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A good idea
isn't enough...
even if it works

It takes planning, financing, patience and humility
to turn a good idea into profits

BY KIT BRADSHAW

T om Wait is a man filled with ideas.

The ideas pop up everywhere. .. on
airplanes, on golf courses, in the middle of
agood night’s sleep. Once he gets an idea, he
can hardly wait to act on it. It becomes an
obsession.

But Wait admits this obsession can some-
times get in the way of good business sense, It
can push aside legal advice, wiser counsel.
And it can bring about great success. . . but
also create costly mistakes.

Wait’s company, Donut Trimmer Equip-
ment Inc.in Pompano Beach, isinvolved with
several golf course maintenance products, all
invented by Wait: Donut Trimmer, Level-
Eez, AQua-Quick, and a greens encroachment
barrier system.

Each of these devices has met with success
in the golf industry.

Incredibly, none existed before 1987.

“In 1984, I started a landscaping company,
PSU Property Maintenance,” Wait recalls.
“We received the contract to maintain all the
landscaping fore the city of Boca Raton, and
also worked at some condominiums on their
landscaping maintenance.

“At the condominiums, they had cement
donuts for sprinkler heads, and we had to
trim them by hand every month as apart of
our maintenance routine. After doing this for
awhile,, I thought there had tobe a better way.
I came up with a metal blade which attaches to
a Weedeater. You drop the metal blade over
the donut, and it trims the sprinkler heads.
You can do 200 heads an hour, as opposed to
200 heads a day by hand.”

Originally Wait thought the device could be
sold to landscapers but a friend told him that
golf courses also had sprinkler heads. Lots of
sprinkler heads.

“The blade on our Donut Trimmer was
only 7 inches in diameter. The golf course
sprinkler heads were 8 to 11 inches in diam-
eter. The theory about dropping the blade
over the top and trimming around the
sprinkler head wasn’t going to work. But by
tipping the Donut Trimmer at an angle, we
found we could trim around any head, from
8 to 80 inches. It didn’t matter. With a little
further experimentation, we discovered the
trimmer could edge anything on the golf
course, including the bunkers.”
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Wait went on the road with the Do-
nut Trimmer. He went to the 1988
GCSAA convention and show and
talked to golf course superintendents.
With their positive response, Wait de-
cided to market the product, putting
ads in trade publications. The ads
brought tremendous response.

But, he says, “We had to show how
the Donut Trimmer really worked un-
der exacting conditions. We decided to
contact Eagle Trace, home ofthe Honda
Classic, and volunteered to do all the
detail work on the course — sprinkler
heads and bunkers — for free, just to
show what it could do under tourna-
ment circumstances. It was a success,
especially with the caddies, who could
see the yardage markers more easily.”

The Donut Trimmer show moved
west. Wait contacted a marketing firm
in Fresno, Calif., Growth Marketing,
whose owner Nick Dvorack arranged

for a demonstration at Hillcrest CC.

“There were several of the best golf
coursesuperintendentsinthe statethere
for ourdemonstration,and afterseeing
it, they too were sold,” Wait said.

Theyoungbusinessmanwas alsoable
to secure a distributor in California,
Pacific Equipment, the first distributor
of the Donut Trimmer.

Business was good, but Wait says it
was here that he made several mistakes.

He now admits he should have
stopped, concentrated on the Donut
Trimmer, its manufacturing and its
marketing instead of developing more
devices in quick succession.

Dvorack tried to develop a a mar-
keting program.

“But I was young, aggressive and
egotistical,” Wait said. “I wouldn’t lis-
ten to him. It was one of the biggest
mistakes I made.”

Despite his mistakes, his youthful
eagerness and inventiveness did pro-
duce several additional devices to help
golf course superintendents.

“When I was at Hillcrest, the golf
course superintendents were all talking
about encroachment of grasses onto
the green. There were several methods

used to control it, but many courses
were edging the greens by hand every
day.
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to keep the fairway grasses from en-
croaching on the greens,” Wait says.
“Even with a barrier, once the
turfgrasses hit the barrier, they would
growrightover it,and attach themselves
to the green. If we could develop a
barrier that would eliminate this
problem, then it would be a boon to
golf course superintendents.”

Another problem was minimizing
damage during installation.

“After all, you couldn’t go to a club
and say, ‘Well, I need to put this barrier
around your greens and we’ll have to
shut down your corse and disrupt the
area to do it.””

Waitlearned aboutacompanycalled
Line Ward, owned by Gene Ward of
Buffalo, N.Y. He and Ward met, dis-
cussed the problem, and Ward said
that his machine could be adapted to
cutthetrench and pull the plastic barrier
into place at the same time. It was still
Wait’s concept to have the ground crew
pull a steel leader each day to trim the
green edge with the fishing line.

By August 1989, Wait had developed
the plastic barrier, and Ward brought
his machine to South Carolina for a
demonstration at the Carolina CC. The
implanting of the plastic worked per-
fectly.

“We were able to have the machine
pull 200 feet of the plastic barrier non-
stop around the green,” Wait said. “In
fourhours, we had installed the barrier,
rolled it, and were ready to imbed the
steel leader into the plastic barrier’s
center groove.

But there was a problem.

Simply put, Wait’s fishing line idea
didn’t work.

“Gene was watching this disaster.
Finally he said that if we gave him a
week, he could develop a system that
would work. So we continued onto the
golf courses that wanted the barrier
installed. Plantation CC,
Loxahatchee, The Falls, and put in the
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“Potassium nitrate plays an important role in both our liquid and dry
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once. The microprills spread easily and move quickly to the soil sur-
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plastic barriers. We promised them,
that we would be back with a device
that worked with the barrier.”

Within a week, Ward had come up
with a tool with two guide wheels and a
blade, dull side up, that slipped into the
groove and allowed the superintendent
to clip the bermudagrass easily.

Eventually, Wait added a simple
chemical control drip system to this
tool at the request of superintendents.
The problem had been solved. The tool
created by Gene Ward worked with
Wait’s barrier design.

Since developing the Donut Trim-
mer, Waitalso had developed the Aqua-
Quick, a device which enables superin-
tendents to bring water anywhere on
the course and Level-Eez, which raises
the sprinkler heads to grade without
digging.

To use the Aqua-Quick, the superin-
tendent pops the drive assembly out of
thecouplervalvesinthesprinklerhead,
installs the Aqua-Quick, locks it with a
snap ring, and puts a hose on the de-
vice. This, according to Wait, can be
done in less than a minute.

Raising sprinkler heads was another
challenge.

“On most golf courses, you have a
swing joint connected to the sprinkler
head, and you have to probe to locate
thatswingjoint before beginningwork.
Then you have to dig by hand, and this

Undercapitalizationisthe chief
cause of small business fail-
ures, according to Randy
Cravey, business analystwith
the Small Business Develop-
mentCenteratHorida Atiantic
University in Boca Raton.
Cary Lewis, now golf course
superintendent at Orlando
Country Club, knows first-
hand about poor financing.
He and John Seid were part-
ners in an infrared photo-
graphic service to the golf in-
dustry — Remote Sensing,
Inc. — that had a brief life in
Horida and may now be res-
urrected in Arizona.

“We could photograph golf
courses, lakes, drainage, and
could identify subsurface
problems through this infra-
redphotography,”Lewissays.
“We couldfind drainage lines

put in 10 years ago; we could
find pine trees in decline from
too much water, before their
problems were evident to the
naked eye. [t was a great con-
cept”

But as Seid notes, the busi-
ness was underfinanced, and
that led to its decline.

“After giving it a try for more
than a year, we parted com-
pany. We'restill close friends.”
Today, Seid is still promoting
the concept,and from his base
inTucson, Ariz., hehas teamed
up with a new partner who is
developing financing sources
for the project. He is confident
that properfinancingwillmake
his infrared aerial photogra-
phy business a success.
According to Cravey, Remote
Sensing's problems were
typical.
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Undercapitalization is often the culprit

“Most people have an idea
about their business,” says
Cravey, “butthey don'thavea
business plan, and they don't
have the financial or manage-
ment expertise to run a com-
pany.

“They may not know their
market potential or have an
adequate cash fiow to con-
tinue to run the business.”
Cravey adds that from the
early stages of developing the
business, the owner needs to
establish a relationship witha
qualified attomey and an ac-
countant
“Theseprofessionalscanhelp
you make the decisions that
will affect the business
throughout its lifetime. They
can help you dewelop the
business plan that spells suc-
cess rather than failure.”

can take an hour or more with a skilled
irrigation technician doing the work.
Once you've raised the sprinkler head,
you’ve created an area what looks like
you exploded aland mine. The damage
is incredible.

“As a landscaper, I've installed a few

trees in my lifetime. After you dig a
hole, fill it with water and put the tree
in, ifthe tree is too low, youraise it with
the help of water and soil. I woke up in
the middle of the night and realized

that this same principle could be used
continues on page 53

P
’;’f\\

Special

GOLF COURSE

MIXES

Sterilization Available

THE FLORIDA GREEN/FALL 1990

Florida Silica

RJ Sand Co.,.

Complete Line of

NURSERY AND

Dade County
9249-3521

Broward County

923-8323%

Since
1948

LANDSCAPE

Materials

49




SUPPLY SIDE

Turf Industry
Roundup

GCSAA report
reveals buying

habits

The Center for Golf Course
Management, a subsidiary of
the GCSAA has released its
first marketing research re-
port, Buying Habits of Golf
Course Superintendents.

The report, scheduled to be
published annuallyin August,
was compiled from the re-
sults of surveys mailed to
more than 11,000 superin-
tendents. It includes infor-
mation on course demo-
graphics, purchasing behav-
iors, equipment inventories,
expenditures, customer sat-
isfaction, and planned im-
provements.

Asecondreport, Maintenance
Trends, studies current and
emerging golf course main-
tenance practicesbased on the
resultsofasurveysentto 1,200
certified superintendents.
This year’s report features
deep-tine aerification, poa
annua control, lightweight
fairway mowing, 72-inch ro-
tary mowers for maintaining
roughs, and computers.

Buying Habits is $945. Main-
tenance Trends is $100. Both
are available from the Center
for Golf Course Management,
GCSAA1617St. AndrewsDr.,
Lawrence, KS 66047; phone
913-841-2240.

Ciba-Geigy, Greensboro,
N.C., and Biosys, a Palo Alto,
Calif., biological pest control
company, have agreed to
jointly evaluate nematode-
based product that controls
cutwormsand armywormson
turf, and black vine weevils,
fungus gnats and white grubs
on ornamental plants.

Ciba Geigy will gather field
data, test-market the prod-
uct, which is based on the
nematode  Steinernema
carpocapsae (See Research
Report, page 33), and con-
duct market research with turf
managers and ornamental
growers.

The Biosys formulation, ex-
empt from EPA registration
requirements, can be applied
with standard spray equip-
ment.

PBI/Gordon Corp., Kansas
City, Mo., has acquired
amidochlor, the active ingre-
dient in Limit Turf Regulator
developed by the Monsanto
Co. of St. Louis.

PBI/Gordon has developed a
new tank-mix program com-
bining Limit and Embark 28.

The products
work in differ-
ent ways, ac-
cording to
D o u g
Obermann,
PGR product
supervisor for
PBI/Gordon.
Limit is taken
up through the
roots and Em-
bark through

the foliage. The tank mixture
reduces the amounts used of
each product with results that
combine the best features of
both, according to John Van
Haften, PBI/Gordon director
of research.

Jacobsen Division of
Textron, Racine, Wisc.,
sponsored a three-day turf
seminar in Manchester, En-
gland, for 25 students from
the United Kingdom and the
Netherlands.

Among the featured speakers
was John Piersol of Lake City
Community College., who
discussed the U.S. golfindus-

try.

Lofts Seed Inc. conducted a
field day for turf profession-
als at the company’s farm in
Martinsville, N.J. in July.
Among the speakers was Dr.
Virginia Lehman, who re-
cently worked on developing
heat-tolerant bentgrasses at
Texas A&M University
(Florida Green, Spring 1990)
and now heads Lofts West
Coast Research Center in Or-

egon.

Lesco Inc., Rocky
River, Ohio, has
promoted Carl
Meermans (PIX)
to vice president/
operations. He
joined Lesco in
1987 as a systems
analyst and was
promoted to op-
erations manager a
year later. He will
add transportation

Carl Meermans
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to his current responsibilities
of fertilizer production and
warehousing.

Boynton Pump and Irriga-
tionSupply, BoyntonBeach,
was named golf distributor of
the year by Rain Bird at last
spring’s GCSAA Convention
and Show in Orlando. The
awardisgivenannuallyto “the
distributor whodemonstrates
the highest level of customer
service and sales perfor-
mance,” according to David
Ragan, one of three Boynton
staffers on hand to receive the
award from Rain Bird’s na-
tional golf sales director, Ed
Shoemaker. The others were
Tim and Jon Kilpatrick.

Southern Turf Nurseries,
Atlanta, has named Ron
Gelvin (PIX)
general man-
ager of the
company’s
500-acre pro-
duction farm
in Lake Wales
and Bill
Carraway
(PIX) sales
manager for
Floridaand the
Caribbean.

Gelvin had
been opera-
tions manager
of the W.H.
Stewart Ranch
in Bartow;
Carraway
moves out of
the com-
pany’s Atlanta
sales office.

-

Bill Carraway

( Come see us at the FTGA show booth 534 & 536
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Golf Course
Accessories

Ballwashers e Detergent ® Mounting
Pipes & Bases ® Tee Signs * Spike
Brushes ¢ Hole Cutters ® Flag Poles
* Flags ® Cups ® Rakes ® Benches
* Tee Markers ® Practice Greens
Markers ® Whipping Poles ® Course
Signage ® And More.

Requested by players. Preferred by
course professionals. Specified by
designers and used with pride

wherever golf is played.
Call your Par Aide dealer today for
our FREE CATALOG, or call us at

612/779-9851 for the name of the
dealer nearest you.
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Reference
Library

Recently released professional literature

Master Planning: The Vital
First Steps in Golf Course
Construction: 12-page pam-
phlet. Free (SASE) from
American Society of Golf
Course Architects, 221 N.
LaSalle St., Chicago,IL60601.

Excel Industries Full Line:
Pocketsizebrochuredescribes
professional features ofrotary
mowers. Free from Excel In-
dustries, Box 7000, Hesston,
KS 67062; phone 800-835-
3260

Golf Course Professional’s
Guide to Turfgrass Selection:
Divided into geographical re-
gions. Free from Lofts See
Ind., Chimney Rock Rd.,
Bound Brook, NJ 08805.

Tree, Turf and Ornamental
Pesticide Guide: Informa-
tion from the basic manufac-
turers’ labels and the EPA
pesticide summaries. $15.50
from Thomson Publications,

P.O. Box 9335, Fresno, CA
93791; phone 209-435-2163,
fax 209-435-8319.

Evolution of the Modern
Green: 24-page brochure by
Dr. Michael Hurdzan. $5
from American Society of
Golf Course Architects, 221
N. LaSalle St., Chicago, IL
60601.

-
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Your Sand Man

E. R. JAHNAIND., INC.
LAKE WALES, FLA 33859-0840

(813) 676-9431

Rock

Dolomite B

Hi-Cal

Pike Creek
Turt Farms, Inc.

Rc;ute 2, Box 376-A * Adel, Georgia 31620

1-800-232-7453

Producers of Quality Sod and Sprigs

Row Planting

e Tifdwarf
e Centipede

e Tifway - 419
e Tifway II

®* Meyer Zoysia
* Tifgreen - 328
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from page 49
with sprinkler heads.
“Right there, I drew the idea on pa-

»

per.

Wait said he created a system to get
water and soil into the ground under
the sprinkler head to raise it. First he
locates the swing joint by probing it.
Then he injects water around the
sprinklerhead. After removing thedrive
assembly, he locks in the Aqua-Quick
and a threaded rod. Using a platform
puller and two landscape logs for le-
verage, he turns down on the rod and
slowly the sprinkler head is raised. The
waterandsoil slipunderthehead. There
is less damage to the ground and the
area can be repaired with topdressing.

Even with a measure of success from
his inventions, Wait says that the
company was — and to some extent
remains — underfinanced.

“The landscape business brought in
money which we used to finance the
Donut Trimmer,” Wait said. “Several
personal friends also put money into
thebusiness. But thisisn’t really proper
financing.”

Wait sees potential for his products,
as he regroups and develops a stronger
business plan. Precision Small Engines
in Pompano Beach is his national dis-
tributor and he feels this relationship
will help increase his chances for suc-
cess.

And he is now using good legal ad-
vice, something which he ignored in
the early days of product development.

“If you talk to alawyer, and he says it
will cost $1,500 to do the paperwork, it
sounds like a lot of money, especially
when you are starting out,” Wait says.
“But it’s a matter of pay now or pay
later. From my experience, I should
have had good legal advice. It would
have saved money. It would have saved
friendships with those involved with
my inventions.

“Now I have a good lawyer. I don’t
make a move without him. And I usu-

ally do what he says. I don’t let my ego
get in the way. I guess I was so excited
about each invention that I wanted to
get them going, and I didn’t want to
stop and do a business plan or seek
proper legal advice.

“At this point, I have to stop, look at
my mistakes, and do nowwhat I should
have done two years ago,” Wait says. “I
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have to work on the business plan,
create strong marketing with good ad-
vice, listen to my lawyer when he tells
me that a contract is workable or it’s
not. We are still underfinanced. But
I'velearned from my mistakesand from
the money I've lost in the process of
building the company name.

“I'm on the right track now.”  ~y
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New for 1990

OUR TREE ROOT PRUNING
AND
PREVENTION SERVICE
We install a root barrier system effective in control of
tree root intrusion of cart paths, septic tanks, etc.

ALWAYS OUR SPECIALTY

CART PATH PAVING AND REPAIRS
WHY DO BUSINESS LONG DISTANCE?

BLACKROCK is right here serving:
Palm Beach, Martin and Broward County

Contact:
DELL HAVERLAND

HAVERLAND BLACKROCK CORPORATION
Boynton Beach, Florida
Since 1979

(407) 369-7994
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