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Arthur Clesen Inc.
CHEMICALS - aquatic, fungicide, herbicide &
insecticide
DECORA TIVE MULCHES - chunk bark &
shredded mulches, bag or bulk
FERTILIZERS - Country Club, Vertagreen, spray
applied, minor elements & bulk blends
GRASS SEED - improved varieties, custom mixes,
prairie grass & wild tlowers
HAND TOOLS-toppers, pruners, rakes, saws &
shovels

HOSE - hose, accessories & reels

HYDRO MULCH/SOIL STABILIZERS
ICE MELT

OIL ABSORBENTS

PAINT - Easy Marker & Tree Kote

SOIL CONDITIONERS-gypsum, lime, peat
moss, perlite, sulfur & terra green

SPRAYERS-Myers, Solo, Universeal & Wheel
Spray

SPREADERS - Cyclone, Diadem & Lely

543 DIENSDR. (312) 537-2177 WHEELING,IL60090
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"ALL GOODS WORTH PRICE CHARGED"
Well, here we are wading our way into the new season.

By now most Golf Course Superintendents have finished the
rigors and tedium of purchasing consumables for use on the
golf course. Our own mini-warehouses are full of those items
that the turf related purveyors supply for use as a part of
managing and confronting the obstacles to a successful
season. Chemicals comprise the vast bulk (in dollars spent)
of these consumables. Many of these chemicals as well as
fertilizer and tee & green equipment are offered for sale in
direct competition with themselves - different purveyors' of-
fering the same item by the same manufacturer at an often
times widely variant price. I often use this price varience to
advantage in purchasing large quantities of chemicals for the
season,

Beginning sometime in October or November I review the
season results regarding pesticide performance plus assess
newly introduced products. Several lists soon form - new re-
quirements, new & varied possibilities, tenative application
scheduling, and who supplies what. Where possible, the op-
portunity to procure more than one quote for a particular item
is used to dual advantage:
- accurate budget preparation and
- competitive price comparisons.

When submitting requirements for quotations an attempt
is always made to keep everything equal, always asking for
same materials and considerations. To insure the best pos-
sible quotations I follow a few but very important guidelines.
It is important to note that I may begin the new seasons pur-
chases as early as November - a month after the beginning
of the new fiscal year.

My guidelines are: early ordering; quantity discounts; end
of season "buys"; specific material & specific quantities; pay-
ment month of delivery; no "terms"; delivery at leisure but
before a set date; NO "premiums"; bulk containers if possible
and don't confuse me with "free goods" programs. I want
the best price.

A few examples follow listing the materia! and the range
of the quotes (all for fiscal '83).

Daconil 2787 WP $135-$160/cs.
Oftenol $57-$75/bag.
Round Up $75-$87/gal.

Actidione TGF $99-$120/cs.
Since the price varience for most chemicals is quite wide,

I believe the only defensible approach is to "shop around".
In my chemical account for the Grounds budget every dollar
will be spent, my thought is simply to increase the return for
every dollar in that account. If for "x" amount of dollars 10
units of material from a supplier vs. 12 units of material for
the same dollars from a second supplier - I will spend those
dollars with the second supplier for the increased return. What
normally happens during the season is that I have some
latitude regarding on hand material availability. That
sometimes needed extra case for spot or emergency use is
normally available. A small inventory carryover from one
season to another is not a serious concern, a serious con-
cern is having it there when it is needed.

This is especially true while most of you are languishing
in the "stress" of dollarspot, I'm suffering another 30% hair
loss over the first incidence of Pythium. Those extra cases
of fungicide for those stingy dollars come in to real impor-
tance on unforeseen and unplanned days of disease stress.
Careful forethought eliminates the unnecessary frantic calls
for immediately delivery of materials. No matter how customer
aware a vendor is - by the time the needed material is
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delivered to the frantic customer - the SP, Subdue, or Banol
(for instance) it's too late.

Plan ahead and buy ahead, shop around and take a longer
look at the bottom line. Sure -Ioyalities, service, "friendship",
track record, intangibles, as well as price can and should carry
weight in any decision of purchase. But the only defensible
position is the decision based on return for the spent dollar.
The goods BEING worth THE price charged.

AI Fierst, Oak Park Country Club

FOUNDATION HONORS HERB GRAFFIS
LAS VEGAS, Nev. - The National Golf Foundation's Herb

Graffis Award has gone to some very familiar names in the past
six years.

The award, which honors those who have made' 'long-time
and outstanding contributions in preserving the true spirit of
the game - but specifically, for keeping golf as it was meant
to be: for recreation, good fellowship and health" has been won
by, among others, Arnold Palmer, Bob Hope, Patty Berg and
Jack Nicklaus.

This year's winner is also a familiar name to those in the golf
industry.

The 1983 winner of the Herb Graffis Award is ... Herb
Graffis.

, ,After a lot of thought, we decided that no one in golf better
represents what the award stands for than Herb Graffis," Joe
Much, NGF acting executive director announced.

Graffis was honored with a testimonial dinner at the Foun-
dation's recent Golf Management Workshop at the Desert Inn
in Las Vegas, Nev.

Many of Graffis' long-time friends attended, and represen-
tatives of all of golf s major organizations were also in atten-
dance. Among those making speeches at the dinner were Frank
Hannigan, senior executive director of the USGA, John
Laupheimer, commissioner of the LPGA, and Mark Kizziar,
president of the PGA of America.

Graffis, without question the most famous golf writer of our
time, co-founded the National Golf Foundation with his late
brother Joe, who also has an NGF award named for him.

"Herb Butler Graffis, at 90, continues as the acknowledged
poet laureate of golf journalism," Much remarked. "While his

, last published effort was a comprehensive history of the PGA
in 1975, he continues to favor countless friends throughout the
golf community with priceless prose in the form of letters
pounded out at his trusty typewriter. For many of us, they are
the Gospel of God."

3344 Lincoln St., Franklin Park, .~-L60131

B. Haney & Sons, Inc.
COMPLETE TREE SERVICE

• TRIMMING • SPRAYING •
• SELECTIVE CUTTING.

• STUMP REMOVAL •
WE "CARE"

FOR YOUR TREES

(312) 678.7809 • WOOD CHIPS •
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®
The Hot Water Cleaner
For Heavy Duty lobs

()1976
THf HOTSY CORPORAT,ON

Hotsy will save you time and money:

Di rt can cri pp 1e equ i pment perfor-
mance. Hotsy removes industrial
grime faster and more economically
than steam cleaners can.

Hand-cleaning is a tedious fime-
waster. Hotsy saves employee time
and reduces down time on heavy ma-
chinery.

Clean Equipment Runs Better Longer

Let us Clean Something Dirty For You

• CALL FOR A FREE DEMONSTRA TION.
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SALES/SER VICE/RENTALS

90 Models·200 to 15,000 PSI

893-0777
25 SOUTH PARK STREET

ROSELLE, ILLINOIS


