You Just Can’t
Beat THE SYSTEM.

Two solid designs-
one solid story

CUTTING UNIT ADVANTAGES:

® Two cutting unit options allow you
fo motch !ge right cutting unit fo
your turf. The standord 5-inch, 7-
blade cutting unit is designed for
delicate grasses—while the heavy-
duty 7-inch, 8-blade ESP unit is
perfect for tougher conditions.

Moving the cutting-unit mount
ing point behind center puts
balanced force over both rollers
improving quality of cut by
keeping their cutting units more
level during operation.

Hydraulic down pressure helps

keep the cutting units tight to the
turf without weights or springs. A
big advantage for mowing grasses
in the warm and transitionol zones.

‘e L, T _M»’ .t : . 1
3215 TURF SYSTEM | — 3235 TURF SYSTEM I

HY
A mechaf,uc s& The days of “one-size-fits-all” lightweight fairway mowing just ended.
operator’s dream Now, you can get the ground-hugging benefits of 22-inch cutting units
] regardless of what turf surface you work on.
SERVENG & OUERATIEADVANIAGE: The 3125 Turf System | and 3235 Turf System Il Mowers let you choose
® Patentpending RFS (Rofate For from two horsepowers and two 22-inch cutting unit sizes. Combined, they
Service) cutting units give deliver three solid options to match your fairways.
unequalled ser ;’fe ”“95;] (utting The 3215 with standard cutting units is a 25.5-hp machine designed
””;’5 ":,"”’9 Y pesay i to perform well on any turf type, but especially on the more delicate cool-
e R season grasses. Cutting units are 5 inches in diameter and feature 7-
gspnng and pult a pim. bmdﬂd rBei’S
Oilioart hocklioping s Stoniord The 32-hp 3235 can be equipped with standard or heavy-duty ESP cut-
b" 0010 Dackigpping Is standord on ting units. The ESP units are 7 inches in diameter, have 3-inch rollers, and
ofh the 3215 and 3235. Simply pull feature 8-bladed reels
ozfﬂffénc}zfdzﬁféﬁi iﬁeﬁn?he Their wider mouth, extra weight, and higher-capacity hydraulic motors
same system allows you to st reel allow them to work well where lightweights never have before— long grass,
speeds for acival mowing conditions wet condm'ons. tough warm-season grasses, and scalping for overseeding
as well. operations.

The only test left for us to pass is yours

No one can accuse John Deere of rushing products to the morkef-
place. Thorough functional and field testing has always been part

of 0 product’s development. .
¢ Three years and 8,000 hours of field testing have proven and J.W. TURFINC.  New Location:
¢ improved the system. It's mowed over 30 different golf courses i ‘ L, v

% in different areas of the turf world. It's worked in the coofseason, ;’E’:};ﬁgﬁ 653 g:i?l?rkl:t cﬁ;ﬁg; 9
;Lg;g?{;’sin;gr:;] g;;d fransitional zones—on bent, rye, bermuda, A 414/783:7947
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On Course With the President

Events and circumstances
have made this an unusual
beginning of the MAGCS
year. From the combination
of the NCTE being earlier
than usual, and the MAGCS
January meeting moved a
couple of weeks to February
to secure the desired speak-
er, it seems like a long time
since the MAGCS has been
active. Behind the scenes the
action has much been
different.

The new MAGCS Board
of Directors has been taking
advantage of the winter season by laying the ground work
required to accomplish various projects and goals for the
“Midwest”. The Education committee always has its hands
full trying to provide our members with interesting topics and
speakers for the many educational sessions presented
throughout the year. This will not be an easy task for Don
Ferreri, the 1995 MAGCS Education Chairman.

Our MAGCS Employment committee has been busy try-
ing to develop other venues to promote the MAGCS and its
membership. We want to promote this to our regions’ golf
clubs and to devise methods of expanding our employment
services. The committee will also be restructuring procedures
and presentations to aggressively pursue clubs or courses
seeking superintendents. Our goal is to keep the local jobs
within the “Midwest” membership. The Public Relations com-
mittee will work with the Employment committee to help
develop these professionally printed reference materials
promoting the MAGCS and our members.

Other immediate goals of the Membership committee is to
team up and closely assist the Executive Secretary. We need
to sift through the entire membership register and check for
any corrections in the data base before the next directory goes
to print. One area that needs particular attention is the mem-
ber class category. Since the data in the computer is com-
posed of information from the returned portion of the dues
statement, many data fields have either changed, been filled
out incorrectly, or left blank. During the past renewal cycle,
many individuals registered a certain class on the question-
naire and returned a different dues statement and payment.
At the end of the 1993-1994 term, over 100 members omit-
ted listing a classification. It will unquestionably be a time con-
suming job for this committee to sort this out. Not until these
discrepancies are resolved, can we proceed with the printing
of the membership cards and have the membership directory
revised.

Brian Bossert is Chairman of the Arrangements commit-
tee for 1995. Brian has been busy getting confirmations for
the upcoming host sites for our 1995 monthly meetings. Wait-
ing for final approval and working on costs can be challeng-
ing and tests ones patience. It is apparent that some powers
in charge do not move too quickly. Once these details are
final we can go to print with a conformed meeting schedule.
The duplicity of a map and written directions seems to be un-

(continued page 4)




(On Course With The President continued)

necessary and wasteful. The Board felt that the map was sel-
dom used and not worth the extra cost. This year the meeting
schedule and directions will be inserted into a pocket calen-
dar provided by the “Midwest” and hopefully prove more use-
ful as well as less costly.

These are a few of the projects currently being worked on
by a hard working Board of Directors whose goal is to serve
the members of the MAGCS.

One last item of mention. The attempt to generate funds
by way of membership contributions is proving to be a suc-
cess with about 40% registering with the contributory levels.
Various members of the Board, on the other hand, have
heard an occasional comment from a person who is opposed
to different levels of membership. Some have a feeling that
they will not be viewed as favorably or looked down upon
for being a Regular member compared to a Gold or Silver
card member. Obviously, the Board does not want that to
happen and it is not the intention of the program to recog-
nize the members who have had the ability to pay elevated
dues as being “better” than a Regular member. We under-
stand that many clubs or businesses cannot afford to donate,
or policies will not allow them to be as charitable. Therefore,
the Board is looking into a more subtle way of recognizing
the different levels on the membership card. We must all
understand that many companies not only pick up the cost
for several members of their companies, they also contribute
to the Midwest through sponsoring golf events as well which
is a direct and immediate benefit to our members. I am sure
these contributions do not go unnoticed, especially to
the active part of our membership.

Hope to see you at Arrowhead on February 7, 1995.

S CALL TODAY!!

(( Lee Bruce

bruce
company

of Wisconsin, Inc.

(608) 836-7041

Construction Services
to the Golf Industry

Your source for Golf Course Construction,
Reconstruction & Improvement.

You have the Projects, ldeas & Needs.
We have the Experience & Equipment to

Do the job RIGHT the FIRST time!

Pond Cleaning
Pond Lining

New Construction
Remodelling

Irrigation New Ponds
Drainage Cart Paths
Feature Shaping Trap Sand Replacement

Established 1953

Making a Point
About Change

Having trouble persuading your staff that incre-
mental change is worth the effort —and that change
doesn't have to be immediate, dramatic and sweep-
ing?

If so, try this exercise suggested by Richard Ruhe,
a consultant with Blanchard Training and Develop-
ment:

Tell staff members to imagine they've just been
told they have won a state lottery and they have one
minute to choose between two payment methods:

. $250,00 a day for 30 days.
. One cent the first day and double the
amount each day for 30 days.

To make it easier for you: The first method totals $7.5
million, the second method totals $10,737,128.23!

2040 Lehigh Avenue
Glenview, IL 60025

HAI“'ORAN & Telephone 708.724.8660
YAUCH, INC. Fax 708.724.8659
IRRIGATION

SYSTEMS

e Irrigation Design & Installation
® Drainage Systems

® Pump Station Work & Consultation

Irrigation Pipe & Supplies




A NEW ADDITION TO OUR
BULK FERTILIZER PROGRAM...

FERTILIZER IN 1000 POUND
BULK BAGS!

- REDUCES DISPOSAL AND LABOR COSTS

- CUSTOM BLEND ALMOST ANY FAIRWAY
GRADE ANALYSIS

« USE THE BULK BAG LIFTER WITH ANY
FRONT-END LOADER

- APPLY FERTILIZER ACCORDING TO YOUR
SCHEDULE

- FEATURES AN EASY TO CLOSE SHUT-OFF

FOR INFORMATION, CALL.:

Arthur Clesen, Inc.

Devastating lightning strikes and
catastrophic power surges and
spikes are all too common occur-
rences on today's golf courses.
The sensitive nature of today's
critical computer based systems
require special coordinated

protection to prevent catastrophic damage to

expensive irrigation control equipment.
The D & B Power Protection Package is de-
signed specifically for golf course irrigation
systems to eliminate the problem. For a free
brochure contact:
D & B SALES ASSOC. INC.
140 Glengarry Drive, Geneva IL 60134
708-232-6411 fax708-232-6414

Midwest Golf Development, Inc. is pleased to announce a new ser-
vice to its clients. With the purchase of a WK DAHMS - Stone
Slinger from Canada, we now have the ability to rapidly and effi-
ciently spread sand in golf course bunkers and waste areas.

The truck is equipped with high flotation tires so there is minimal
compaction and no damage to sensitive turf. The stone slinger has
a conveyor delivery system under its hopper. Materials move back
to a 16-foot articulating boom. This gives it the ability to place
materials in a 300 degree arc around the truck up to 30 feet from
the rear of the truck. One operator can fill and spread sand in your
bunkers in a very short time. We can move up to 225 tons of sand
per day.

If you are adding sand to existing bunkers or building new bunkers,
and would like to place the sand rapidly with no damage to the turf
on your golf course and minimal labor, give us a call. We would
be happy to work with you.

Midwest Golf Development
18250 Beck Road — Marengo, IL 60152
815/923-1868 Fax: 815/923-3662




Director’s Column

by Ed Braunsky, CGCS
Secretary/Treasurer

Happy New Year! 1995
has been declared the year
for all to review and take in-
ventory with regards to their
involvement within the
MAGCS. This is a four step
process which can easily be
accomplished.

The first step relates to par-
ticipation. As members of the
MAGCS, we should all be
willing to participate more.
Take for example the annual meeting held last November at
the Medinah Country Club. What an embarrassment to have
such a low number of voting members at the election. To me,
non-participation at this function is a shame. Webster defines
voting as “to indicate one’s perference by a vote”. How can
one be involved if they can’t take the time to show up? Please
plan to participate this coming November. You will find the
meeting well worth your time! Involvement at the monthly
MAGCS golf outings should always be filled to capacity.
Support the superintendent who busts his tail to put on a great
meeting.

The next step for review is cooperation. This is a no brainer.
When you receive any kind of information from the MAGCS,
fill it out and send it in. Although caution must be used here.
Read all of the information carefully. Many items came back
to the MAGCS office with the incorrect payment. The prepay-
ment system has worked well, but the new due’s statements
has not. Please double check all of your mail. This would help
ease the work load for all involved.

The third step involves contribution. This step mirrors par-
ticipation. Fred Opperman, the Bull Sheet editor, is always
looking for contributions by way of articles. The many com-
mittees in the MAGCS are always looking for people to give
of their time as well as their ideas.

The last step is satisfaction. How many times have you
walked out on the golf course and have felt satisfied with the
way the course looked? Experience this feeling all over again
by participating, cooperating, and contributing to our assoc-
iation. This associations runs as well as the members want
it to. If you are not satisfied, call one of the board members.
Let them know your thoughts. Changes and additions can
always be made. Make 1995 the year that you really put forth
an effort to make the MAGCS the best association it can be.

FULL SERVICE
GROUND WATER

SPECIALISTS

SINCE 1956

Meadow Equipment
Sales & Service, Inc.

Well Drilling Contractors / Pump Service
27 W. 021 St. Charles Road
Carol Stream, IL 60188

e Water Well Drilling

e Pump Sales and Service

e Water Well Sealing & Capping
e Complete Waterwell Systems

e |arge Selection of Pumps
Line Shaft / Submersible

e Well Rehab & Chlorinations
¢ Maintenance Programs

e 24 Hour Emergency Service

Authorized Sales and Service for
Leading Pump Manufacturers

WHEATON: (708) 231-6250
ST. CHARLES: (708) 584-6210
BENSENVILLE: (708) 766-1906
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“Where Meadow Goes,
the Water Flows"
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FREE...
@ | Turfgrass

Guide

Specifically N
for Golf Courses

What turfgrasses would work best on your golf course?
The right choice now can make a big difference later.
The Golf Course Professional's Guide to Turfgrass
Selection will help you decide.

The free Guide is a quick, easy reference arranged by L 4 & Ee A
geographical areas. It suggests turfgrass species, and ST |_35
lists the varieties and seeding rates best suited to your

Kuybhola, T/L/B UNIT

locale. A separate section on southern winter overseeding ® A compact T/L/B diesel ¢ GST transmission, hydro-
details new trends, listing the advantages and drawbacks tractor static power steering and
of various species. This guide is a "‘must" for new course ¢ 35 horsepower 4-wheel drive

construction and for renovation projects. * Designed for e Slanted hard nose hood
Get your free copy today! Loader/Landscape/ for better visibility and

Industrial use durability

MARTIN IMPLEMENT SALES, INC.
16400 S. 104th Ave.
Orland Park, IL 60462

(708) 349-8430

GREENSMVIX

A Division of Faulks Bros. Construction, Inc.

International Soil Blenders
. . . Serving You Locally!

I ¥ Lofts Seed Inc.
LOFTS | Bound Brook, NJ (301) 595-1970 « (800) 472-7701

A Topdressing & Construction Mixtures A Decorative Stone
A Bunker Sands A Green Sand Divot Fill
A Cart Path Material A Peat Moss

For information or quotation please call 1-800-537-1796

Schroeder's Nursery, Inc.

TREES . SHRUBS o EVERGREENS
RICHARD A. SCHROEDER
CARL DRAVIS

Specializing in Large Caliper Trees
We offer complete installation
TELEPHONE: 708—546-9444

23379 W. Route 60 — Grayslake. linois 60030
Located on Route 60 between Rt. 12 (VOLO) & Rt. 83 (IVANHOE)
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Please SUp P ort EQUIPMENT, INC. NEEDS
Our Advertisers SERVICE + PARTS + SALES

BOJO

m

Turf Supply Co., Inc.

» Naiad + Aqua Gro e Panasea Plus

o Chemicals * Sand Aid

o Fertilizers e Thatch X

e Terra Green * Pinhigh Sharpening Compound

« Chipco * Tingley Boots & Raingear

« Flexogen Hose ¢ Terra Green - QilDri

Excellent Service at Reasonable Prices ARBORIST & SAFETY SUPPLIES

SERVICE & PARTS FOR
24356 HARVEST HILLS RD,, » FRANKFORT, IL 60423 AERIAL EQUIPMENT, INC. 40" BANDS OF
800-732-940!1 815-469-6841 2381 South Foster Avenue Stump Cutters

Fax: 815-469-8248 Wheeling, lllinois 60090 Aerial Trucks

Spray Rigs

(708} 398-0620 Dump Bodies

Chain Saws

Supplying the Chicagoland area with excellent service
and technical expertise for over 26 years...

We deliver... *Aquatic Products * Insecticides

* Block Retaining Wall  « Irrigation Parts

« Bulk Fertilizer » Marking Paint

* Drain Tile * Specialized Pesticides
* Fertilizers * Spreaders

* Geotextile Fabrics * Spray Equipment

PRODUCTS. LTD

* Grass Seed * Tee and Green Equipment
* Herbicides * Terra Shield Green Cover

* Hose * Tree Fertilizer
2N 255 County Farm Road, West Chicago, IL 60185

708-668-2537




Enhancing the Perception
and Status of the

Golf Course Superintendent

by Jim Anderson

I am a member at Sunset Ridge Country Club in North-
brook, lllinois. When 1 was originally asked to provide a club
member’s point-of-view on those things that would enhance
the perception and status of the golf course superintendent,
| immediately wondered if my opinions were of any conse-
quence. Upon reflection, however, | came to realize that we
play an important part in your daily equation. Although
perhaps a necessary evil, it is probably well that you, at least,
address the issue of how the members view your profession.

As | began to put my thoughts together for this presenta-
tion, I was reminded of an article | wrote years ago for the
Bull Sheet, which is the newsletter for the Midwest Associa-
tion of Golf Course Superintendents. At the time, | was chair-
man of my club’s Grounds and Green Committee and I think
the opening paragraph of that article nicely sums up the is-
sue of perception and status. Let me read that paragraph to
you:

“Thirty years ago, the course | played on was absolutely
state-of-the-art in terms of maintenance. It was held up as
a shining example of what was great about Chicagoland golf
courses”. | still play that same golf course and if you trans-
planted those conditions of 30 years ago to our course to-
day, you would have a membership revolt. The curious thing
about this fact is that mot of the members don't know it. To
them, the golf course has always been the same. Fairways
have always been lush, lined by mature trees proving won-
derful lines of sight, to lightning fast greens, which held even
that 2 iron that never got more than 3 feet off the ground.

“Thirty years ago, the course I played on was
absolutely state-of-the-art in terms of maintenance.
It was held up as a shining example of what was

great about Chicagoland golf courses”. I still
play that same golf course and if you transplanted
those conditions of 30 years ago to our course today

vou would have a membership revolt.

“How does it happen that a golf course can be transformed,
literally before the eyes of the people that play it with no up-
heaval and no major watershed event to demand such
change? Therein lies the golf course superintendent’s art, be-
cause these things don't just happen. They are planned, com-
mitted to, sold to the membership and executed.”

What the above describes is exactly what happened at Sun-
set Ridge Country Club over a period of 30 years and my
point to you is that if the members aren’t aware it's happen-
ing, then it’s a certainty that no one is getting credit for carry-
ing it out. How then, does one improve the perception, and
as a result the status of the golf course superintendent?

Start by becoming visible. It's not longer possible for a golf
course superintendent to simply adopt the attitude which says,
“Leave me alone and let me do my job.” You must be will-
ing to become visible around your golf course. You are a sig-
nificant part of golf course management and managers must
be in evidence.

Secondly, you must provide leadership to your Grounds
and Green Chairman, as well as your Grounds and Green
Commitee. Not only does your chairman and his committee
men need leadership, they want it. These are a group of
amateurs dealing out of their element. They are looking for
guidance, but rest assured if they don't receive it, they will
step into the void and do things about which you will often
disagree. At Sunset Ridge Country Club, we have had a long
range Grounds and Green Committee for over 30 years. It
is comprised of all former Grounds and Green Chairmen, as
well as the head golf professional and the grounds and green
superintendent. It is an experienced and distinguished group.
Even given its longevity, however, we constantly look to our
superintendent to tell us what to do. The more our superin-
tendent gives his professional advice, the better we are.

Manage in fact as well as in deeds. If you find yourself
standing around with a shovel or rake in hand, you are not
giving your golf course the best utilization of your time and
education. You have all spent years learning highly sophisti-
cated processes and management skills. If you are personal-
ly solving one crisis, which others on your staff could handle,
you are virtually assured that there are 3 others presently go-
ing untended on your golf course. As it relates to status: dress,
act and office like a professional. If you office in “the barn”
and dress like you are ready to get the crops out of the field,
then unfortunately that is probably how you will be treated.
This fact of life, by the way, is not unique to your profession.
've always told young sales people who work for me that
they should not dress for their current job, but rather for the
one they want. It's important for people to be able to visual-
ize you as handling the next level of responsibility.

Perhaps the single most important aspect of enhancing your
perception and status involves the area of communication.
You have to communicate both on a narrow focus to the
Board of Directors and a broad basis to the membership as
a whole. As it relates to the board, you should make period-
ic appearances before them. If they don’t ask you, then ask
them. [ can’t imagine a Board of Directors of a golf course
in America that would not like to hear from its golf course
superintendent on the subject they hold most dear to their
hearts. Tell them about your budget, your plans and your
problems. If you don’t appear before them, you are by default,
counting on your Green Chairman to do your communica-
tion for you. Some Green Chairmen are going to be good
at this and others are going to be not so good. Don't leave
your destiny in the hands of someone else. Concerning the
membership as a whole, communicate them in writing and
communicate several times a year. Somewhere out there is
the next Board of Directors, the next group of officers, and
your next Grounds and Green Chairman. Start making them
aware now of your skills and your job responsibilities. Con-
vey the following kinds of things:

1. Discuss with them the issue of playability versus aes-
thetics, hard versus soft, brown versus green, fast versus
smooth.

2. Talk to them about your maintenance programs, what,
when, where and why. Parenthetically, what comes first at
your golf course, the maintenance schedule or the tourna-
ment schedule?

(continued page 10)



(Jim Anderson continued)

3. Communicate your philosophy. Point out what has
been accomplished over a period of time. This should be liv-
ing proof of your philosophy.

4. Talk to your membership and your board about golf
course integrity issues. We are all amateur golf course ar-
chitects. Someone has to hold the line at each golf course
against the ravages of a succession of Greens’ Chairmen pet
projects. In Chicagoland, we are blessed with enumerable,
wonderful parkland golf courses. They are hallmarked by
wonderful grass, impeccable manicuring, mature trees and
flat sweeping terrain. These golf courses have a heritage and
a tradition and should not become quasi-TPC golf courses.
Give your golf course direction in this area.

Finally, deal with change, It’s like become visible. It’s
part of the reality of your job. Accommodate change and
embrace it, but as mentioned above as it relates to golf
course architecture, don’t lose your perspective. We pay
for your ability to look back, as well as your ability to look
forward. It's part of what makes you a pro. | might mention
by the way, that all of these things have nothing to do with
job security, but rather have lots to do with job satisfaction.
If you communicate and tell your membership why you want
to do various things, you will be allowed to get done what
you want to get done.

In reviewing these comments, | realize there is not much
startling information being conveyed. In simple review:

1. Become visible.

2. Be prepared to be the leader of your Grounds and
Green Committee.

3. Be a manager not just a doer.

4. Communicate on both a narrow and a broad basis.

5. Accommodate change.

At Sunset Ridge Country Club, we are the grateful recipient
of an astounding 63 years of consecutive stewardship of our
golf course, residing in 2 individuals. Dennis Wilson, our
present superintendent, and his uncle, Domenic Grotti, col-
lectively have spent 75 years tending our grounds. As a mem-
ber, | get the clear advantage of their contribution to our golf
course. As it relates to this discussion, it gives me the per-
spective of what can be accomplished if the golf course su-
perintendent is a strong and assertive part of a golf courses’
management team.

Editor’s Note: Jim Anderson gave this as a speech in the
fall of 1992 at the ITF meeting.

Selected
vareties of
shade, ornamental trees,

shrubs and evergreens

Deerpath Road Batavia, Il. 60510 708/879-0120

| DEERPATH NURSERIES
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(Specializing in | o
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Golf Course
Renovations

» Tees « Greens « Traps « Fairways
- Hydroseeding « Plant Installation e

don fiore

landscape contractors & architects

golf course contractors

Cenified Member: Amencan Society of Landscape Architects
Midwest Association of Golf Course Supenntendents

Creeping Bentgrass

It's outperforming
some well-known
competition with its
dense, upright growth
and attractive color!

To learn more contact:

' ' Lofts Seed Inc.

LOFTS Bound Brook. NJ

(301) 595-1970
(800) 472-7701
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