
FROM IHf EDITOR 

Golf Course Expo, not just another trade show 
Almost exactly one year 

ago, Golf Course News 
announced the launch of 

Golf Course Expo, the only trade 
show and conference for own-
ers, managers and superinten-
dents at public-access golf facili-
ties. Almost immediately, we 
heard the familiar chorus: "Geez, 
not another trade show!" Ap-
parently, this was a repeating 
chorus, because we've con-
fronted this refrain many times 
over the last 12 months. 

This is a touchy subject be-
cause, to be perfectly candid, 
there are too many trade shows 
in the golf course industry. No 
wonder people are tired of them. 
Most are ill-defined, misdirected 
and focused at the wrong end of 
the industry. 

When thinking about Golf 
Course Expo, the proper refrain 
shouldn't be, "Geez, another 
trade show," but rather, "Wow, a 
new market!" 

Truth is, until this year, there 
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has been only one 
trade show that suc-
cessfully serves its 
market sector on a 
national basis. The 
Golf Course Superin-
tendents Association 
of America (GCSAA) 
show has catered to 
the private club mar-
ket extremely well for 
many years, and only a foolhardy 
organization would attempt to 
compete with GCSAA on this 
front. 

But there is another, larger 
front to consider: Public-access, 
i.e. daily-fee, resort and munici-
pal courses. 

Private golf clubs, while they 
represent a strong portion of the 
golf market, account for only one-
third of the nation's golf facili-
ties. Further, the number of pri-
vate clubs is dropping, according 
to National Golf Foundation sta-
tistics, while the number of pub-
lic-access facilities is growing 

hand over fist — a full 
80 percent of the 
courses opened over 
the last five years have 
been public access. 

Put simply, the mar-
ket is changing. Al-
ready, two-thirds of the 
14,600 golf courses in 
America are public-ac-
cess. 

Serious change is difficult for 
any industry to accept, much less 
foresee. However, as Golf Course 
News has been reporting for 
more than three years, public-
access represents the future for 
this market — and golf course 
owners, associations and manu-
facturers will ignore this at their 
peril. 

Even GCSAA has acknowl-
edged the shift with its new con-
centration on attracting members 
from the public-access sector (see 
story, page 1). 

In one way, Golf Course Expo 
is just another trade show. But 

it's the only trade show that tar-
gets the largest, fastest-growing 
portion of the golf course indus-
try. And this majority portion of 
the market has distinct needs; 
needs that aren't currently be-
ing served; needs that will be 
met at Golf Course Expo. 

For example, exhibitors need 
to understand that buying pat-
terns are different in the public-
access sector. Put simply, own-
ers and managers at 
public-access facilities have 
more input than their counter-
parts at private clubs. Appropri-
ately, owners, CEOs and gen-
eral managers account for a full 
47 percent of the Golf Course 
Expo attendee list. 

From an educational stand-
point, superintendents and own-
ers at public-access courses have 
different needs. Ask superinten-
dents who, during their careers, 
have cared for both daily-fee and 
private courses. They will tell 

Continued on page 12 

We mustn't forget: Greens, rootzones are living organisms 

It's hard to believe the claim 
that sports field contractors 
are more diligent than golf 

course builders about using qual-
ity root-zone mix (See page 1 
story). 

As architect Bob Cupp said 
about scrutinizing the root-zone 
delivered to his projects: "Billy 
Fuller, my agronomist, will 
shame the contractor into per-
formance, and most of them 
don't need it. 

"The certified members of 
GCBAA [Golf Course Builders 
Association of America] are all 
terrific. They're great. When we 
say we want to do something, 
they do it. 

"Besides," he added with a 
laugh, "if they didn't, Billy'd 
maim 'em." 

A major part of the problem is 
the simple fact that builders are 
dealing with living organisms in 
this process of greens construc-

tion. They're blending 
peat moss — which is 
fairly acid (3.0 pH ) — 
with silica sand or 
calcarious sand that is 
inert and, if it 's 
calcarious, has a pH of 
7.8 to 8.2 or higher. 
The organic matter 
hasn't broken down 
because of its acidic 
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environ-
ment. But now it is placed in a 
neutral environment where it will 
start to break down. Plus, fertil-
izers and water will be added to 
the equation. 

Does anyone know what this 
recipe evolves into? 

Could be a good research 
project for some enterprising 
university professor or PhD can-
didate. 

Until then, is the golf industry 
putting its superintendents in a 
crap shoot? Sounds to me like 
that old schoolyard game, Dodge 

Ball... better known in 
some parts — and per-
haps more aptly — as 
War Ball. 

"My fundamental 
feeling is that the most 
important thing to hav-
ing great putting 
greens is to have a 
great superintendent," 

said Mike Hurdzan, a golf course 
architect and PhD guy himself. 
"We have seen superintendents 
grow every kind of bentgrass you 
can think of on every kind of 
material you can think of, and if 
the guy understands his craft, 
you are going to have great 
greens." 

No matter how well con-
structed a putting surface is, if 
the super isn't "lucky enough to 
understand what's happening in 
this organic soup, he could have 
problems," he said. 

Hurdzan said the biggest prob-
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To the editor: 
I noted with great interest 

an article on Fort Wayne's 
(Fla.) Pine Valley Country 
Club's appreciation party for 
the grounds crew [GCN Sep-
tember '94]. That was great. 

But what struck my fancy 
was the man who was instru-
mental in putting the party 
on, Mr. Hughie Johnston. 
Hughie played for at least 10 
years for the Fort Wayne 
Zollner Piston fast-pitch soft-
ball team. 

Mr. Johnston is in the Hall 
of Fame. And in the opinion 
of the team I played for, the 
State Farm Chiefs, Hughie 

was the greatest all-around 
player in the world. 

He played first base (with a 
fielder's glove) and was the best 
hitter I ever faced. And most of 
all, he was a fine gentleman. 

It's no surprise to me that he 
is a "force on the course!" I 
congratulate him — again! 

Don MacPhail 
Green Chairman 

Sugar Mill Country Club 
New Smyrna Beach, Fla. 

Ed. After years of trying but 
failing to locate Mr. Johnston, 
Mr. MacPhail finally located 
him after reading the above-
mentioned story. Though we 
don't see ourselves as being in 
the reunion business, Golf 
Course News is glad to have 
been of service. 

THE PLEASURE 
WAS ENTIRELY OURS 

To the editor: 
Please accept our sincere 

thanks for your Tee Spon-
sor donation at the 1994 
Scholarship & Research 
Tournament [Sept. 20, Cape 
Arundel Golf Club, Ken-
nebunkport, Maine]. 

This money will go a long 
way in helping a future turf 
student's education and di-
agnosing turf problems. 

Again, thanks for your 
contribution. 

Patrick E. Lewis, CGCS 
Falmouth C.C. 

president 
Maine Golf Course 

Superintendents Assoc. 

lems he has seen in root-zone 
mixes have been in the micronu-
trient balance. "It's never the big 
things that are out of kilter," he 
said. "It's the little things — the 
magnesium, the manganese, the 
copper, the trace elements. Mag-
nesium is the one I see the most 
often. It causes a problem with 
establishing greens in that there 
is usually a magnesium imbal-
ance — especially with 
calcarious sand, which is high in 
calcium, low in magnesium, and 
in that imbalance the center of 
the chlourofil molecule is mag-
nesium. 

"You have to have magnesium 
there for the plant to make 
chlorofil. So we end up using 
epsom salts in order to try to 
balance that out. It's a matter of 
taking soil tests, using your 
knowledge of how grass looks, 
taking a calcium-to-magnesium 
ratio and making adjustments." 

Did you all stay with that? We'll 
have a short quiz in the next 
issue. 

• • • 

Ask when they first decided 
they wanted to design golf 
courses and some present-day 
architects sound like golf's an-
swer to the kid who decides he 
wants to be a firefighter and ride 
that big red machine. 

• Said Dr. Michael Hurdzan, 
who earned bachelor's, master's 
and doctoral degrees all with the 
goal of designing golf courses: 
"I knew [my career] from the 
time I was 13 and went to work 
for Jack Kidwell and saw a golf 
course laid out on an aerial photo. 
I was so captivated by what I saw 
that, even at 13, I said that was 
what I wanted to do. No ques-
tion, that's where I was headed." 

• The defining point of the life 
of Jan Beljan, a lead designer for 

Continued on page 12 
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of on-course liability Take heed 
Continued f rom page 9 

Duffy would have recovered 
against WGA if Finsterwald's 
shot had come from the first 
tee, i.e., the hole she was 
observing. Logically, those 
facts would produce a much 
tougher plaintiffs case in view 
of traditional notions of 
assumption of risk, i.e., 
arguably, spectators assume 
the risk of injury from shots 
they are or should be watch-
ing. 

In sustaining the verdict, the 

court stressed she was 
standing near a concession 
stand and reasonably believed 
herself to be out of harm's way. 
Consequently, the WGA's 
decision to locate the stand in 
an area reachable by wayward 
tee shots was a negligent act. 

The lesson from these and 
similar cases is that course 
operators, designers, tourna-
ment organizers and sponsors 
need to anticipate wayward 
shots and take appropriate 
measures to eliminate or 

reduce resultant liability. This 
is most often accomplished by 
maintaining liability insurance 
coverage and posting appropri-
ate signage and warnings. 

At PGA Tour events, 
measures to manage spectator 
injury risks are addressed 
through a standardized 
tournament liability insurance 
package and ticket "dis-
claimer" language designed to 
alert the ticket holder to the 
risk of being struck by a bad 
shot. 

Generally, this insurance is 
purchased by the tournament 
sponsor to cover tournament-

specific incidents related to the 
public. 

Regardless, the prudent 
course should periodically 
examine its own property 
casualty policy to ensure 
adequate coverage of regular 
activities, including member-
guest events, charity outings, 
and daily play. 

Here is an example of the 
ticket disclaimer language 
common at PGA Tour events: 

Ticket holder acknowledges 
and expressly assumes the risk of 
injuries incidental to attending 
a professional golf tournament, 
including the risk of injury due 

to errant or misdirected golf 
shots. 

Your club should also adopt 
or review existing safety 
policies as part of its annual 
risk-management program. 
The operation of golf cars, the 
posting of warning signs, and 
the clearance of the course 
before a storm are a few areas 
which need reviewing and 
standard procedures. 

Although yelling "fore" may 
fulfill the golfer's legal duty, 
facility operators and tourna-
ment organizers face a more 
complicated risk-management 
challenge. 

Leslie comment 
Continued f rom page 8 
Tom Fazio? "My father designed 
and supervised construction of 
the course where I grew up. I 
remember watching him doing 
greens diagrams in preparation 
for the following day." 

• For Jack Snyder, a Class AA 
member of the Golf Course Su-
perintendents Association of 
America and a fellow of the 
American Society of Golf Course 
Architects, growing up on a golf 
course was one way to start at 
the bottom and work his way up. 

He recalls how he did "all the 
nasty jobs around the place — 
from cleaning sand traps on the 
course to cleaning grease traps 
in the clubhouse." 

Saying she has the advantage 
of unders tand ing the supe-
rintendent's predicament, Beljan 
said: "I've had my share of chas-
tisements by club members be-
cause this or that wasn't right on 
the golf course," she explained. 
" It's a little different story when 
you're responsible for a job, pe-
riod, rather than when you have 
300 bosses. 

"If you are ever in that posi-
tion, it makes it easy to under-
stand why some superintendents 
are at a club for a very long or 
very short time: It depends on 
the members." 

Phillips comment 
Continued f rom page 8 
you the differences: More traffic 
at public-access courses; more 
profit motive; different staffing 
challenges. These issues and 
more will be addressed during 
the Expo's agronomy sessions. 

Competition is the number one 
issue for owners and managers 
at daily-fee, municipal and re-
sort facilities. That's why the 
Expo's management sessions 
feature seminars concentrating 
on marketing strategies, cost-
cutting and creative purchasing. 

Different needs. Different ap-
proaches to meet them. 

Yes, Golf Course Expo is an-
other trade show. But the indus-
try needs another trade show to 
serve this emerging new mar-
ket. 

It's now November 1995. 
The time is right for Golf 

Course Expo. 

Herbicides Fertilizers & DowElanco 

Insecticides 

Fertilizer with 0.47% Dursban 
Fertilizer with 0.52% Dursban 
Fertilizer with 0.65% Dursban 
Fertilizer with 0.71% Dursban 
Fertilizer with 0.92% Dursban 
Fertilizer with 0.75% Surflan 
Fertilizer withl .00% Surflan 
Fertilizer with 0.57% Team & 0.57% Dursban 
Fertilizer with 0.87% Team & 0.58% Dursban 
Fertilizer with 1.15% Team & 0.57% Dursban 
Fertilizer with 0.57% Team 
Fertilizer with 0.87% Team 
Fertilizer with 0.92% Team 
Fertilizer with 1.00% Team 
Fertilizer with 1.15% Team 
Fertilizer with 1.25% Team 
Fertilizer with 1.50% Team 
Fertilizer with 1.54% Team 
Fertilizer with 0.92% Balan 
Fertilizer with 1.02% Balan 
Fertilizer with 1.04% Balan 
Fertilizer with 1.15% Balan 
Fertilizer with 1.28% Balan 
Fertilizer with 0.46% Balan & 0.92% Dursban 
Fertilizer with 0.86% Balan & 0.86% Surflan 
Fertilizer with 0.57% Balan & 0.57% Surflan 
Fertilizer with 0.38% Gallery 

Fungicides 
Cutlass 50W* 4x8 oz. 
Rubigan AS* 2x0.5 gal 

The Andersons Leads The Nation 
In Providing DowElanco Products 
For Professional Turf Care Markets 
The A n d e r s o n s , m a n u f a c t u r e r s 
of TeeTime® turf care products for 
golf course super intendents and 
A n d e r s o n s P r o f e s s i o n a l Turf® 
products for lawn care operators 
and other groundskeepers, is now 
a leading provider of high-quality/ 
h i g h - p e r f o r m a n c e D o w E l a n c o 
product formulations. 

H a v i n g f o r g e d t h e i r b u s i n e s s 
re lat ionship over a t ime span in 
excess of 20 years, The Andersons 
has incorporated a broad range of 
DowElanco products to prevent or 
solve specific turf care problems. 
High-qual i ty products have also 
been developed for use on orna-
mentals. 

The fo l low ing char t p rov ides a 
basic product offering guide but 
The Andersons is quick to point 
out that their technical capabilities 
for custom blending other formula-
tions are virtually limitless in their 
state-of-the-art turf care products 
plant. Fully detailed product infor-
mation is available. 

Treflan Granular 
Team Granular 
Balan Granular 
Balan Granular 
Balan Granular 
Balan Granular 
Confront 
Confront 
Gallery 75DF 
Snapshot TG 
Surflan 
Surflan 
Surflan 
Turflon II Amine 
Turflon D* 
Turflon Ester * 
XL2G* 

0.50% 
0.97% 
1.00% 
1.16% 
1.20% 
2.32% 
2.50% 
2x2.5 gal. 
4x1 gal. 
55 gal. 
6x2 lb. 
6x5 lb. 

©1994. The Andersons. ©Dursban, Surflan, Team, Balan, Gallery, Cutlass, Rubigan, Treflan, Confront, 
Snapshot, Turflon II, Turflon D, Turflon Ester, XL2G, and Pageant are registered trademarks of DowElanco. 
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Dursban Granular 
Dursban Granular 
Dursban Granular 
Dursban Granular 
Dursban Granular 
Dursban Granular 
Dursban Granular 
Dursban Turf 
Dursban Turf 
Dursban Turf 
Dursban 50 WSP 
Pageant* 

* Limited quantities available 

5.00% 
2.00% 
0.58% 
0.92% 
1.72% 
2.50% 
4x1 gal. 
30 gal. 
4x1 gal. 
50 lb. bag 
12x1 qt. 
5x1 gal. 
2x2.5 gal. 
2x2.5 gal. 
2x2.5 gal. 
2x2.5 gal. 
50 lb. bag 

Call for a complete product 
selection guide. 
The Andersons welcomes inquiries 
regarding any of its turf care formula-
tions including those incorporating 
DowElanco products. Call us toll-free 
and ask for a free copy of our product 
select ion guide for TeeTime golf 
course products or for Andersons 
Professional Turf products. 

C a l l T o U - F r e e 1 -800-22&-ANDY 

the professional's 
partner® 


