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MOVIN’ ON UP

By PETER BLAIS

LA QUINTA, Calif. — Eric Schmidt
came at his upper management position
with KSL Fairways/KSL Recreation Corp.
from a different direction.

Schmidt—whois director of agronomy
for the KSL Fairways’ 26 mid-priced pub-
lic courses and head of golf operations
purchasing for KSL Recreation’s four
luxury resort golf facilities — got his

start in sales.

Model 7212

Do up to 70% more aerating in the same
amount of time it used to take. Now you can deep-
tine more turf faster or spend less time and labor to
do the same job you've always done before.

The new high-speed 7212 and 7316 Verti-
Drain® models are lighter with fewer moving
parts and they still have that unique pitchfork-
ing action patented by Verti-Drain.

The 7316 is wider than its counterpart 7212
and it goes deeper. Each offers you the option
of coring or solid tining and both
can use the new needle tines for
minimal disruption. The new,
sleek cover design is representa-
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"Iwo new aerators tha
your job 70% easier.
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VERTI-DRAIN’

Works like a pitchfork, only better.

Emrex, Inc., Box 1349, Kingston, PA 18704 (717) 288-9360

Model 7316

tive of many maintenance-saving features that
have been added like sealed bearings. Every
change helps make the new generation more
user-friendly. Each model has that characteris-
tic construction durability that you’ve come to
expect from Verti-Drain and because they're
lighter, lower horsepower tractors can be used
with them.

So if you've been looking to acrate more often
or spend less time aerating with even less dis-
ruption of play, Verti-Drain’s new
generation of aerators is the only

solution that’s 70% better. Ask
your dealer for more details today.

7212 Model P
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Head agronomist takes sales route to top

In the late 1970s, Schmidt received his
bachelor’s degree in agronomy and went
to work selling for his father's seed dis-
tributorship, Indiana Seed Co. “I'm a lot
like my Dad,” Schmidt said. “We’re both
very outgoing and I just gravitated to
marketing.”

After several years in the family busi-
ness, he moved to California and joined
the turf and ornamental sales division of
Foster Turf Sod Farms, a subsidiary of
defunct Landmark Land Co.

About the time Landmark’s financial
woes hitthe headlines, Schmidt was ready
for amove. He wound up in Malaysia with
ahydroseeding company. The firm’s plans
to become a major player in the Asia-
Pacific hydroseeding market never mate-
rialized and six months later Schmidt
returned to his previous job with Land-
mark, which was then in receivorship
with the Resolution Trust Corp.

KSL Recreation, which had acquired a
dozen public courses from a management
company called Fairways, then purchased
several former Landmark properties, in-
cluding Foster Turf, PGA West and
LaQuinta Club & Resort. KSL spun off
Foster Turf and offered Schmidt his cur-
rent position.

“I've never been a superintendent at an
individual golf course,” he said. “But I
have overseen the sale of massive
amounts of bermudagrass and bentgrass
sod.”

That knowledge of turf, coupled with
his experience in Corporate America, has
helped Schmidt succeed in his new posi-

" tion. “Corporate golf,” he said, “can pro-

vide certain things that equity [member-
ship-owned] clubs can’t. Some people
want the prestige of an equity club and
that might be the way for them to go. But
it comes with a price — the insecurity of
having 400 bosses who may all want dif-
ferent things.

“In the corporate world, superinten-
dents and upper-level managers have no
more than five or six people looking over
their shoulders. Management firms stress
teamwork and won't tolerate rogue be-
havior. Butyou are rated objectively based
on your performance. You won’t be fired
for crossing a member. “

Which isn’t to say that superintendents
seeking advancement can be rude to cus-
tomers. Quite the contrary. “We try to
establish the KSL culture at all our prop-
erties,” Schmidt said. “We want our su-
perintendents to interact with our cus-
tomers and encourage their staff to wave
to or speak with patrons when the oppor-
tunity presents itself.”

In his executive position, Schmidt acts
as an intermediary between senior finan-
cial and marketing managers and the
course superintendents and district su-
perintendents overseeing KSL properties.

“Top executives usually don’t have an
agronomic background,” he explained.
“I'm the point person they depend on to
translate the technical information into
something they can understand.

“In the accounting world, answers are
predictable. You add this to this and you
always get that. But when you're working
onagolfcourse, and unpredictable things

Continued on next page
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CMAA elects new slate of officers

ORLANDO, Fla. — John A.
Jordan), general manager of
Cherokee Town and Country
Club in Atlanta, was elected
president of the Club Managers
Association of America (CMAA)
atits World Conference on Club
Management held here.

Jordan has been serving as the
general manager of the Chero-
kee Town and Country Club
since 1967. Prior to this appoint-
ment, he was the country club
manager of Cherokee.

He joined CMAA in 1965 and
was first elected to the board of
directors in 1990. During his ten-
ure, Jordan has served on sev-
eral national committees includ-
ing the Budget and Finance,
Executive, Strategic Planning,
Bylaws, Club Management In-
stitute, Chapter Services and

Schmidt

Continued from previous page

like weather and disease inter-
vene, the results aren’t always
predictable. One of my main jobs
is helping upper management
understand that. Sometimes, it’s
like being a referee and mediat-
ing between the two. I'm an
Agronomy 101 professor for one
side and an Accounting 101 in-
structor to the other.”

Probably because of his back-
ground in sales, Schmidt the KSL
golf operations purchasing di-
rector sees his relationship with
vendors as a partnership rather
than a battleground.

“Vendors can always ask me
why I bought a particular prod-
uct from another supplier and
I'll give an honest answer,” he
said. “For example, a manufac-
turer may have an exceptional
fertilizer product and price it
high. But if there are fairly com-
parable products from other
manufacturers at a lower price,
then it’s hard to justify spending
the extra money.

“I come from a sales back-
ground and know there is noth-
ing more frustrating than not
getting a sale you were expect-
ing. I'm always willing to work
with vendors to show them how
to modify sales so they can
work.”

Asked what he liked least and
most about his job, Schmidt re-
plied: “I do miss being outside. I
get to each property two to three
times ayear. But you can usually
find me in the office 10 hours a
day.

“On the other hand, the main
part of this job is being a prob-
lem solver. That's the best. I
don’t just show people how to
solve agronomic problems, but
how to solve administrative prob-
lems and go through the right
channels to get what it is they
are looking for. That's very re-
warding.”
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Conference committees.

Willmoore H. Kendall, general
manager of Woodmont Country
Club in Rockville, Md.,was
elected vice president of the
CMAA.

Paul K. Skelton, vice presi-
dent, Golf & Club Operations,
Desert Troon Companies and
Hassayampa Golf Club in
Prescott, Ariz., was elected the
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association’s secretary-treasurer.

Also elected to the board were
Dennis R. Ahearn, secretary-gen-
eral manager of The Country
Club of Orlando; Warren L.
Arseneaux, general manager of
the Poinsett Club in Greenville,
S.C.; Henry Waddington, gen-
eral manager of Piedmont Driv-
ing Club in Atlanta; and Gordon
Foster Welch, general manager
of the Oaks Country Club in
Tulsa, Okla.

EPA TO GET TOUGH ON UNDERGROUND STORAGE TANKS

WASHINGTON, D.C. —
The federal Environmental
Protection Agency (EPA) has
planned an aggressive under-
ground storage tank initiative.

This spring EPA will kick
off a national effort to ensure
operators of underground
tanks are in full compliance
with regulations which dic-

tate storage tanks must be
upgraded, replaced or closed
by December 1998.

EPA officials have indicated
they have no intention of ex-
tending the December 1998
deadline. Accordingly, the
agency will begin an outreach
effort to encourage tank opera-
tors to take appropriate action.

>

existing turf.

In your business
two types of crabs
are a fact of life.
New Acclaim® Extra
Herbicide provides excellent control of
the crabgrass escape type. Even more
concentrated than the original Acclaim,
Acclaim Extra is 14% stronger. So lower
rates give you the same dependable spot
treatment control without damaging your

Plus, Acclaim Extra also lets you reseed
fescue and ryegrass immediately after the

" ONE CRAB WE CONTROL.
THE OTHER ONE’S UP TO YOU.

Acclaim’ Extra

HERBICIDE

Read and follow label directions carefully. AgrEvo USA Company, Wilmington, DE 19808 302-892-3000 © 1997

spray dries* It can
also still be used on
bluegrass, ryegrass,
zoysiagrass, fine fescue
and tall fescue. And Acclaim Extra controls
crabgrass escapes from the 1-leaf stage
right up to just before seed head formation.
No preemergence herbicide is
perfect, so make postemergence Acclaim
Extra a part of your season-long crabgrass
control program. As for that other
type of crab . . . sorry, but you're on
YOour OWN. - Wait 3 weeks for bluegrass, zoysiagrass

¢ AgrEvo
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