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THE TRUE PROFESSIONAL

Golf Courses, Bowling Greens, Sports, Racecourses, Gardens +++
For fast, easy, accurate, economical spraying
of fertilisers, fungicides and weedkillers
over fine turf areas, there’s only one

answer. The Walkover Sprayer, the

true professional from Allen,

designed and built in the UK.

The Allen Walkover

Sprayer is right out in

front for maintenance-

free efficiency. Its

unique pump,

powered by the

forward movement

of the wheels,

delivers a full tank at R !

walking pace over 600 to

1,000 square yards, with no

servicing, no running costs, and no

problem. The model shown is the 24” :
Groundsman at £299.95 INC.VAT. Other Design/Advice Servicing

odels available from £199.95 INC.VAT.
e e e New Installations Service Contracts
PHONE THE 24 HOUR BROCHURE LINE Contracting System Upgrades

OR COMPLETE COUPON

0845 60 10 815 Supply & Sales PC Systems

To: Allen Power Equipment Ltd., The Broadway, Didcot, Oxon OX11 8ES.

Please send my FREE Walkover brochure. E Telephone:
NAME: gl 01765 602175 I d
ADDRESS: Sl 01765 690598 l'l =
3 Fax: 01765 603488 L
i g z Email:Sales@par4.co.uk I
Allen Power Equipment Ltd., The Broadway, Didcot, Oxon OXII 8ES AREA DEALER www.par4int.u-net.com A

Tel: (01235) 515400 Fax: (01235) 515401 Website: www.allenpower.com Email: sales@

SPORTS AND AMENITY TUREF.

A Controls a wide range of common turf weeds,
including Daisy and Common Mouse Ear.

A Unique micro-emulsion technology increases
herbicidal activity.

A Can be used on new grass only two months
after sowing.

A Does not scorch the plant leaves as with some
other herbicides.
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GREEN-RELEAF selected
beneficial microbes:

Colonize the rhizosphere to increase the

*

* availability of nutrients : - TQ KNOW MORE CALL, »

; A : | Avoncrop Amenity Products g

. Reduce toxmlty, which creates lower stress Tel: 01934 820868 Bristol ;
levels. This produces healthier plants that are b 3 ' e ¢ i
. H Richard Aitken Ltd g

more resistant to pests and diseases 0141 440 0033 iasgou |

PR~ i

. Breaksdown, then releases nutrients less Aitkens Sportsturf Ltd {
7 : 01977 681155 York i
available to the plant roots I
National Agrochemical Distributors |

Tel: (01) 843 7484/7808 Ireland !

John Lindsay Professional Sportsturf |

Tel: 01762 339 229 ireland '

Green-Releaf products are marketed in the UK and Europe by GreenLink International Ltd,

1 Rysley, Holybread Lane, Little Baddow, Chelmsford, Essex CM3 4DD
Tel: +44 (0) 1245 222750  Fax: +44 (0) 1245 222755  E.Mail: greenlink@btinternet.com ISO 9002 CERTIFICATION
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Brin Bendon, Managing Director of Vector Training Ltd,
gives some top tips for negotiating salaries and benefits

Your

money

or your life

Salaries - a sensitive issue

Despite the recommendations
of the Standing Committee on
Greenkeepers Salaries and Conditions
of Employment, Golf Greenkeepers
often feel that many employers ignore
these recommendations and pre%gr to
negotiate with their employees indi-
vidually. If greenkeepers wish to avoid
disappointment they should learn to
negotiate. That said, the thought of
negotiating one’s salary appears as a
daunting prospect for some. However,
with a little research and preparation,
it need not be.

Salary discussions will probably be
part of your selection interview, but
they may also form part of your meet-
ings with network contacts or
recruitment consultants.

Of course, salaries are a sensitive
issue and should be handled courte-
ously and professionally, with both
sides feeling they have reached a sat-
isfactory agreement. We should not
view these discussions as confronta-
tional.

When to raise the subject

The keys to successful salary nego-
tiations are timing and knowledge.
Mention salary too early in the
process and you will appear to be
more interested in money than the
job. But if you delay until the offer is
in writing, the employer may be reluc-
tant to negotiate.

It is important to distinguish
between simple questions about the
salary offered (‘what range of salary
do you think is appropriate for this

job?’) and negotiating your salary. You
will have to judge when it's appropri-
ate yourself, but these points may
help you.

If you already know the
salary offered
* recruitment agencies, public sec-

tor jobs such as with municipal
golf courses and advertised vacan-
cies tend to state the salary, so
there is no need to ask for infor-
mation

only mention it at the end of the
interview if you think they are
likely to offer you the job and it
is appropriate to start negotiating

you cannot normally negotiate
with a recruitment consultant or
agency, but you can find out salary
bands

If you don’t know the salary

Timing will vary according to the
type of interview. What you should
do will depend on the stage of the
interview.

If it is just a screening
interview
* you can ask for information about
the salary range at the end of the
interview

* it is not appropriate to start any
kind of negotiation

‘Let us never negotiate out of fear - but let us never fear to negotiate.’

John F. Kennedy

If it is the main interview
and they give you the salary
range up front
* knowing their intentions puts you
in a stronger position

* do not start any negotiations
unless you are sure they are keen
on you

If it is the main interview
but they do not mention
salary
* ask for basic information about
the salary range at the end of the
interview

* find out what the next stage is

* they may start negotiating with
you. This probably means they are
keen; start negotiating

Whenever you are sure that
you are their first choice
* you can start to negotiate

* your strongest bargaining point is
when they want you, but before
they've got you

* if they say they will put their offer
inwritingdon't wait! Broach the sub-
ject in detail and start negotiating

* if the employer asks directly ‘How
much?” try referring the question
back by enquiring what range they
have in mind; alternatively, state
your requirement and gauge their
reaction.
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Your

money

or your life

Knowledge is power
You don’t want to appear aggressive
by being too firm, but you need to be
assertive and have the confidence of
standing on firm ground knowinﬁ
what you need, what the market wi
bear and, ideally, what the employer
can offer.
Know your needs and your value.
Make a fair claim and back it up.
* you need to avoid over- or under-
pricing yourself
* review your financial needs and
compare them with your current
or ideal salary
* work out the total value of your
package, before and after tax, so
that you have figures ready for
comparison
* include benefits such as pension
bonus, car, shares, health cover et
* weigh up their worth against
factors such as job satisfaction,
prospects, location

Know the market and know
your worth...

* research the market value of some-
one with your skills and
responsibilities

* BIGGA, network contacts, and
job advertisements can provide
this information

» if the employer asks your salary
expectations you can then give a
realistic range

Know the employer's
limitations, and what they
can afford
* public sector and some private
sector employers may have
defined salary ranges tied to a
ding structure, possibly with
eﬁne§ starting salaries
this means there may be little
room for negotiation, although
the salary is probably fair with a
clear review policy
more informal employers often do
not have pay scales for jobs, and
individuar salaries and reviews
depend on individual negotiatin
skiﬁ)ls, management decisions an§
peer group salaries
many of these types of employer
want to obtain your services for
as low a salary as they can nego-
tiate.

Negotiating techniques
If the salary package is lower than
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your expectations, try negotiating
rather than rejecting it immediately,
as there is often some leeway:. It is bet-
ter if you can get the employer to start
talking first as you will gﬁ‘ able to
establish their entry positions. But
don’t start negotiating until you are
sure that you are their first choice.

Make clear what you want

* start with the salary itself and
then move to the benefits pack-
age

* explain that your minimum salary
level is somewhat higher than the
offer and that you would ideally
like a higher figure

...but show it is well-considered and
you are reasonable

* put forward a rationale to support
your position

* refer to your research on market
figures

* reinforce your commitment to the
job

Be cautious about being offered a
salary which looks too high; there may
be unforeseen problems and you
could be vulnerable in a future redun-
dancy programme.

Be prepared to negotiate...

Learn to signal and recognise sig-
nals, that is, subtle hints that suggest
possible areas for movement or con-
cessions. Link proposals into a
package using the “If you, then I” for-
mula.

E.g. “If you would be willing to con-
sider investing in my training for
NVQ Level 4 and cover the costs of
taxing and insuring my van, then I
might be willing to agree to the salary
on offer for the first six months Pcnd-
ing a subsequent salary review.”

If they won't negotiate

If the employer will not be flexible
in their offer, or if their offer is not
good enough, ask them for time to
consider. You may have more offers in
the pipeline or they may reconsider.

... still on a positive note

If it is clear that you are not going
to reach an agreement or accept the
job, be sure to end on a pleasant note.
f the lack of agreement was simply

over salary or some other condition,
they may approach you several
months later and improve their offer.
They may also remember you and
consider you for other jobs.

Your current salary

You must avoid using ‘sales tricks’
such as deliberately avoiding answer-
ing questions about salary. It looks
suspicious, so if the interviewer asks
for your salary, tell them. Otherwise,
only volunteer it if it is clearly to your
advantage e.g. if you know the salary
on offer and it is near your existing
package

Who else may ask about
salary?

Your network contacts may need to
know your salary expectations so that
they can arrange introductions at the
appropriate level. Tell them honestly,
giving them a realistic upper and low-
er figure. An?rone they refer you to
may ask similar questions. This need
not prejudice subsequent negotia-
tions.

Recruitment consultants
and agencies

Volunteer appropriate
information

Agencies and consultants need to
know both your current salary and
your expectations. Employers usually
ask them to identify candidates with-
in specific salary ranges. The salary
levei)e also classifies people who
approach them directly. This is why
you should be realistic and do not
pitch yourself too high or too low.

Employers who advertise

There is considerable debate on

whether to include salary details or
not. The dangers are that if your
salary is higher than the one on offer,
you may be regarded as too expen-
sive, or with suspicion (why will he or
she take a drop?’). If it is significant-
ly lower, you may be regarded as too
inexperienced. Therefore. ..

» if the advertiser asks for your
salary details, you should give
them

* if there is no mention of the salary
offered and they have not asked
for your salary details, don’t men-
tion it

* if the salary offered was stated in
the advertisement and they have

not asked for your details, only
state them if it is clearly to your
advantage

Speculative letters

If you make a direct written
approach to employers, do not men-
tion salary as they may reject you on
salary grounds alone, before consid-
ering what you could offer them.
When you are calculating the value
of packages proposed by employers,
you need to look beyond the salar?'
figures. You are unlikely to glean all
the information you need at interview
without looking mercenary, but the
written offer should give full details

Basic salary
e is it at the market rate?
* how often is it reviewed?
* is it based on performance?
* how is performance measured?

Bonuses
* do they pay them?
* what are they based on?
* are they pensionable?
* is there a profit sharing scheme?

Pensions
* what type and what sort of bene-
fits?
* what contributions do you and
the employer make?

Other benefits
* car
* medical cover
* service contract
* holiday entitlement
* notice period

Brin Bendon is the Managing Director of
Vector Training Ltd., an approved training
provider for BIGGA and many other
corporate and public sector clients. Brin is
well known to many Greenkeepers in his
role as one of the lead tutors on the
BIGGA's Management Development
Programmes. Vector Training can be
contacted via telephone on 01904 642462
or by email: enquiries@vector-
training.demon.co.uk.
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Quality Pumps

Top quality pumps matched precisely to each application, location and customer need.

Isolating Valves
Captive suction and discharge isolating valves plus pump check valve allows pump
servicing without the need for a full shutdown.

Welded manifolds

Offered in a variety of materials with structural
stability superior to threaded

fittings and sized to provide

optimum flow conditions. !

L )
Safety Valve | 3
Pilot-operated Pressure Relief G }
Valve protects your system from |
excess pressure. @sis l
Quality Finish -sé
In-house high quality finishing to B

customer specifications, includes
shot blasting and spray painting.
Hot dip galvanising finish is also t
available.

]
Intelligent Control Systems
The most powerful user-friendly
software available in the industry today
including Smoothflow, Oasis and Pumplog

(remote monitoring software package).

Electrical components
Our in-house control panel
department uses high reliability ABB
variable speed drives with

Allen Bradley control gear

as standard for world wide
spares and service.

Cooling Systems
Cooling for VFD applications is by forced air circulation. In warmer climates, water to
air heat exchangers are used.

Auto Pump Rotation
Automatic rotation of pumps ensures even wear and run time.

Engineering excellence,
innovative design and

cutting-edge technology

- the winning
combination from
Flowtronex

At Flowtronex we've been the
driving force behind irrigation
systems in the turf industry for
more than 20 years.

We've installed over 8,000 cold
water fixed and variable speed
packaged pump sets around the
world.

Our systems boost water flow and
pressure reliably and efficiently, to
maintain the perfect environment.

What's more, our engineers have
developed some of the best control
and monitoring software on the
market.

Its all designed to make your job
easier, to save energy and reduce
maintenance.

So, for outstanding greens everyday
of the year, specify Flowtronex first.
We're the difference.

www.flowtronex.com

2 Relay Road « Waterlooville « Hampshire PO7 7XA « England « Tel: +44 (0) 23 9226 8511 « Fax: +44 (0) 23 9224 1263
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Introducing the
New Top-Serviceable
Rock Screen EAGLE™ Rotor

Don't let sand, silt and harsh chemicals get the best of
your rotors. Get the rugged durability and low mainte-
nance of Rain Bird’s most advanced line of rotors.

* The newly redesigned EAGLE( gear drive rotors feature
the Top-Serviceable Rock Screen/Integrated Valve Seat
(patent pending) that allows you to remove debris and
flush pipes without digging.

* A reinforced polypropylene case increases durability
and offers resistance to 265 chemicals

* The new performance nozzles improve water distribu-
tion.

Give yourself a fighting chance. Get the new Eagle rotors
and leave the dirty work to us.

RanN I BirD

For additional information, please contact us at rbuk@rainbird.fr
UK tel. : 0044 1273 891 326 - UK fax : 0044 1273 891327
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Cru

cont

Final checks to
control panels before
shipping to site

Golf course managers throughout Europe are the latest converts
to advanced pumping system technology that is revolutionising
the way courses pump water. Kevin Shaw of Flowtronex Europe

investigates...

The new intelligent pump systems
are more efficient and cut down on
waste and maintenance - all impor-
tant factors in helping to reduce
bottom-line costs.

The secret is variable speed control
- known in the trade as Variable
Frequency Drive (VED) - which reg-
ulates water pressure, extends the life
of piping and reduces energy con-
sumption.

Today VFD accounts for more than
80 per cent of all pumping systems
sold to golf courses in the United
States and now it is set to challenge
the conventional technology used on
most of Europe’s fairways.

Traditionally, irrigation pumpin)f
systems are fed by fixed-speed
pumps, which function only at full
throttle. During non-irrigation times,
or low flow demands, a smaller jock-

1SC
1ol

ey pump keeps pressure in the sys-
tem. Once the irrigation system is
back on line the main pumps are acti-
vated and a surge of water shoots
through the piping to maintain line
pressure while the sprinklers are oper-
ating.

These fixed speed systems carry with
them certain drawbacks including
pipe blowouts, power inefficiencies
and additional maintenance. The new

April 2000 Greenkeeper International 57



Cruise
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control

VFD technology brings with it
smoother start-ups and gradual pres-
sure increases, reducing wear and tear
on pipe work, cutting electricity con-
sumption and requiring less
day-to-day maintenance.

Cruise control

Variable Speed Drive systems can
be compared to cruise control on a
car. Just as cruise control maintains a
constant speed by varying the
amount of PLU()I fed to the engine,
VFD maintains a constant output
pressure by changing the speed of the

pump according to the amount of

water required in the irrigation lines.

Since a VFD system only runs the
pump fast enough to deliver the pres-
sure desired, it operates at a greater
efficiency than a fixed speed station.

VFED also reduces the frequency of
what is commonly called water ham-
mer, a sudden surge of water that can
cause pipes to leak, rupture, or liter-
ally blow out of the ground.

Turf irrigation consultant Robin
Hume sees the prevention of water
hammer as one of the key benefits of
variable speed systems. His compa-
ny, Robin Hume Associates, installed

its first VFD systems in the early
nineties, in Belgium. '

AVFD is much more controllable,
he said. It is particularly good in con-
junction with other pumps when you
are dealing with different flows,
because you can set parameters for
ramping up and down, setting pres-
sure and Aow limits.

Variable Frequency Drive can be
used on large or small irrigation sys-
tems. The key factor is the need for
Cl)ll(l()”‘lhlhl_\. rather than size. We
installed a VFD system at
Twickenham RFC to irrigate the
pitch. The most important thing
there was having a fully automatic
system that could maintain a smooth
flow and allow them to draw off small
amounts of water when required.

At the other end of the scale, St
Andrews’ new VFD irrigation pump
set is the biggest in the country. It
works superbly and is pleasantly qui-
et, he added.

The only downside to VFD is the
initial capital outlay - variable speed
is more expensive than fixed, even
though the prices are coming down.
But you will save that extra cost in

efficiencies over the lifetime of the
system.

"Golf course irrigation consultant
Phillip York agrees that VFD brings
all-round benefits and says the initial
cost should not be a deterrent when
mnxidu‘inL whether or not to use a
variable speed system. The cost is
more than offset by the advantages,
he said.

VED provides stabilised pressure,
which allows for casual or automatic
use of the irrigation system on
demand without having to switch
units on and off.

We have far less trouble post-instal-
lation with variable speed drive
because there are less surges through
the system, reducing leaks and breaks
in the pipes.

User-friendly

Another benefit of variable speed
systems is their ease of use. The pres-
sure and flow rates of water in the
irrigation lines are monitored and
controlled by computer technology
and Programmable Logic Controllers
(PLCs). These controllers help make
decisions for the system. For exam-

www.evenpro
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Irrigation systems at
work at Chart Hills
Golf Club, Kent

ple, they measure pressure in an irri-
gation [ine and then send back an
electronic signal which tells the motor
to speed up or slow down, depend-
ing on the necessary pressure level.

In fact, the introduction of VFD
acted as a catalyst for the pump sta-
tion industry, promoting a
technological whirlwind of program-
mable logic controllers and software
as well as a general substitution of
electronics for mechanics. Such
advancement has changed every
pumping system, including conven-
tional fixed speed control.

Some of this software is so
advanced that users can remotely
monitor systems operations from
almost anywhere, via modem, on a
personal computer or laptop. The
benefits of this are obvious. As well
as freeing the course manager from
the confines of the pump house, it
also allows him to get on with other
important tasks elsewhere, while still
having access to the system at any
time should he require it.

Being able to monitor remotely is a
big advantage for us and for course
managers, explained Robin Hume.

Tonic atering

Replace your
worn-out controller

RAINMAKER RM-| DEMI-RAIN V.
® PC performance at a “wall-mount” price ® Budget priced

® Compatible with most decoder types ® Simple to install & use

® Multi-zone flow management ® Future proof-upgradeable

@® Plug-in lightning protection ® Plug-in lightning protection

® Low-cost radio remote control

For the best performance fit Tonick

AL PC
A )" VERS Decoders - now installed in around

® Fully featured, multi-zone PC controller 1000 golf courses. Replacements for most
® Graphics displays existing decoder types.

® Compatible with most decoder types The best decoders are now even better with
® Radio remote control enhanced lightning protection. Still with the
® Maximum 1800 stations, up to 32 cables only 5 year warranty in the business.

Tonick Watering Limited
Ford, Arundel, West Sussex.

sales: T 01243 554848 Factory and Technical Support: T 01243 554060

£0S #94 PV
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Variable speed pumpset
installed at the Millennium
Dome in London for
landscape irrigation
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For us it means we can check a sys-
tem from our office in Shrewsbury
and so we need fewer technical peo-
ple onssite, and for managers it means
they know exactly what is going on
and if there are any leaks in the sys-
tem.

Reaping the benefits

Variable speed control is growing in
popularity around the world. While
initially more expensive, VFD systems
can offer long term savings in power

costs and repairs, as well as simplify-
ing daily maintenance. The
technology is tried and tested and the
accompanying software can produce
better efficiencies, smoother opera-
tions and smarter operator interface.

With the rapid pace of developing
technology in this field, as in the wider
world of computer technology, there
may come a time when new systems
will be outdated almost as soon as
they are installed. But for now the spe-
cialist manufacturer of pump sets has

the upper hand. The benefits are
many and VFD systems with their

compatible  technology  have
unleashed a wave of positive changes.

Reliability, high-tech water delivery;
reduced energy consumption and has-
sle free operation has enabled variable
speed control to revolutionise the irri-
yation industry. In just over ten years
Exed-speed pumps have become the
exception rather than the rule in the
United States. All eyes are now on the
European golf industry.



