
RELIEF 
Amino-Sorb R 

Ammo-Sorb F 

Amino-Sorb R (root uptake) and Amino-Sorb F (foliar uptake) are unique supplements that give turf 
maximum protection and recovery from stress. Under such adverse conditions there is a greater demand 
for vital amino acids than the plant is able to meet. Amino-Sorb overcomes this problem. The 18 
amino acids in each solution are all specifically involved with turf health, helping restore the 
nutritional balance. Use Amino-Sorb R in the spring and autumn, Amino-Sorb F throughout the summer. 

Amino-Sorb R • Amino-Sorb F 
r i g b y t a y I o r 

Rigby Taylor Limited, Rigby Taylor House, Garside Street, Bolton, Lancashire BL1 4AE. Tel: (01204) 394888 Fax: (01204) 398379. Further details FREEFONE 0800 424 919. 
Amino-Sorb R and Amino-Sorb F are registered trade marks and products of Bioiberica 5.K 
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Call for help 1 
I am writing to you in the hope that 

some of the readers of "Greenkeeper 
International" may be able to help 
me. I have been the Course Manager 
of Manchester Golf Club for the past 
five years, undertaking in that time 
several changes to the working prac-
tices of the club, and doing quite a 
lot of course improvements. During 
the past five years I have become very 
interested in the original layout of the 
course, original teeing grounds, 
bunkers and of course drains. 

I have gained valuable information 
from some octogenarian members of 
the club and I nave some fairly old 
maps, but this is not enough. 

I need to find out more informa-
tion on the course which was 
designed and built by the late, great, 
Harry Shapland Colt. I have searched 
the Internet for a website remotely 
connected to Colt but to no avail. 
Would it be possible for you to print 
this letter as a request for informa-
tion from any reader of the magazine 
to enable me to continue, and hope-
fully be successful in my quest for 
more knowledge about Manchester 
Golf Club and Harry Shapland Colt. 
I can be reached by good old fash-
ioned pen and paper at Hopwood 
Cottage, Rochdale Road, Middleton, 
Manchester M24 2QP, by mobile 
telephone on 0777 3056268 or via 
e-mail at peter@golfmgc.fsnet.co.uk 

Thank you in anticipation. 

Peter Thomas, 
Course Manager, MGC. 

Call for help 2 
I have a question that perhaps 

someone at BIGGA could help with. 
A reader of ours has been seeking 
information about a Short-Cut brand 

f 'eens mower which apparently is of 

ritish manufacture. He needs a part 
to make a repair, but cannot find any 
information about this mower. 
Neither can I. Is there someone at 
your organisation who might be able 
to supply some contact information 
about this mower manufacturer? 

If you have any information, I 
would greatly appreciate your help. It 
is possible that this Q&A could be 
written up and published, in which 
case I will be happy to quote/cite 
someone from your organisation. 
Thanks very much. 

By the way, we enjoy receiving your 
magazine! 

Eric Liskey, Executive Editor, 
Grounds Maintenance Magazine, 
9800 Metcalf, Overland Park, KS 
66212, Tel: (913) 967-1773 
Fax: (913) 967-1905 
Email: eric_liskey@intertec.com 

Give 'Committed to Green' a chance 
The Linlithgow Golf Club 

Committed to Green Committee has 
followed with interest your articles 
and letters on the introduction of 
Committed to Green Awards. 

As we see it, there appears to be a 
misunderstanding of the underlying 
principle behind the concept. We feel 
that our experience should clarify the 
simplicity of what is required and 
show that all the requirements for 
Committed to Green status can be 
achieved by the average Golf Club 
when a small group of interested peo-
ple devote a little time and thought 
to the subject. 

We formed our committee after 
attending a talk outlining conserva-
tion management on the course by 
our Course Manager, David Roy, in 
November 1997. 

After the talk he invited interested 
members to form a management com-
mittee to develop and control the 
existing 'Conservation Management 
Plan' for the course. It was quickly 
realised that the newly introduced 
Committed to Green project was a 

much better vehicle for our endeavours. 
Since the inaugural meeting on 26 
January 1998, we have progressed from 
David's original management plan to 
being in strong contention for achiev-
ing the Committed to Green Award. 

The committee set about using the 
criteria of Committed to Green as the 
basis of a working plan. By address-
ing each of the issues involved and 
making contacts with appropriate 
organisations and firms, we pro-
gressed the Committed to Green 
criteria into a revised 'Management 
Plan' for Linlithgow Golf Club. This 
was very much a shared effort and 
from the enthusiasm of the commit-
tee, the support of the Club Council 
and local publicity, the membership 
of the club became aware of the 
Committed to Green Award and its 
importance in environmental terms. 

Using the Committed to Green pro-
gramme has concentrated our minds 
on how a Club can benefit from 
thoughtful course management tech-
niques and the introduction of simple, 
good housekeeping policies. The 

results have been most rewarding. For 
example, by seeking expert advice we 
have instituted regular small improve-
ments to the course which, after two 
years, are now quantifiable and to the 
benefit of membership. Within the 
clubhouse, by addressing power and 
water usage, we have been able to con-
siderably reduce charges. These are 
but two of the many examples that 
could be quoted. 

Our experiences have shown that 
any Club with a group of interested 
members supporting the greenkeep-
ing staff can qualify for the 
Committed to Green Award. It is pos-
sible to protect and care for nature 
and the environment while enhanc-
ing members' enjoyment of their 
chosen sport. We therefore strongly 
recommend the Committed to Green 
Award in its present form - let us not 
condemn it before it has been given 
a fair trial. 

A. Keith Longstaff, Chairman, 
Linlithgow Golf Club, Committed 
to Green Committee 

Ordering of Iseki spares causes frustration 
What have you been doing in the 

last five weeks? It has been a busy 
time for us greenkeepers. (When is 
it not?) 

Why the last five weeks, you ask? 
Well, that is how long I have been 
waiting for a shaft, idle for my Iseki 
TA 537 F which is about the same 
size as your thumb. 

Although a very well designed and 
user friendly piece of machinery, the 
ordering of spares is to say at least, 
frustrating. OK so she is nearly six 
years old, but she can mow semi-
rough, mow fairway aprons, scarify 
slit and pull a trailer. She is an 
important member of our staff. 

The Iseki TA 537 F is serviced reg-
ularly and in accordance with the 
service manual. This is carried out 
by my experienced mechanic and I 
have computerised records to veri-
fy this.* 

The members and committee look 
to me to make the purchase decisions. 
I have to arrive at a business plan to 
put to the finance committee before 
the Iseki or any other piece of equip-
ment is purchased. When there is a 
long breakdown it reflects on my 
judgment. This I do not take lightly. 

Quite righdy the members do not 
want to know my problems, but just 
want the course in very good condi-
tion as it has always been. Righdy so, 

* Record of events 

Date purchased: 01.10.1994 
Hours used per year 600 
Service intervals: 200 hours plus 

a winter service 

Breakdown history: 
28 October 1998 Steering pump break 
29 October 1998 Parts ordered 
11 November 1998 Parts received 
Time Waiting 13 days 

Breakdown: 
Gears and Bearings worn out in gearbox. 
25 February 2000 Parts ordered 

Progress to date: 
March 25 Parts arrived 
March 29 Tractor back in use 
Time machine out of use 33 days 

as we are professionals in this indus-

What if my Toro Greensmaster 
1000 had broken down, I wouldn't 
be able to mow my greens? Just 
imagine how long the grass would 
be? BUT it hasn't. 

What if my top dressing or fer-
tiliser hadn't been delivered on time 
and it was now five weeks late? I 
would not be able to improve my 
course to the standard I am looking 
for. Not top dressing and fertilising 
in time. How would my course 
look? BUT it hasn't happened. 

I know that while any of my 
machinery is out of action, the jobs 
it was set to do are falling behind. 
In some cases this time window will 
have gone and we will not be able 
to do these vital tasks. The course 
will not be presented to the mem-
bers as well as it can. OK so I have 
other machinery capable of cutting 
the semi-rough etc, which, consid-
ering the long wait we are enduring, 
is just as well. If your car broke 
down and the mechanic said 'Don't 
worry guvnor, I will have it fixed in 
five weeks or more' would you put 
up with that? No you would not. 

When prospective buyers of an 
Iseki machine make enquiries they 
should be made aware of the time 
it can take to get some spare parts. 
On the face of it, some parts seem 
to be as rare as rocking horses... We 
are all professionals, but we need 
help from the manufacturers of turf 
grass machinery to prove this to the 
people who can judge us very harsh-
ly at times. 

We therefore need them to be pro-
fessional too and supply parts as 
soon as they are needed. 

If this were not so serious it would 
be funny! 

Cedric Gough, Course Manager 
Broadway Golf Club 

mailto:reception@bigga.co.uk
mailto:peter@golfmgc.fsnet.co.uk
mailto:eric_liskey@intertec.com


Tommy's loro thanks 
I would like to take this opportu-

nity to thank TORO and BIGGA for 
the generous hospitality that 1 
received on what was truly a trip of 
a lifetime to the USA. The whole 
experience exceeded all expectations 
that I had beforehand, ana I was for-
tunate to meet up with so many 
friendly people whose contribution 
to the experience will not be forgot-
ten. 

TORO 
STUDENT 

GREENKEEPER 
of the year 

J AWARD 

I have learned many things while I 
was stateside, not only from the 
University course, but also about the 
culture and nature of our interna-
tional friends. I also made a great 
friend of Gerry Mulvihill. From 
Ballybunion Ireland, whom I believe 
will go far. 

To any future entrants to the TORO 
competition, I would have to say try 
your best, and with a bit of luck on 
your side you will find that the trip 
is unbelievable. 

Finally, I would like to thank my 
wife, Dawn, as she soldiered on with 
the kids and her job while I had all 
the fun. I missed her very much and 
it's nice to be home with my feet back 
on the ground. 

Tommy Givnan, Toro Student 
Greenkeeper of the Year, Bowring 
Park Municipal, Merseyside 

Praise for Telegraph article 
I agree completely with your com-

ment "No news is bad news". The 
Telegraph article in question was held 
up aloft by the President of the 
WGU, Mike Cole, at the greenkeep-

:lsh College ing seminar held at the Welsh College 
of Horticulture on the very day it was 
published, I know there are unsub-
stantiated claims made, but that's 
journalists for you! 

The article has been on our notice-
board ever since, alongside BIGGA's 
"The need for aeration" poster. 
Guess what? There hasn't been any 
comment. 

appe, 
which actually endorse the practices 
that are laid out in a club's course 
and ecological policy documents, 
then it keeps lot or golfers quiet 
because the article carries more clout 
than the documents themselves. 

Good on the Telegraph. Keep the 
articles coming, they are being read 
in all the right places. 

Dave Goodridge, Course 
Manager, Denbigh GC, 
North Wales 

via e-mail 

Statement from Textron 
Textron has carried out a thorough 

investigation into Cedric's missing 
part and followed the order from the 
time it was originally ordered by 
Abbey Mowers on his behalf to 
Japan and back. 

"Abbey Mowers are free to source 
parts from any Textron dealer and 
in this instance selected Burrows 
(GM) Ltd," said Mark Poppleton, 
Textron's Part's Marketing Manager. 

"The part, for which there had 

only been two orders in the past 
three years, was then ordered on an 
emergency basis by Burrows 
through Textron to Japan and it took 
13-15 days to get from Japan back 
to Burrows then on to Abbey 
Mowers and then finally back to Mr 
Gough," he explained. 

Subsequently Mark has met with 
Cedric to discuss the matter in 
greater depth and ensure an amica-
ble conclusion. 

ÌCCO-FL/H 
FERTILISER STIMULANT 

HEALTHIER TURF WITHOUT POLLUTION 

INCREASE QUALITY ON ALL YOUR 
GREENS, TEES, FAIRWAYS 

ECOFLASH 
Stimulates ROOTS to intake Artificial and Natural 
Fertilisers more efficiently thus producing Stronger 

Healthier Turf on all soils 

ECOFLASH 
Accelerates Growth Potential 

Increases Duration of Growing Season 
Alleviates Stress 

Assists Renovation of Turf 
Environmentally Friendly 

ECOFLASH 
Improves Root Structure 

Promotes Vigour and Sward Establishment 
Rapidly Gives Outstanding Appearance 

Contact: AGRO-ORGANIC S LIMITED 
ORCHARD END, NURSERY LANE, NORTH WOOTTON, KING'S LYNN, PE30 3QB 

Tel.No. 01553 679435 Fax.No. 01553 679436 

Thatch Reduction 
Guaranteed! 
Use Symbio Thatch Eater as part of your thatch 

reduction and cultural programme. 

If you do not see a reduction in thatch we will 

supply S V M B I O ' s biotech solutions free 

of charge for up t o a year, until the thatch 

layer starts to disappear. 

TO FIND OUT HOW BIOTECHNOLOGY 
CAN WORK FOR YOU 

call 0 1 3 7 2 4 5 6 1 0 1 

r u m m n V 8 ß o o^a r a l " ^ " 8 ' H Bookham, Surrey. KÍ23 3EU. 
2 X ! . ! 5 ! Ö / Fax: 01372 456 099 Email: Fineturf@Symbio.co.uk 

mailto:Fineturf@Symbio.co.uk


THE POWER OF ONE 

A cut so fine you could easily be mistaken 

For championship greens, tees, fairways and the rough there can be no mistaking 
the perfect finish you get from a Textron Jacobsen or Ransomes mower. 
Every course that hosts The Open relies on Textron to produce the perfect playing 
surface. We'll be helping to prepare St. Andrews this year for the Millennium Open and 
Royal Lytham & St. Anne's, when the championship returns there in 2001. 

Contact your local dealer or call Textron on FREEPHONE 0500 026208. 

aKBm TEXTRON 
TURF CARE AND SPECIALTY PRODUCTS 

RANSOMES JACOBSEN CUSHMAN RVAN E-Z-GO ISEKI 

Ransomes Way, Ipswich IP3 9QG England. Tel: +44 (0) 1473 270000 Fax: +44 (0) 1473 276300 www.textronturf.com 

http://www.textronturf.com


Richard Rayner is one of Textron's Regional Sales Managers 
and until recently was Groundscare Manager with the financial 
services company« Lombard. Here he looks at the various 
finance options that are available to golf course operators. 

Buy now 
TEXTRON 

TURF CARE AND SPECIALTY PRODUCTS 

^Zshû <£xpwlcncc" 

pay later 

Above: Finance packages 
ensure that equipment 
that is needed today, can 
be obtained without a 
large initial outlay 

Finance for buying equipment has 
in the past been viewed as a dirty word. 
Visions of loan sharks and "shady 
deals" have often deterred golf clubs 
from using finance companies. In 
addition, it is often viewed as both 
complicated and confusing. However, 
the various financial packages avail-
able can enable golf clubs to use their 
limited subscription fees and residual 
money better, by making it go further 
when buying equipment instead of 
using their hard earned cash. Using a 
financial package may be the way a 
club can get the equipment it wants, 
at the right time, in a way which 
matches its income streams. So let's 
look at some of the benefits that 
finance can offer: 

• Equipment that is needed today 
can be obtained without the large ini-
tial outlay. 

• Equipment can be purchased at 
today's costs with tomorrow's money. 

• Equipment can be paid for as it 
improves the course and generates 
income for the club. 

• Finance can assist in the planning 
and budgeting for the club. 

• Unlike a bank loan, a finance loan 
is non-repayable on demand. This 
means that as long as the club makes 
the required payments the finance 
company cannot close the loan. 

• By using finance to buy equip-
ment, it enables structured and long 
term buying policies to be incorpo-
rated. 

The different types of finance 
Although some finance companies 

may give grand names to their prod-
ucts, in reality there are really only 
three types of finance arrangements: 

1 Hire Purchase 
2 Finance Lease 
3 Operating Lease/Contract Hire 
The selection of a preferred option 

should really only be based on two 
issues: 

a) Ownership 
b) VAT 
If a course wants to own the equip-

ment and is able to claim all the VAT 
back from the Inland Revenue, then 
the choice should be Hire Purchase. 
From an accounting point of view HP 
purchases can be treated in the same 
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Buy now 
pay later I TA« ¿.taming ¿zperienc 

Right: Moatlands Golf 
Club in Kent used a 
finance package to 

purchase new course 
maintenance 

equipment recently. 

Below: Contract Hire 
enables a club to budget 
for the full cost of running 
a machine over a given 
period of time. 

way as buying with cash. As such, all 
the VAT on the purchase price of the 
machine can be claimed back in the 
normal way at the time of buying the 
equipment and once the final instal-
ment has been made the club owns 
the equipment. 

If ownership is not an issue and a 
club is VAT exempt then Finance or 
Operating Leasing should be investi-
gated. With both of these options the 
finance house will always own the 
equipment and the golf club will have 
full use of the products until the end 
of the term. In addition, rather than 
paying all the VAT on the purchase 
price on Day One, the VAT can be 
spread over the course of the agree-
ment, being added on to each rental 
payment. This may be a sensible 
option for golf clubs that are partially 

VAT exempt and only able to claim 
back a percentage of their VAT. 

The similarity between these two 
leasing options ends here. For a 
Finance Lease the length of the agree-

ment is termed as the primary rental. 
Once the agreement has reached the 
end of the primary rental there are 
three choices: 

i) Continue to use the equipment 
and pay a secondary rental that is 
made on an annual basis. This will 
continue as long as the equipment is 
used. 

ii) Sell the equipment on behalf of 
the finance company having gained 
their permission first. Once the equip-
ment is sold many finance companies 
may offer a rebate of rentals and, as 
such, return a percentage of the sale 
price to the customer. 

iii) Hand the equipment back to the 
finance company. 

In addition, a Finance Lease may be 
treated for accounting purposes on the 
Balance Sheet, and shown as a leased 
asset. 

At the beginning of an Operating 
Lease, a third party takes a view on 
the residual value of the equipment at 
the end of the lease. The rentals are 
calculated based on this third party 
guaranteeing the agreed residual val-
ue. This often results in the rentals 
being lower with an Op 
as opposed to a 
However, at the end of the term of the 
agreement, the equipment is handed 
back to this third party, although some 
finance companies do offer the golf 
club additional options such as 
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extending the lease period or making 
an offer to buy the equipment at a fair 
market price. 

An additional option for an 
Operating Lease is to add a mainte-
nance programme to the rental and 
this arrangement is termed Contract 
Hire. The maintenance can be adapt-
ed specifically to the club's needs but 
usually covers the standard servicing 
costs and the usual wear and tear prod-
ucts. The major benefit of Contract 
Hire is that it enables the club to bud-
get for the full cost of running a 
machine over a given period of time. 

Repayment Terms 
Greater flexibility of repayment 

terms is another benefit that finance 
companies offer. In what is a very sea-
sonal industry finance houses may 
offer flexible repayment periods of up 
to seven years. This means that repay-
ments can be made to match the 
income stream of the club. 

For example, clubs often have a sur-
plus of money at the beginning of their 
finance year as subscriptions flow in. 
Some clubs may prefer to make a one-
off, annual repayment with the 
payment being made a month after 
the club subscriptions have been 
made. 

Clubs with a high percentage of sum-
mer green fees or those that are "Pay 
and Play" will have lower incomes dur-

ing November to March. These clubs 
will benefit from a flexible repayment 
arrangement that allows for higher 
payments in the summer months, 
when income generation is greater, 
with reduced or no payments during 
the winter. This has the added bene-
fit of paying for the equipment as it 
generates income. Traditionally, 
course maintenance equipment is 
locked up in the shed during the win-
ter months, but by using flexible 
repayment terms it is possible to make 
the majority of payments when the 
equipment is being used and when 
cash flow is at its highest. 

Using finance is certainly not com-
plicated and it allows golf clubs the 
flexibility to purchase equipment 
without the initial outlay of cash. 
Many course managers and green-
keepers do not enjoy the benefits of 
limidess equipment budgets and this 
often restricts the choice of equip-
ment. Invariably the choice of 
equipment is maae predominantly on 
price, rather than on the benefits that 
the machinery will provide for the 
club. This in turn restricts the quality 
and productivity of work, and in the 
long term may prove to be a cosdy 
choice. If you use finance effectively it 
may just open up a few additional 
alternatives, improving both the qual-
ity of equipment and the playing 
conditions for your members. 

visit our website @ www.eaglepromotions.co.uk 

mailto:eaglepromotions@compuserve.com
http://www.eaglepromotions.co.uk


This month, BIGGA's Education and Training Manager, Ken 
Richardson, highlights qualifications and training courses 

EDUCATION UPDATE 
Education and Training -
May 2000 

This month sees the deadlines for 
entry to three of BIGGA's major com-
petitions, ie the TORO Award for 
Gieenkeeping Excellence and Student 
Greenkeeper of the Year Competitions, 
which have an entry deadline of 31 
May and the BIGGA Golf Environment 
Competition in association with 
Amazone Ground Care which has an 
entry deadline of 26 May 

Make sure that your entry is sent to 
BIGGA HOUSE by the closing date. 

Education and training 
qualifications 

The number and range of qualifica-
tions for greenkeepers and golf course 
managers has grown over the past sev-
eral years and still seem, to cause some 
confusion. There are three types of 
[ualification currently available and 
hese are: T th< 

a. Work based qualifications. 
b. Work related qualifications. 
c. Qualifications awarded by professional 

bodies. 

Work related qualifications 
These qualifications which include 

National Certificate (NC), National 
Diploma (ND), Higher National 
Certificate (HNC), Higher National 
Diploma (HND) and First Degree 
Courses in subjects such as Golf Course 
Management, Groundsmanship and 
Greenkeeping and Turfgrass Science are 
usually offered as full time courses, 
although some colleges offer part time 
HNC/HND. For example, an HND 
course studied full time over three 
years, includes two years in college 
studying subjects such as Irrigation, 
Construction, Pests and Diseases, 
Cultural Practices etc and one year on 
work placement. Assessment is by 
assignments, report writing, case stud-
ies and examinations. 

Work based qualifications 
These qualifications comprise 

Scottish Vocational Qualifications, in 
Scotland and National Vocational 
Qualifications in England, Northern 

offered at three Levels ie. Level 2 
Sportsturf, Level 3 Sportsturf 
Maintenance and Level 4 Sportsturf 
Management. Candidates are assessed 
continually and are awarded a certifi-
cate when they can prove competence 
to National Standards in all Units of 
the Qualification. Much of the practi-
cal assessment is done at work on the 
golf course by qualified greenkeeper 
assessors. These courses include sub-
jects such as Maintaining Sports Turf 
Surfaces, Maintaining Equipment and 
Machines, Managing Drainage and 
Irrigation Systems and at Level 4, 
Facilitating Meetings and Managing 
the Use of Financial resources. 

hnglai 
Ireland and Wales. These courses are 

Qualifications awarded by 
professional bodies 

Many professional bodies award their 
own qualification eg the Professional 
Golfers Association, the Institute of 
Personnel and Development, the 
Institute of Marketing and BIGGA is 
no exception. BIGGA awards the 
Master Greenkeeper Certificate to 
those Head Greenkeepers/Golf Course 
Managers who have: 

a. Accumulated 200 credits through formal 
and informal education and training plus 
experience as greenkeepers. 

b. Had their golf courses inspected by 
current Master Greenkeepers to assess 
competence in a range of greenkeeping 
and management skills. 

c. Passed a two stage examination to assess 
knowledge of a wide range of subjects 
from soil science to personnel 
management. 

Equivalence of qualifications 
A question often posed is 'How can 

I compare the different types of quali-
fication?' The answer is, unfortunately, 
not very easily as the qualifications are 
different ie Work related qualifications 
are mainly based on what someone 
knows but has not proved they can do 
the work on the job and work based 
qualifications show that someone can 
do the job at work and has an under-
pinning level of knowledge. The holder 
of a Master Greenkeeper Certificate has 
shown that they have accumulated 
skills knowledge and experience. A 
good test is to look at competence 

For example: 
Greenkeeper X holds a National Certificate 
in Greenkeeping and has one year of 
greenkeeping experience. He/she is 
qualified but has little experience and may or 
may not be competent to perform all 
assistant greenkeeper tasks. 

Greenkeeper Y holds an NVQ Level 2 
Certificate in Sportsturf and has been 
working as a greenkeeper for 3 years. 
He/she is qualified and should be competent 
to perform all assistant greenkeeper tasks. 

Greenkeeper Z holds an HND in Golf Course 
Management and has worked on a golf 
course for one year. He/she is qualified but 
will not be competent to perform all 
Headgreenkeeper/Course Manager tasks 
without gaining much more experience. 

Greenkeeper A holds an HNC in Golf Course 
Management and has been working as a 
greenkeeper for 10 years and for 3 years as 
a Head Greenkeeper. He/she is qualified 
and should be competent to perform all 
Head Greenkeeper tasks. 

Greenkeeper B is a Master Greenkeeper. He 
is qualified and is competent to perform all 
Course Manager tasks. 

Greenkeeper C holds a BSc in Turfgrass 
Science and has worked as a greenkeeper 
for 2 years. He/she is qualified and has 
gained very detailed knowledge, however 
his/her competence at a level higher than 
assistant greenkeeper has yet to be proved. 

Greenkeeper D holds a Masters Degree in 
Turf Grass Science and has worked in 
greenkeeping for 10 years of which five 
years was as a Golf Course Manager. 
He/she is qualified and is fully competent to 
perform all Course Manager tasks. 

Therefore, the way to assess one qual-
ification against another is to look at 
competence. Vocational Qualifications 
indicate competence, Work Related 
Qualifications plus experience equals 
competence and experience can give 
competence without a qualification. 

BIGGA is fully committed to main-
taining high standards of greenkeeper 
education and training and through its 
membership of the GTC monitors and 
controls training standards. If you are 
concerned about training standards in 
general or at a particular training 
provider then please contact me at 
BIGGA House or David Golding at the 
GTC. 

Review of Apprenticeships 
Just when employers, employees and 

your Education and Training Manager 
were beginning to understand 
National Traineeships and Modern 
Apprenticeships, the Government has 
decided to review the schemes to bring 
them into line with other industrialised 
economies. Two- year Foundation 
Degrees will be introduced to link high-
er education to the world of work and 
all 13 to 19 year olds will be allocated 
a mentor to help ease the transition 
between education and work. 

There will also be a new apprentice-
ship structure with National 
Traineeships becoming Foundation 
Modern Apprenticeships and Modern 
Apprenticeships will become Modern 
Advanced Apprenticeships. The aim is 
to improve the structure of the schemes 
and make major improvements in the 
skills and knowledge requirements. 

Specified off-the-job learning and spe-
cific minimum periods of learning will 
also be included. The Government has 
pledged an extra £30M to the scheme 
which it says will help to train 250,000 
young people in 2001 (not all of them 
greenkeepers!) 

STRI training courses 
STRI will be running a five days of 

training course for golf greenkeepers 
from 13 to 17 November 2000. The 
programme comprises five consecutive 
one day courses on Grasses, Fertiliser, 
Diseases, Ecology and Irrigation. The 
cost of each one day course is £88 + 
VAT per person and £78 + VAT for 
STRI Subscribers. Discounts are avail-
able for those booking two or more 
sessions. Full details are available from 
Amy at STRI on 01274 565131. 

Education 

O N COURSE WITH 
BIGGA EDUCATION 

British & International Golf Greenkeepers Association, BIGGA HOUSE, Aldwark, Alne, York, Y061 1UF Tel: 01347 833800 Fax: 01347 833801 Email: education@bigga.co.uk 
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Golf Course 
Preparation Video 
£14.95 to BIGGA members 
£29.95 to non-members 
Golf Course 
Reconstruction Video 
£14.95 to BIGGA members 
£29.95 to non-members 
Ecology Book 
£3.00 to BIGGA members 
£7.00 to non-members 

Ecology Video 
£14.95 to BIGGA members 
£29.95 to non-members 
Raising the Standards of 
Mowing Management Video 
£14.95 to BIGGA members 
£29.95 to non-members 
Setting the Standard in 
Spraying Application Video 
£14.95 to BIGGA members 
£29.95 to non-members 

mailto:education@bigga.co.uk


How to stop the grass growing from under your feet. 

UNTREATED 

TREATED 

Longhand account. 
Trinexapac-ethyl is the active ingredient in 

Shortcut that works by redirecting plant growth. 

It specifically targets the gibberellic acid site 

responsible for cell elongation in grass. Not only 

does Shortcut inhibit vertical growth but actually 

diverts plant growth downward into the root 

system to produce increased food reserves and 

lateral stem development. This in turn produces 

a thicker, healthier sward that better equips your 

turf to withstand temperature extremes, moisture 

loss, traffic and wear and even helps in the 

management of Poa annua. American research 

has also established that Shortcut can enhance 

the performance of a fungicide when jointly 

applied and has no adverse effect on seedling 

development. 

Shortcut version. 
A unique turf management tool that can reduce 

mowing frequency and grass clippings by half, 

improves turf colour and helps manage annual 

meadow grass. 

SHORTCUT 
The Scotts Difference 

Scotts UK Professional Paper Mill Lane, Bramford Ipswich, Suffolk IPS 4BZ. Tel 01473 830492 Fax 01473 830386. 
Always read the label: Use pesticides safely. Shortcut contains trinexapac-ethyl. R Trade marks of The Scotts Company or its affiliates. 

The Scotts Company is the worldwide leader in research, manufacturing and marketing of products for professional turf care, 
ornamental horticulture, field and vegetable production and domestic use. 



This month, Tracey Maddison, BIGGA's Membership Services 
Officer, welcomes almost 170 new members to the Associat ion 
and gives some important membership renewal information. 

It's your move! BIGGA welcomes... 

If you are planning on moving 
house or job or if you have moved 
recently, to ensure you carry on 
receiving your copy of Greenkeeper 
International and other important 
membership information, don't for-
get to inform your Association of 
your new details. Just complete the 
prepaid 'Change of Address' card at 
the back of this magazine, and drop 
it in the post - no stamp required! 

Be a w inner ! 
As you all know, if you introduce at 

least two new members to the 
Association this year, your name will 
automatically be entered into a grand 
prize draw at BTME 2001, to win 
one of three fantastic prizes. Last 
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month, I told you about the second 
prize, a weekend break for two in 
York's Monkbar Hotel. Don't miss 
next month's Membership Update 
for details of the first and third prizes! 

St i l l to Renew? 
If this magazine doesn't belong to 

you, because your membership 
expiry date was December, January, 
February or March, and you still 
haven't renewed - it's not too late. 

If you are not a member and would 
like to join, contact the Membership 
Department for more details. Not 
only are you missing out on your own 
copy of Greenkeeper International, 
but you are unable to take advantage 
of the legal helpline, the personal 
accident insurance cover, and the new 
fantastic 20%* saving offered exclu-
sively to BIGGA members from 
ARCO, the leading UK supplier of 
workwear, safety clothing, equipment 
and industrial and maintenance 
products. 

For members who want to place an 
order, or to request a free ARCO cat-
alogue, ring ARCO's special BIGGA 
Hotline on 01482 611773. 

(*Discount not available on selected 
technical products and special offers.) 

Scottish Region 

Robert H Anderson, West 
David Ball, West 
Michael C Booth, Central 
Steven Borthwick, East 
John Cunningham, Central 
Andrew T Ferrier, East 
Rory Friel, West 
Colin Gibson, North 
Callum Hardie, North 
John Jeffrey, East 
Stephen T MacDonald, West 
Neil B McKinlay, West 
Evan McPherson, North 
Robert Meikle, Central 
Donald J Menzies, East 
James 0 Neill, West 
Stuart A Robertson, Central 
Peter G T Stewart, Central 
Martin Tougher, West 
John Wilson, Ayrshire 
Andrew J Wilson, North 

Northern Region 

Wayne Agana, N West 
Neil Atkinson, N West 
Paul Banks, N Wales 
John Caldwell, N West 
S M Campbell, N West 
Alex Cochran, N Wales 
Jack Davey, N West 
Mark Davies, N West 
Peter Delannoy, Northern 
Craig A Dickinson, N West 
John Drummond, N East 
Eifion W Ellis, N Wales 
Jordan R Gibson, N East 
Richard B Hall, Northern 
Darren Hargreaves, Northern 
Jonathan Hayward, N West 
Jeffrey Holmes, Northern 
Alan Honeysett, N West 
Craig P Hustwitt, Northern 
Scott Lambert, Northern 
Frank H Marshall, Northern 
Stuart Mason, N Wales 
Adam McCallum, Northern 
Colin Mulholland, Northern 
Stewart Musgrave, N East 

Gareth Potts, Northern 
Andrew T Powell, Northern 
Stewart Pugh, N West 
Lewis Roberts, N West 
Andrew S Roberts, N Wales 
David C Rutledge, Sheffield 
Gary Shaw, Cleveland 
Paul A Smith, N West 
Paul R Stephenson, N East 
Brian Sullivan, Cleveland 
Kevin Thompson, N East 
Colin Tinkler, Cleveland 
Andrew J Tully, N East 
Thomas J White, Sheffield 
Paul A Wight, N East 
Nigel Wild, Northern 
David Wilson, Cleveland 
Matthew Winn, Northern 
Andrew Woods, N West 

Midland Region 

Gary Barber, BB&O 
Luke Bates, E of Eng 
Kevin Beasley, BB&O 
Thomas G T Boyd, N Wales 
Paul E Brown, BB&O 
Christopher Buswell, BB&O 
Michael Cox, BB&O 
Tim Davies, N Wales 
Glenn Gibbons, BB&O 
Nicholas K Gilks, N Wales 
Mark A Heath, N Wales 
Ian Hipgrave, Mid Anglia 
Richard M Holmes, BB&O 
Dean F Johnson, E of Eng 
Arran P Johnson, Mid Anglia 
Martin Kearns, N Wales 
Tom Luffman, E of Eng 
Andrew Manganelli, BB&O 
James Manion, N Wales 
John F Martin (M.Sc.), N Wales 
Dean J Richens, BB&O 
lain R Ross, Mid Anglia 
Lionel A Rushton, N Wales 
Christopher R Sharp, Mid Anglia 
Dave Shepherd, BB&O 
Andrew Smart, N Wales 
James P Smythe, BB&O 
Dean R Sutherland, BB&O 
Mark Yeomans, N Wales 

S East Region 

Leigh J Ashenden, Kent 
James P Bent, Kent 
Doug Brand, Surrey 
Stefan Brewster, London 
James J Brown, Kent 
John Bruce, London 
Gary M Bullock, Essex 
Graeme Clark, Sussex 
Peter Davies, London 
Paul Dickens, Sussex 
James Everett, Sussex 
Michael D Fuller, Sussex 
Jason Goldsmith, Kent 
Adrian P Goode, E Anglia 
Paul Goulding, Sussex 
Gavin M Green, Sussex 
Paul J Griffiths, Sussex 
Peter A Harsum, Surrey 
Daniel P Helm, Surrey 
Allan A Hilton, Surrey 
Bengt J Holgersson, Surrey 
Edward J Holland, Surrey 
Leigh J Holloway, Sussex 
Benedict E Huggins, London 
Peter R Hurrell, Essex 
Leigh Hyde, London 
Kenneth A Johnston, Sussex 
Stephen T Johnstone, Kent 
Matthew Mansfield, Sussex 
Robert McMullin, Surrey 
Peter A Montague, Essex 
Paul Osborne, Kent 
Andrew J Page, Sussex 
Daniel Pamphlett, Surrey 
Kevin C Pantrey, Kent 
Dan Parks, Kent 
Malloy Parks, Kent 
Simon F Ringrose, London 
Michael Sawicki, Surrey 
Duncan Simmons, Kent 
Mark Simms, Sussex 
Alan Smart, London 
Leslie W Stoner, Sussex 
Scott J Walker, London 
Michael Ward, East Anglia 
Simon Wickham, Sussex 

S West & S Wales Region 

Trevor O Bennett, Devon & 
Cornwall 
Craig N Jacobs, S West 
Paul Jeffery, Devon & Cornwall 
Grant R Kalahar, S Wales 
Brian 0 Lennon, S West 
Kerry Lewis, S Wales 
Daniel Osborne, S Coast 
Clive W Pring, Devon & Cornwall 
Gavin M Townsend, S West 
Martin Wood, S Coast 

Northern Ireland 

Justin J Waddell 

International Members 

Edwin A H Wuyts, Belgium 
Morten Ligaard, Denmark 
Asbjorn Nyholt, Denmark 
Derek G Robson, Germany 
Keith Chapman CGCS, 
Netherlands 
M A Wouters, Netherlands 
Kain Day, Switzerland 

Associate Members 

Alasdair J Smith, North 
Kevin Jensen, N East 
Clive Heginbotham, N West 
Harry F Richmond-Watson Mbpr, 
N Wales 
Paul Burgess, Mid Anglia 
David D Searles, Surrey 
Garry Allen, S Coast 
Geoff Connell, N Ireland 

Student Members 

Frank C 0 Prosser, Central 
Matthew J Biggs, N West 
Colin P Bagley, Midland 
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Trevor Downing of J . Rothschild Assurance illustrates how 
income distribution bonds can make a difference if the 
interest on your savings has fallen 

Advice and help with falling interest 
Ftople who have used banks or build-

ing society accounts as a means of 
generating income from their savings have 
suffered as a result of the fall, over the last 
ten years or so, in the UK Base Rate set 
by the Bank of England. 

Individuals who are reliant on their bank 
or building society accounts for income 
would have seen the income produced fall 
considerably over the last ten years. The 
trend in recent years has generally been 
downward, as these are driven by the UK 
Base Rate. 

For example, if you had invested 
£10,000 into a bank or building society 
account during the calendar year 1990 
mir income net of basic rate tax would 

ive amounted to £971.86. By contrast, 
if you had taken your income through-
out, in the twelve month period to 3 April 
2000, the same £10,000 investment 
would have provided a net return of just 
£209.46, an effective reduction of 78%. 
(source: Standard and Poor's Micropal. 
Monies on deposit ['£2,500 + net'], 

based upon an average of the top ten cur-
rent and former building societies). 

It is important to remember that, when 
taking income from a bank or building 
society account, your capital will remain 
level irrespective of the period of time the 
money is invested. Whilst this may 
appear acceptable due to the fact that 
your capital has not reduced in absolute 
terms, the damaging effects of inflation 
would reduce its real value. 

Inflation is something which cannot be 
ignored, as over time, its effects can be 
considerable. 

To put this into perspective, 30 years 
ago £10,000 would have bought a small 
family house whereas in today's terms 
the same £10,000 is what you would 
expect to pay for a small family car! 

Not surprisingly there is now a growing 
need for alternative investment options to 
be provided which will help prevent this 
problem occurring in the future. 

One such option is the J Rothschild 
Assurance Income Distribution Bond, 

where the fund managers aim for each twelve 
month period is to make four equal pay-
ments on a quarterly basis and ideally 
increase the distribution for the following 
twelve months. 

By investing in real assets such as stocks 
and shares, rather than fixed interest secu-
rities as chosen by other leading Income 
Distribution Bond providers, the 
J. RothschildAssurance Income Distribution 
Bond has achieved a rising income, 
superior to that provided by banks and 
building societies, whilst also providing 
capital growth which gives protection 
against inflation. 

If you had invested £10,000 when 
the J Rothschild Assurance Income 
Distribution Bond was launched on the 
22 February 1993, not only would you 
have received a net income of £4,255.69, 
your capital would also have increased to 
£16,557.55 in the period to the 3 April 
2000. Alternatively had you invested an 
equivalent £10,000 in a bank or building 
society account over the same period, you 

would have received a net income of 
£2,105.61, whilst your capital would still 
only be worth £10,000 (source: Standard 
and Poor's Micropal, Bid to Bid). Please 
note that past performance is not neces-
sarily a guide to future performance and 
the value of your investment, and the 
income from it, may fall as well as rise. 

Whilst the objective of the J. Rothschild 
Assurance Income Distribution Bond is 
to provide a regular income, investors 
who have no immediate need for the 
income generated may elect to have 
this re-invested. This income is then 
used to buy additional units within 
your plan. 

In the event of world stockmarkets 
experiencing a period of volatility, cau-
tious investors are able to switch 
between the Income Distribution Fund 
and the Deposit Fund free of charge. 

If you would like more information 
or advice relating to this or any other 
investment matter, please contact 
Trevor Downing on 01959 500427. 

Representing only the J. Rothschild Assurance Marketing Group (members of which are regulated by the Personal Investment Authority and/or IMRO) which takes 
responsibility for its representatives only in respect of advice given on, and the sale of, life assurance, pensions and unit trust products of members of the Marketing Group. 




