
639 First Bank Drive, Palahne.lliinois 60067 (312) 358.BBB4

GOLF COURSE ARCHITECTS

(312) 374-2303
(312) 938-7020

DUTCH
SAND COMPANY, INC.

Motor 180

Excellent for fairway, tees
Catchers available

KILLIAN
DESIGN GROUP INCORPORATED

ASK FOR A DEMONSTRATION NOW!
OLSEN DISTRIBUTING COMPANY

969 N. Pepp~r Road
Barrington, Illinois 60010

1-312-381-9333

Call for direct quotes on all your
Aggregate needs

APPROVED TOP DRESSING SAND
GOLF COURSE AGGREGATES

TRAP SAND

Richard E. Mika

OLD

appropriate material for topdressing. In practice, most golf
greens are topdressed with unamended sand. Obtaining the
original mix may be difficult, and, as mature greens generally
have excessive organic matter present, a mix may be un-
necessary. The topdressing material must be dry to apply and
work into the green surface, so most mixes are destroyed
because the organic matter and sand tend to separate in layers.

Researches over the past 25 years plus field experience have
narrowed the sand particle size range recommended for top-
dressing. While there are still differing opinions as to whether
sands should be on the coarser or finer side, most would agree
that the range should be between 1.00 mm and O.lOmm with
less than 10 percent ofthe particles falling outside of this range.

Quite frequently we encounter the practice of using a uniform
but very coarse sand to topdress because we have a green which
has infiltration problems. The reasoning behind this practice
is generally based on questionable assumptions. Let us look
closely into this practice. A typcial aerifier produces 36,000
holes per 1,000 square feet. These holes, assuming we use
5/8-inch tines and remove a 3-inch core, will hold 144 gallons
of water. A 1/4-inch rainfall over 1,000 square feet equals 150
gallons of water. If internal drainage is good, we have opened
a green's subsurface to its surface to accept water. If internal
drainage is poor, the second 1/4 inch saturates the surface unless
we have excellent surface drainage. But we can't just leave these
holes open so we topdress heavily with sand.

Let's look at three equally available topdressing sands: (1)
a very uniform and very coarse sand with a compacted infiltra-
tion rate of 589 inches/hour; (2) a very uniform medium to
coarse sand with a compacted infiltration rate of 44 inches/hour
(typical of sands used to make golf green mix); and (3) a very
uniform medium to fine sand with a compacted infiltration rate
of 31 inches/hour (typical of the sand used unamended). If we
fill the 1,000 square feet of holes with sand they noJonger will
hold 144 gallons of water. Sand (1) holds 51. 8 gallons, sand
(2) holds 56.2 gallons, and sand (3) 53.2 gallons. Even in the
short term there is no real advantage to using the very coarse
sand.

What about the long term effect? If in time we continue to
use this very coarse sand, we could develop a surface medium
with a steep water and, therefore, very droughty, rention curve.
But both the medium to coarse and medium to fine sands have
very good water retention curves even though they have relative-
ly high infiltration rates.

Getting through the buildup of surface problems of many
greens may not be possible with conventional aerification equip-
ment. Use of deeper penetrating equipment such as the deep-
tine aerifier, the new coring machine or the new Verti-groove
may be necessary. Poking holes and spreading sand merely
because it is considered a "standard practice" is no basis for
an aerification and topdressing program. Nor should your pro-
gram be based on what your neighboring superintendent is do-
ing. He may be just a cookbook superintendent who is always
fighting major fires with a small garden hose. The problem solv-
ing professional superintendent thoroughly analyzes your green
problems, sets up a program to solve these problems, and then
maintains a management program to prevent them from
redeveloping. One such program might be a light frequent top-
dressing program with the "right sand" plus aerification just
frequent enough to maintain a balanced breakdown of organic
matter.
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Over 95 fertilizer formulations that
will tackle almost any job you have.

Call your distributor today for a
preview of the most comprehensive
program available.

FordC-21
Push-Type

Commercial
Mower

• 21-inch cut. Easily adjust
cutting height-1-3 inches.

• Heavy 18-gauge steel wheels
with greaseable wheel ball
bearings. Replaceable tires.

• Handle adjusts to 2 positions.
• Optional rear grass bag and

auxiliary 5-qt. fuel tank.

Agri-Chemicals
Division of United States Steel
POBox 1685. Atlimta. GA 30301

COMMERCIAL
QUALITY ... AT AN

ECONOMICAL
PRICE!

Quantities limited
• Tough cast aluminum alloy mower

deck.

• 4-HP Briggs & Stratton engine
with valve rotating system to
help prolong engine life.

• Air-lift blade and balanced
flywheel improve discharge .
help prevent clogging.

A great buy in a commercial quality mower!
Rely on us for parts and expert service.

Martin Implement Sales, Inc.
16400 South 104th Avenue
Orland Park, IL 60462
312-349-8430

GOLF
COURSE

PRICE

19-4-8 WITH RONSTAR@
20-4-4 WITH DIAZINON@
19-5-5 WITH OFTANOL@
20-5-8 WITH DURSBAN@
26-4-4 WITH BALAN@

@
Vertagreen@

(cont'd. page 23)

Startling Results from NGF/Market Facts
Golf Participation Study

Twenty-five percent of the nation's 17.5 million golfers ac-
count for 77 percent of all rounds played, according to a major
golf participation study conducted in October of 1985 by the
National Golf Foundation and Market Facts, Inc., a Chicago
based marketing research company.

"When we looked closely at frequency of play, we were very
surprised to find that the small group (25 %) of avid golfers ac-
count for the vast majority (77 %) of rounds played, " stated Dr.
Joe Beditz, NGF vice president of research. "Conversely,
golfers who play less than eight times a year, a group that
represents half of all golfers, are only responsible for seven per-
cent of all rounds played."

This is the classic 20/80 rule as applied to golf consumers,"
remarked Dr. Beditz. "A small proportion of golfers account
for most golf activity, and, I suspect, most golf product
purchases.' ,

The research showed that eight percent of all Americans
played golf at least once in 1985, and that 21 percent of all
golfers play once or twice a year, while the average golfer plays
hetween 8 and 24 rounds per year. Golf participation was highest
among the 30-:N age segment (10.4 %) and lowest among the
under 20 age segment (3.9%). Males are about four times as
likely to play golf than females.
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Earth Movers.

R. L. CORTY & Co.
3704 NO. CICERO CHICAGO. IL 601541

OFFICE (312) 736.3510

~~ I
COMPANY I
ADDRESS I
CITY STATE----ZIP __ I

I TELEPHONE I1- _
MAIL TO:

------------1
I Please send me more information on your "earth

moving" high-pressure cleaners. I
I
I
I
I

CORTY high-pressure cleaning machines can really
move dirt off your vehicles and equipment in a
hurry.
Pressures from 700 to 3000 psi.
Capacities to 10 gpm.

Unique steel pipe coil design provides high fuel
efficiency. Stainless steel f10al tank, oil bath pumps
and quick disconnect hoses, standard. Pneumatic
tires, ball bearing wheels, heavy-duty construction,
brand-name components throughout.

etandard and uprighl models are offered. Also,
some machines offer combination steam/hot, high-
pressure cleaning.

For more information, fill out and mail coupon.

We promise, our machines will be high-pressure, but
our selling tactics won't be.

30% DISC.

Professional Turf Products

P.o. Box 180
Lebanon, PA 17042

COUNfROClUBgreenskeeper

c •C • 18-4-1 0
c. C. 18-5-9
C.C. 18-5-9/Balan
C.C. 29-3-5/Balan
C.C. 19-4-9/Betasan
C.C. 19-4-9/Ronstar
G.G. Dacthal Crab. Cntrl.

LEBANON CHEMICAL CORPORATION
1-800-637-2101

Ava1l1ble
Spring Fertilizers

include:

P.O. Box 647
Danville, IL61832

-Homogenous Granulation
-High Methylene Ureas (W.I.N.)
-Balanced Feeding
- Fits Your Budget

The north central area of the country was found to have the
highest regional golf participation rate (11.5 % ). The study also
revealed a strong relationship between household income and
golf participation. Households with total income over $40,000
are 3 times as likely (13.4 %) to contain a golfer than households
with income less than $20,000 (4.4 %) .

"This is the first definitive study of the American golfer,"
remarked NGF President David Hueber. "The results so far
have been startling and we will use our findings to shape our
promotional efforts and to direct our resources in areas that will
give us the greatest yield."

The NGF/Market Facts study, which featured a nationally
representative sample of 20,000 households, is the largest of
its kind ever conducted solely for golf. Two reports will be
published in the spring of 1986. The first, entitled' 'Golf Par-
ticipation in the United States," will present the results of the
October survey showing how many golfers there are and where
they are located. The second, entitled "The Golf Consumer Pro-
file," will be based on the results of a follow up study to be
conducted in January of 1986. This report will present much
more detail on the characteristics of the American golfer.

FREQUENCY OF PLAY
Number of Rounds Percent of Percent of
Played Per Year Golfers Rounds Played

1-2 rounds 21 % 1%
3-7 rounds 28% 6%
8-24 rounds 26% 16%

more than 24 rounds 25 % 77 %
100% 100%
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