,
businesses, government agencies, and before
community groups such as garden clubs.

•  Made presentations at Fairs and during a parking lot
sale at a business.

•  Staffed a table at various farmer’s markets and
responded to phone requests for information.

•  Visited stores in Marin’s IPM Partnership to check on
displays, etc.

•  Under paid contract with Marin County, a Master
Gardener is also helping schools with less-toxic
gardens.

•  Staffed extensive exhibit at Marin Earth Day.
•  Wrote articles for local papers.

In addition to their work with Master Gardeners (and with stores—see Part I), the
agencies below pursued additional outreach based on the project materials as follows:
•  CCCSD disseminated IPM information through its web site and a large display

which was set up at events such as Earth Day Festival.
•  Marin County sponsored a two-day workshop for 30 local teachers called “Taking

Root—Creating Healthy School Gardens and Watersheds.”
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Costs/Funding
Costs for the IPM Partnership with Master Gardeners included the costs of developing
the program, training Master Gardeners or other volunteers, providing workshop
materials, publicizing workshops, and coordinating the program.

Many of the project development costs occurred during the pilot program and were
borne by CCCSD with the help of grants from the Department of Pesticide Regulation
and the National Foundation for Pesticide Education. With the help of a CAL-FED
grant, CCCSD also paid for development costs related to the 1999 project—including
developing new fact sheets and  creating a request for proposals for training Master
Gardeners.

Each agency paid for the costs of implementing its program, sometimes with the help
of a grant. Refer to the individual agency reports included in the Appendix B for the
cost information they provided.

Evaluation
Each agency evaluated its own Partnership with Master Gardeners, and this discussion
is based on a review of the individual agency reports. (See Appendix B). In general, the
agencies found the response to the program to be positive.

Marin County indicated the Master Gardeners loved the training. Similarly, Contra
Costa Master Gardeners gave high marks to the training based on evaluation forms
collected from all participants at the conclusion of each training program. Daly City
collected training evaluation forms from 9 of the 14 volunteers that received training,
and all were very satisfied with the training. Daly City staff commented on the
significant commitment required of the volunteers and noted that those who stayed
with the program were a dedicated and qualified group.

Feedback from those who participated in the public workshops was also positive.
CCCSD reported on the evaluation forms it collected from 326 of the 436 participants
(75%, though not everyone answered each question). The responses were very
favorable. Perhaps most significantly, 96% of respondents expected to change their pest
management strategies as a result of the workshop; of those who said “no: or “maybe,”
all but two indicated they were already practicing IPM or organic gardening.

The Daly City program did not collect evaluation forms at public workshops, but their
anecdotal evidence revealed that most were very satisfied with the workshops.
Similarly, Santa Rosa/Sonoma County indicated that most of the feedback was very
favorable, and the IPM information was well received.

The Daly City report commented on the extensive time commitment needed to
coordinate the program. Santa Rosa/Sonoma County found the biggest challenge with
the public workshops—which they held in participating stores—to be making sure the
training room or area was comfortable and visible to the public.
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Plans for 2000
Each agency has its own plans for 2000:

•  CCCSD plans to continue with the program. It will offer the basic training program
again, so that additional Master Gardeners can join, and will again offer
supplemental training as well. The main change will be an increased emphasize on
holding workshops at business sites, churches, etc., since 3 of the 4 best attended
workshops in 1999 were held by special arrangement before an existing group.

•  Marin County’s current program runs through the end of its fiscal year, June 2000.
They have not yet evaluated what, if any, changes will be made to the program after
that.

•  The City of Santa Rosa/Sonoma County will not provide training or enter into a
formal agreement with Master Gardeners in 2000. However, the City of Santa Rosa
will continue to provide fact sheets to the Master Gardeners for distribution
through their existing educational network and venues. The Master Gardeners are
free to hold workshops if they choose to do so. The City anticipates the IPM message
will continue to be conveyed to the public, since participating Master Gardeners
were so receptive to the IPM message.

•  The City of Daly City has no plans to work with the trained volunteers in 2000, but
anticipates the program will continue to have a ripple effect throughout the County
due to the dedication and leadership of those who participated in 1999.
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Appendix B: Local Agency Reports

Alameda Countywide Clean Water Program (ACCWP)

OVERVIEW

In January 1997, the Alameda Countywide Clean Water Program (ACCWP) initiated a
campaign to educate residents about the impact yard and garden care practices have on
Bay Area water quality.  The campaign occurred in conjunction with the Bay Area
Stormwater Management Agencies Association’s (BASMAA) regional campaign to
educate the public about water pollution prevention in the Bay Area.  Alameda County
residents were educated on traditional yard and garden care practices’ contribution to
water pollution.  From March through August 1997, the campaign targeted key
audiences of residents and garden care professionals through workshops, community
events and a Point-of-Purchase (POP) display.

The 1999 Integrated Pest Management (IPM) program built upon the success of the 1997
ACCWP campaign.  From January - May 1999, ACCWP concentrated on educating
garden center and nursery staff on IPM methods and less-toxic alternatives for the yard
and garden.  Six stores in Alameda County were targeted for the program.

STORE EMPLOYEE TRAINING

A two-hour educational presentation/workshop was developed collaboratively with
two Master Gardeners.  The IPM educational presentation covered a wide range of
methods and strategies to reduce water pollution that occurs as a result of yard and
garden care practices.  The workshop provided nursery staff with information on less-
toxic management of four pests (ants, aphids, cockroaches, and fleas) for which
diazinon and chlorpyrifos are commonly used.  The presentation discussed the four
IPM treatment method tactics as well as a thorough description of the different
products in the store and how they relate to each treatment method.  The session
included a detailed description of each product and an overview of the correct way to
read a pesticide label.   As part of the educational presentation each employee received a
Store Employee Training Manual that included seven sections: (1) Why Partner?, (2)
Treatment Options, (3) Fact Sheets, (4) Frequently Asked Questions, (5) Product Fact
Sheets, (6) The Pesticide Label, and (7) The IPM Product List.  All workshops were
followed with a lengthy question and answer period. Six stores and approximately 50
nursery professionals were trained.

STORE DISPLAYS

Store displays were installed in the pest product isles as part of each garden center IPM
workshop. Follow-up telephone calls and visits were made periodically to aid
restocking and display upkeep. Each store that participated in the IPM program received
the following items:
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•  UC Press Reference books (Pests of the Garden and Small Farms, and Pests of
Landscape Trees and Shrubs)

•  IPM Banner

•  Stand-up life size IPM Turtle

•  IPM Shelf Talkers and shelf clips

•  IPM Posters

•  IPM Shelf Signs

•  IPM Stickers

•  IPM Fact Sheets with plastic holder

•  Beneficial Bugs poster

•  and a detailed Store Employee Training Manual for each staff member.

STORE COORDINATION

Meetings were conducted with storeowners to discuss the goals of the project and the
requirements that their store carry alternative products, track product sales, display IPM
materials and participate in employee training. Follow-up telephone calls and visits
were made periodically to aid restocking and display upkeep.

PUBLICITY

After the IPM in-store workshop, the stores were notified about the media campaign
effort.  It was valuable for the store managers to be aware of the publicity surrounding
the program to give them a sense of the size and seriousness of the effort, to prepare
them for inquiries and to encourage them to ready their employees and the displays for
customers.  Each store manager got a master copy of the press release and the public
service announcements.  The preparation was useful when the IPM campaign was
featured in an April KTVU-TV interview.  Consumer reporter, Tom Vacar did a spot
on the Alameda IPM program at Ace Garden Center in Oakland.  The Alameda
Countywide Clean Water Program placed follow-up BayWise print advertising.

EVALUATION

The garden center/nurseries agreed that the IPM message and training were useful and
worthwhile for their employees.  At the initial point of contact most store managers
were apprehensive about the content of the IPM workshops and the logistics of
scheduling training sessions during work hours or after work.  Through the direct
training of nursery staff members in alternative methods, most employees indicated
that they learned or were reminded of safer ways to garden.
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In regards to content, store managers were pleased the message was “less-toxic” rather
than the avoidance of chemicals altogether. Store managers would have preferred the
presentations during the winter rather than during the busy spring season.  They
recommend the February through March period because it falls between the Christmas
tree season and the spring garden season.  The garden store staff praised the IPM
Training Manual.  They liked having a Training Manual to refer back to after the
Master Gardener presentation.

The nursery workshops had different impacts at different stores.  For example, the
progressive, privately owned Magic Gardens in Berkeley, was an IPM friendly
environment.  The staff was eager to learn about IPM and have materials to share with
customers and new staff members.  The two RiteAid stores that were visited for
workshops provided a less receptive audience.  The nursery staff had limited product-
ordering control and a customer base made up of people that are less interested or
informed about environmental issues.

However, at the RiteAid in Oakland, although we had a lukewarm invitation and
agreement to begin the project, the result after the workshop was employee excitement
and enthusiasm for the IPM methods and for less-toxic solutions.  The RiteAid
manager forwarded the training materials to the corporate RiteAid office with the hope
of raising consciousness about IPM on the corporate level. The overall IPM campaign
was rewarding and worthwhile in Alameda County and it will be funded again in 2000.

PLANS FOR 2000

No changes planned.
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Central Contra Costa Sanitary District
Report For the Period 9/1/98 - 9/30/99

PPPPaaaarrrrtttt    IIII::::    IIIIPPPPMMMM    PPPPaaaarrrrttttnnnneeeerrrrsssshhhhiiiipppp    wwwwiiiitttthhhh    SSSSttttoooorrrreeeessss

INTRODUCTION

During 1999 the Central Contra Costa Sanitary District (CCCSD) expanded its IPM
Partnerships with stores to include 13 stores (a substantial increase from the three
stores that participated in the 1997-98 pilot project).  One of the stores closed in the
summer of 1999, bringing the number of store partners to 12.

CCCSD also encouraged other Bay Area agencies to create IPM Partnerships. As part of
that effort, CCCSD produced Implementing an IPM Partnership: A How-To Guidebook
for Pollution Prevention Agencies and hosted a how-to workshop in the fall of 1998.

STORE EMPLOYEE TRAINING

CCCSD hired an IPM expert (Baefsky & Associates) to conduct store employee training.
Five different training series were offered; each was comprised of two, two-hour
sessions.  Two of the series were geared toward nursery staff, and three were geared to
hardware store employees. In all, about eighty store employees from CCCSD’s
participating stores were trained in less-toxic pest management/selling less-toxic
products. Participants received a reference notebook containing information about IPM,
less-toxic products, and how to read a pesticide label.

To select a trainer, CCCSD issued a request for proposals (RFP). The RFP was written to
solicit responses from consultants interested in providing store employee training
anywhere in the Bay Area.  Copies of the RFP, submitted proposals, and CCCSD’s
interview notes were made available to other agencies in the region.

CCCSD also began work on a series of three training videos which will be made
available to other agencies for the cost of reproduction. Once completed, the videos will
be used to provide refresher training and/or train new employees.

STORE DISPLAYS

Materials displayed by participating stores included all the core project materials (the
materials provided to stores by all participating agencies in the region and partially
funded by regional funds). These included:
•  Shelf-talkers (placed before less-toxic products)
•  Fact sheets:

•  Controlling Ants in Your House (updated from the fact sheet created for the
pilot project)

•  Keeping Fleas Off Your Pets and Out of Your Yard (updated from the fact
sheet created for the pilot project)
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•  Controlling Aphids in Your Garden (updated from the fact sheet created for
the pilot project)

•  Keeping Cockroaches Out of Your House (new fact sheet created in 1999)
•  Living with Spiders the Helpful Hunters (new fact sheet created in 1999)
•  Tips for a Healthy Beautiful Lawn (incorporating key information from the

white grub fact sheet created for the pilot project)
•  Naturally Managing Pests With a Healthy Garden (new fact sheet created in

1999)
•  Safe Use and Disposal of Pesticides (new fact sheet created in 1999)

•  End-cap displays, focused around a project poster (a slightly modified version of the
poster created for the pilot).

In addition, CCCSD offered each store the following optional materials:
•  A banner (designed for the pilot project)
•  A Stand-up “Spokesturtle” (designed for the pilot project)
•  A display rack
•  T-shirts (designed for the pilot project)
•  Reference books
•  Decals

All of the stores chose to use the optional materials, except for T-shirts. Many stores
opted not to obtain project T-shirts, because their employees are required to wear
uniforms.

All of the participating stores are still displaying the literature racks with fact sheets and
the shelf-talkers. Other project materials were displayed for variable amounts of time,
depending on the store.

STORE COORDINATION

CCCSD staff  visited each of the stores an average of once a month to check the displays
and see if the stores needed anything.

PUBLICITY

CCCSD publicized the names of participating stores through:
•  A handout included in the packet for the “Gardening the Less-Toxic Way”

workshops, which were attended by 436 people
•  Its website
•  An article in the summer issue of CCCSD’s newsletter, the Pipeline
•  Press releases (see the publicity described in Part II, with respect to the Master

Gardener Partnerships)
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COSTS

From 9/1/98 through 9/30/99, CCCSD spent $90,800 on the IPM Partnership with
Stores, of which $52,850 was funded by a CAL-FED grant, and $37,950 by CCCSD. This
included:

•  $28,000 in CCCSD staff time, benefits, and overhead (for the how-to-workshop,
coordinating the production of materials, recruiting and coordinating with stores,
overseeing the training, coordinating with the region, etc.)

•  $8,500 for a consultant to conduct store employee training
•  $2,000 for a consultant to update the list of less-toxic products
•  $21,000 for producing/printing store display and training materials (including the

product list). The per store cost for materials was about $750 (reproduction costs
only, not design costs)

•  $19,500 for a consultant to help implement the project (including writing the How-
to Manual, writing the RFP to hire a trainer, coordinating store employee training,
writing project reports, and otherwise helping to coordinate/implement the project)

•  $7,500 toward the cost of a regional evaluation
•  $4,500 for a consultant to help prepare a training video

EVALUATION

The evaluation forms collected at the end of each of CCCSD’s store employee training
series were very positive:

•  99% of the those trained agreed (53%) or strongly agreed (46%) that the instruction
was well organized and clear.

•  81% agreed (37%) or strongly agreed (44%) that the information changed their
attitude about pesticides (some noted they were already convinced)

•  100% agreed (45%) or strongly agreed (55%) that the information was useful.
•  91% agreed (49%) or strongly agreed (42%) that the information will help them sell

less-toxic products.
•  93% agreed (51%) or strongly agreed (42%) that the level of detail was appropriate
•  95% agreed (47%) or strongly agreed (48%) that the visual aids were effective.
•  94% agreed (34%) or strongly agreed (60%) that the written materials were effective.
•  85% agreed (44%) or strongly agreed (41%) that the homework and in-class exercises

were helpful.
•  92% agreed (35%) or strongly agreed (57%) that they would recommend the

training to co-workers.

In October 1999, CCCSD met with representatives from all but one of CCCSD’s
participating Ace Hardware stores to obtain feedback about the program. The comments
were favorable. All present expressed interest in continuing with the partnership and
expressed appreciation for the project materials.
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In November 1999, CCCSD met with representatives from Navlet’s corporate office to
obtain comments and request sales data for the participating Navlet’s stores in central
Contra Costa. Navlet’s representatives expressed interest in continuing with the
partnership, but want to ensure their employees convey any special considerations
regarding the use of less-toxic products.

Additional evaluation of the IPM Partnership with Stores was done using surveys
developed by the Public Research Institute (PRI), a consulting firm hired to help
evaluate all the Bay Area IPM Partnerships with Stores. Those results will be separately
summarized in a report prepared by PRI.

In addition, CCCSD has the following observations:
•  Some of the stores participated more fully and enthusiastically than others (e.g.

stocked more of the less-toxic products, kept the displays up longer, etc.)
•  None of the stores carried all of the less-toxic products listed on the fact sheets. If a

product isn’t carried by a store’s standard suppliers, it takes extra effort to stock it,
since the store has to establish a new buyer relationship and keep a new account. In
many cases it may be more expensive to stock a product that is from a different
supplier/warehouse or is not bought in quantity.

PLANS FOR 2000

CCCSD plans to continue the IPM Partnership with stores with a few changes:

•  CCCSD will increase its number of participating stores through the addition of two
Orchard Supply Hardware stores.

•  Additional training sessions will be offered: basic training for those not already
trained and advanced training (on new fact sheets, new products, questions raised)
for those already trained. In addition, CCCSD plans to complete its training video
which will be available to participating stores.

PPPPaaaarrrrtttt    IIIIIIII::::    IIIIPPPPMMMM    PPPPaaaarrrrttttnnnneeeerrrrsssshhhhiiiippppssss    wwwwiiiitttthhhh    MMMMaaaasssstttteeeerrrr    GGGGaaaarrrrddddeeeennnneeeerrrrssss

OVERVIEW

Fifteen Master Gardeners participated in CCCSD’s IPM Partnership, including seven
who first joined in 1998 during CCCSD’s pilot project and eight who joined in 1999.

CCCSD trained participating Master Gardeners in IPM and how to give “Less-Toxic
Gardening” workshops.  The Master Gardeners led “Gardening the Less-Toxic Way”
workshops for the general public. The workshops were coordinated and publicized by
CCCSD.  In addition, Master Gardeners gave out less-toxic gardening information at
other events in which they participated and over their public information line.
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VOLUNTEER TRAINING

All participating Master Gardeners received training as follows:

•  The eight new participants received 12 hours of training in less-toxic pest
management and how to give “Gardening the Less-Toxic Way” workshops.

•  The seven Master Gardeners first trained in 1998 received three hours of training
covering updated and new fact sheets.

•  Twelve Master Gardeners attended a 3-hour supplemental training session (on May
3, 1999) covering additional pests.

•  Nine Master Gardeners attended a 3-hour supplemental training session (on May
10, 1999), covering problem solving and finding pests/beneficial insects on a garden
tour.

PUBLIC OUTREACH

From January through September 1999, Master Gardeners gave 20 “Gardening the Less-
Toxic Way” workshops, with a total attendance of 436 people. That includes:

•  16 workshops that were advertised to the general public, with a total attendance of
233

•  Four workshops held by special arrangement at workplaces or before other groups (a
Garden Club, a church group), with a total attendance of 203

CCCSD compiled a box of workshop teaching aids for use by the workshop leaders. Each
workshop participant received a folder containing the project fact sheets and other
useful handouts. When participants turned in their evaluation forms, they were given
a hand lens and a field guide to Good Bugs/Bad Bugs.

CCCSD publicized the public workshops in a number of different ways. In particular,
CCCSD:

•  Printed and distributed 12,000 flyers. 4,600 were given to San Ramon staff for
distribution, including 4,000 for schools. The rest went to libraries, participating
stores, the Master Gardener office (for distribution at their events), or were given
out by CCCSD at special events, the hazardous waste collection facility, or lobby
display.

•  Posted information on CCCSD’s web site and the Bay Area Gardener web site.
•  Placed ten, 16 column-inch newspaper ads in the Contra Costa Times and San

Ramon Valley Times
•  Pitched a story about the overall project to the Contra Costa Times and San

Francisco Chronicle. Both papers covered the story.
•  Sent calendar listings and press releases about upcoming workshops to local papers,

City newsletters, and the Gardens at Heather Farms newsletter.
•  Issued press releases on specific topics as follows: “Tips for Managing Aphids,”

issued March 24;  “Be Prepared for Flea Season,” issued April 27;  “Sensible Lawn
Care,” issued May 28,  “Managing Pests Naturally,” issued July 2;  and “Tips for
Managing Ants,” issued August 2. These press releases all included a paragraph
about the project in general, including the workshops and participating stores.
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•  Mailed a letter to Garden Clubs in early February and in early June indicating they
could request a workshop speaker.

•  Included an article about the IPM Partnership in the summer issue of CCCSD’s
newsletter, the Pipeline.

The press releases resulted in the following:
•  Seven articles in local papers
•  Workshop listings in newspaper calendars (including the calendar in the Contra

Costa Times Home and Garden section, This Week, and the San Francisco
Chronicle)

•  Workshop announcements in at least one issue of each of the following: the
Pleasant Hill, Danville, San Ramon, Walnut Creek and Concord newsletters or
activities guide and the Orinda News, Heather Farmer, and San Ramon Senior
Center newsletter

In addition to giving the “Gardening the Less-Toxic Way” workshops, Master
Gardeners gave out information on less-toxic pest control over their public
information phone line and at other events in which they participate.  Such events
included:
•  Cinco De Mayo and fairs at Berg Park and Richmond Bay Marina
•  Richmond Chamber of Commerce Trade Show
•  Richmond Farmer’s Market
•  John Muir Birthday celebration
•  Orinda Farmer’s Market
•  Ranch Days at John Muir House

CCCSD also disseminated information on less-toxic pest control, including through:
•  An expanded web site
•  A large display (which included copies of the project fact sheets for distribution) set

up at a number of events and locations as follows:
•  Earth Day Festival (April, 1999)
•  Gala Event at the Gardens at Heather Farm (June 26, 1999)
•  CCCSD Lobby Exhibit (June through August, 1999)
•  Walnut Creek Chamber of Commerce Trade Fair (March, 1999)
•  LaMorinda Chamber of Commerce Trade Fair (March, 1999)
•  Martinez and Pleasant Hill Chamber of Commerce Trade Fair (March, 1999)

COSTS

From 9/1/98 through 9/30/99, CCCSD spent about $62,000 on the IPM Partnership with
Master Gardeners, of which $36,000 was funded by a CAL-FED grant, and $26,000 by
CCCSD. This included:
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•  $13,000 in CCCSD staff time, benefits, and overhead (for coordinating the
production of materials, overseeing the training, coordinating with Master
Gardeners, etc.)

•  $12,500 for a consultant to help implement the project (including publicizing the
workshops, recruiting and coordinating with Master Gardeners, and otherwise
helping to coordinate/implement the project)

•  $6,500 for a consultant to train the Master Gardeners

•  $5,500 for a consultant to prepare new fact sheets and update the fact sheets
developed during the pilot project

•  $2,000 for a designer to design the new fact sheets

•  $22,500  for producing/printing materials (including newspaper ads)

EVALUATION

Participating Master Gardeners gave high marks to the training they received. A
summary of the Master Gardener training evaluation forms is available from CCCSD.

Participants in the “Gardening the Less-Toxic Way” workshops also gave very
favorable evaluations. Evaluations were collected from 326 of the 436 total participants
(75%), though not everyone answered each question.

•  99% of respondents agreed or strongly agreed that the instruction was clear and well
organized.

•  99% of respondents agreed or strongly agreed that the instructors were responsive to
questions.

•  100% of respondents agreed or strongly agreed that the handouts are useful.
•  97% of respondents agreed or strongly agreed that the level of detail was

appropriate.
•  98% of respondents agreed or strongly agreed that “I learned enough to manage

some common pests in less-toxic ways.”
•  100% of respondents would recommend the workshop to a friend.
•  Perhaps most significantly, 96% of respondents expected to change their pest-

management strategies as a result of the workshop. Of those who said “no” or
“maybe,” all but two indicated they were already practicing IPM or organic
gardening.

At the conclusion of the year, CCCSD made the following observations about the IPM
Partnership with Master Gardeners:

•  Overall, the partnership was very successful.
•  Three of the four best-attended workshops were held by special arrangement before

a group.
•  Of the workshops advertised to the general public, the two best attended were in

Orinda. This may have been due to the extra publicity efforts the Master Gardeners
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took on—giving out flyers at the Orinda Farmer’s market and posting a sign at the
library in advance of the workshop.

CCCSD met with participating Master Gardeners on 10/21/99 to further evaluate the
1999 IPM Partnership with Master Gardeners and to discuss possible ways to improve
the program. Suggestions for improvement are reflected in the minor changes planned
for 2000 and discussed in the next section.

PLANS FOR 2000

CCCSD plans to continue the IPM Partnerships with Master Gardeners with a few
minor changes in 2000. Specifically, CCCSD plans to:
•  Increase overall attendance by scheduling more workshops at business sites,

churches, etc.
•  Focus CCCSD publicity efforts for workshops advertised to the public on what

worked best in 1999 (particularly newspaper ads, calendar listings, flyers).
•  Encourage Master Gardeners to help promote workshops such as by providing flyers

the preceding week at the local Farmer’s Market, posting the workshop sign a few
days early, etc.

•  Create a flyer on workshop availability for businesses etc. and call selected
businesses

•  Identify a Master Gardener who can serve as a workshop coordinator (to line up
speakers, ensure logistics go smoothly, etc.)

•  Adjust the workshop materials to add additional sample products, incorporate the
new fact sheets created by the regional IPM Partnership with stores, create a
“good/bad bug chart” focusing on local bugs, and expand the reference list.

•  Approach a Home Deport to see if they would hold a workshop at their store.

PART III: WATER QUALITY DATA
Since the IPM Partnership was created to reduce the amount of chlorpyrifos and
diazinon in CCCSD’s influent/effluent and local water bodies, it is worthwhile to look
at water quality data.  Available data includes the diazinon and chlorpyrifos
concentration measured each month in CCCSD’s effluent. The attached chart compiles
these results for each year from 1996 through 1999 in the form of median plant effluent
monthly mass of diazinon and chlorpyrifos.

Many factors other than the project influence pesticide use and pesticide levels in
CCCSD’s effluent. However, CCCSD effluent data is an indicator of pesticide use
behavior—and indirectly the project success, particularly if clear trends are present over
the long term.

As shown on the chart, the median monthly mass of chlorpyrifos has declined each
year since 1996 when the data were first collected. This suggests a trend toward
declining inputs of chlorpyrifos.  However, additional years of data are needed to verify
such a trend. For diazinon, the data is less clear. As shown on the chart, the median
monthly mass of diazinon increased somewhat from 1996 to 1997, declined
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substantially in 1998, then increased slightly in 1999. It appears there is an overall
downward trend, with year to year variation. More years of data is needed to confirm or
change this preliminary conclusion.



Regional IPM Partnership 1999
Our Water, Our World Promotion of Less Toxic Pest Control

B -13

Fairfield-Suisun Urban Runoff Management Program

OVERV IEW

1999 was the first year Fairfield-Suisun participated in the IPM Partnership Program.
We have two (2) stores, Ace Hardware in Suisun and Solano Landscape & Garden in
Fairfield, participating.

STORE EMPLOYEE TRAINING

•  Carol Moholt, The Bay Area Gardener, provided training at the Fairfield-Suisun
Sewer District on 2 separate dates, for two 2 hour sessions.

•  There were 8 attendees, including Bill Hodges of the City of Vacaville, and myself.
The participating Vacaville store, Pacific Hardware, representative/owner was also
among the attendees.

STORE DISPLAYS

We provided a Stand Up Turtle to the ACE store, and Literature Racks, Reference
Manuals, a dry mounted Natural Enemies Poster, T-shirts, and Banners to both stores.
I have also provided them with the “Clean It!” Guide, “Grow It!” Guide, and most
recently, the “Kid’s Guide to Backyard Bugs”, for them to give to their customers.

STORE COORDINATION

I regularly visit the participating stores monthly, and maintain routine telephone
contact.

PUBLICITY

•  During the summer, the City of Fairfield included 3 3/4" x 8 1/2" bill stuffers with
the “Our Water, Our World” info, as well as the names and location of participating
stores in the water bill mailings.

•  Suisun City included the same information in their Discovery NewsLetter, which
they produce and distribute to all residents.

•  Booths were staffed at the “Harbor Days Festival” September 4 in Suisun City, and
the “Where is Fairfield? Festival” September 18 in Fairfield, providing information
at each event.

COSTS

non-core items $1643

Publicity (bill stuffers) $603
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EVALUATION

Both stores were happy with the IPM Partnership Program, and plan to participate in
2000.

•  Solano Landscape & Garden was particularly pleased with results from the water
bill stuffers.

•  Solano Landscape & Garden is now the distributor of Supressa for Solano County.  I
believe their enthusiasm for doing this is mainly due to their involvement with
the IPM Program.

PLANS FOR 2000

I am currently attempting to recruit Yardbird’s into the IPM Partnership Program. This
seems to be a very slow process. At his request, I will be sending Smokey Bolan, of
Yardbird’s Corporate Office, more information.
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Marin County Stormwater Pollution Prevention Program

PART 1: IPM PARTNERSHIP WITH STORES

INTRODUCTION

This is the second year Marin has participated in the program. Both years involved
utilizing store trainings, shelf-talkers, display boards (posters), fact sheets, booklets
(optional) grow it guides (optional), resource manuals and workshops by trained
master gardeners (optional)

Year One had 15 stores involved. (By Year 2, one store went out of business and one
elected not to participate as it was bought out by another store. In Year One, all stores
were nurseries or hardware stores.)

Year Two had 20 stores involved: Sloat Garden Centers (7), Long’s Drugs (7), Jim
Corbet’s Ace Hardware, Goodman Building Supply, Sunnyside Nursery, Pini
Hardware, Fairfax Lumber Nursery, and O’Donnell’s Fairfax Nursery.

STORE EMPLOYEE TRAINING

In Year One, one training program was held for all participating business partners.  The
training was held on two Tuesdays (March 3 and 10, 1998) from 7:30 a.m. until 9:30 a.m.
at the Marin Art and Garden Center in Ross.  Breakfast was served.  Eleven people
attended, representing 7 different stores.

In Year Two, three trainings were held. Thirty-six people, representing 18 nurseries,
hardware stores and convenience stores attended. Over 90% were new trainees. One
training was held for Long’s Drugs at Marin Center from 1 p.m. - 4 p.m. on Wednesday,
March 24, 1999.  A two-part training was held at a Sloat Store for all Sloat employees on
Wednesday, April 14 and 28, 1999 from 7:30 p.m. to 9:00 p.m. with an additional 1/2
hour Question and Answer period. The final training was held at one of the
participating hardware stores located in Fairfax and was for all other participating
businesses. It was held on Wednesday April 21, 1999 from 7 am to 9:30 a.m. with an
additional 1/2 hour Question and Answer session.

STORE DISPLAYS

In both years, stores were given all materials: posters, shelf-talkers, and fact sheets.
Turtles and banners were optional in Year One and were not offered in Year Two. In
Year One, several publications were distributed as resources for the stores: Pests of
Landscape Trees and Shrubs, Pests of the Garden and Small Farm, Turfgrass Pests and
UCCE IPM Turfgrass.

In Year Two, display cases were offered for holding fact sheets, including the additional
ones developed in Year Two.  Another resource manual (Natural Enemies) was
distributed to all participating stores - in addition to the Pests for Landscape and Pests
for Garden mentioned above.  Turfgrass Pests were not distributed in Year Two.
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STORE COORDINATION

Staff or a Master Gardener visits each participating store at least once every 3 or 4
weeks.

PUBLICITY

Several large ads, announcing the program and listing the names of each participating
store, were placed in area newspapers.  See public outreach under Part 2.

COSTS

In Year One, training costs for participating businesses totaled $2,783.

In Year Two, costs for the one Fairfax training and the one Long’s training was $750
each. Costs for the two Sloat’s trainings totaled $1000.

EVALUATION

See below.

PLANS FOR 2000

More than likely, we will distribute the video for use with new employees.  We will
also hold at least one or two additional trainings and include, as we did last year, a
general Question & Answer session to allow participants to get any IPM question
addressed.
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Evaluation Form for the Store Employee Training

For each item, please check the ap    propriate box, and add any comments below.
Strongly
Agree

Agree Neutra
l

Disagree Strongly
Disagree

Instruction was well
organized and clear.

14  (52%)  12
(45%)

1  (4%)

The information changed my
attitude about pesticides

1  (4%) 18  (72%) 6
(24%)

I learned new things today.
(“strongly agree” means you
learned a LOT of new things;
“agree” means you learned
enough to make the training
worth attending; “neutral” is
so-so, etc.)

13  (48%) 14  (52%)

The information will help me
sell less-toxic products.

10  (40%)  14
(56%)

1  (4%)

Instructor was responsive to
questions.

24  (83%) 5  (17%)

The level of detail was
appropriate.

15  (48%) 14  (45%) 1  (3%) 1  (3%)

Visual aids and written
materials were effective.

18  (62%) 8  (28%) 2  (7%) 1  (3%)

The homework and/or in-
class exercises was/were
helpful.

7  (28%) 13  (52%) 4
(16%)

1 (4%)

Would recommend training
to other staff in your store. (If
you disagree, please explain
under comments.)

10  (38%) 14  (54%) 2  (8%)

What part of the training was most useful?
Q & A session; products info; all; product info; all; all; product pros and cons; all useful;
alternatives; seeing products; visual hand-outs; learning about alternatives; handouts
most useful and the presentations; all; ant stakes; listening to Mr. Baefsky; new
information; Questions & Answers; his clear explanations; knowledgeable people for Q
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& A session; lecture and fact sheets; Questions and Answers; Questions; Q and A; Q &
A and manual; Q and A; All; Michael’s extensive knowledge/experience

What part of the training was least useful?

Political responses; label reading; fleas; none; none; political responses; label reading;
fleas; none; none; too limited - only 4 pests; none; N/A; none; natural predators; Too
extensive review; sessions are just a tad long; review if anything; too much
showmanship; structured assignment; rudimentary visuals; none

What can we do to enable more staff from your store to attend a training like this?

Have in evening; P.M. meeting when store closes - maybe 6 p.m.; put on video for
employee viewing; make sure products are in store; do trainings at stores; have
employees bring lists of products and rate from most toxic to least toxic; hand out a list
when you’re having seminar; donate a few thousand to our budget; more
merchandise-related talk; go to each store more ad on sales; At least one co-worker can’t
make it on M-T-W; Monday or Tuesday would be better; keep trying - we will book you
again this fall; do it at more than one location; do it again; narrower focus combined
with more frequent sessions; give free samples of products; samples; more frequent and
kept to an hour

Comments

Instructor good- teaches well; fun and informative; instructor animated - excellent,
very funny, informative; teacher seemed intelligent, motivated and very
knowledgeable - enjoy what he does; enjoyed enthusiasm; instead of in-class exercise,
have Q & A; get Home Depot and Orchard Supply; need more info on names of
good/bad active ingredients; how to obtain books; would like more than once a year;
have 2 a year; I’m just beginning and you talked a lot about products we have in out
store but really knew nothing about; Wonderful information but put just a little
simply; I like the technical details - I know I’m weird but I’d like to have had more of
that.  Pictures of bugs and damage better than jars of examples; have more frequent
sessions; narrow focus, too many critters to cover, limit subject, provide samples to try
at home; I was hoping to get more info on chemicals and how they directly effect the
environment; make it mandatory; I appreciate Michael’s presentation, knowledge and
stamina but it’s hard for me after a physical day to stay as alert as desired until 9:30 p.m.;
Gina and Chris also added good points to the evening’s teachings; Overall a positive
and informative experience and the book will be a “bible” of mine indefinitely;
Enforcer sells less-toxic products; target upper management with video; have a video of
less-toxic products or an educational piece that can be put on display in the stores that
have VCRs (some stores have tapes of products and how they work – why not do it for
less-toxic products)
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PART 2: IPM PARTNERSHIP WITH MASTER GARDENERS

GOALS

•  To educate the public

•  To provide community workshops

•  To assist and provide follow-up with the nurseries

MASTER GARDENER TRAINING

In Year One, 21 Master Gardeners participated.

In Year Two, 12 Master Gardeners participated. Of the 12, 9 also took last year’s training
program.

PUBLIC OUTREACH

In Year One, 21 Master Gardeners scheduled 22 workshops at 12 participating businesses
from June 20 through September 26, 1998.  A schedule of all workshops was developed
and distributed to participating stores for distribution to customers.  The schedule was
also posted on the MCSTOPPP web site.  Attendance ranged from a low of 2 to a high of
20.  They also conducted two workshops at Homeowners Associations: one had 10 in
attendance and one had 33.  Another workshop was conducted for the Garden Society
of Marin and 28 people came.

In Year Two, the program has been restructured to rely more on community outreach
than on workshops at participating businesses. While Year Two is still in progress, 29
workshops have either occurred or are scheduled for such diverse entities as large
businesses (brown bag lunches), libraries, homeowner associations, garden clubs,
community services districts, and community groups. The Master Gardeners have also
made presentations at Fairs and during a parking lot sale of a local business. They also
staff a table at various Farmers Markets. This was made possible because in Year Two,
MCSTOPPP contracted with the Master Gardeners who hired a part-time Community
IPM Coordinator. This Coordinator sets up workshops at businesses, libraries, etc.,
identifies Master Gardeners to conduct the workshops, develops and maintains kits
used by the Master Gardeners in their presentations, keeps track of evaluations, and
ensures that questions coming to the Master Gardener Desk at UCCE are answered
correctly. She also enlists the support of the Master gardeners in the “Adopt A Store”
program where the master gardener visits each participating store and ensures that the
shelf-talkers are placed properly, fact sheets are available, etc.

In Year One, attendees at community workshops received a booklet on “The Less Toxic
Home and Garden”, the “Grow It” guide, and fact sheets—all distributed by the Master
Gardeners.
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In Year Two, each workshop participant receives the above plus a “good bugs, bad bugs”
laminated card and a publications list of all MCSTOPPP material. In addition, a variety
of informational materials are made available to interested parties. The information
includes materials on composting, mulching, grasscycling, etc.

In Year Two, MCSTOPPP also contracted with UCCE to hire a part-time Master
Gardener to assist schools in planting Less-toxic gardens.  Currently, she is working
with 10 schools.  In Year Two, a two-day workshop was sponsored by MCSTOPPP for 30
area teachers called: Taking Root: Creating Healthy School Gardens and Watersheds.  It
included the IPM material and focused on using less toxic (or no) pesticides. It included
an extensive resource binder.

COSTS

In Year One, training costs for the Master Gardeners totaled $3,489 for two 5-hour
sessions.  Trainers were Michael Baefsky and Tanya Drlik.

In Year Two, training costs for the Master Gardeners totaled $1500 for three days:
Thursday June 17 from 9–2; Thursday June 24 from 9 - 2:45; and Tuesday June 29 from
9–1. A follow-up/advanced session was held October 20 from 9–1:30 at an additional
cost of $500.  Trainer was Debbie Tidd.

EVALUATION

The Master Gardeners loved the training program. At their request, an additional
(advanced) training session was held, which they also loved.

PLANS FOR 2000

It is too early to assess how the program will be conducted in the future and what, if
any, changes will be made.
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San Mateo County
Stormwater Pollution Prevention Program

OVERVIEW

Spring 1999 was the first season of participation in the IPM Partnership for San Mateo
County STOPPP. The program initially recruited 18 stores to participate in the program,
and eventually ended up with a core of 13 participating stores throughout the County.
Stores dropped out for various reasons including going out of business, inability to
attend training and misunderstanding requirements for program participation. The
final core group performed relatively well in their support and participation level in
the program.

STORE EMPLOYEE TRAINING

We trained a total of 77 employees in four training sessions sponsored by SM STOPPP.
The trainer was Carol Moholt, Bay Area Gardener. Employees were asked to attend a
total of four hours of training that was conducted during the month of March on
weeknight evenings. Each session lasted two hours, dinner was supplied, and sessions
were held on consecutive Tuesdays or Thursdays. The small hardware stores generally
sent 1 or 2 employees while the large garden centers had the majority of their staff
attending. Three of the trainings were held at County or City locations, one was held at
a garden center.

One of our stores was not able to attend a training, but wanted to participate in the
program.  I was able to have Carol go to the store on early weekday morning, and train
employees for about an hour.

STORE DISPLAYS

Stores were supplied with all the standard displays provided by the Partnership, and
were offered all the additional materials (T-shirts, Banners, Turtle, literature holders,
and reference books and posters). The stores ordered the items they felt were
appropriate for the space in their stores. I tried to customize the display items to
conform to their stores. Once employees were trained, the stores set the displays up. I
assisted three or four stores in setting up their displays. Stores were given phone calls
to ensure that displays were set, and many of them took longer than expected to follow
through on the task.

STORE COORDINATION

One person coordinated the store training and displays. I was able to visit the stores or
talk to them on the phone monthly. Communication with the store was probably the
most difficult aspect of the program because many of the stores, although they wanted
to participate, were not very responsive to being visited, or to requests to put up point
of purchase materials. I tried to encourage them by telling them advertisements were



Regional IPM Partnership 1999
Our Water, Our World Promotion of Less Toxic Pest Control

B - 22

being run, and they were part of a greater effort, however for most stores spring is there
busiest season and they are more interested in serving their customers than responding
to government requests. Because of unresponsiveness, working with retail will always
be difficult.

PUBLICITY

Ads were placed in March and April issues of:

•  San Mateo County Independent Newspapers (circulation ~180,000),

•  The Almanac (circulation ~17,000)

•  Half Moon Bay Review (circulation ~5,000) and the

•  San Mateo County Times (circulation ~35,000 and Weeklies ~ 175,000)

In addition to newspaper ads and advertorial articles, a newsletter was issued in the
Independent Newspapers on Earth Day with information about less toxic pest control.
The newsletter was also distributed to County employees and at fairs and events.

The IPM partnership was promoted at community events and in the participating cities
and County government offices where fact sheets were available to residents.

COSTS

The total cost to run the IPM partnership was approximately $28,000 including salaries
and media costs. See detail below.

Item Vendor/hours

POP CAMPAIGN

Salaries 167 Hours 13,791.00

Training/Mileage Bay Area Gardener 8 - 2hr sessions 1,605.60

Training Bay Area Gardener 1 - 1hr sessions 100.00

Turtles Central Contra Costa Sanitary District 1,626.75

Fact Sheets Industrial Graphic Arts 215.90

Catering Laura Stec - INC 1,224.00

Banners Sti Graphics 857.34

Plexi Literature Rack Tap Plastic 272.79

T-shirts The AdGap Group 1,013.14

Metal Literature
Holder

Union Sanitary District 444.95

Reference Books University of California 1,130.14
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SUBTOTAL 22,281.61

MEDIA ADS

Salaries 15 Hours 1,260.00

Ads - Pac Trib, SM Co.
Times

ANG Newspaper 1,704.00

Garden Section April 7 Country Almanac 691.00

Magazine Ad April Half Moon Bay Review 330.00

Ads March 24 & 27 Independent Newspapers 1,478.70

SUBTOTAL 5,463.70

MISCELLANEOUS

Meeting expenses Sept- Oct 30.07

December 5.00

Jan - March 40.47

March - May 61.53

SUBTOTAL 137.07

TOTAL 27,882.38

EVALUATION

STOPPP has received anecdotal evaluations from program participants, but is relying
on the partnership for evaluation of the overall program. Evaluation of sales data will
be difficult for our stores because only one of 13 has automated sales data. The other
garden stores all felt that the program was successful in encouraging use of less toxic
alternatives. Employee evaluations indicated that training was valuable.

FUTURE PLANS

STOPPP plans to continue participating in the IPM partnership. At this point I am
aware that at least one of last year’s stores will not participate because they will be
closing down. Additionally we will partner with the four OSH stores in the county for a
possible 16 participating stores.
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Santa Clara Valley Urban Runoff Pollution Prevention Program

OVERVIEW

In 1998–99 18 stores in the Santa Clara Valley participated in the IPM Partnership
program, supported by co-permittees of the Santa Clara Valley Urban Runoff Pollution
Prevention Program (SCVURPPP). Participating stores may be categorized by city and
type as follows:

Campbell

Woolworth Nursery Locally owned chain nursery

Cupertino

Woolworth Locally owned chain nursery

Yamagami’s Nursery Large independent nursery

Los Altos

Los Altos Nursery Large independent nursery

Los Altos Garden Supply Large independent nursery

Los Altos Hardware Independent hardware

Rancho Hardware Independent hardware

Mountain View

Woolworth Nursery Locally owned chain nursery

Palo Alto

Peninsula Hardware Small independent hardware

Palo Alto Hardware Large independent hardware (Ace)

Woolworth Nursery Locally owned chain nursery

Barron Park Nursery Small independent nursery

Common Ground Organic Garden
Supply

Local non-profit promoting organic
gardening

Santa Clara

El Real Nursery Independent nursery

La Belle Nursery Small independent nursery

Cedar Tree Ace Hardware Small independent hardware (Ace)

Sunnyvale

Woolworth Nursery Locally owned chain nursery

San Jose

Woolworth Nursery Locally owned chain nursery

This was the first year of the program for all but one of the stores. Palo Alto Hardware
participated in the pilot IPM Partnership Program initiated by the Regional Water
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Quality Control Plant (RWQCP) and Central Contra Costa Sanitary District (CCCSD) in
1997-98.

The SCVURPPP contracted with Janet Cox, a local public participation consultant who
also worked on the pilot under contract to both CCCSD and the RWQCP, to work with
the stores, plan and subcontract for training, and report on actions of the regional IPM
Partnership Committees to participating co-permittee cities. The RWQCP and the cities
of Mountain View and Cupertino also provided staff support.

STORE EMPLOYEE TRAINING

Employees of all participating stores were trained by mid-April 1999 by “The Bay Area
Gardener,” Carol Moholt and Anne Cunningham. Training was offered in the
following formats:

Type of training Attendance Participating stores
2-hour training (off-site) for nursery
employees

15 Barron Park Nursery
Common Ground
El Real Nursery
LaBelle Nursery
Los Altos Nursery
Los Altos Garden Supply

2-hour training (off-site) for
hardware store employees

8 Cedar Tree Ace
Palo Alto Hardware
Rancho Hardware

2-hour training (plus individual
work with company trainers) for
Woolworth Nursery employees
(3 sessions)

60 Woolworth stores

2-hour training for Yamagami’s
Nursery employees

29 Yamagami’s Nursery

1-hour in-store training for small
stores or stores where few
individuals attended group store
session

19 Cedar Tree Ace
Los Altos Hardware
Los Altos Nursery
Peninsula Hardware
Rancho Hardware

2-hour “refresher” held at Gamble
Garden in July

18 Peninsula Hardware
Woolworth stores
Palo Alto Hardware
Common Ground
Los Altos Garden Supply

Total 149

Attendance at training was not mandatory, although owners/managers understood
that sending employees to training was a program requirement. Palo Alto Hardware,
Yamagami’s Nursery, and the Woolworth chain paid employees to attend or scheduled
sessions at regular employee training times.
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STORE DISPLAYS

Posters (generally used in end-caps), shelf signs, shelf talkers, and 300 of each of eight
fact sheets per store were provided by the regional IPM Partnership program, funded by
the Bay Area Stormwater Management Agencies Association and the Bay Area
Pollution Prevention Group. Displays were installed by early March by the consultant
and co-permittee staff, except for Woolworth, which did their own installation in early
April.

In addition to the “core” program materials mentioned above, the SCVURPPP
provided program banners and t-shirts for all stores that requested them, reference
books for customers’ use in the stores, and either metal literature racks or plastic
brochure holders for the fact sheets. Three stores requested and received small-format
laminated posters for use away from end-cap displays.

STORE COORDINATION

The SCVURPPP’s consultant and local agency staff visited all stores at least once a
month (usually more frequently) during the promotion. During these visits agency
staff checked on the inventory of recommended alternative products, placement of
shelf talkers, fact sheet placement and supply, and the general condition of the displays.
In most cases store managers were glad to have agency representatives working to
improve the displays.

The exception was four stores in the Woolworth chain. In Palo Alto and Mountain
View RWQCP staff worked directly with store managers, with permission of chain
management. At the beginning of the season, Woolworth management told the
consultant that visiting the other stores was neither necessary nor desirable.
Unfortunately, program follow-through at the other four Woolworth stores was not
optimal.

PUBLICITY

The City of Cupertino and the Regional Water Quality Control Plant purchased display
ads in local newspapers, listing participating stores. The City of Palo Alto mailed a
utility bill insert listing stores in Palo Alto and neighboring communities. The
Regional Water Quality Control Plant printed four-color flyers listing stores, for
distribution at local events. All of these materials were created by the consultant using
IPM Partnership graphics.

Palo Alto Hardware published a 20-percent-off coupon for shelf-talker products, and
also purchased a large display ad promoting less-toxic control methods for aphids, fleas,
and grubs. Yamagami’s Nursery promoted the program in their customer newsletter
and also published a discount coupon.
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COSTS

•  Program materials/displays purchased by SCVURPPP $3,120.00
•  Materials/displays purchased by local agencies 460.00
•  Training costs 2,000.00
•  Expenses (food for trainings, copying costs, consultant

   mileage, etc. 600.00
•  Coordination costs (liaison work with stores, training

   coordination, participation in regional committee,
   reporting     12,000.00   

•  Total $18,600.00

EVALUATION

In general the program was extremely well received by the stores, and especially by
managers and employees who attended training. Many managers reported a positive
response on the part of customers; they were particularly enthusiastic about local
advertising provided by the agencies. Relations between agency staff or the program
consultant and store personnel were excellent.

There were, however, some problems with store participation and implementation.
One very small nursery (Barron Park Nursery in Palo Alto) and one very small Ace
hardware (Cedar Tree Ace in Santa Clara) never ordered enough recommended
products to support the program. Coordination with the Woolworth Nursery chain
was poor; after the trainings and initial installation of displays, chain management did
not make supporting the program a high enough priority with local store managers.

Attendance for a number of the small stores and one of the larger nurseries (Los Altos
Nursery) at the group trainings was disappointing. There were last minute no-shows,
in spite of same-day phone calls. This is why we developed the one-hour, in-store, in-
the-product-aisles training model.

PLANS FOR 2000

In 2000 we expect a total of 28 stores to participate in the cities of Campbell, Cupertino,
Los Altos, Milpitas, Mountain View, Palo Alto, San José, Santa Clara, and Sunnyvale.
Ten of these will be Orchard Supply Hardware stores, our first opportunity to work
with a large regional or national chain.

There are a number of measures we will take in 2000 to work toward higher across-the-
board level of participation from stores:

•  The regional IPM committee has developed a document, “Our Water, Our World
Promotion of Less-toxic Pest Control: Criteria for Participation” that will make it
even more clear to all stores that the basic elements of 1)ordering alternative
products and 2)training a critical mass of nursery department employees are
program requirements for participation. After working with Cedar Tree Ace and
Barron Park this year, we understand that management of these two stores are not
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likely to change their purchasing habits in response to further encouragement.
Therefore we do not anticipate including them in the ’00 program.

•  Woolworth management agreed at the end of the season that in the coming season
program representatives can attend a chain-wide managers’ meeting, and
subsequently work directly with all six stores in the chain. We expect much better
success with Woolworth stores as a result. Since the “Criteria for Participation”
stipulates that a participating store should support the program for at least two
months, we will give Woolworth the option of running the promotion better over
a shorter period.

•  Regional tabulation of employee surveys make it abundantly clear that attendance
at trainings makes it easier for employees to sell alternative products. These
statistics should help make a case to owners/managers that sending employees to
trainings is in their financial interest. With these data in hand, we may, in some
cases, diplomatically suggest that managers pay employees to attend training.

•  On the advice of the Ron Kanemoto, manager of Yamagami’s Nursery, we will also
offer “advanced training” in ’00, for experienced nursery staff and others who have
either been through the ’99 training or have general knowledge of alternative pest
control strategies and integrated pest management (IPM). The California
Association of Nurserymen will award Continuing Education Units for these
sessions to certified “CCN Pros” who need units to maintain their certification.

•  We will also institutionalize the one-hour in-store trainings for small hardware
stores and nurseries, or larger nurseries who might be sending several employees to
the advanced training (Los Altos Nursery, El Real Nursery).
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CITY OF SANTA ROSA, SONOMA COUNTY WASTE
MANAGEMENT AGENCY AND SONOMA COUNTY WATER

AGENCY

PART I:  IPM PARTNERSHIP WITH STORES

OVERVIEW

As part of compliance with the NPDES storm water discharge permit for the Santa Rosa
area, the City of Santa Rosa, County of Sonoma Waste Management Agency and the
Sonoma County Water Agency entered into a cooperative agreement to implement the
Integrated Pest Management (IPM) Store Partnership in coordination with the Bay Area
Regional committee. The City of Santa Rosa was the lead agency for implementing the
IPM program. This was the first year of participation in the IPM program for all of the
involved agencies.

A total of 37 hardware stores and nurseries were recruited in Sonoma County. Eleven
stores were located in the City of Santa Rosa and the remaining 28 were in the
unincorporated county or other cities including Petaluma, Rohnert Park, Cotati,
Windsor, Healdsburg, Sonoma, Glen Ellen, Guerneville, Forestville, Freestone,
Sebastopol and Occidental.

STORE EMPLOYEE TRAINING

A total of eight training sessions were provided with 90 store employees trained. The
IPM trainings were given by Baefsky and Associates. Seven of the eight training
sessions were one-two hour sessions. Only one session was two-two hours long. Six
other in-store training sessions were given for those stores who could not coordinate
group attendance at a training session.

STORE DISPLAYS

•  The store display posters, Fact Sheets, shelf talkers and other signage were provided
by the grant funding through the Bay Area Regional committee.  Customization of
the Fact Sheets was provided by the sponsoring agencies.  The customization
acknowledged the local sponsorship of the program and also gave the website
address      www.recyclenow.org/     less-toxic for the Sonoma County Waste
Management Agency.

•  Participating stores were also provided with Lucite fact sheet holders.

STORE RECRUITMENT AND COORDINATION

•  In Sonoma County, 75 hardware stores and nurseries were approached to be
recruited for the program and 37 were successfully recruited.
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•  During recruitment and coordination, a minimum of five telephone contacts and a
maximum of 16 telephone contacts were made with each store.

•  After store display installation, each store was visited ranging from a minimum of
one visit to a maximum of five visits. On the average, three visits were made to
each participating store.

PUBLICITY

•  Interviews on KSRO radio talk show “Garden Talk”
¥ Home and Garden Show quarter page Press Democrat ad and County Fair coverage
¥ Promotion on “Sonoma County in the 90's” local cable show
¥ Promotion on City of Santa Rosa “In-Focus” local cable show
¥ Presentation to the Pesticide Applicators Professional Association in October 1999
¥ Coverage in local garden club and group newsletters
¥ Utility bill inserts announcing the program and then promoting the Master

Gardener’s public workshops

COSTS

•  Display costs covered by the participating agencies totaled $11,170. These costs
included the non-core items such as the UC Davis IPM reference books for each
store, IPM T-shirts, 2' x 6' banners and the “spokesturtle”.

•  Training costs for store employees and the Master Gardeners were $8,000.
•  Approximately 1400 hours of recruitment and coordination cost $28,000.

EVALUATION
•  The trainings were very time-consuming to coordinate and often had many no-

shows. Suggestion would be to add some incentive or bonus to motivate employees
to attend. Production of the IPM training videos will help fill in what employees
missed by not attending.

•  Implementing the IPM program was difficult for already busy store owners gearing
up for the growing season. It made coordination efforts that much harder.

PLANS FOR 2000
•  None of the agencies will be participating in the 2000 IPM Store Partnership

Program. However, the City of Santa Rosa will order the Fact Sheets for distribution
through the Master Gardeners, at local farm markets, at the Sonoma County Fair
and upon request through the 1999 participating agencies. The City of Santa Rosa
will also order the IPM training video produced by the Central Contra Costa County
Sanitary District and distribute it to the 1999 participating stores.
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PART II: IPM PARTNERSHIP WITH UCCE MASTER GARDENERS

OVERVIEW

•  The agencies worked the University of California Cooperative Extension Master
Gardeners.

•  In summary, the Master Gardeners were trained in IPM and in turn conducted
public IPM workshops at participating stores.

VOLUNTEER TRAINING

•  The Master Gardeners were given two-four sessions of IPM training by Michael
Baefsky.

•  25 Master Gardeners were trained.

PUBLIC OUTREACH

•  The Master Gardeners conducted nine public workshops in nine different stores.
See copy of Master Gardener workshop schedule that was sent in the City of Santa
Rosa utility bills.

•  The Master Gardeners also distributed the Fact Sheets at county-wide Farm Markets,
the County Fair, and the Home and Garden Show.  They also conveyed the IPM
message to the public over the telephone at their help desk number.

•  The Master Gardeners were given mention and credit in every publicity effort made
for the participating stores.

COSTS

•  The IPM trainings and educational materials were free of charge to the Master
Gardeners. The only costs incurred were internal coordination costs for putting on
an IPM training for the public at a participating store.

EVALUATION

•  Approximately 75 participants attended the public workshops given at nine
participating stores.

•  Most of the feedback was very favorable and the IPM information was well
received. The trickiest part of giving these public workshops is making sure the
training room or area is comfortable and visible to the public to draw them in.

PLANS FOR 2000

The City of Santa Rosa is working with the Master Gardeners to coordinate distribution
of the existing and new Fact Sheets through their already existing educational network
and venues.  Since the agencies did not enter a formal agreement with the Master
Gardeners, it is not known if they will conduct public IPM workshops in 2000.  Since
the Master Gardeners were so positive and receptive to the IPM training, it is likely that
the IPM message will continue to be conveyed to the public in future years.
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Union Sanitary District

OVERVIEW

Union Sanitary District recruited two stores in the City of Fremont during the 1998/99
campaign, Dale Hardware and Navlet’s Nursery.  This was the first year that USD
participated in the IPM program.  A total of 148 staff hours were dedicated to the
program last year.   The staff hours included time for coordinating purchasing of
supplies for the program and printing brochures.

STORE EMPLOYEE TRAINING

Bay Area Gardeners performed in-store training as indicated below.

Amount of
Training

# Employees
Trained

Dale Hardware One, 2-hour
training

9

Navlet’s Nursery One, 2-hour
training

12

Store Displays

Item Dale Hardware Navlet’s Nursery

Fact Sheets (ants, aphids, spiders,
fleas, safe use and disposal of
pesticides, naturally managing pests)

Yes (299of each) Yes (299 each)

Shelf talkers/signs (less toxic pest
control, Got ants?, got aphids?, got
fleas?, got bugs?, traps and barriers)

Yes (73/2 each sign) Yes (73/2 each sign)

Banner Yes (1) No
Life size turtle no yes
3 x 5 poster Yes (8) Yes (8)

Beneficial insects poster Yes (1) Yes (1)
Recognition stickers Yes (3) Yes (3)
Reference books (pests of the garden
and small farm/landscape trees and
shrubs)

yes yes

Aisle end cap display No No
t-shirts no no
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STORE COORDINATION

Method Dale Hardware Navlet’s Nursery
Speak with store manager 10 visits 8 visits

Check on displays 6 visits 4 visits

PUBLICITY

One, _ page advertisement in the Argus (local newspaper) was published at the
beginning of the summer promoting IPM and participating stores. The program was
promoted at the local Earth Day event and a display was placed in the USD lobby as
well.

COSTS

Display Costs $500
Training Costs $615
Other labor and staff costs $9,324
Total $10,439

EVALUATION

USD would like to increase its involvement in both committee participation and
recruiting more stores.

What worked particularly well:  Having an outside consultant conduct employee
training worked well.

Problems encountered:  Navlet’s Nursery store manager did not cooperate. It appeared
the corporate office made the Fremont store participate instead of this particular store
wanting to volunteer for the program.

PLANS FOR 2000

USD would like to work on recruiting more stores in 2000 and will drop Navlet’s
Nursery due to store resistance to the program. We would like to have a goal of 3 new
stores in Fremont for the 2000 season, but this number will depend on the amount of
core supplies we can obtain from other agencies (we have nothing remaining from last
years campaign). We would also like to partner with Union City and Newark
stormwater programs and recruit stores in those two cities.
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City of Vacaville
OVERVIEW

This was the first year of involvement for the City and for our participating hardware
store. The target this year was the small independent store and we just have the one
Ace Hardware store that carries pesticides and has a garden section. We are a single
POTW agency therefore, have to utilize pretreatment staff (one) to conduct the IPM
program as well as all the normal duties required of a Pretreatment Inspector. I was able
to visit the store at least monthly to check on them and have a short visit with the
manager of the garden department.

STORE EMPLOYEE TRAINING

The garden department manager was the only one to attend the training. We partnered
with Fairfield for the initial training. The training was conducted by Carol Moholt, The
Bay Area Gardner. The training consisted of two sessions, two hours each. The Ace
Hardware Store just had the garden manager attend.

STORE DISPLAYS

I set up all the fact sheets with a metal literature holder, the banner was attached to a
wall (low sealing), two posters are attached to walls, there are two end cap signs in use
(Use Less-Toxic Products), no self talkers, all the less-toxic products are in one area that
takes up about one third of the total isle, decals are on both the front and rear entrance
and there are the two reference books provided.

STORE COORDINATION

I have made a point to stop by the store at least once a month. As I am out doing
normal pretreatment activities I have occasion to be in the area of the store. It just takes
a few minutes to stop and “check in” to let the store know that I am interested in what
is going on and to check on the material inventory.

PUBLICITY

We have had a very difficult time getting the local paper to publish PSAs on our IPM
efforts and to recognize the hardware store. We participated in the Saturday Farmers
Market, setting up an informational booth on IPM and Pollution Prevention directing
people to the hardware store for less-toxic products. I have been writing pest control
articles in the city newsletter each month and mentioning the store.

COSTS

Display and materials approximately $1000.00

Training (split cost with Fairfield)  $225.00
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EVALUATION

The store continues to be very cooperative and willing to participate in the program.
They already carried many of the less-toxic products on the list. They did start carrying
some additional products. People have not taken a lot of fact sheets. That would
indicate that they are not getting a lot of direction to consider other products or
methods for pest control.

PLANS FOR 2000

The garden manager is interested in training other staff. I know that would be a big
help. The training will have to be in store. I think with the video that CCCSD has and
is developing, that will work great for in store training. I know that with more staff
being aware of the IPM message that the program will improve over this year.

I would also like to do more public education on pollution prevention, tying in the
IPM message. I think in our community that approach can be very effective. To educate
people and they will go out and look for the less-toxic approach to pest control, and
lawn and garden care products.

If we can involve Yard Birds, that would be great for us. They have a very
knowledgeable garden person that is very interested in the IPM approach.
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ÒOur Water/Our WorldÓ Questionnaire
This year, your store participated in the "Our Water, Our World" promotion of less-
toxic pest control products, sponsored by Bay Area water pollution prevention agencies.
Next year we hope to improve the program, but we need your feedback to make it
better. As a person who interacts with customers about their pest problems and
potential solutions, your views on the parts of the promotion that worked well or
could have worked better are critically important. Please take a few minutes to fill out
this simple survey.

DO NOT put your name anywhere on this form, so your answers will remain
completely anonymous.

Try to answer every question to the best of your ability.  Also, please feel free to write
comments or brief explanations in the margins or below questions.

Complete this questionnaire by November 1 and return it to your store manager.

1. What is the name of your store?
_ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _

2. In which city is your store located:
_ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _

After each response category below, the percent and number of valid responses are
indicated in bold.  The number of responses for each category are given in parentheses.

3. Last winter and spring, the "Our Water/Our World" promotion provided store
employees with information and training about less-toxic pest management
alternatives.
Altogether, about how many hours of "Our Water/Our World" training did
you receive this year?  [If “Zero,” please skip to question number 7]

0 14.9% (13) 4 19.5% (17)
1 12.6% (11) 5 or more 14.9% (13)
2 19.5% (17) Don’t Know 1.0% (1)
3 18.4% (16) Missing 9.3% (9)

4. Taking all things together, about how satisfied were you with the integrated pest
management training you received?  Were you . . .

Please mark one:

 Very satisfied 39.0% (32)

 Somewhat satisfied 57.3% (47)

 Somewhat dissatisfied [please explain] 3.7% (3)

 Not at all satisfied [please explain] 0.0% (0)

 Other [please explain]: _______________________ 0.0% (0)

Missing 15.5% (15)
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5. In general, how well did the training help you with answering customers’
questions about less-toxic pest management this year? Would you say the training . . .

Please mark one:

 Helped you a great deal 33.8% (27)

 Helped you somewhat 65.0% (52)

 Did not help you at all [please explain] 1.3% (1)

 Other [please explain]: _________________________ 0.0% (0)

Missing 17.5% (17)

 6. Given your experiences with answering customers' questions this year, please briefly
tell us how we could have improved the training you received?

_ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _
_ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _

_ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _
_ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _

_ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _
_ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _

7. Whether you attended a training session
or not, about how important would each of
the following be for you when attending a
training session next year?
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Travel time or distance to the training 51.1% (48) 44.7% (42) 4.3% (4)

A meal provided at the training 15.8% (15) 54.7% (52) 29.5% (28)

Qualifications of the trainer 88.2% (82) 10.8% (10) 1.1% (1)

Receiving a certificate 21.3% (20) 31.9% (30) 46.8% (44)

Receiving continuing education credits 31.2% (29) 36.6% (34) 32.3% (30)

Encouragement to attend from your
employer

46.3% (44) 44.2% (42) 9.5% (9)

Being paid by your employer to attend 54.8% (51) 33.3% (31) 11.8% (11)

Other [please explain]: _______________________________________4 . 1 % (4)

8. Next year, the "Our Water/Our World" promotion might offer additional
training sessions about controlling pests. About how many two-hour training
sessions would you be interested in attending next year?

0 3.4% (3) 4 21.3% (19)
1 19.1% (17) 5 1.1% (1)
2 38.2% (34) 6 1.1% (1)
3 15.7% (14) Missing 8.2% (8)
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9. Thinking back over the summer, about how many customers asked you for
your advice about purchasing pest management products during an average
week? [You can just make your best guess.  If you don't know, write "DK."]

0 1.3% (1) 14 1.3% (1)

1 6.6% (5) 15 7.9% (6)

2 7.9% (6) 20 10.5% (8)

3 3.9% (3) 25 3.9% (3)

4 5.3% (4) 30 3.9% (3)

5 6.6% (5) 40 1.3% (1)

6 1.3% (1) 50 7.9% (6)

8 3.9% (3) 60 or more 3.9% (3)

10 17.1% (13) Don’t Know 16.5% (16)

12 5.3% (4) Missing 5.2% (5)

10. Generally speaking, about how familiar are you with the less-toxic pest
management
products sold at your place of employment?  Would you say you are . . .

Please mark one:

 Very familiar 51.6% (49)

 Somewhat familiar 44.2% (42)

 Somewhat unfamiliar 2.1% (2)

 Not familiar at all 0.0% (0)

 Other [please explain]: _________________________________ 2.1% (2)

Missing 2.1% (2)

11. Before the "Our Water/Our World" promotion began, about how often did you
encourage customers to purchase less-toxic pest management products? Would you say . . .

Please mark one:

 Often 40.4% (38)

 Sometimes 27.7% (26)

 Rarely 18.1% (17)

 Never 10.6% (10)

 Other [please explain]: _____________________________ 3.2% (3)

Missing 3.1% (3)
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12. Since the "Our Water/Our World" promotion began, have you been more likely to
encourage customers to purchase less-toxic pest management products than you were

before?

Please mark one:

 Yes 88.2% (82)

 No [please explain, then skip to question number 14] 8.6% (8)

 Other [please explain]: ________________________ 3.2% (3)

Missing 4.1% (4)

13. About how important were the
following factors in increasing your
likelihood of encouraging customers to
purchase less-toxic pest management
products this year? V
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The training you received 51.8% (44) 42.4% (36) 5.9% (5)

Program materials in the store (e.g.,
fact sheets, shelf-talkers)

59.1% (52) 38.6% (34) 2.3% (2)

Positive response from customers 69.3% (61) 26.1% (23) 4.5% (4)

Commitment of store
owner/manager(s)

55.2% (48) 40.2% (35) 4.6% (4)

Increased product knowledge 81.6% (71) 16.1% (14) 2.3% (2)

Other [please explain]: _______________________________ 5.2% (5)

14. Generally speaking, about how responsive would you say customers are to the message,
"Choose less-toxic products?" Would you say customers are . . .

Please mark one:

 Very responsive 29.2% (26)

 Somewhat responsive 57.3% (51)

 Somewhat unresponsive 9.0% (8)

 Not at all responsive 0.0% (0)

 Other [please explain]: ___________________________________ 4.5% (4)

Missing 8.2% (8)
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15. The "Our Water/Our World" campaign included various educational and promotional
materials about less-toxic pest management.  Which of the following materials did your
store
have when the promotion began last spring?

Please mark all that apply:

 Fact sheets/literature rack 85.4% (82)

 Shelf talkers/shelf signs 82.3% (79)

 Aisle end-cap displays 55.2% (53)

 Reference books 44.8% (43)

 3X5 Posters (sep. from end-caps)37.5% (36)

 Large banners 47.9% (46)

 Stand-up turtles 51.0% (49)

 I don’t know, because I was not an employee then 0.0% (0)

 I am not familiar with these display elements [Please skip to question 21] 4.2% (4)

 Other [please explain]: ________________________________________ 7.2% (7)

16. In addition to the training, the "Our Water/Our World" promotion provided several
other sources of information about using less-toxic pest management products to control
common pests.  Which one of the following sources of information was most helpful for
you when
answering customers' questions about controlling pests?

Please mark one:

 The training you received 42.0% (29)

 Reference books 15.9% (11)

 Fact sheets 31.9% (22)

 Other [please explain]: _______________________________ 10.1% (7)

Missing 28.9% (28)

17. When helping customers with their pest management needs, about how often did you
consult the "Our Water/Our World" fact sheets?

Please mark one:

 Often 16.5% (15)

 Sometimes 48.4% (44)

 Rarely 20.9% (19)

 Never 11.0% (10)

 Other [please explain]: ________________________ 3.3% (3)

Missing 6.2% (6)
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18. When helping customers with their pest management needs, about how often did you
consult the "Our Water/Our World" reference books?

Please mark one:

 Often 8.9% (8)

 Sometimes 34.4% (31)

 Rarely 16.7% (15)

 Never 31.1% (28)

 Other [please explain]: _________________________ 8.9% (8)
Missing 7.2% (7)

19. When recommending products to help customers with their pest management needs,
about
how often did you rely on shelf talkers or shelf signs to locate less-toxic products?

Please mark one:

 Often 23.9% (22)

 Sometimes 33.7% (31)

 Rarely 18.5% (17)

 Never 18.5% (17)

 Other [please explain]: _________________________ 5.4% (5)
Missing 5.2% (5)

20. In your opinion, what were the most effective materials for encouraging customers to
choose less-toxic products?

   Please mark two:

 Fact sheets/literature rack 64.5% (60)

 Shelf talkers/shelf signs 38.7% (36)

 Aisle end-cap displays 31.2% (29)

 Reference books 20.4% (19)

 3X5 Posters (sep. from end-caps) 2.2% (2)

 Large banners 4.3% (4)

 Stand-up turtles 12.9% (12)

 Other [please explain]: ________________________________________1 7 . 5 % (17)

21. Taking all things together, how would you rate the overall effectiveness of this year's
"Our Water/Our World" promotion for reducing the sale of toxic pest management
products at your
place of employment? Would you say "Our Water/Our World" promotion was . . .

Please mark one:

 Very effective 26.3% (25)

 Somewhat effective 65.3% (62)

 Somewhat ineffective [please explain] 5.3% (5)

 Not at all effective [please explain] 0.0% (0)

 Other [please explain]: _______________________ 3.2% (3)

Missing 2.1% (2)
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22. Please provide any comments you may have for improving the "Our Water/Our
World" promotion next year:

______________________________________________________________________________

Thank you!  We appreciate your time in helping us improve the "Our Water/Our World"

promotion.  Please return this questionnaire to your store manager by November 1.



BASMAA/BAPPG
1515 Clay Street, Suite 1400
Oakland, CA 94612

The Public Research Institute
San Francisco State University

1600 Holloway Avenue
San Francisco, CA  94132
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Appendix D: Other Findings

Local Agency Representative Interactions with Participating Stores

•  Local agency representatives reported that they spoke with participating store
owners/managers up to 12 times, and three-fourths of the store
owners/managers had been contacted five or more times, since the program
began in the spring of 1999.

•  Local agency representatives indicated that they visited participating stores to
check the program materials and display elements up to ten times, and local
agency representatives visited 85% of the participating stores at least three times
to check the program displays, since the program began. Conversely, only 17% of
the stores were visited fewer than three times, and the display elements were
checked in all of the participating stores at least once, since the program began.

 IPM Promotional Materials and Display Elements

•  Approximately 80% of the stores received fact sheets by the end of May, and 95%
of the stores continued to have fact sheets in place at the time of the
evaluations.

•  By the end of May, shelf talkers/signs were in place in 87% of the participating
stores for which data is available.  Furthermore, local agency representatives
indicate that, while shelf talkers/signs were being used, at least three-fourths of
the less-toxic pest management products were identified with shelf talkers/signs
in about 91% of the participating stores.

•  By the end of May, 69 stores were utilizing aisle end-cap displays, 79 had three-
by-five foot posters, 56 of the stores had received large banners, 37 were using
large, promotional “turtles,” and t-shirts had been distributed to the employees
of 37 stores.

•  Of those employees who were familiar with the display elements, 85% said that
when the program began in the spring of 1999 their store had an IPM literature
rack with facts sheets, 82% said that less-toxic products in their store were
identified with shelf talkers/signs, 55% said their stores had IPM aisle end-cap
displays, 51% said their store had large “stand-up” turtle displays, 47% said their
store had large display banners, 45% mentioned reference books about less-toxic
pest management, and 38% said their store had at least one three-by-five foot
poster (separate from aisle end-caps).  Only 4% of the employees indicated that
they were unfamiliar with any of these display elements.

 Product Categories

•  Local agency representatives also indicated that 71% of the participating stores
had a product mix that included both toxic and less-toxic pest management
products.
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Our Water/Our World
Integrated Pest Management Program

Store Evaluation Form
For Agency Representatives

Dear Agency Representative,

In the coming weeks, the Public Research Institute at San Francisco State University will be
working with us to evaluate the "Our Water/Our World" campaign. We also intend to gather
information that will better enable us to implement the program next year. As part of this
effort, we will be distributing employee and owner/manager questionnaires among retail
outlets that have participated in the campaign. We also intend to examine sales data from
stores where the campaign was most effectively implemented and compare it with data from
stores where the campaign was less effective.

We need your help in identifying stores in which the campaign had the greatest chances for
success. Just as important, we also need your help in identifying stores in which the campaign
was probably less successful.

As you know, the "Our Water/Our World" campaign included several strategies to promote
the sale of less toxic pest management products. Stores in which the program was most
effectively implemented probably include those with . . .

•  More cooperative owners/managers
•  Higher percentages or proportions of trained employees
•  More display elements present during the campaign, especially an adequate number of

appropriately placed shelf-talkers

Because we will be unable to fully evaluate the program in stores that did not carry many toxic
OR less toxic pest management products, we also need your help in identifying stores that
carried a mix of toxic AND less-toxic pest management products.

We are aware of many of the challenges and difficulties you may have encountered during the
campaign, and it is possible that none of your stores met all of the above criteria. On the other
hand, your stores may have included some outstanding performers.

We would appreciate it if you would take a few moments to carefully think about each of your
stores in light of the above criteria. Then, please complete one of the following forms for each
of your stores that participated at any time  during the 1999 "Our Water/Our World" campaign.

When you are finished, please bring these forms to our meeting on September 29th or make
arrangements to return them to Geoff Brosseau (phone 650-322-3070; fax 650-322-5147;
gabrosseau@aol).

We thank you for your help with this important evaluation.
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“Our Water/Our World”
Store Evaluation Form for Agency Representatives

Please try to answer each question. If you do not know the answer to a
question, please try to make your best guess.  Otherwise, please write a
brief comment in the margin or a simple explanation below the question.

Store Name:

Complete Store Address:
(Street, City, State, & Zip)

Name of Store Owner or
Manager (Primary Contact):

For each question below, percent and number of valid responses for each response category
are indicated in bold.  The number of responses for each category are given in parentheses.

1. Since the IPM Program began last spring, about how many times have you
talked with this store owner/manager about the "Our Water/Our World"
campaign?

0 3.9% (4) 7 4.9% (5)

1 1.0% (1) 8 15.7% (16)

2 7.8% (8) 10 7.8% (8)

3 2.9% (3) 11 2.0% (2)

4 2.0% (2) 12 8.8% (9)

5 19.6% (20) Missing 2.9% (3)

6 23.5% (24)

2. Please mark the line below to tell us, in your opinion, about how cooperative has this
store owner/manager been in implementing the "Our Water/Our World" campaign?

3.8%
(4)

10.5%
(11)

12.4%
(13)

45.7%
(48)

27.6%
(29)

Highly
Uncooperative

Somewhat
Uncooperative

Neutral Somewhat
Cooperative

Highly
Cooperative
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3. Please circle one of the following that best describes this store.

Garden Center 21.6% (19)
Nursery 19.3% (17)
Hardware 31.8% (28)
Variety 22.7% (20)
Other  (please specify below) 4.5% (4)
Missing 16.2% (17)

4. Thinking of the employees at this store that interact with customers and answer their
garden and pest questions, about what proportion of these employees received some form
of Integrated Pest Management training last spring?

8.3%
(6)

23.6%
(17)

15.3%
(11)

27.8%
(20)

25.0%
(18) 25.7% (27)

None
Received
Training

About
One

Fourth

About
Half

About
Three

Fourths

All
Received
Training

Don’t
Know

5. Since the campaign began, about how many times did you visit this store to
check the "Our World/Our Water" displays?

1 2.0% (2) 6 4.9% (5)

2 14.7% (15) 8 6.9% (7)

3 31.4% (32) 10 2.0% (2)

4 24.5% (25) Missing 2.9% (3)

5 13.7% (14)
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6. The "Our Water/Our World" campaign included several display elements designed to
promote the sale of less toxic pest management products. However, some stores did not
receive all of the display elements, and some promotional materials were prematurely
removed from stores. Please tell us the     approximate    dates when each of the following
display elements were first used in this store, and if any display elements were removed
during the campaign, please indicate the     approximate    dates when they were removed.  If a
display element was never used in this store, please check the appropriate box.

Date First Used Date Removed Never Used

Fact Sheets
March 34.7% (35)
April 28.7% (29)
May 25.7% (26)
June 3.0% (3)
July 5.9% (6)
August 2.0% (2)

Missing 3.8% (4)

June 1.0% (1)
August 1.0% (1)
September 3.0% (3)
Still Using 95.0% (96)
Missing 3.8% (4)

Reference Books
February 1.1% (1)
March 33.3% (29)
April 32.2% (28)
May 24.1% (21)
June 4.6% (4)
July 1.1% (1)
August 3.4% (3)
Missing 17.1% (18)

May 1.2% (1)
June 1.2% (1)
September 2.3% (2)
Still Using 95.3% (82)
Missing 18.1% (19)

10.5% (11)

Shelf Talkers/Signs
January 1.0% (1)
March 33.0% (32)
April 28.9% (28)
May 23.7% (23)
June 4.1% (4)
July 5.2% (5)
August 4.1% (4)
Missing 7.6% (8)

June 4.2% (4)
July 3.1% (3)
August 4.2% (4)
September 3.1% (3)
Still Using 85.4% (82)
Missing 8.6% (9)

2.9% (3)

Aisle End-cap Display
March 32.4% (24)
April 32.4% (24)
May 28.4% (21)
June 4.1% (3)
July 1.4% (1)
August 1.4% (1)
Missing 29.5% (31)

May 1.4% (1)

June 6.8% (5)
July 5.5% (4)

August 9.6% (7)
September 4.1% (3)
Still Using 72.6% (53)
Missing 30.5% (32)

21.9% (23)
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Date First Used Date Removed Never Used

3X5 Poster
March 35.7% (30)
April 33.3% (28)
May 25.0% (21)
June 3.6% (3)
July 1.2% (1)
August 1.2% (1)
Missing 20.0% (21)

June 4.8% (4)
July 3.6% (3)
August 6.0% (5)
September 2.4% (2)
Still Using 83.1% (69)
Missing 21.0% (22)

12.4% (13)

Large Banner
March 38.6% (22)
April 38.6% (22)
May 21.1% (12)
June 1.8% (1)
Missing 45.7% (48)

June 5.5% (3)

July 1.8% (1)
August 1.8% (1)
September 3.6% (2)
Still Using 87.3% (48)
Missing 47.6% (50)

37.1% (39)

"Life-sized" Turtle
March 42.5% (17)
April 37.5% (15)
May 12.5% (5)
June 7.5% (3)
Missing 61.9% (65)

June 10.0% (4)
July 5.0% (2)
August 15.0% (6)
September 2.5% (1)
Still Using 67.5% (27)
Missing 61.9% (65)

53.6% (56)

Employee T-shirts
March 20.5% (8)
April 51.3% (20)
May 23.1% (9)
June 5.1% (2)
Missing 62.9% (66)

August 5.3% (2)
September 2.6% (1)
Still Using 92.1% (35)
Missing 63.8% (67)

52.4% (55)

7. Please mark the line below to tell us, while shelf-talkers were being used, about how
many of the less-toxic pest management products in this store were identified with shelf-
talkers?

3.1%
(3)

1.0%
(1)

5.1%
(5)

11.2%
(11)

79.6%
(78) 1.9% (2)

None
of the

Less-Toxic
Products had
Shelf-Talkers

About
One Fourth

Had
Shelf-Talkers

About Half
of the

Less-Toxic
Products had
Shelf-Talkers

About
Three

Fourths
Had

Shelf-Talkers

All
of the

Less-Toxic
Products had
Shelf-Talkers

Don’t
Know
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8. Thinking of the    types    of pest management products promoted by the "Our Water/Our
World" campaign, about how many    categories    of less-toxic products were carried by this
store (categories from your list, such as spray oils, insecticidal soaps, borate-based baits, etc.)?

2.9%
(3)

12.7%
(13)

17.6%
(18)

25.5%
(26)

41.2%
(42) 1.0% (1)

Products
from Nearly
None of the
Categories

Were Carried

About
One Fourth

of the
Categories

Were Carried

Products
from About

Half
of the

Categories
Were Carried

About
Three

Fourths of
the

Categories
Were Carried

Products
from Nearly

All
Categories

Were Carried

Don’t
Know

9. Thinking of the mix of pest management products carried by this store, please circle one
of the following to tell us whether this store carried . . .

1. nearly all toxic products, with     very few      less-toxic products 9.3% (9)

2. both toxic and less-toxic products 77.3% (75)

3. nearly all less-toxic products, with     very few      toxic products 13.4% (13)

Missing 7.6% (8)

Thank you!  Your feedback is extremely important to us, and we genuinely appreciate
your time in helping us evaluate the "Our World/Our Water" campaign.

Please provide any additional comments you may have about this store in the space below:
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Store: _________________________________________ Location: ______________________________________ Date __________________

Note to store managers: The purpose of this form is to help you provide data on product sales so that the effectiveness of the
IPM Partnership store program can be evaluated.  The ÒBrand Name / Product NameÓ column includes some products of each
type.  Please add more brand and product names for products sold in your store, and include sales data for each product and
package size.  Use additional sheets if necessary.  Thank you!

Product Categories for Inventory Tracking
Revised December 7, 1999

Diazinon & Chlorpyrifos Products:

Product Type BRAND NAMES / PRODUCT NAMES Ace SKU UPC Size
98 Sales

(units)
99 Sales
(units)

Diazinon granules
Diazinon dust

Ortho Diazinon Granules

Ortho Diazinon Granules

Ace 5% Diazinon Lawn Insect Control

73601

73854

70156 or
7025786

071549025816

071549125915

082901018409

1 lb

8 lb

10 lb

Diazinon liquid
concentrate

Diazinon Ultra Insect Spray Concentrate

Diazinon Ultra Insect Spray Concentrate

Ace Diazinon Insect Spray Concentrate

73327

70748

73757

071549017644

071549017620

082901737575

64 oz

32 oz

16 oz

Diazinon RTU spray Green Light Diazinon Insect Spray

Ortho Bug-B-Gon Insect Killer

71741

7037260

049424508167

071549017106

pint

30 oz

Diazinon aerosol Ortho Hornet & Wasp Killer 70672 071549011031

Dursban
(chlorpyrifos)
granules or dust

Ortho Ant-Stop Ant Killer Dust RTU

Ace Dursban Lawn Insect Control

73358

70154

071549025359

082901701545

1 lb 4 oz

10 lb
Dursban liquid
concentrate

Ortho Dursban Lawn Insect Spray
Concentrate

73336 071549019129 32 oz



Store: _________________________________________ Location: _________________________________ Date _________________  2

Note to store managers: The purpose of this form is to help you provide data on product sales so that the effectiveness of the IPM
Partnership store program can be evaluated.  The ÒBrand Name / Product NameÓ column includes some products of each type.
Please add more brand and product names for products sold in your store, and include sales data for each product and package
size.  Use additional sheets if necessary.  Thank you!

Ace Dursban Insect Spray

Ortho Home Defense Ortho-Klor Insect &
Termite Killer

Ortho Home Defense Ortho-Klor Insect &
Termite Killer

74698

72407

72408

082901746980

071549018351

071549018368

16 oz

32 oz

64 oz

Dursban aerosol Ace Wasp & Hornet Killer 72676 082901726760

Dursban RTU spray Ortho Flea-B-Gon Flea & Tick Killer Indoor
& Outdoor Spray

Ortho Flea-B-Gon Flea & Tick Killer Indoor
& Outdoor Spray

76004

72087

071549011918

071549019891

64 oz

1 gal

Dursban fogger

Other diazinon and
chlorpyrifos
products

Raid House & Yard Line Ant Baits
(contains chlorpyrifos)

7003585 046500016882 pkg of 8
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Note to store managers: The purpose of this form is to help you provide data on product sales so that the effectiveness of the
IPM Partnership store program can be evaluated.  The ÒBrand Name / Product NameÓ column includes some products of each
type.  Please add more brand and product names for products sold in your store, and include sales data for each product and
package size.  Use additional sheets if necessary.  Thank you!

Less Toxic Alternatives: Chemical Controls
Product Type

Brand Names / Product names
Ace SKU UPC  Size 98 Sales

(units)
99 Sales
(units)

Insecticidal Soap Safer Flower & Garden Insecticidal Soap
Concentrate

Safer Multipurpose Insecticidal Soap RTU

Safer Multipurpose Insecticidal Soap
Concentrate

Safer Insecticidal Soap Insect Killer

Safer Rose & Flower Insect Killer RTU

750025

74807

024654551107

024654551183

024654551305

32 oz

16 oz

32 oz
spray

Insecticidal Soap
   with citrus oil

Rose and Flower Insect Killer

Fruit and Vegetable Insect Killer

Insecticidal Soap
   with pyrethrin

Safer Yard and Garden Insect Killer

Spray Oil
   (horticultural oil)

Sunspray Ultrafine

Saf-T-Cide

Ortho Volck Oil Spray

746200

71560

039051025717

071549016814

Qt

16 oz

Citrus Oil Spray Orange Guard 746002 654197000024 32 oz
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Note to store managers: The purpose of this form is to help you provide data on product sales so that the effectiveness of the IPM
Partnership store program can be evaluated.  The ÒBrand Name / Product NameÓ column includes some products of each type.
Please add more brand and product names for products sold in your store, and include sales data for each product and package
size.  Use additional sheets if necessary.  Thank you!

Neem SaferÕs BioNeem

Greenlight Rose Defense

Greenlight Tomato & Vegetable Spray

Greenlight Horticultural Oil Spray

Greenlight Fruit, Nut & Vegetable Spray

7062615 049424076321

049424067329

Qt spray

Qt

Herbicidal Soap SaferÕs Superfast Weed & Grass Killer

Corn Gluten Meal
    Herbicide

WOW

Supressa

Concern Weed Prevention Plus

Borate-based
  products
Boric acid
Borax

Terro Ant Killer II

Drax Ant Kil Gel

Drax Ant Kil-pf

Niban Granular Bait

Niban FG

Seabright Roach Free System bait

PIC Boric Acid Roach Powder

70677 070923001002 1 oz
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Note to store managers: The purpose of this form is to help you provide data on product sales so that the effectiveness of the
IPM Partnership store program can be evaluated.  The ÒBrand Name / Product NameÓ column includes some products of each
type.  Please add more brand and product names for products sold in your store, and include sales data for each product and
package size.  Use additional sheets if necessary.  Thank you!

Roach Prufe

Spectrum Hot Shot Roach Reward

Enforcer Roach Ridd

Victor Roach Killing Powder

Victor Liquid Ant Killing System

73862

70588

74116

041767000070

072868131981

076807001210

1 lb

1 _ oz

Borate-based
carpet treatment

Fleanix

Hydramethylnon ant
 and cockroach
baits

Combat Ant Control New Design

Combat Ant Control New Design

Combat Roach Control System

Combat Small Roach Bait

Combat Roach Gel

74509 4129445900

041294459013

pkg/16

Sulfluramid ant
baits

Hot Shot Maxattrax Ant Bait

Raid Ant Bait Plus (not the Raid Ant Bait
that contains chlorpyrifos)

Enforcer Ant Baits

7065162 071121020406

021709880342

pkg/4

pkg/6

Fipronil ant and
cockroach baits

Combat Quick Kill Formula Roach Bait

Combat Quick Kill Small Roach Formula

7025182 041294519106 pkg/12
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Note to store managers: The purpose of this form is to help you provide data on product sales so that the effectiveness of the IPM
Partnership store program can be evaluated.  The ÒBrand Name / Product NameÓ column includes some products of each type.
Please add more brand and product names for products sold in your store, and include sales data for each product and package
size.  Use additional sheets if necessary.  Thank you!

Combat Quick Kill Roach Control Gel

Combat Quick Kill Formula Ant Bait

Combat Outdoor Ant Stakes
7025190

7035959

041294559010

041294430029

pkg/6

pkg/12

Arsenic ant baits Grants Kills Ants ant stakes

Grants Kills Ants ant stakes

7069057

72197

072136000094

072136000056

pkg/4

pkg/10

Insect Growth
Regulator
(active ingredient:
 methoprene)

Precor

Precor 2000 (with permethrin)

Ortho Flea-B-Gon Total Flea Killer Indoor
Fogger (IGR & pyrethrin)

71688 071549011857 5 oz

Dessicating Dust
Insecticidal Dust
Diatomaceous Earth
  (DE)

Concern Diatomaceous Earth Crawling
Insect Killer

Surefire Crawling Insect Killer

Surefire Ant Killer

GrowMore Diatomaceous Earth Pest Pistol
(for applying DE)

SureFire Earwig & Silverfish Killer 7012438 043786005302 7 oz
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Note to store managers: The purpose of this form is to help you provide data on product sales so that the effectiveness of the
IPM Partnership store program can be evaluated.  The ÒBrand Name / Product NameÓ column includes some products of each
type.  Please add more brand and product names for products sold in your store, and include sales data for each product and
package size.  Use additional sheets if necessary.  Thank you!

Other Less-Toxic
Chemical Controls Raid Max House & Yard Line Roach Bait

Plus Egg Stoppers (abamectin and
methoprene)

7014913 046500016301 18 baits
plus 3
egg
stopÕrs

Less Toxic Alternatives: Physical Controls
Product Type Brand Names / Product names Ace SKU UPC Size 98 Sales

(units)
99 Sales
(units)

Yellow Sticky Trap
(for winged aphids
and whiteflies)

Yellow Sticky Trap

Surefire Sticky Whitefly Trap 7012602 043786003407 pkg/3

Yellowjacket Trap Yellowjacket Inn

Rescue! Yellowjacket Trap (disposable)

Rescue! Yellowjacket Trap (reusable)

Rescue! Yellowjacket Trap attractant

Lilly Miller Yellowjacket Trap

Surefire Deluxe Yellowjacket and Wasp
Trap

Sterling International Yellowjacket Control
Trap

Oakstump Farm Yellowjacket Trap

Victor Yellowjacket & Flying Insect Trap

7006927

74521

74522

74078

042853775032

042853720179

042853740177

072868133626

1 ea

1 ea

pkg/12

1 ea
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Note to store managers: The purpose of this form is to help you provide data on product sales so that the effectiveness of the IPM
Partnership store program can be evaluated.  The ÒBrand Name / Product NameÓ column includes some products of each type.
Please add more brand and product names for products sold in your store, and include sales data for each product and package
size.  Use additional sheets if necessary.  Thank you!

Flea Trap Ultralight Flea Trap

Raid Flea Killer Plus

Raid Flea Killer Plus Refills

Enforcer Overnite Flea Trap

Enforcer Overnite Flea Trap Refill

8067068

8067076

8013864

8013872

046500016553

046500016660

021709130010

021709130119

1 ea

pkg/3

1 ea

Flea Comb

Slug and Snail Pitfall
Trap

Surefire The Pit Slug and Snail Trap 76991 043786002707 1 ea

Copper barrier tape
(for slugs and
snails)

Surefire Slug and Snail Copper Barrier
Tape

7012628 043786003704 15' roll

Floating Row Cover
Row Cover

Tufbell

Fast Start

Seed Blanket

Grow Cover

Grass-Fast Protective Seedling Cover for
Lawns

76002 016069000387 10' x 15'
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Note to store managers: The purpose of this form is to help you provide data on product sales so that the effectiveness of the
IPM Partnership store program can be evaluated.  The ÒBrand Name / Product NameÓ column includes some products of each
type.  Please add more brand and product names for products sold in your store, and include sales data for each product and
package size.  Use additional sheets if necessary.  Thank you!

Asphalt Crack Filler
(for weeds)

Crack-Fill

Caulk
(to exclude ants,
cockroaches, etc.)
Sticky Barriers
(for ants, etc.)

Tanglefoot Tree Pest Barrier

Tanglefoot Tree Pest Barrier

Stickem Tree Pest Barrier

70406

99015

018441990069

018441990163

6 oz

15 oz

Sticky Trap
(for cockroaches)

Black Flag Roach Motel 71136 041294601306 pkg/2

Sticky Trap with
pheromone
attractant
(for cockroaches)

Victor Roach Magnet 7036643 072868132568 pkg/12

Netting
(for birds and deer)

Tree Netting

Garden Netting

Reflective Tape
(to scare away
birds)

Bird Scare Tape

Birds Away Reflective Scarecrow Tape

Spikes
Spiked shoes or
sandals
(for white grubs)

Spikes of Death

Green Giant Spike Shoes

Aerotor Sandals
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Note to store managers: The purpose of this form is to help you provide data on product sales so that the effectiveness of the IPM
Partnership store program can be evaluated.  The ÒBrand Name / Product NameÓ column includes some products of each type.
Please add more brand and product names for products sold in your store, and include sales data for each product and package
size.  Use additional sheets if necessary.  Thank you!

Anti-transpirant
(to reduce plant
stress due to water
loss)

Cloud Cover

Cloud Cover

Wilt Pruf

751005

751287

038398009015

038398009015

Qt spray

Qt

Other Physical
Controls

The Swatter Electronic Insect Zapper

Flyshooter Bug Gun

Surefire Teflon Insect Barrier (spray)

7031412

7021702

097241280032

075886001007

043786003001

each

each

2 oz

Less Toxic Alternatives: Cultural Controls
Product Type Brand Names / Product names Ace SKU UPC Size 98 Sales

(units)
99 Sales
(units)

Slow-Release
Fertilizers
Encapsulated
Fertilizer

Vigoro Lawn Fertilizer

Osmocote Outdoor & Indoor Plant Food 72811 032247275279 2 _ lb

Blood Meal
Bone Meal
Blood & Bone Meal
Cottonseed Meal

GreenAll Cottonseed Meal
GreenAll Bone Meal

Bandini

Tagline

Whitney Farms

ScottÕs

Ace Premium Bone Meal

746047
746044

71865

607263010090
607263010910

082901718659

4 lbs
4 lbs
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Note to store managers: The purpose of this form is to help you provide data on product sales so that the effectiveness of the
IPM Partnership store program can be evaluated.  The ÒBrand Name / Product NameÓ column includes some products of each
type.  Please add more brand and product names for products sold in your store, and include sales data for each product and
package size.  Use additional sheets if necessary.  Thank you!

Fish Emulsion GreenAll/Master Nursery

Atlas

Black Leaf

Alaska Fish Fertilizer 73208 022671600006

Composted Poultry
Litter

Sustane

Lilly Miller Lawn Renew

Redi-Gro Chicken Manure

Kelp Meal
Seaweed-based
Fertilizer

Whitney Farms Kelp Meal

Grow More Kelp Meal

Mulches Cocoa Bean Hulls

GreenAll Firmulch

GreenAll Micro-Bark

GreenAll Patio Bark

Bandini organic fir bark

Black Magic organic fir bark

PlanterÕs Paper paper mulch

607263030708

607263031217

2 ft3

2 ft3
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Note to store managers: The purpose of this form is to help you provide data on product sales so that the effectiveness of the IPM
Partnership store program can be evaluated.  The ÒBrand Name / Product NameÓ column includes some products of each type.
Please add more brand and product names for products sold in your store, and include sales data for each product and package
size.  Use additional sheets if necessary.  Thank you!

Weed Mat landscape fabric

WeedBlock landscape fabric

WeedBlock landscape fabric

73227

75091

038398001040

038398001058

3 x 25'

3 x 50'

Other Cultural
Controls

Surefire Ladybug Lures 7012628 043786110068

Less Toxic Alternatives: Biological Controls
Product Type Brand Names / Product names Ace SKU UPC Size 98 Sales

(units)
99 Sales
(units)

Trichogramma
wasps
Trichogramma
pretiosum
Lacewings
Chrysoperla
carnea

Beneficial
Nematodes
Steinernema
carpocapsae

Flea Destroyer

Bacillus
thuringiensis
kurstaki (B.t.k.)

SaferÕs B.T. Caterpillar Killer

SaferÕs Vegetable Attack

Greenlight Bio-Worm Killer

Dragon Chemical Corp Thuricide Spray

75440 029654551602 8 oz
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Note to store managers: The purpose of this form is to help you provide data on product sales so that the effectiveness of the
IPM Partnership store program can be evaluated.  The ÒBrand Name / Product NameÓ column includes some products of each
type.  Please add more brand and product names for products sold in your store, and include sales data for each product and
package size.  Use additional sheets if necessary.  Thank you!

Bacillus
thuringiensis
israelensis (B.t.i.)

Mosquito Dunks 7092935 018506001100 pkg/6

Other Biological
Controls

Less Toxic Alternatives: Monitoring Aids
Product Type Brand Names / Product names Ace SKU UPC Size 98 Sales

(units)
99 Sales
(units)

Hand lens (10x)

Soil Probe Soil Sampler

Soil Thermometer Soil Test Thermometer

Other Monitoring
Aids
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Note to store managers: The purpose of this form is to help you provide data on product sales so that the effectiveness of the IPM
Partnership store program can be evaluated.  The ÒBrand Name / Product NameÓ column includes some products of each type.
Please add more brand and product names for products sold in your store, and include sales data for each product and package
size.  Use additional sheets if necessary.  Thank you!

Additional Products
Product Type Brand Names / Product names Ace SKU UPC Size 98 Sales

(units)
99 Sales
(units)

Iron Phosphate
snail and slug killer

Sluggo (Monterey Co.) 750024 022179101852 2 _ lb

Teflon tape barrier Surefire Teflon Barrier

Insect Barrier Tape Surefire Insect Barrier Tape 7021710 043786003100 pkg/20'

Insect trap
(for Indian meal
moths)

Surefire The Pantry Pest Trap 76989 043786051408

Insect trap
(for cockroaches)

Surefire Ultimate Roach Trap

Insect trap
(for flies)

Pic Fly stick trap

Pic Fly ribbon

J Teaton Flytrap

TAT Flytrap Ribbon

Rescue Fly Trap, reusable

Rescue Fly Trap, disposable

Surefire Outdoor Fly Trap

74519

74523

042853710170

042853773014

Insect trap
(for clothes moths)

SureFire Clothes Moth Alert 7039571 043786072700
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Note to store managers: The purpose of this form is to help you provide data on product sales so that the effectiveness of the
IPM Partnership store program can be evaluated.  The ÒBrand Name / Product NameÓ column includes some products of each
type.  Please add more brand and product names for products sold in your store, and include sales data for each product and
package size.  Use additional sheets if necessary.  Thank you!

Insecticidal Dust Surefire Earwig and Silverfish Killer

Spray Oil
(mint, garlic, or
citronella)

Victor Poison Free Flying Insect Killer

Victor Poison Free Wasp & Hornet Killer

Buzz Away Spray

Victor Mosquito Barrier 7061930 072868133688 32 oz

Other Additional
Products

Hot Pepper Wax Insect Repellent

Hot Pepper Wax Insect Repellent

Termite Prufe (disodium octaborate)

Spectracide Terminate Termite Home
Defense System

746004

746006

7092554

705539001008

705539000025

041767000100

071121533203

22 oz

32 oz

1 lb

pkg/40
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Appendix G: Sales Results by Product Type and Category

Specific Types of Toxic Products

•  Diazinon Granules -  Twelve stores sold between 28 and 637 units of Diazinon
Granules in 1998, for a combined total of 1,780 units of Diazinon Granules. In
1999, stores sold between 15 and 312 units for a combined total of 1,153 units of
Diazinon Granules.  Thus, during the year in which the program was operating,
overall sales of Diazinon Granules decreased by 597 units or 34%. An average of
148 units, per store, were sold in 1998 and an average of 96 units were sold in
1999, for a mean difference of 52 units. Given the variability in sales among so
few stores, the probability that this mean difference was due to factors other than
the program is 0.25 (e.g., we would expect differences of this magnitude 25% of
the time, even if the program was not in operation).

•  Diazinon Liquid Concentrate - Eight stores sold between 12 and 149 units of
Diazinon Liquid Concentrate in 1998, for a combined total of 677 units. In 1999,
these stores sold between 12 and 156 units, for a combined total of 652 units of
Diazinon Liquid Concentrate.  Thus, during the year in which the program was
operating, overall sales of Diazinon Liquid Concentrate decreased by 25 units or
about 4%. An average of 85 units, per store, were sold in 1998 and an average of
82 units were sold in 1999, for a mean difference of 3 units. Thus, statistically,
there was virtually no difference in the mean number of units of Diazinon
Liquid Concentrate sold in 1998 and 1999.

•  Diazinon RTU Sprays -  Nine stores provided 1998 and 1999 sales figures for
Diazinon RTU Sprays.  These stores sold between 3 and 69 units of Diazinon
RTU Spray in 1998 and between 3 and 49 units in 1999.  In 1998, these stores sold
a total of 264 units of Diazinon RTU Spray, and they sold a total of 205 units in
1999, for an overall reduction of 54 units or 22%. An average of 29 units, per
store, were sold in 1998, and average sales in 1999 were 23 units per store, for a
mean difference of 6 units per store. The probability that this mean difference
was due to chance factors (other than the program) is 0.30. This means that we
would expect such differences 30 times out of one hundred, even if the program
had no effect.

•  Dursban Granules - Eight stores provided sales data for Dursban Granules,
which contain Chlorpyrifos. In 1998, these stores sold between one and 56 units
of Dursban Granules, and in 1999, they sold between one and 51 units of
Dursban Granules. In 1998, these stores sold a total of 180 units of Dursban
Granules, and in 1999, they sold a total of 158 units, for an overall decrease of 38
units or 12%. The average number of units sold, per store, was 23 in 1998 and 20
in 1999, for a mean difference of about 3 units per store. Given this variability
and number of stores, we would expect such differences to occur 26% of the
time, even if the program had not existed.

•  Durban Liquid Concentrates -  Eight stores provided 1998 and 1999 sales figures
for the sale of Durban Liquid Concentrates. One store only sold eight units of
Dursban Liquid Concentrate in 1998, whereas another store sold 198 units. In
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1999, sales of Durban Liquid Concentrate among these stores ranged from 2 to
151 units.  These stores sold a combined total of 637 units of Dursban Liquid
Concentrates in 1998 and 476 units in 1999, for an overall reduction of 161 units,
or 25%. Sales in 1998 averaged 80 units per store, and in 1999 sales averaged 60
units per store, for a mean difference of 20 units. Thus, there was a statistically
significant decrease in the number of units of Dursban Liquid Concentrate sold
in 1999, compared to 1998, which means that we would expect such large mean
differences to occur less than 5% of the time, even if the program had not been
in effect. In other words, the probability that a mean difference of this size would
result from chance factors (e.g., factors other than the program) is less than 0.05.

•  Dursban Aerosols - Only four stores provided data for the sale of Dursban
Aerosols, but these stores sold between 54 and 143 units of Dursban Aerosol in
1998 and between 98 and 268 units in 1999.  A total of 381 units of Dursban
Aerosol were sold in 1998, and these stores sold a total of 680 units in 1999, for
an increase of 299 units or 78%.  The average number of units sold per store
increased from 95 units in 1998 to 170 units in 1999, a difference that might
possibly be attributable to the previously mentioned yellowjacket infestation.

•  Dursban RTU Sprays -  Five stores provided sales figures for the sale of Dursban
RTU Sprays.  In 1998, these stores sold between 24 and 118 units of Durban RTU
Spray, whereas in 1999, they sold between 8 and 42 units.  The overall number of
units of Dursban RTU Spray sold by these stores declined from 228 in 1998 to 94
units in 1999.  In 1998, the average number of units of Dursban RTU Spray sold
was 46 units, per store, and in 1999, the average sold was 19 units, per store,
representing a mean difference of about 27 units.  This mean difference is so
large that it approaches statistical significance at the 0.05 level. However, because
so few stores provided data, the variability in the data obscures statistical
significance at the 0.05 level. Thus, we would expect differences of this
magnitude to occur about 10% of the time, regardless of the program's
effectiveness.

•  Durban Foggers - Only two stores provided data about the sales of Durban
Foggers, and each store reported sales of 12 units in both 1998 and 1999.

•  Other -  Twelve stores provided data about sales of additional products
containing Diazinon or Chlorpyrifos classified as "other." Sales among these
stores ranged from 4 to 77 units in 1998 and from 4 to 152 units in 1999.  Overall,
the total number of units sold increased from 554 in 1998 to 698 units in 1999,
which represents an increase of 144 units or 26%.

Less-Toxic Product Categories

•  Chemical - Thirteen stores provided 1998 and 1999 sales data across 16 types of
less-toxic chemical controls, providing 99 cases for analysis.  Fifty-four of these
cases showed increases in sales from 1998 to 1999, 37 showed declines in sales,
and eight cases remained the same from 1998 to 1999.  Sales figures ranged from
one to 2,103 in 1998 and from one to 1,693 in 1999. These stores sold a total of
13,598 units of less-toxic chemical products in 1998 and 13,587 units in 1999, for
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an overall reduction of 11 units.  These stores sold an average of 137 units, per
store, of products classified as "chemical" in both 1998 and 1999. Thus, there was
no difference in the mean (average) number of units of less-toxic chemical
controls sold, per store, in 1998 and 1999.

•  Physical -  Sales data was available for 14 types of less-toxic physical controls,
providing 89 cases for analysis.  Thirty-seven of these cases showed increases in
sales from 1998 to 1999, 45 showed decreases in sales, and seven cases remained
the same from 1998 to 1999. Sales figures ranged from three to 932 units in 1998
and from two to 1,596 units in 1999. These stores sold a total of 9,120 units of
less-toxic physical controls in 1998 and 13,344 in 1999, for an overall increase of
4,224 units or 46%.  In 1998, sales averaged 102 units per store, and in 1999, sales
averaged 150 units per store. This represents a difference of 47 units in the mean
number of units of less-toxic physical controls sold between 1998 and 1999,
which is statistically significant increase at the 0.05 level.

•  Cultural -  Sales data was provided for six types of less-toxic cultural controls,
providing 40 cases for analysis.  Twenty-seven of these cases showed increases in
sales from 1998 to 1999, 12 showed declines in sales, and one case remained the
same from 1998 to 1999. The number of units sold ranged from 16 to 15,808 in
1998 and from 22 to 18,194 in 1999. Stores sold a total of 15,808 units of less-toxic
cultural controls in 1998 and 18,194 in 1999, for an overall increase of 2,386 units
or about 15%. In 1998, sales averaged 1,234 units per store, and in 1999, sales
averaged 1,488 units per store, for a mean difference of 254 units. This difference
is statistically significant at the 0.01 level, which means that the probability that
this difference is due to chance factors is less than 0.01.

•  Biological -  Stores provided 1998 and 1999 sales data across only four types of
less-toxic biological controls, providing 17 cases for analysis.  Four of these cases
showed increases in sales from 1998 to 1999, 12 showed declining sales, and one
case remained the same from 1998 to 1999. Sales figures ranged from one unit to
3,120 units in 1998 and from two to 3,820 units in 1999. Overall, a total of 3,910
units of less-toxic biological controls were sold in 1998 and 4,453 were sold in
1999, for an increase of 543 units or about 14%. Stores sold an average of 239units
per store in 1998 and an average of 262 units per store in 1999, for a mean
difference of 23 units.

•  Other -  Sales data was available for seven types of less-toxic controls classified as
"other," providing 36 cases for analysis.  Eighteen of these cases showed
increases in sales from 1998 to 1999, 11 showed decreases in sales, and seven
cases remained the same from 1998 to 1999. Sales figures ranged from one to 506
units in 1998 and from one to 576 units in 1999. Overall, a total of 2,979 units of
these less-toxic controls were sold in 1998 and 3,152 were sold in 1999, for an
increase of 173 units or about 6%.

Specific Types of Less-toxic Products: Chemical Controls

•  Insecticidal soaps -  Sales of all types of Insecticidal soaps, including those with
Citrus Oil and Pyrethrin, increased moderately in 1999, as compared to 1998. Ten
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stores provided sales figures, and sales of Insecticidal Soap among stores ranged
from 11 to 259 units in 1999 and from 20 to 356 units in 1999. Stores sold a total
of 1,185 units of Insecticidal Soap in 1998 and 1,506 units in 1999, for an overall
increase of 321 units or 27%. Stores sold an average of 119 units of Insecticidal
Soap in 1998 and an average of 151 units in 1999, for a mean difference of 32
units or about 27%. Given the variability in the sales figures from so few stores,
we would expect a difference of this magnitude to occur owing to chance factors
about 20% of the time.

•  Insecticidal Soaps with Citrus Oil - Only four stores provided sales data for
Insecticidal Soaps with Citrus Oil. Sales among these stores ranged from 95 to
192 units in 1998 and from 108 to 196 units in 1999. These stores sold a total
of 587 units of Insecticidal Soap with Citrus Oil in 1998 and a total of 676
units in 1999, for an overall increase of 89 units or 15%. This difference is
statistically significant at the .10 level, meaning that we would only expect a
difference of this magnitude to occur due to chance factors about 10% of the
time.

•  Insecticidal Soaps with Pyrethrin - Five stores provided sales data for
Insecticidal Soaps with Pyrethrin. Sales figures from the stores ranged from
15 to 120 units in 1998 and from 16 to 168 units in 1999. These stores sold a
total of 350 units of Insecticidal Soap with Pyrethrin in 1998 and a total of 482
units in 1999, for an overall increase of 132 units, or about 38%. However,
given the variability in these data reported by so few stores, we would expect
differences of this magnitude to occur about 38% of the time.

•  Spray Oil - The number of units of Spray Oil (Horticultural Oil) sold in 1999 was
also substantially greater than the number of units sold in 1998. The twelve
stores providing this data sold between five and 252 units of Spray Oil in 1998,
and they sold between 12 and 383 units in 1999. These stores sold a total of 9,332
units of Spray Oil in 1998 and a total of 1,285 units in 1999, for an overall
increase of 353 units or about 38%. However, given this variability and number
of cases, we would expect differences of this magnitude to occur due to chance
factors about 14% of the time.

•  Citrus Oil Spray - The data also indicate an increase in the number of units of
Citrus Oil Spray sold in 1999, but sales data on Citrus Oil Sprays were available
for only one store. This store sold 25 units of Citrus Oil Spray in 1998 and 35
units in 1999, for an increase of 10 units.

•  Neem -  Ten stores provided data for the sale of Neem. These stores reported
sales of Neem ranging from 3 to 2,103 units in 1998 and from 10 to 1,693 units in
1999. These stores sold a total of 2,752 units of Neem in 1998 and a total of 2,189
units in 1998, for an overall reduction in sales of 563 units or 33%.

•  Herbicidal Soap - Four stores provided figures for the sale of Herbicidal Soap,
ranging from 24 to 75 units in 1998 and from 12 to 67 units in 1999. Altogether,
these stores sold a total of 159 units of Herbicidal Soap in 1998 and a total of 139
units in 1999, for an overall decline in sales of 20 units or about 13%.
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•  Borate-based Products - Sales data provided by eight stores indicates that there
was a slight and statistically insignificant decrease in the units of Borate-based
Products (Boric Acid/Borax) sold in 1999, compared to 1998.  Overall sales
dropped from a total of 685 units in 1998 to 652 units in 1999, for a reduction of
33 units or about 5%. Sales data for Borate-based Carpet Treatment was available
for only one store, and this store sold only one unit in both 1998 and 1999.

•  Baits - Fewer units of all types of ant and cockroach baits (Arsenic Ant Baits,
Sulfuramid Ant Baits and Ant and Cockroach Baits containing
Hydramethylnon and Fipronil) were sold in 1999, compared to 1998, but these
differences were also insignificant at the 0.05 level. Seven stores provided data
on sales of Hydramethylnon Ant and Cockroach Baits, and sales among these
stores ranged from 59 to 150 units in 1998 and from 35 to 106 units in 1999. These
stores sold a total of 750 units of Hydramethylnon Ant and Cockroach Baits in
1998 and a total of 539 units in 1999, for an overall decline in sales of 28%. Only
three stores provided sales data about Sulfuramid Ant Baits, and sales among
these stores ranged from 2 to 115 units in 1998. While these stores report
somewhat less variability in the number of units of Sulfuramid Ant Baits in
1999 (range = 42 to 61 units), overall sales only declined from 55 units in 1998 to
51 units in 1999, representing an overall decline in sales of 4 units or about 7%.
Six stores reported sales figures for Fipronil Ant and Cockroach Baits. Sales
ranged from 23 to 210 units in 1998 and from 8 to 185 units in 1999. Altogether,
these six stores sold a total of 511 units of Fipronil Ant and Cockroach Baits in
1998 and a total of 502 units in 1999, for an overall sales decline of 9 units or
about 2%. Twelve stores provided data on sales of Arsenic Ant Baits, and sales
among these stores ranged from 48 to 1, 13 units in 1998 and from 60 to 751 units
in 1999. These stores sold a total of 5,309 units of Arsenic Ant Baits in 1998 and a
total of 5,133 units in 1999, for an overall decline of 176 units or about 3%.

•  Insect Growth Regulator - Sales data for Insect Growth Regulator (Methoprene)
were provided by only two stores. One store sold four units of Insect Growth
Regulator (Methoprene) in 1998 and only one unit in 1999.  The other store sold
nine units in 1998 and only four units in 1999. Thus, overall sales declined from
13 units in 1998 to only 5 units in 1999.

•  Dust - The number of units of Dessicating & Insecticidal Dust (such as
diatomaceous earth - DE) sold in 1999 was substantially greater than the number
of units sold in 1998, and this difference was large enough to approach statistical
significance at the 0.05 level. Nine stores reported sales of Dessicating &
Insecticidal Dust ranging from three to 60 units in 1998 and from four to 72 units
in 1999. These stores sold a total of 125 units of Dessicating & Insecticidal Dust in
1998 and a total of 232 units in 1999, for an increase of 107 units or about 84%.
An average of 14 units per store were sold in 1998, compared to an average of 26
units per store in 1999, which represents a mean difference of about 12 units.
Despite the large variability in the data from so few stores, this difference is
statistically significant at the 0.10 level, meaning that the probability of this
difference occurring due to chance factors is less than one in ten.

•  Other - Five stores provided data concerning the sale of Less-toxic Chemical
Controls classified as "other." Sales figures from these stores ranged from four to
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16 units in 1998 and from 2 to 31 units in 1999. Overall sales increased from 50
units in 1998 to 59 units in 1999. Thus, overall sales of "other" Less-toxic
Chemical Controls increased by nine units or about 18%, which is very likely to
have occurred due to chance factors.

 

Specific Types of Less-toxic Products: Physical Controls

•  Sales of most less-toxic products classified as physical controls decreased in 1999,
compared to 1998.  This was true for Flea Traps, Slug & Snail Pitfall Traps,
Copper Barrier Tape (for slugs and snails), Floating Row Cover, Sticky Barriers
(e.g., for ants), Sticky Traps (for cockroaches), and Anti-Transpirant (to reduce
plant stress due to water loss).  Given that sales of chemical products to control
ants and cockroaches also showed declines in 1999, it should not be surprising
that Sticky Barriers and Sticky Traps also had fewer sales in 1999, compared to
1998.  Similarly, decreases in sales of physical controls for slugs and snails may
be due to environmental conditions (e.g., changes in the weather) or other
factors (e.g., the introduction of Sluggo in 1999) unrelated to the effectiveness of
the Our Water, Our World  promotion.

•  Yellow Sticky Traps - Seven stores provided sales data for Yellow Sticky Traps,
which ranged from 15 to 96 units in 1998 and from 25 to 144 units in 1999. These
stores sold a total of 390 units of Yellow Sticky Trap in 1998 and a total of 465
units in 1999, for an overall increase of 75 units or about 19%. In 1998, sales of
Yellow Sticky Traps averaged 56 units, per store, and in 1999, sales averaged 66
units per store, for a mean difference of about 10 units. Given the variability in
the data provided by these stores, we would expect such differences to occur due
to chance factors about 19% of the time.

•  Yellowjacket Traps -  Twelve stores reported sales of Yellowjacket Traps ranging
from 12 to 932 units in 1998 and from 36 to 1,595 units in 1999.  Altogether, these
stores sold a total of 4,494 units of Yellowjacket Traps in 1998 and a total of 9,063
units in 1999, for an increase of 4,869 units or about 116%. Thus, the sales of
Yellowjacket traps more than doubled in 1999, compared to the previous year.
Similarly, average sales per store increased from 350 units in 1998 to an average
of 755 units in 1999, which is statistically significant at the 0.01 level. However,
the increase in the sales of Yellowjacket Traps is most likely due to the
previously mentioned, and unusually large, infestation of yellowjackets in 1999.

•  Flea Traps -  Eight stores reported sales figures for flea traps that ranged from
three to 74 units in 1998 and from three to 32 units in 1999. These stores sold a
total of 222 units of Flea Traps in 1998 and a total of 102 units in 1999, for a
decline in overall sales of 120 units or 54%.

•  Slug and Snail Pitfall Traps - Seven stores provided sales data for Slug and Snail
Pitfall Traps.  Sales figures ranged from five to 88 units in 1998 and from three to
24 units in 1999.  Total sales of Slug and Snail Pitfall Traps declined from 252
units in 1998 to 106 units in 1999, representing an overall reduction of 146 units
or 58%.
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•  Copper Barrier Tape - Sales data for units of Copper Barrier Tape were provided
by nine stores. These stores sold between 16 and 228 units of Copper Barrier Tape
in 1998 and between 10 and 167 units in 1999. Overall sales dropped from a total
of 818 units in 1999 to a total of 465 units in 1999. This represents a decrease in
sales of 353 units or about 43%.

•  Floating Row Cover - Only two stores provided sales data for Floating Row
Cover, which ranged from seven to 308 units in 1998 and from two to 240 units
in 1999. Thus, these stores sold a total of 315 units of Floating Row Cover in 1998
and a total of 242 units in 1999, for an overall reduction of 73 units or about 23%.

•  Sticky Barriers -  Eleven stores reported selling Sticky Barriers (for ants, etc.), and
sales figures ranged from four to 276 units in 1998 and from seven to 168 units
in 1999. These stores sold a total of 721 units of Sticky Barriers in 1998 and a total
of 573 units in 1993, for an overall reduction of 148 units or about 21%.

•  Sticky Traps -  Six stores provided sales data for Sticky Traps (for Cockroaches).
Sales ranged from 16 to 135 units in 1998 and from 12 to 107 units in 1999.
Altogether, these stores sold a total of 330 units in 1998 and a total of 243 units in
1999, for a decrease of 87 units or about 26%.

•  Sticky Trap with Pheromone Attractant - Only four stores provided sales figures
for Sticky Trap with Pheromone Attractant, and these figures ranged from 13 to
43 units in 1998 and from 12 to 47 units in 1999. These stores sold a total of 88
units of Sticky Trap with Pheromone Attractant in 1998 and a total of 100 units
in 1999, for an overall increase of 12 units or about 14%. Because of the relatively
lower levels of variability in this data, we would expect differences of this
magnitude to occur due to chance factors only about 17% of the time.

•  Netting -  Four stores reported sales of Netting (for birds and deer), which ranged
from 18 to 232 units in 1998 and from 54 to 269 units in 1999. Altogether, these
stores sold a total of 383 units of Netting in 1998 and a total of 458 units in 1999,
for an increase of 75 units or about 20%. The number of units sold in 1998
averaged 96 per store, and the number of units sold per store averaged 115 units
in 1999, for a mean difference of about 19 units. Again, because of the relatively
high levels of variability in the data provided by only four stores, this difference
failed to achieve statistical significance at the 0.05 level. Instead, we would expect
differences of this magnitude to occur due to chance factors about 21% of the
time.

•  Reflective Tape - Four stores reported selling units of Reflective Tape (to scare
birds), and sales ranged from six to 36 units in 1998 and from 24 to 84 units in
1999. These stores sold a total of 102 units of Reflective Tape in 1998 and a total
of 172 units in 1999, for an overall increase of 70 units or about 67%. Sales
averaged 26 units per store in 1998 and 43 units per store in 1999, for a mean
difference of about 17 units. We would expect a difference of this magnitude to
occur due to chance factors about 25% of the time.

•  Spikes - Only two stores provided sales data for Spikes (Spiked Shoes or
Sandals). In 1998 one store sold four units, while the other sold seven. In 1999,
one store sold four units and the other sold 22 units. Thus, the two stores sold a
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total of 11 units of Spikes in 1998 and a total of 26 units in 1999, for an overall
increase of 15 units or about 136%. However, despite this seemingly large
difference, the odds that two stores would produce a difference of this
magnitude due to chance factors is about fifty-fifty.

•  Anti-Transpirant -  Nine stores reported sales of Anti-Transpirant (to reduce
plant stress due to water loss), and sales figures ranged from four to 880 units in
1998 and from four to 508 units in 1999. Overall sales declined from a total of
1,157 units in 1998 to a total of 967 units in 1999, for a reduction of 189 units or
about 16%.

•  Other -  Four stores reported sales of Less-toxic Physical Controls classified as
"other." Sales figures ranged from three to 100 units in 1998 and from eight to
249 units in 1999. Total sales from these stores amounted to 137 units in 1998
and 362 units in 1999, for an increase of 225 units or about 164%. However, data
suggest that the bulk of this increase may be due to large increases in the sale of
fly bug guns. Sales averaged 34 units per store in 1998 and 91 units per store in
1999, for a mean difference of 57 units. Because of the large variability in the data
provided by only four stores, the probability that a difference of this magnitude
would occur due to chance factors is about 20%.

Specific Types of Less-toxic Products: Cultural Controls

•  Slow-Release or Encapsulated Fertilizers - Eight stores provided data on the sale
of Slow-Release or Encapsulated Fertilizers, with sales figures ranging from 16 to
2,491 units in 1998 and from 22 to 2,129 units in 1999. These stores sold a total of
3,301 units of Slow-Release or Encapsulated Fertilizers in 1998 and a total of
2,894 units in 1999, which represents a decline in sales of 407 units or about 12%.

•  Blood and/or Bone Meal - Four stores provided sales data for Blood and/or
Bone Meal, with sales figures ranging from 33 to 757 units in 1998 and from 34
to 1,890 units in 1999. Altogether, these stores sold a total of 968 units of Blood
and/or Bone Meal in 1998 and a total of 2,129 units in 1999, for an increase of
1,161 units or about 120%. However, given the tremendous variability in these
data from only four stores, we would expect differences of this magnitude to
occur due to chance factors about 38% of the time.

•  Fish Emulsion -  Four stores provided data regarding the sale of units of Fish
Emulsion, and sales figures ranged from 49 to 340 units in 1998 and from 48 to
246 units in 1999. These stores sold a total of 567 units of Fish Emulsion in 1998
and a total of 580 units in 1999, for an overall increase of 13 units or about 2%.

•  Composted Poultry Litter -  Only two stores reported sales of Composted Poultry
Litter, which ranged from 277 to 2,773 units in 1998 and from 277 to 2,529 units
in 1999. These two stores sold a total of 3,050 units of Composted Poultry Litter
in 1998 and a total of 2,805 units in 1999, for a decline of 244 units or 8%.

•  Kelp Meal and Seaweed-based Fertilizer - Only one store reported selling Kelp
Meal and Seaweed-based Fertilizer, and sales of this type of product declined
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from 496 units in 1998 to 416 units in 1999. This represents an overall reduction
of 80 units or about 16%.

•  Mulches - All stores provided sales figures for Mulches, which ranged from 23
to 15,808 units in 1998 and from 35 units to 18,194 units in 1999. Altogether, the
stores sold a total of 40,993 units of Mulches in 1998 and a total of 50,709 units in
1999, for an increase of 9,716 units or about 24%. The number of units of
Mulches sold in 1998 averaged 1,952 units per store, and the number of units
sold in 1999 averaged 2,415 units per store, for a mean difference of 463 units.
This difference is statistically significant at the 0.01 level, meaning that a
difference of this magnitude would very rarely occur due to chance factors.

•  

Specific Types of Less-toxic Products: Biological Controls

•  Beneficial Nematodes - Only one store provided sales data about Beneficial
Nematodes. This store sold 190 units of Beneficial Nematodes in 1998 and 150
units in 1999, for a decrease of 40 units or 21%.

•  Bacillus Thuringiensis Kurstaki -  Eight stores supplied sales figures for Bacillus
Thuringiensis Kurstaki, which ranged from one to 108 units in 1998 and from
two to 93 units in 1999. These stores sold a total of 424 units of Bacillus
Thuringiensis Kurstaki in 1998 and a total of 332 units in 1999, for a decline of 92
units or about 22%.

•  Bacillus Thuringiensis Israelensis - Seven stores provided sales data for Bacillus
Thuringiensis Israelensis. Sales figures ranged from two to 60 units in 1998 and
from six to 48 units in 1999. These stores sold a total of 176 units of Bacillus
Thuringiensis Israelensis in 1998 and a total of 151 units in 1999, for an overall
decrease of 25 units or about

Specific Types of Less-toxic Products: Additional Products

•  Iron Phosphate Snail and Slug Killer -  Only one store provided data about the
sale of Iron Phosphate Snail and Slug Killer.  This store sold 59 units of Iron
Phosphate Snail and Slug Killer in 1998 and 63 units in 1999, for an increase of
four units or about 7%.

•  Insect Barrier Tape -  Only one store provided sales data for Insect Barrier Tape,
and this store only sold 2 units of this product in 1998 and one unit in 1999.

•  Insect Traps for Indian Meal Moths - Ten stores reported selling units of Insect
Traps for Indian Meal Moths, which ranged from 26 to 273 units in 1998 and
from 36 to 288 units in 1999. Altogether, these stores sold a total of 935 units of
Insect Traps for Indian Meal Moths in 1998 and a total of 1,023 units in 1999, for
an increase of 88 units or about 9%. The number of units sold in 1998 averaged
94 units per store, and the number of units sold in 1999 averaged 102 units per
store, for a mean difference of about eight units. This mean difference
approaches statistical significance at the 0.05 level.
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•  Insect Traps for Flies - Eleven stores provided sales data for Insect Traps for Flies.
Sales figures ranged from 24 to 506 units in 1998 and from 36 to 576 units in
1999. Altogether, these stores sold a total of 1,675 units of Insect Traps for Flies in
1999 and a total of 1,778 units in 1999, for an increase of 103 units or about 6%.
The number of units sold in 1998 averaged 152 units per store, and the number
of units sold in 1999 averaged 162 units per store, for a mean difference of 10
units. Given the variability in these data, this mean difference is very likely to
have occurred due to chance factors.

•  Insect Traps for Whiteflies - Only one store provided sales figures for Insect
Traps for Whiteflies, and this store sold 21 units of this product in 1998 and 42
units in 1999. This represents an increase in sales of 21 units or 100%.

•  Spray Oil - Five stores provided sales data for Spray Oil (Mint, Garlic, or
Citronella), and these sales figures ranged from one to seven units in 1998 and
from one to four units in 1999.


