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US ATHLETIC FIELDS, INC.
Sports Field Maintenance, Renovation & Construction

John McKnight and Bill Siegel
PO Box 38 – Skillman, NJ 08558
609-466-2846 Fax: 609-466-1808

john@usathleticfields.com

STORR TRACTOR COMPANY
Turf, Irrigation and Ballfield Equipment

Sales: Fred Castenschiold, Kevin Hoban, Steve Bradley
3191 Highway 22 Somerville, NJ 08876

908-722-9830 Fax: 908-722-9847

DEBUCK’S SOD FARM OF NY, INC.
Growers of Premium Quality Turfgrass Sod

Leonard M. DeBuck. President
120 DeBuck’s Drive, Pine Island, NY 10969

(845) 258-4131, Fax (845) 258-7637
lmdebuck@warwick.net

TOTAL CONTROL, INC.
Athletic Field Consulting & Management

Jim Hermann, CSFM
PO Box 422 - Lebanon, NJ 08833 

(908) 236-9118
totalcontroljim@earthlink.net

WILFRED MAC DONALD, INC
Turf Equipment/Irrigation

Sales-Bernie White, Mike Clifford, Tim Kerwin
19 Central Blvd., S. Hackensack, NJ 07606
888-831-0891 ex 114 Fax: 201-931-1730

sales@wilfredmacdonald.com

MENDHAM GARDEN CENTER
Turf Products

Mendham – 908-543-4178
Chester – 908-879-5020

Annandale – 908-730-9008

PARTAC/BEAM CLAY
Your “One-Stop Source” For

Baseball and Sports Turf Surfaces & Supplies!
Kelsey Park, Great Meadows, NJ 07838

(800) 247-BEAM, (908) 637-4191
Fax (908) 637-8421, partac@goes.com

FISHER AND SON CO., INC.
Superior Products for the Turf and Horticultural Professional
Agronomic Services, Fertilizers, Seed, and Control Products

Jeff Borajkiewicz  (609) 532-4837
Bruce Cadenelli    (732) 245-2599
Brian Robinson     (484) 886-0021

BEN SHAFFER & ASSOCIATES
Park, Playground and Streetscape Solutions

Serving NJ since 1921
State Contract Vendor

800-953-2021
Website: www.benshaffer.com
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$150 for one year
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CONSTRUCTING AN ATHLETIC FIELD
Sean Connell*

As an athletic field construction contractor, I am frequently
asked by sports turf managers and owners, “How much will a
renovation cost?” Unfortunately, this is not always an easy ques-
tion to answer. The amount a customer will spend on a renova-
tion can vary widely. From my experience, the greatest differ-
ences in price usually are dependent upon several key factors:
earthmoving, drainage, sod versus seed and irrigation.

Typically, a customer will ask for an estimate based on one
item such as laser grading. Other key components such as grass-
ing, irrigation, fencing, and earthmoving never get addressed.
To make an accurate estimate, quantify all areas that need to be
addressed before construction starts. Information that is organ-
ized makes accurate and competitive estimates for the customer
and straight-forward directions for the contractor. Limited infor-
mation does not complete projects; nor does it allow projects to
achieve full potential.  

So how does the sports turf manager or owner decide how
much they need? The easiest way to do this is to obtain the serv-
ices of a design engineer local to your area. The engineer will
survey the area and have a topography map made of your poten-
tial site or existing field. From there, they use a program such as
Land Cad (or an equivalent program) to design your field. The
program can be used to show how much area will be disturbed,
how much soil will need to be cut and filled, and how much
grading and drainage will be required. From this design, all

other components including sod, irrigation design, fencing etc.
can be incorporated into the design.

Once a basic plan is determined, agronomic decisions usu-
ally come into play. Frequently, the design engineer has little or
no experience in the athletic field industry.  Therefore, it is cru-
cial that the turf manager participate in this part of the design
process. After some decision making and some estimating from
your information, the project can go to bid. As a contractor, a bid
organized in chronological order is easiest to price accurately.
Bids listing actual quantities of units already estimated for the
project are the easiest to quote as well as interpret for the cus-
tomer. All contractors bidding the project are bidding apples to
apples versus multiple contractors interpreting blueprints that
can vary greatly. This can make bid evaluation confusing. Using
unit prices gives the customer lateral movement as the project
is in progress to make decisions onsite without renegotiating the
contract. Additions and deletions can be made easily from the
inception of the contract.  

If you provide your contractor with all of the information he
needs, you will get the most accurate price for the work. You will
also be more likely to address issues before construction starts
instead of in the middle of the project. An ill-prepared plan is
more likely to sabotage the project even before construction. No
construction project is perfect, but it can be a great experience
to work-through with the right planning and tools. 

* Sean Connell is President, Georgia Golf Construction, Inc.
and a member of the SFMANJ Board of Directors
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