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The Midwest Association of Golf Course Superintendents (MAGCS), founded December 24,
1926, is a professional organization whose goals include preservation and dissemination of
scientific and practical knowledge pertaining to golf turf maintenance.

We endeavor to increase efficiency and economic performance while improving and enhancing the
individual and collective prestige of the members.

The MAGCS member is also an environmental steward. We strive to uphold and enhance our
surroundings by promoting flora and fauna in every facet in a manner that is beneficial to the
general public now and in the future.

www.magcs.org 1



Accomplish it with the only Super Lightweight
Fairway Mower. Jacobsen@SLF.1880lM

The Jacobsen Super Lightweight SLF-1880 Fairway Mower was specifically designed to deliver a greens quality
cut, faster fairways and reduce turf compaction. Narrow 18" floating cutting heads handle contours perfectly for a
precision, Jacobsen cut on undulating fairways. And the SLF-1880 delivers an 80 inch cut with little or no turf
compaction due to its light weight. Plus, the ergonomic cockpit helps improve operator productivity.

You also get CustomerOne™ support with every Jacobsen product which means exceptional (11)
warranties, OEM parts, dealer service, and superior technical assistance. So, when you want .
the most productive, greens quality cut for your fairways, depend on Jacobsen. For a _
free demonstration of the SLF-1880 or other Jacobsen equipment come see us -~""""-'[C--./'''=Ui--c:riQjS''''~OMER
or give us a call. I Il
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A Textron Company

Jacobsen, A Textron Company
www.jacobsen.com Tel. 1-888-922 TURF (8873)

@2003 Jacobsen, A Textron Company

~-

~
EQUIPMENT
COMPANY

Burris is proud to combine its 45 plus years of
sales and service experience with Jacobsen's

eighty years in manufacturing.

Waukegan, IL 847.336.1205

Ingleside, IL 815.363.4100

Frankfort, IL 815.464.6650

www.burrisequipment.com



ON COURSE
WITH THE PRESIDENT

Phil Zeinert, CGCS Elgin Country Club

Strengthening
Our Alliances

The Midwest Association of Golf Course Superintendents is allied with many fellow industry
associations. The superintendent-member associations include the Chicagoland Association of Golf
Course Superintendents) the Northwestern Illinois GCSA and the Central Illinois GCSA. We also work
with the Turf Equipment Technicians Association) the Chicago District Golf Association) the Green
Industry) Illinois Junior Golf Association) The First Tee) the Midwest Sod Council) the Illinois PGA)
USGA Mid-Continent Region and the Illinois Golf Hall of Fame.

The MAGCS has
forged and nur-
tured alliances
with many fellow
golf industry associ-
ations, among them
other local GCSAA
chapters, the
CDGA, the IJGA,
the IPGA and
TETA.

One of the organizations with which we work most closely is the Illinois
Turfgrass Foundation. This month's golf meeting is a combined meeting with
the ITF. Tom Prichard will be hosting the joint venture at the Ivanhoe Club in
central Lake County, IL. Everyone is encouraged to attend the event on May
23 at a great venue for a great cause-raising monies for the ITF.

The ITF was founded in 1959 and raises funds to help support
turf grass research and education in Illinois. The dollars generated from the
combined meetings help support research at the University of Illinois and
Southern Illinois University. The monies also have been used to help
establish a permanent turf pathologist position at the U of I and for
undergraduate scholarships for turf students. I encourage all MAGCS members
to participate in the ITF functions. You can find further information at
www.illinoisturfgrassfoundation.org or by contacting our shared executive
director, Luke Cella, at 630-243-9483.

At this year's Masters at Augusta National, the GCSAA executive mem-
bers met with executive members from the USGA to further bolster what is
already a strong relationship. I know many superintendents and their golf clubs
have utilized the Turf Advisory Service with outstanding results. And those
people who were able to attend the CDGA/USGA Green Seminar at Medinah
this past March were able to benefit enormously from Paul Vermeulen's pre-
sentation. Paul has always spoken passionately in regards to improving the
superintendent's communication with committees, chairmen and members.

The Turf Equipment Technicians Association serves our area mechanics
with informational and networking opportunities. The youth of today seem to
have a lack of interest in getting involved in golf course mechanics-we're just
not as cool as NASCAR and create little buzz. However, Russell Stachlewitz at
Kishwaukee College in Malta, IL, tells us about their turf tech program. Please
encourage anyone you know that shows interest in equipment repair and man-
agement to consider the program at Kishwaukee.

And finally, if you did not get a chance to read the article "The Shape of
Things to Come" by Cathy Miles Ralston that ran in last month's magazine,
please do so. This article is an overview of a strategic plan in the works. The
mission statement is online and this is a great place to comment and offer feed-
back. Remember that this plan is in the works and can only become a solid
membership-owned plan with your input. ~~k:/
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Call your Hydrologic Representative Authorized Rain Bird Golf Distributor 630-761-9400 or 800-422-1487

Rain Bird understands that renovation is a major commitment, and we want to be
your complete renovation partner. Whether your goals include modernization,
improved playability or the need to meet strict watering regulations, we can help
you justify and implement a cost -efficient renovation package that's right for you.

So choose Rain Bird, relax, and renovate with confidence.

Rain Bird products and services offer the unique ability to combine innovation
with versatility. We know that your irrigation requirements change with time, so
we ensure that our latest innovations will always be compatible with your existing
Rain Bird system.

Mter the installation is complete, we'll be there to help you maintain the quality of your entire system-from
central controls to sprinkler heads. Rain Bird knows that a successful renovation includes quality products,
excellent service, and a complete commitment to our customers.



DIRECTOR'S COLUMN
Chad Kempf Hinsdale Golf Club

The
Assistants'

Beat
Going into the second year of my term as the MA GCS class C advis01~ I am proud of what the Com-
mittee has accomplished. Those who attended the annual Assistant Superintendent Winter Workshop in
February enjoyed listening to Pat Jones of Flagstick Strategic Consulting cover the topic of communi-
cation and the future of the turf industry. The afternoon was rounded off with presentations by
assistants relating some personal experiences showing creative ways to improve communication with
employees and present oneself professionally. The event was agreat success)and I am confident the atten-
deesgained some valuable information that they can use in their careers. I am looking for ideas for
topics for next year)s workshop) soplease let me know if there is some issue you think we should cover.

... we have moved
the class C
championship to
Monday, June 13,
to be played in
conjunction with
the Dom Grotti
competition at
.P~illips Park G.C.

Another terrific event started last year for assistants was the MAGCS Class
C Golf Championship. Assistants played at Glen Flora Country Club for the
honor of taking home the "cup-cutter" trophy. The event will continue this
year with a minor change. Instead of combining it with the MAGCS scholar-
ship fundraiser golf event, we have moved the class C championship to
Monday, June 13, to be played in conjunction with the Dom Grotti competi-
tion at Phillips Park G.C. The MAGCS assistant superintendent who cards the
lowest gross score will take home the "cup-cutter" trophy with his name and
score engraved on the cup. So plan to play where you could feasibly go home
with two trophies: the Dom Grotti and the "cup-cutter."

I am also looking to resurrect an event that was launched a number of
years ago before the class C advisor position was ever created: assistants' "Shop
Talk." In speaking with fellow assistants, I have discovered that some feel we
have become too formal with our events, and that a number of assistants
greatly enjoyed the informal "Shop Talk" gatherings we used to hold. There-
fore, I am planning to have two "Shop Talk" events this year. Hopefully, long
before you read this, you heard about and were able to attend our first "Shop
Talk," hosted by Scott White on April 12 at The Links at Carillon. This
promised to be an outstanding opportunity to network with other assistants
amidst a relaxed atmosphere to talk. Any assistant superintendents (including
non-MAGCS members) are welcome to attend "Shop Talk," so call a friend
from down the road and come hang out with us. I apologize that we do not
have a date or place scheduled for the fall at this time, but keep your eyes and
ears open for details on the autumn edition of "Shop Talk."

Another new project on which I am working is a "Big Brother" type of
program. This would be a voluntary program, in which an assistant moving
into a superintendent role could sign on with a veteran superintendent for sup-
port in his or her new role. My hope for this program is that it will create a
reliable, supportive networking environment for the rookie superintendent,
facilitating a smooth transition into the new and challenging role. I am
presently putting together the structure of this program and welcome any com-
ments or suggestions.

Much of what I have been able to accomplish is due to the support of
many people. My Committee has done a great job with every project I have

(continued on page 35)
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Hollembeak Construction, Inc.
Golf Course Construction and Remodeling

"We believe in a quality job and take pride in our finished product."

• New Construction • Pond Construction
• Feature Shaping • Boulder Features
• Bunker Sand Replacement • Cart Paths
• Pond Dre(}ging • Drainage
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Chic~.90landTURF
1444 BERNARD DRIVE

ADDISON, IL 60101
PHONE (630) 268-8871

FAX (630) 268-1357
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Trent Bradford Walter Fuchs John Lebedevs Brian Baker AJ Huey
(630) 742-2327 (630) 258-8765 (630) 742-4905 (630) 546-1454 (630) 742-5766
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COMMENTARY
Gregory Martin Martin Design Partnership

The Golf Paradox
"Today's great experience will be tomorrow's expectation."

When did golf become an industry?

Years ago golf was a game) a simple pastime. Technology) maintenance) golf course design) television
contracts) apparel) real estate and print media all have had a profound influence on the game. Each
has altered the industry) transformed the industry and changed the game. Club manufacturers and
the PGA Tour have had the most influence. Their decisions have had widely felt implications) and the
game is now playing ((catch-up)) to club technology and maintenance expectations.

Unreasonable
expectations for
maintenance
standards, service
and play have
drastically changed
the face of the

game over the
past 30 years.
Expectations grow
beyond reason while
the ind~tstry suffers
and the average
player is losing out.

What's the result? The industry is now driving the game. Unreasonable
expectations for maintenance standards, service and play have drastically
changed the face of the game over the past 30 years. Club manufacturers sug-
gest that average golfers can play the same equipment as the professionals and
therefore playas well. PGA Tour drives average 300 yards or more. This is the
single-most-important issue facing golf today. Weekend golfers see this and
expect similar results. Ask any average golfer what his average driving distance
is and his reply will likely be a lie.

Maybe more importantly, the Tour shows golf courses with immaculate
conditions and spectacular manmade features (e.g., waterfalls, streambeds,
retaining walls and rock outcroppings), establishing costly expectations for the
new golf courses. Expectations grow beyond reason while the industry suffers
and the average player is losing out. The soul of the game has been stripped
bare and there is little left of the nuisance, thought, strategy, companionship,
or the simple beauty of the game. Can we rationalize the trend toward a big-
ger, more expensive and prestigious golf industry? And what are the
ramifications of getting bigger, more complex, or more 'industrialized?'"

We may as well build 1,000 TPC courses with all the same hazards in the
same locations with the same length and an island green, so we can mindlessly
dial in a yardage. Owners are compelled to build golf courses that stretch to
7,600 yards to compete with the neighboring 7,400-yard monster. I read the
other day that by the end of the decade, the PGA will have an event at an
8,000-yard course. Great. More land is needed, wider fairways and more earth-
work are also necessary. Just what this game needs ... tougher play
expectations with water hazards, deeper bunkers and faster greens.

Any industry changes and morphs and directs its resources to meet the
market need. But understand that the larger the industry, the more scrutiny
will be necessary. Scrutiny invites calibration and calibration provokes stan-
dardization. Is the golf industry ready for standardization?

Can Golf Be Standardized? [Sanitized?]
The game of golf and golf course architecture are now governed by

numbers. Everything is measured or standardized: everything from slope,
course ratings, stars, yardages, ball-spin rates, fairway acreages, score,
affordability, awards, rounds, percolation rates, gpm, dilution rates, Stimp-
meters, handicaps, ete. You cannot exist in this industry without a basic
understanding of these issues.

(continued on page 9)
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PALATINE OIL CO., INC.
Over thirty - three years of caring service

and delivery of quality products

P.o. Box 985, Palatine, IL 60078PALATINE OIL CO.,INC.

"One call does it all"
847-358-3600
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The Solution
Golf courses should be

designed, constructed and rated
based upon the ability to encour-
age/enjoy match play. This was the
game as invented. Reviewing and
playing a golf course based upon one
simple criterion, its ability to demand
intriguing match-play events, is
somewhat radical and simultaneously
effortless.

Donald Ross' elaborate and
subtle designs were meant for match
play. He rarely made reference to par
... match play was fundamental for
golfers' ability and architectural cre-
ativity. The following is an excerpt
from Form Over Function.

" ... If a course with the qual-
ity of Pinehurst #2 were built today,
one that had great shot values and
design features but little fizzle or
flashy eye appeal, would it be well-
received by golfers and writers and
resort owners? The expectations peo-
ple have today for instant visual
impact, the 'wow' factor, suggest to
me those days are gone."

So, the solution won't be found
(continued on page 11)

T11(. Golf Par,Klox (continued from page 7)

This is the great dilemma. How
do we accurately determine the posi-
tive attributes of the game while the
standards become more definitive?
What makes a great golf course? Is it
the beauty? Is it the maintenance?
The length? Shot values? vValkability?
Resistance to scoring? Or the intangi-
ble "enjoyment factor?" As much as
the course critics have tried, numbers
can't measure the game of golf or
golf courses! So, we end up valuing
the "product branding" over the
game itself.

The problem is that the dia-
logue about the game has been
reduced to these issues, rather than
focused on the game itself. How can
standards begin to measure some-
thing that uses few principles to
calculate the greatness of a golf
course or the pleasure of a round with
friends or family?

All golfers want a fun and beau-
tiful challenge. But we aren't
providing a fim challenge anymore.
We have designed to create challenge
and difficulty rather than accommo-
date playability. We have designed
length to accommodate par rather
than designing risk/reward to
accommodate strategy. We have con-
structed golf courses to meet an
aesthetic ... to market the "look"
rather than to "meet the market."

The Golf Paradox
I've explored the root causes of

our current industry crisis and I have
come to the conclusion that one cul-
prit of the game can be traced to the
father of modern golf course architec-
ture, Robert Trent Jones, Sr.,
specifically a quote about an archi-
tect's role to "protect par." His
simple, small and seemingly straight-
forward quote has prompted a
genetic change in the game. Golf is
now about protecting par with
yardage, difficulty, more daunting,
more picturesque and even "more
fair." Yardages increase, technology
responds, maintenance budgets soar,
expectations expand.

Need evidence? Look at the
changes to Augusta National, a great
golf course by any standard. Augusta
National was a great match-play golf
course. Any golfer could win with
shot-making; with an understanding of
the golf course; with strategy and

imagination; with solid approaches
and deft putting. Golden Age archi-
tects like MacKenzie, Ross and
Tillinghast used these principles when
they designed a golf course. Let the
golfer's imagination dictate play. But
by lengthening the course, the officials
at Augusta played right into the hands
of the stronger and longer players.

Longer golf courses with higher
maintenance standards and higher
fees are causing the game to lose. So
here's the bottom line. Is golf grow-
ing? No, it's worse ... Golfers are
choosing not to play because: Golf
is too hard. Golf is too expensive.
Golf takes too much time. To keep
up, courses spend more money to
update a facility, usually by making it
tougher, longer or more demanding
... fees or memberships rise. and
golfers opt out.

Can the industry grow (or even
survive) without golfers? Obviously
not. This industry has to grow to sur-
vive, and that means encouraging
golfers to try, learn and play more
golf. This won't happen given the
current expectations and perceptions
of golf and golfers.

~~"Ut ,

f1@f~Eubanks & Associates, llCI~ I Environmental Consulting/Ecological Restoration
A ToIIgro55 Group Company

You'll see it
when you
believe it
Think you've lost the
battle against invasive
weeds? Native plants
can win. Best of all,
with a little help they
will beautify and protect
your land forever.
Call us. Your satisfaction
is guaranteed.
10350 Deorlove Rood, Suite D
Glenview, Il60025
Phone: 877-699-8300
Fox:847-824-8326
Emo il:i nfo@eubonksinc.com

www.magcs.org 9



J~
~~ Charles J. Fiore Nursery

Chicagoland's Largest Selection
Of Premium Grade Plant Material

Over 1000 varieties of Trees, Shrubs,
Evergreens, Groundcovers, and Perennials

Ready for your immediate pickup or delivery!

Contact us for a demonstration of

LANDPRO SYSTEMS III
Landscape Management Software

16606 West Hwy 22
Prairie View, IL 60069
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