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Barber explains to Braunsky and Robbins
how the Steelers are a shoe in for the Super Bowl.
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Dan Sterr presented Wee One Board members
Dave Radaj and Paul Bastron a check

for $1000 from the Wadsworth Golf Charities Foundation.
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EDUCATION RECAP
Charles Anfield, CGCS, Heritage Bluffs Golf Course

Negotiating for Success

The MAGCS Members met at Seven Bridges Golf Club with Don Ferreri hosting the January Meeting.
Presenting an abbreviated version of their GCSAA Seminar: Negotiating for Success were Tommy Witt,
CGCS: Director of Golf Operations for Northmoor Country Club and Bruce Williams, CGCS of Bruce
Williams Consulting. Both gentlemen are MAGCS Members and former GCSAA Past Presidents. They have
significant experience working at high profile clubs between them and shared their insights on this topic.

Negotiating is defined as: discussing with others terms In a new position, GCSAA Career Development data
of business, political or diplomatic matters, to bring about reveals that 60-70 % of GCSAA Superintendents accept the job
a diplomatic matter, to bring about by mutual discussions. as offered. However, by opening a discussion, the negotiating

Negotiations occur all the time; we negotiate
every day in our relationships with wives,
children, employees, supervisors and vendors.
Bruce started out with, “You don't get
what you deserve, you get what you negotiate.
Ideally the goal is to create a win — win scenario.”
This occurs when the club and the superintendent
walk away from the negotiating table happy.
However, often times the Superintendent gets
overlooked or over matched as a negotiator
because of lack of experience in this type of
discussion. Negotiating skills must be studied
and learned. One can develop this skill by
reading self-help books and attending seminars.

process can begin. First, one has to demonstrate
a willingness to be able to prove himself. This can
be accomplished by asking for an annual perfor-
mance appraisal with built in incentives. When
starting a new job, it is best to set yourself up
for the future. What are you really worth?

Let your skill, work ethic and knowledge of the
job speak for itself by building upon an initial
starting compensation package with incentives.
GCSAA conducts annual salary surveys in which
information on average salary and benefit infor-
mation is available on a state-by-state basis.

As a GCSAA Member, this information is
available to you, use it.

Furthermore, it helps to identify objectives
and priorities. Distinguish between your own
personal wants and needs. In the principal of
exchange each side will have to make concessions.
Seek trade-offs to get what you want. Trade offs

During the application and interview may include: A pre- negotiated a bonus based
process it is very important to match the on performance. Extra projects create extra
responsibilities of the job with the salary offer. Tommy Witt led the day value. Beating schedules and timelines can
One of the ongoing mantras of the day was with some great information  also increase value. What is the value of getting
"if you don't ask, you don't get”. In most cases on negotiating. the course back to playing sooner than later?
the golf course is the key asset of the organization. Finishing under budget can also be incentive based. Identify
The golf course generates a wide range of revenues. You opportunities that are realistic and attainable and work them
have to be aware of the opportunities that each club possesses.  into your compensation package.

Negotiating takes work behind the scenes, study the club
or course. Who will be your boss? Is it the GM, Green Chairman,  Benefits and Rewards
Golf Professional, Director? Find out personality traits about those Benefits of working at a club can be of a cash or
individuals and gear your negotiation tactics to that individual. non cash basis.

Often you are on your own during the process, be prepared.

Negotiating a Job Offer

The average tenure for a Superintendent
at a facility is 7.5 years. The facts say you will
negotiate a new contract in your career.

(continued on page 25)

WWW.Magcs.org 23



http://turfweb.lib.msu.edu/starweb/servlet.starweb?path=web4.web&id=webfast4&pass=2fast&search1=scode%3dbulls%20and%20col%3deducation%20and%20recap&format=booksfull

ARTHUR CLESEN INC.

Premier Supplier of Quality Products to the Green Industry.

Dedicated To Servicel!l!

UP TO 25% LESS NITROGEN.

UMAXX® Stabilized Nitrogen fertilizer controls loss of nitrogen
into the air and soil, allowing you to reduce nitrogen usage by

up to 25%.*
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75% UMAXX - 100% UMAXX
100% UMAXX
75% UMAXX

arthurclesen.com
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100% UMAXX / Anderson, John.....630-669-0519
with Acelepryn #’Jv Clesen, Art 847-561-6236
Hamilton, Dennis..608-295-2494

Lamkin, John 708-259-4354

Spier, Scot 847-561-3139

Tomsheck, Lisa 847-561-4524
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Cash based compensation are things like: salary, bonus and
deferred compensation. Non cash based compensation are things
like: sick days, vacation, bereavement time, holidays, family leave,
outing bonus, clothing allowance, facility use, education, spouse
travel, no interest loans, education dues, vehicle and housing.
Opportunities exist for insurance compensation. Disability,
medical, dental, vision and dependent coverage are examples.
What's important to you?

Is it large compensation? More
security? The total benefit
package? The “negotiating
envelope” is what you pre-
determine the level of
compensation and benefits

is going to be before you enter
into the negotiation.

Agenda
When beginning the
negotiation, an agenda will

Channel your energy into moving forward. The employer is
looking for a short process without turmoil.

A big thanks to Bruce and Tommy for their entertaining
and informative presentation.

The second part of the education for the day was a
presentation by a company called Golf/Life/Business. Yost and
Rios, Digital Arts entrepreneurs have created a new business
venture with a “digital inter-
active magazine” to help Clubs
tell the story of their organiza-
tion or Club efforts.

Their video magazine or
social enterprise publication will
be accessible by iPad, Twitter,
Android, and Blackberry devices.
Their goal is to combine golf,
business, environmental aware-
ness and help grow the game
by catering to a youthful, often
overlooked demographic. They

help you cover all of the issues
of concern to you. You have
much to offer your employer.
List all your responsibilities and mention measurable criteria
such as attitude, team player, within budget, safety record.
Do not tie in your performance with subjective criteria or final
year revenue for the overall operation. Speak in terms the
employer is familiar with in his/her work place. Photos can

be a great tool. Be patient, be pre-
pared, be a good listener. Take
notes. Be honest.

Persuaders give reasons,
negotiators give concessions. Con-
tracts or employment agreements
protect both parties. It helps retain
the services of a proven performer.
Contracts are fact based and don't
depend on “fairness”. Contracts
can help awkward transitions from
Board to Board.

Severance and Separation

Prepare for the inevitable.
Some things are beyond your
control. A new G.M., new
President, new owner, bad
weather, you make too much
money, bad turf can happen
at any time and are all reasons for
separation. Be prepared for it.

The two times to negotiate
severance is on the way in and on
the way out. Don't sign anything
until it is the final deal. It might be a
good idea to consult a labor attorney
if needed. It may be worth it.

Seek guidance from others.
Analyze what's important to both
sides. Is it money, benefits,
reputation, transition, speed?

Aurora, IL60502

Matt Yost, () and Andrew Rios (r) explained their ideas
behind the new social media magazine "Golf Life Business".

Nadler Golf Car Sales, Inc.
2700 N. Farnsworth Ave.

want to create social enterprise
partnerships with the MAGCS
and their Member Clubs.

Yost and Rios presented a Case Study in which they
worked with the Chi Chi Rodriguez Foundation. Yost and Rios
filmed a short video at the Chi Chi Rodriguez Academy to repre-
sent what the Academy is all about and help get the message

(continued on next page)

Delivers

brains

and

brawn.

Vehicles that go where you need them to go, doing the jobs you need
them to do, day in, day out, without problems. Brains and brawn. Now

available in utility vehicles.

Call: 630-898-1616 for Eric, Chad or Dave
www.nadlergolf.com
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1 800.CLUBCAR e clubcar.com
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out about helping kids through golf. The film was a high quality,
sharp production. It featured narration, interviews, sound bites
and sharp images. It was very professionally done.

The video magazine concept uses stop motion gaming
technology to make the magazine “come to life”. It is very inter-
active, utilizing animation and tells stories that allow the user
to interact with the magazine.

Their goal with the MAGCS is to use the social network
to expand communication between the game of golf and our
Members. They think there is tremendous opportunity to expand
our golfing audience through this interactive social magazine.
They see our side of the story as untold and very interesting
today. Each course has a story to tell relaying the positive
impacts we make as land managers. How we manage the
environment in a responsible manner is the message we can
place and control for the world to see.

Their method of promoting this concept is first film a video
of your golf course and staff. They will follow whatever script you
choose and help you promote your message. The video is sent
back to your club and upon approval it will be posted online with
links back to your club and across the Internet. They will track
interactions or “hits” with people who view your video and help
you with future posts that will draw attention to your story.

Yost and Rios will provide analytical breakdown of viewed
video via search terms and geo track. The overall goal is to
expand your audience and build a larger network for your
course. Personal relationships can be created for long term
benefits. More information can be found at golflifebusiness.tv.
Or ask Luke. -OC

You work hard to maintain the
quality and color of your turf.

But now it's become just a little bit
easier, with SURFCOTE®-4 extended-
release fertilizer.

SURFCQTE-4 uses innovative polymer
resin to provide a temperature-
dependent nutrient release. As
temperatures warm, urea nitrogen is
released at a consistent rate, to match
the nutrient demand of the turf.

By extending nutrient release by up
to 120 days, SURFCOTE-4 helps turf
achieve its full potential for growth

and vigor.

The patented microthin

releases nitrogen, according
to temperature.

Dave Blomquist
(219) 871-4073

GET THE ADVANTAGE WITH SURFCOTE®-4. www.shawsknoxfert.com
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Tree _“ Mulch, Inc.

Tree Removal + Trimming * Installation » Stump Grinding + Lightening Protection * Cabling
Onsite Tub Grinding/Dyed Mulch Product (Turn Your Own Material into Premium Mulch)

(708)913-3916

DARRELL KOELPER

PRESIDENT

2 =
//: company

GOLF COURSE
CONSTRUCTION & REMODELING

» Safety and maintenance * Generators and pumps
» Tapes, measures and marking ~ + Fans and lighting
i * Eyewear, headgear and gloves  « Fuel containers
KOELPER MARENGO. 1L + Landscape products * Hand tools Asg
GOLF COURSE ,‘Bsa’te ... and a whole lot more!! oury, 0y,
CONSTRUCTION OFFICE: 815-568-8382 ‘““L;es Prog, ,,,AGCS

FAX: 815-568-1048
COMPANY HOME: 815.568-6603 Toll Froo 800.3626051 » Fax 0002557685 "™/
342 N. 400 E. « Valparaiso, IN 46383 « www.phpdistribution.com

PROFESSIONAL TURF & ORNAMENTAL PRODUCTS T . .

Large Variety Fall Mums

Douglas Suttor
Midwest Area M
Dtl)u gss(ct? qr;:i.:r’:cg:; ‘ l '-P A N To N ’ s

Greenhouses & Garden Centers

616.748.1977 Direct Line quali-pro.com

616.403.3983 cCell Rick & Bob Anton Gary Anton

616.748.1988 Fax ANTON’S OF KENOSHA ANTON'S OF EVANSTON
. 9140 Cooper Rd. (51st Ave.) 14126 Pitner Avenue

800.979.8994 Corporate Makdrteshim Agan Kenosha, W1 53142 Evanston, IL 60202

2740 Sandpiper Lane, Holland, MI 49424 e 414/694-2666 847/864-1134
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MIDWEST PERSONALITIES

Justin VanLanduit, Briarwood Country Club

Job Title: Golf Course Superintendent
MAGCS Member Since: 2004

Date of Birth: July 12, 1979

Place of Birth: Princeton, Il

Current Residence: The Great Bucktown/Wicker Park
neighborhood

College/Degree: University of lllinois/ Turf Management
Spouse/Children: Erin/ no

My Favorite Childhood Memory is: Driving all the large
equipment on the farm as a young kid.

My Personal Hero: My Dad

My Professional Mentors: Tom Prichard

Favorite Actor: Johnny Depp

Favorite Musical Performer: 30 Seconds to Mars

Favorite Restaurant: The patio if Prichard is cooking steaks
Favorite "Pig Out" Food: Frosted Flakes

Favorite TV Show: Border Wars

Favorite Color: Black

Favorite Professional Sports Team: Bears

Favorite Pro Athlete: Anyone who plays for the love of
the game

Favorite Pro Golfer: David Duval
My Handicap Index: .7

My Favorite Place to Play Golf is: So far The Club at
Strawberry Creek

My Best/Most Memorable Round: July 5, 2008 | shot a 66
at Prairie Landing, just couldn't hit a bad shot.
Also second round of the 2010 National Champion-
ship in Palm Springs started out 5 under after 7 holes
and went on to shoot a 69.

Erin and Justin VanLanduit all dressed up
for a night on the town.

The Most Interesting/Exotic Place I've been: Tamarindo,
Costa Rica

The Book I've Been Recommending Lately: The Anatomy of
a Golf Course

The Last Great Moive | Saw: The Social Network

In my Spare Time | Enjoy: Spend time with friends,
go to music festivals, snowboard, play some golf

Three Words that Best Describe Me: chill, chill, laid back

What | Enjoy Most about My Job: The sunrise with the
sound of the mowers in the background, and the sunset
with the shadows that get cast along the golf course.

What | Enjoy Least about My Job: Never having enough
time to get all | want to do done.

I'm a MAGCS Member Because: Support an association that
does a lot for my career, expand my horizons by meeting
others in the industry, education opportunities.

Bayer Environmental Science

John Turner

“Golf Course Work
a Specialty”

LEMONT PAVING CO.

EST. 1957

MURPHY’S
Tracy Murphy
11550 Archer Ave., Lemont, IL 60439
(630) 257-6701 » FAX 630-257-5194
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Water WELL & Pump SERVICES

Toop E. KERRY
Senior ProuecT MANAGER

AAA

Water Well Solutions
WESTERN OFFICE: Toll Free: (888) 769-9009
44W158 Keslinger Rd. Unit B Mobile: (630) 201-0749

Elburn, IL 60119 Fax:
NORTHERN OFFICE:
Lake Villa, IL 60046
SOUTHERN OFFICE:
Coal City, IL 60416

(920) 474-4771

E-mail: todd @wwssg.com

WWW.Wwssg.com

RIVERWALLS vro.

PO. Box 562, Barrington, lllinois 60011

GOLF COURSE ENHANCEMENT

Shoreline Stabilization, Creek Crossings
Stream and Spillway Re-Construction

1-888-254-4155

OFFICE: B47-382-9696

FAX: 847-516-0116

DARRYL SCOTT BURKETT MOBILE: 847-366-5400
C.E.O. E-mail: riverwalls@hotmail.com

Since 1968  Division of STL Corp. BUY EXPERIENCE

i il Kerry G. Anderson
Territory Manager

Office: (847) 910-3130
Valent U.S.A. Corporation Fax: (925) 817-5153
4819 Strong Road Cell: (B47)946-9138
Crystal Lake, IL 60014 E-Mail: kerry.anderson@valent.com

28322 Ballard Road
Lake Forest, IL. 60045

HALLORAN &
YAUCH, INC.

IRRIGATION
SYSTEMS

Telephone: 847-281-9400
Fax: 847-281-9780

On Course and the MAGCS thank our February advertisers.

COMMERCIAL TURF & TRACTOR
CONTRACTING, SALES, SERVICE, PARTS
Trust Your Turf to Us!
« Terra Spike™ Deep-tine Aeration « Oy ding & Slit Seeding « Core Collecting -
« Greens, Tees, Fairways, Sports Fields « Complete Turf Renovation -
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1-800-748-7497 * Bryan Wood, owne
Serving the Industry for over 25 years
Check out our demo and trade-in equipment for sale
= www.commercialturfandtractor.com

Buy from
our advertisers,
they are
in the know.

Antons Greenhouses Martin Implement Sales

Arthur Clesen, Inc. Nadler Golf Car Sales

BASF Nels J Johnson Tree Experts

Batteries Plus PAF Tree Service

Bayer Environmental Science Pendelton Turf Supply

Burris Equipment Company Phoenix Environmental Care

Central Sod Farms PHP

Chicagoland Turf )
ProGro Solutions

Commercial Turf & Tractor .
Quali Pro
Dunteman Turf Farms
Quali Pro
Gruenmann
Redexim North Amercia
Halloran and Yauch

i Reinders Inc
Harris Golf Car Sales
Hollembeak Construction Riverwalls
Syngenta

JW. Turf, Inc.

D eere Golf Synthetic Turf of Illinos

Knox Fertilizer Valent - Tourney

Koepler Golf Course Construction ~ Valent USA

Lemont Paving Water Well Solutions lllinos Division

Martin Design Partnership Waupaca Sand & Solutions
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