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I have 10 years’ experience as a superintendent
and two years’ experience as an equipment sales
rep. The purpose of this article is to relate some
of my experiences as a sales rep in hopes that
this will increase understanding among the two
groups. Following are a
number of the questions
most commonly asked of me
while I called on the
hundreds of golf courses in
southeast Florida.

“Do you miss being a golf
course superintendent and,
if so, what do you miss
about it?”

[ always thought the
implication of this question was that I had left
the industry. I never felt like | had left the golf
course maintenance industry, although there
were those who were disappointed to lose me as
an “A” member.

The answer to the question was yes, even
though at the time I had no intention of going
back. Interaction with the crew was what |
missed most. Training and educating are
primary objectives of the superintendent’s

position, and I very much .

enjoyed that part of the
job.

“How does it feel to not
have all the pressure?”

When I was asked this I
thought to myself, “What
are you talking about?”

There is a tremendous amount
of pressure in sales. It is amazing
to me how the professional
sales reps are so good at
masking the effects of this
pressure.

Superintendents and
other decision makers do not see
it and this is truly a tribute to
how well these sales reps
manage their own stress.
Salespeople are expected to micro-
manage their time to the minute but
always come across as if you are the

only customer on the planet.

,.‘

Salespeople must produce sales every day.
They can never allow themselves to be down or
tell their customer what they really think about
their decision to purchase a tractor for $300 less
from a dealer who could not care less about the
golf industry!

In addition, you must address any problem
situation that may occur while you are making
sales. I was responsible for seeing to it that a
very considerable percentage of the golf courses
in south Florida were being mowed on a daily
basis.

There is pressure from the principals in the
distributorship, from the superintendents, the
mechanics, the manufacturer’s reps, and that
guy who cut you off in traffic. Is there no
pressure in sales?

Consider the following sales formula:

Production minus Sales = Scrap

“What can you do to help me do a better
job?”

The salespeople who call on you are really
your employees. They should be viewed as
another resource who supports your efforts just
like any other member of your crew.

Would you ask your assistant what he or she

could do to help you do your job
better?

[ think a better question would
be, “What can I do to help you do a

better job?” I have some thoughts

on this.

1) Be honest with your
salespeople. Telling someone that you do
not intend to do business with them this
time is not pleasant. But tell them, tell them
why, and tell them in a timely manner.
2) Give your salespeople good
information. It is their job to find
out what you are buying and when
you are buying it. They also need to
know what products you favor and why
and if there is anything about these
products you would like to see improved.
This information will allow your
salespeople to present the products that best
fit your application. Sometimes getting this
information is like pulling teeth. I am not sure
what negative consequences could occur by
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providing this information; I cannot
think of any.

3) Do not abuse demonstration
equipment or demonstration policies.
All of the manufacturers make excellent
equipment. How long should it really
take to determine whether a piece of
equipment is best suited for your
application?

Take as long as you need, but do not
run up a lot of unnecessary hours or
abuse the equipment. Internal damage
resulting from misuse may not be
apparent to the dealer or the future
purchaser — a fellow superintendent.

4) I would like to make an note here
regarding good sales tactics versus poor
ones. When I called on a
superintendent, I had three areas I
wanted to discuss — my commitment
to the industry, my company’s
commitment, and my products.

I never wanted to take valuable time
to discuss shortfalls in my competition.

Every sales rep can do a very effective
job of disparaging the competition.
Chances are they know their
competition as well as the people
working there. Sales reps who resort to
this should be viewed as weak and not
worthy of your business.

5) I used to receive a newsletter that
was published by one of the other
manufacturers. There was an article in
one of these that stated, “All things
being equal, people will still do
business with their friends.”

The next time you think you are
having your time wasted by a sales rep
making small talk, consider this
statement. It is the sales rep’s job to
maximize sales. If making friendships
among clients will accomplish this,
then that is what must be done.

If we all make sure we are basing our
purchasing decisions on value and what
is best for our clubs, and not personal
relationships, both sales reps and

superintendents could use their time
more wisely.

“You should sell your equipment
for cost because you make so much
money on parts.”

This is the capitalist free market
system of American we’re talking about
here. If there was so much money to be
made distributing golf course
equipment, investors would be tripping
over each other to get into the business.
Certainly there is a profit to be made,
but it is an honest profit.

No one is getting rich overnight
doing this.

There is a minimum amount of
profit that must be made in order to
justify the risks associated with doing
business. It is my impression that most
distributorships operate very close to
this minimum profit margin.

It is also my impression that if the
profit margin was to fall below this
minimum, the owners would be better
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off investing in CDs or municipal
bonds. Another thing to consider — do
you really want to spend $987.50 on a
rotary mower blade?!

“How difficult was it to make the
transition from superintendent to
sales?”

There are many similarities between
these two positions.

Most superintendents are excellent
salespeople and they do not know it.
How do you get projects
and budgets approved?
You sell them to the
decision makers.

How did you get your
position in the first
place? You sold yourself
and what you had to offer.

I believe in order to be a
good superintendent you
must have all the attributes
and skills necessary to be a
good salesperson.
Preparation for budget
presentations and sales
proposal presentations are
practically the same.

One difference is that the
salesperson is an expert in one
facet of the industry. He or she
can focus on the products
they sell and the
competition’s as well.
The superintendent

must manage all of the different facets
and cannot focus too long on any one
area.

“What’s it like to take weekends
off?”

There are many salespeople who
work weekends. We did many
demonstrations on weekends because it
was the only time we could free up the
piece of equipment and the
superintendent was agreeable.

We also delivered

equipment on M
weekends

because O

“I believe in
order to be a good
superintendent
you must have all
the attributes and
skills necessary to
be a good
salesperson.”

the superintendents were desperate to
receive it. In addition, as I mentioned
earlier, salespeople must micro-manage
their time.

If decision makers are at work, the
sales rep needs to be out calling on
them. Weekends and evenings are the
only time most salespeople can do
planning and other paperwork, and
there is much of that.

I like to tell my assistants that they
cannot know what it is like to be a
superintendent until they have held the
position. Those who went on to accept
head jobs later agreed.

I feel the same is true for sales
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positions. I believe most
superintendents feel they have some
idea of what is must be like to be in
sales. I do not believe they do.

I believe salespeople work much
longer and harder than most
superintendents realize. I found the
people in the sales arena to be highly

trained, devoted professionals. It is a
position that keeps you up at night,
considering how you might best serve

the customer and thus get an edge on
your competition.

I found that the best superintendents
treated their salespeople like
professionals, and this is the way it
should be.

Author’s Note: Yes, 'm a
superintendent again. I enjoyed the sales

position I had very much. But, like any
new opportunity that comes along there
are risks and rewards.

This one wasn’t meant to be. The
Wahlin family is now settled in to a new
location on the West Coast. Longboat
Key.

By the way, sales reps are welcome! -

(305) 581-0444

SPREAD-RITE, INC.

CUSTOM SPREADING
FERTILIZER « DOLOMITE * ARAGONITE

LAMAR SAPP

6001 S.W. 19th STREET
PLANTATION, FL 33317
MOBILE: (407) 479-9417

BOB RITTEN
SANDTRAP SERVICES

1-800-770-9755

Beeper: (407) 457-8265

Free Estimates
(Including Tonage Needed,
Put in and Spread)
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"Floratine Products are essential for quality turf. Per"4"Max brought on
dramatic improvement through transition & in maintenance. The amend-
ments are excellent for soil management. (They) really balanced the

nutrient composition in my soils."

Jim Morgan, Supt.
Bay Point Yacht & CC
Panama City Beach

/ \
KEEPERS OF THE GREEN
¢ \

"Sodium is my #1 problem. Since | started
using Floratine Products, especially CalpHlex,
my greens have never looked better."

Tim Sever, Supt.
Sanctuary Golf Club
Sannibel Island

Plornatine of Plonida

(a devision of Tampa Bay Turd)
Terry Brawley Richard Beck Jim Lawson Gavin Lapper
(813) 441-1636  (813) 786-5449 (941) 995-0215 (407) 539-2514
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...worth recycling

Then and Now

By Pat Kriksceonaitis, GCS,
Essex Country Club

As I sit at my desk and tally the year-
end totals for water fertilizer, plant
protectants, and man-hours, it’s hard
to believe how different the
maintenance program is from just five
years ago. Members’ expectations have
increased. The amount of play has
increased. Being on the town’s aquifer
means limitations on water, fertilizers
and plant protectants. What have I
gotten myself into?

Back in the stone ages, if the greens
were hungry, they got fed. If the tees
were hungry, they also got fed. Now
only 50 to 60 percent of the fertilizer
applications are on a blanket
application basis.

The rest of the time only high-wear
areas and specific areas in need of more
growth are fed. The large, sunny, well-
drained greens and tees don’t get nearly
as much food as the smaller beat-up
ones.

To compensate for the increased
traffic, it would be nice to increase the
aeration. However, the players who are

increasing this play would go ballistic if
the playing surface was disrupted more
often. So now we spike the greens
instead of mid-season aerating.

Depending on the season, some
aeration is done, but it’s solid tines
instead of hollow. The whole green or
collar isn’t done. Once again, it’s the
high-traffic areas where the play gets
congested on a green or tee or fairway.
The majority of the playing surface
isn’t disrupted.

Even with the turf being managed
more closely these days, the need for
plant pesticides is as important as ever.
Gone are the days when if it was
Thursday, the spray rig must be
applying something.

The frequency and amount of
pesticides have been greatly reduced.
While most of the fungicide
applications done on greens and tees
are on an area-wide basis, there are
several weeks or months between
treatments with only some follow-up to
the severely shaded or stressed areas.

Insecticides have almost disappeared
from the routine program. In 1995, no
treatment for cutworms was necessary,
and only three acres of turf were
treated for beetle grubs (and two acres
were tennis courts).

How is this possible?

By knowing the property, mapping
hot spots and monitoring for the

different pests, a lot less active
ingredient needs to be used on an
annual basis.

So what does this all mean to the
maintenance program? The annual
amounts of fertilizer and plant
protectants are greatly reduced. The
amount of man hours needed for
monitoring and spot treatment is
greatly increased.

The need for more year-round
personnel who are conscientious and
reliable is greater than ever. The more
we limit the artificial life support
systems, the more efficient and
accurate we have to become in their
usage.

Can the playing surface be what our
members expect? It’s possible, but not
without greatly increasing the human
monitoring and management of them.

From Turf Talk — A publication of
the New Hampshire Golf Course
Superintendents Association

The Word “Green” in Golf

A good deal of confusion surrounds
the use of the word “green” in proper
golf terminology. Should one use
“green fee” or “greens fee?” Isita
“greenkeeper” or a “greenskeeper?”
Exactly what area does the word
“green” pertain to on a golf course?
And is it the “USGA Green Section” or
the “USGA Greens Section?”

Tifton Physical Soil Testing Laboratory

Specializing in:

® Testing All Materials for USGA Golf Green Construction.

* Developing Putting Green Rootzone Mixtures that meet USGA Specifications.
* Recommending Topdressing and Bunker (Trap) Sands that meet USGA Specifications.
* Developing Sportsturf Rootzone Mixes with Optimum Physical Properties for Athletic Fields.

1412 Murray Avenue
Tifton, Georgia 31794

T. Powell Gaines
(912) 382-7292
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¢ FEasy to mow
¢ Cold Tolerant
e Dark green color

e Shade or Sun (great

Green is a noun and has two proper golf meanings. The first
meaning is chiefly of Scottish origin. It simply defines all
territory of a golf course, or all areas outside the confines of the
clubhouse.

Thus, it can be used in relation to all outdoor areas of a golf
course. The second meaning, most readily known to modern
audiences, means the area of short grass surrounding a hole.

This area is generally mown and rolled to the smoothest
possible texture. In keeping with the first meaning, a

\J
greenkeeper is someone whose responsibilities entail for shady golf tee's)
maintaining all areas of the golf course outside the clubhouse. e No. 1 in Drought
The term was changed to golf course superintendent in the Tolerance

United States several decades ago.

e Disease Resistant

1-800-273-8608

In almost all cases of using the word green in golf
terminology, the use should be singular. Green fee,
greenkeeper, green committee, and USGA Green Section are all
correct uses.

One final word on this subject. Green, in proper golf

terminology, does not refer to any particular color found on a GGCsA
. . ASPA North
golf course. It only applies to areas or regions of a golf course. Tel: (770) 832-8608 GA Sod ' Qeorple.

From - The USGA Golf House, Far Hills, NJ.
"El Toro" Licensed by University of California

USA Dist. For ALLEN WALKOVER SPRAYERS

S5 GOFOR

Yy
THE PROFESSIONAL SUERL

Tank Capacity: 5.5 Gallons:
Delivery Volume: 33 Gallons/acre

We go for you!

This elite sprayer is designed and
built for the professional user for
the accurate treatment of large
areas of fine turf, such as bowling
greens, cricket squares, golf greens
and tennis courts.

Order by phone or fax

1-800-475-7081
Fax: 813-475-7081

For Go-For Distributor nearest you call 1-800-475-7081

ACCESSORIES Par Aide Chalk Broyhill Sprayers Break Thru Lifts & Lift Tables

American Eagle
Bayco

EZ-Rake

Fairway Markers
Flex Stakes

Fore Par

Markers, Inc.
Master of the Links
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Standard
Southern

TA.T. Golf Signs
MISC.

Barrier Net
Chain, Rope
Marking Paint &

Grid System

Igloo Coolers

Tee Towels

SEED

TMI - VIP Blends,
Poa Triv., Rye, Bent
EQUIPMENT

Allen

(Grains Keeper)
Red Max
Stihl
Tanaka
Tool Totes
FERTILIZERS &
SOIL AMENDMENTS
Axis

Howards Fertilizer

Plant Marvel (Nutriculture)

PARTS & SHOP
SUPPLIES
Accu-Gauges

Back-Lapping Machines

Grinders
Lapping Compound

R & R Distributor

Safety Equipment

Tire Changers

Tools (Wholesale)

SERVICES

Pesticide Applications, Inc.

Campbell Aerifications
Services
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...continued

Can We Talk?

Is Productive Communication Possible
at Your Club?

I was touring a golf course recently
with a fellow superintendent and was
overwhelmed by how perfect his
grounds were.

The fairways were tight and weed-
free, greens were uniform — even the
rough was consistent. Then a funny
thing happened. A group of members
stopped to give him their comments on
the conditioning:

“Hey, did you f- up the 12th hole
yet?” “What the hell are you doing on
number seven?” “These fairways are
horrible; I can’t hit my three-wood off
them.”

These are actual quotes from
respectable members of a prestigious
club. Four or five more groups
approached us on our tour, and not
one had a positive comment. There
wasn’t a single, “Hello! Good
afternoon.” It may not be this bad at all
clubs, but a pervasively negative tone
seems to be prevalent at many clubs
today. What's going on?

In the last few years, it appears that
the playing surfaces at our club have
gotten better and the appreciation of a
job well done has diminished. Has this
raised the stress level of you and your
turf?

Has the recent rash of job openings
in the region made you more-or-less
secure in your job position? I'm getting
a stress headache just thinking about it.
The stress on the average golf course
superintendent is greater now than
ever, and it’s not going to subside in
the near future.

Why is that? Have we promised our

members more every year so that it’s
difficult to live up to expectations? Has
TV golf conditioned our members to
expect indoor arena conditions every
day regardless of the weather, amount
of play or budgets? How about our
members’ personal lives? Have they
become so negative from all the
downsizing in business and the
uncertainty of their immediate future?

I think the answer is “yes” to all three
questions. I think one problem many of
us have is promising the moon, even
when we know our booster rocket is
short on fuel. During the good years,
Mother Nature may help us reach our
destination safely, but during the bad
years, even with the 14-hour work days
and the miracle cures for diseases, the
finished product just doesn’t meet
expectations.

Often the amount of play is too
much, the window of opportunity to
do “meaningful” work is small, and the
cultural practices, so needed to
maintain fine turf, are frowned upon
by committee members.

And beyond all that, the cost of
producing a hundred acres of
immaculate turf is usually more than
our clubs’ budgets can handle. Then
our members go home and watch a
perfect golf course host the best players
in the world. What do they think
during the commercials?

“Time for a cold one?” Well, maybe,
but more likely it’s “I hit a putt just like
that today and my ball didn’t come
close to the hole! Our greens are
horrible.”

Television, which during the 60s was
responsible for the upgrading and
increased popularity of the game, has
gone beyond that and dissects every
aspect of the playing surface and the
player’s golf swing.

It is no longer a game played on
unique and different golf courses,
which offer a multitude of diverse

conditions. There are now written and
unwritten uniformity standards which
the announcers live by in the
commentary of the action.

On TV, golf greens must all putt the
same. It doesn’t matter if one green is
surrounded by trees and built on clay,
and the next green is open and built of
sand. Uniformity rules and “knowing
the greens” doesn’t enter the
commentary. Funny thing is that the
turf management professionals have
gotten so good that uniformity is
usually achieved.

Television has increased our
paychecks and decreased our job
security. The average member, even at
wealthier clubs, has seen his or her
standard of living remain stagnant, or
even decrease, in the last 10 years.

The profit margins are squeezed ever
tighter. Downsizing has been the
operative word since the mid-80s in
most larger corporations. Most
people’s personal budgets aren’t so
large that they can spend lavishly on
nonessential items. Golf and club life
may be essential to one’s mental health,
but it usually falls after the house, car
and schooling for the children.

How about the chaotic world around
us? Just turn on the six o’clock news.
Many of us have become desensitized
to the killing and corruption broadcast
on the evening news.

But it does affect the psyche.

After a tough week at work worrying
about the acme balloon account not
producing as expected, and hearing
rumors of a layoff because of a poor
quarter, and hearing from your wife
that the car has just died, and your kid
is taking a field trip into the city (right
where a killing occurred last week), Joe
Member is going to play a round of golf
at the club.

On the first tee he has high blood
pressure, only two hours to play
because he has to get home, and no
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practice since his last round. How is he
ever going to shoot a good number?
How is he doing to complete his round
calmly and full of praise for a job well
done?

The job at hand isn’t as simple as
showing up for work and getting
maximum efficiency out of the staff
and yourself. That doesn’t work at
many clubs. We have to do more —
not with our hands, but with our
leadership, in several areas.

First, we need to put the “game” back
into golf. How do we do this? Every
club will be different. Maybe talk with
the pro or the club president or the golf
chairman — whomever you have a
good rapport with.

Get the conversation around to
recognizing any problems that may
exist. Then you can take it in any
positive direction you want. It will take

many discussions before any tangible
results are made.

Second, get the club to write a
mission statement. If the club can
express in writing what it wants and
stands for, then it will be easier for you
to communicate what needs to be done
to achieve those goals.

With a mission statement, you can
go to any of the golfing industry
consultants (USGA, NGF, state
agronomist, fellow superintendents)
and get supporting documentation on
what is needed to do the job.

Third, communicate to your golfers
that when they play golf they should
leave the negative trappings in the
parking lot. This is a great game, and it
is being hurt by people taking the sport
out of it.

We cannot change the way society
puts pressure on all of us. We can, by

using a little imagination and foresight,
change the way our members view us
and our golf courses.

We need to convince them that our
few acres of turf are there for their
enjoyment. Anything less, and they’re
not getting their money’s worth. So
during these winter months, think of a
positive way to put a spin on what you
do for your club and what your club
does for its members.

Our jobs and our mental health will
only be made better with a little
positive communication.

From: Turf Talk, New Hampshire
GCSA
Credit: Hole Notes, October 1995

-

Setting the Standard

Laser Controlled Leveling
and Top Dressing for:

- Golf Tees

- Sportsfields

- Tennis Courts

Call Your Leveling

Experts:

- Dale Witting - Main Office
407-692-3771

- Ken Andersen - West Coast
941-743-3956

- Gary Clemmor - East Coast
407-692-3771

P.O. Box 2179
Palm City, F1. 34991
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<] NEW PUTTING GREENS!
" 4 PLAYABLE IN THREE WEEKS!

INSTALLATION:

HAVERLAND BLACKROCK CORP.

The innovators in Golf Course Construction can rebuild and
recontour your greens and have them back in play immediately!

LASER
GRADING

Tees, Greens, Fairways, and Athletic Facilities

= USGA PUTTING GREEN RENOVATION =
\&PNERLANO

GOLF CONST.

9819 STATE ROAD 7 = BOYNTON BEACH, FL 33437
(407) 369-7994 = FAX (407) 364-1118
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FOR INSECTS !

|
RegalFate™ is a
granular insecticide
with the active
ingredient impregnated
on a 100% edible
organic carrier and
y then baited with
an attractant to lure
insects. And lure
it does. Mole
crickets, grubs, sod
webworms and a host of
b other pesky insects
are drawn to
RegalFate™ and
then make the
fatal mistake
of eating it.

SOD WEBWORM

RegalFate™ is many times more effective
because the insect ingests it. Control by
contact or vapor action is only partially as
effective as the ingested toxicant. Spread the
dry granular RegalFate™ for superior results.

EGAL

CHEMICAL COMPANY

Regal Chemical Company
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...to the Editor

Dear Joel:

To your “Green Side Up” column, Winter
‘96 issue, pg.88, nothing more needs to be
said. It is a powerful treatise suitable for
framing for review by members, players
and the staff at every course.

Bravo!

Sincerely yours,

Terry Ward

Sales Manager

Milorganite Division - MMSD
Milwaukee, WI

Dear Terry,

Thank you for those kind words. Thanks
also to those superintendents who called
or spoke to me in person in Orlando to
voice their appreciation for that piece.
That one’s for all of you!

Joel D. Jackson, CGCS
Editor

Dear Winter Season Golfers:

Throughout a portion of the eastern half of
the country, a prolonged period of high
daytime and nighttime temperatures during
the late summer caused widespread turf
loss at a number of northern courses. While
hot and humid weather is normally
expected during the summer in Florida,
record-setting hurricane and tropical storm
activity also occurred this year. As a result
of the extremely heavy rainfall from June
through October, facilities around the state
experienced a variety of additional
problems. The purpose of this letter is to
advise everyone that this summer’s weather
is having an impact on winter season

course quality and conditioning.

Normal annual rainfall in South Florida
averages 58-60 inches. In a lot of areas, this
amount of rain was experienced in 3-4
months. During this time, two 100-year and
a 25-year rainfall event occurred. In mid-
October, a tropical depression hit the lower
portion of the east coast and dumped 15-20
inches of rain in a 24-hour period. Total
rainfall for the year will be in the 85- to
over 100-inch range in many areas. To put
this amount of water in perspective, an acre
inch of wAter is 27,154 gallons. Thus, a
120-acre golf course that gets 60 inches of
rain has to deal with 195.5 million gallons
of water. This is obviously a tremendous
amount of water and does not even take
into consideration runoff from surrounding
areas. With the persistence of a saturated
soil and depletion of soil oxygen content,
turf growth and development was
negatively impacted for several months
and, in some instances, turf loss or death
was experienced due to flooding.

Further compounding matters was the
occurrence of numerous heavily overcast
days and a significant reduction in sunlight.
The base bermudagrasses of Florida golf
courses have an extremely high light
requirement for sustained healthy growth.
The early fall is a very critical time for
storing of carbohydrates and preparing the
turf to survive the winter months. As a
result of the adverse weather, this was not
possible, and thus courses throughout the
state are having to go into the primary play
season in a weakened condition. The early
development of traffic wear problems is
being observed at all facilities and is a
direct consequence of the weaker
condition of the base turf. A full recovery
from this situation simply cannot be
achieved until this next spring and early
summer.

During Turf Advisory Service visits to
courses around the state, a collective

YOUR “ONE-STOP” SOURCE

FOR AMERICA’S LEADING
GOLF SURFACES & SUPPLIES!

PARTAC"

Terra-Graen

THE POROUS CERAMIC

SOIL CONDITIONER

HIGHLIGHT GOLF HOLES,

IMPROVE VISIBILITY,
& MAINTAIN CONSISTENCY

U.S. GOLF HOLE

GOLF COURSE
TOP.DRESSING | WEW

pariac wey] TARGETS

COLORED CERAMIC

GREEN SAND
DIVOT REPAIR MIX

PARTAC® GREEN SAND BLENDED
WITH PARTAC® PREMIUM
TOP-DRESSING FOR EXCELLENT
GERMINATION AND
DEEP GREEN COLOR!

A

THE Best DivOT REPAIR MIX AVAILABLE! ACCU-TECH™

HEAT TREATE

FLEXIBLE GOLF COURSE MARKERS
TURF DRAG MATS & BRUSHES
SAFETY FENCING & BALL NETTING

AVAILABLE NATIONWIDE

800-247-2326

IN N.J. 908-637-4191

PRECISION CUP CUTTERS

TerraFlow"

Drainage Systems

TYPAR.

GEOTEXTILES & TURF BLANKETS

PARTAC PEAT CORPORATION
KELSEY PARK, GREAT MEADOWS, N1 07838

3 AND MANY MORE
ORLANDO (FL) MEMPHIS (TN) RENO (NV)

GOLF SPECIALTY PRODUCTS

P.O. BOX 900 / ALPHARETTA, GA 30239
PHONE 404-475-4837 / 800-621-5208 /
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comment from superintendents is that they
are six weeks to two months behind in their
management programs and practices
because of the weather. In particular, it has
been very difficult to adhere to pesticide
treatment programs for weeds and mole
crickets. Here, too, it will be difficult to
catch up over the next several months.

I would further point out that while winter
overseeding programs will help mask
problems, there is an increased potential
for difficulties to be experienced in the
spring to early summer when the transition
back to the bermuda base begins to occur.

While the degree of the effects of this
summer’s weather has varied among
courses around the state, it must be
realized and accepted that prior
environmental conditions have an impact
of all agricultural endeavors. In addition to
some understanding, patience and
cooperation by the winter season golfers
are needed this year.

If the USGA Green Section can be of
assistance in any manner, please do not
hesitate to contact our office.

Respectfully,

John H. Foy
Director, USGA Green Section
State of Florida Region

Editor’s Note: Thanks to John Foy and
other Regional Green Section Directors for
their support in helping to educate golfers
everywhere about the challenges in
managing high performance turf. Copy and
post this article if you didn’t recieve and
post the original letter that was sent out!

Dear Editor,

This letter is in regards to the Fall 1995
issue of the Florida Green that focused on
bunker maintenance in the Hands On
section.

I was working my way through the
magazine, looking at the pictures and
ignoring the “boring editorial at the back of
the magazine”, when | opened the section
on bunker maintenance. This section was
of particular importance to me due to the
dramatic features that Arthur Hills added to
Deer Creek in 1993. Superintendent Mike
Hamilton, CGCS, at Grey Oak Country
Club described how his crew was able to
raise the mowing height of their Flymo’s by
adding a PVC frame under the mowing
deck to raise the deck off of the ground. My
assistant equipment technician called Grey
Oaks to discuss these modifications. We
mounted the PVC pipe onto our mowers
and my bunker slopes are the healthiest
they’ve been since they were grown in.

Thank you for putting together an issue that
had a significant impact on our operation
and the appearance of my bunker slopes.
Thanks to Mike Hamilton, CGCS, and Sam

Arcure, Equipment Technician at Grey
Oaks CC for their creativity and for sharing

the information with other superintendents.

Sincerely,
Robert G. Klitz, CGCS
Deer Creek Golf Club
Dear Bob:

“Boring editorials” aside, Mike Hamilton,
CGCS reports he received many calls on
this idea. He added that he has modified

SPRING 1996

If You're Looking
for Improved Pest

Control. ..

Du Cor has an
Easier Solution!

the PVC pipe installation using 45° fittings
instead of 90’s at the corners. He also
filled any gaps between the pipe and the
deck with epoxy to preserve maximum
hover capability. Thanks for writing Bob.
Your “ho-hum” letter illustrates pefectly
what the Hands On Section tries to
provide, a forum for sharing ideas!

Sincerely,

Joel D. Jackson, CGCS
Editor N\

New Du Cor LEMWET can help improve your
pesticide spray application! LEMWET is a lemon
extract attractant and surfactant for use with most
pesticides. LEMWET attracts nearby pests to your
spray. In addition, it's non-ionic surfactants
improve spray penetration and bring your
pesticide into close contact with pests!

For over 35 years, Du Cor has been coming up
with products to fit our customers needs. From
liquid micronutrients, humates and fertilizers, to
specialty dyes, surfactants, odor counteractants

and more, we take pride in finding special
solutions that help our clients.

So if your looking for something special to
attract a nuisance, or maybe just a different
solution to help you grow, give Du Cor a call. We
may already have just the solution you need!

Du Cor International

Corporation

PO. Box 593298, Orlando, Florida 32859
407-859-4390 or Toll Free 1-800-382-6735
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Moving
up to the

next level

Mark My
Words

A

Mark Jarrell, CGCS
Assistant Editor

Like most former presidents of the
Florida GCSA, I've tried to stay active in
our industry’s affairs
but have narrowed my
focus to a couple of key
issues. As cochairman
of FTGA’s UF/IFAS
Advisory Committee,
I've set my sights on
doing all I can to help
move the University of
Florida’s turf program
forward until it
achieves the distinction
of being the premier program in the
country.

The fact that I graduated from the
University of Florida and have pride in
my school has nothing to do with it — I
well understand that people in our
industry come from all over the country
and have no loyalty to UF.

The golf and turf industry, as proven
by our recent survey, is the largest
agribusiness in the state, and it deserves
the support for education and research
commensurate with its economic
contributions. It makes more sense to
direct our efforts toward getting our fair
share from the legislature and the
University of Florida than it does to
reinvent the wheel somewhere else.

If, however, our message falls on deaf
ears, I'd be the first to recommend
sending our contributions elsewhere.

Walking a daily tightrope of job
security, superintendents can’t even
understand the concept of tenure and

have little patience for what often seems
a snail’s pace of progress.

There has been much progress in
recent years, but it is my contention that
the rate must be accelerated
considerably for the program to
produce what this industry expects and
deserves given its size and scope.

This is not a criticism of those
currently within UF/IFAS’s turf
programs but, rather, a call for all of us
to readjust our thinking and set our
sights on higher goals. We are cheating
ourselves, our industry and the people
of the great state of Florida if we don’t.

We always thought our industry was
large and diverse, and since the survey
was taken, we now have the statistics to
prove it. Let’s use this information to
secure the proper funding and support
of the program that supports Florida’s
largest agribusiness, and let’s all start to
think in terms of establishing the best
turf program in the United States.

The golf and turf
industry, as proven by our
recent survey, is the largest
agribusiness in the state,
and it deserves the support
for education and research
commensurate with its

economic contributions.

-
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Perception

vs Reality

Green
Side Up

Joel D. Jackson, CGCS
Editor

Perceptions are hard to change. They live
like myths and folklore handed down from
generation to generation with
embellishments added
along the way. Here are
two common ones we
hear all the time and one
from left field.

Perception #1: The golf
course is “always”
overwatered.

Reality: What people
mean is they came across some “wet areas”
on the course. Why do people automatically
assume the superintendent is blindly
watering without regard to conditions or
need? Water Use Permits and restrictions
make water too valuable to waste. We know
that overwatering causes algae, saturated
root zones, compaction and complaints.
Why would we do that on purpose?

So why are there “wet spots?” Leaking
pipes and fittings. Trash in a valve.
Diaphragm failure in a valve. Leaking
control tubes. Booster pump failure.
Human error in setting up run time. Late
night/early morning rain after regular cycle
ran. Stuck head. Above normal rainfall.
Poor soil drainage. High water table. Course
in a swamp. You see the irrigation running
in the morning to water chemicals and
fertilizer and you make assumptions.

Solutions: Perceptions are perpetuated by
uninformed comments and assumptions
among staff, management and golfers.

Keep the pro shop and other staff who
have contact with the players informed
about any unusual occurrences with rain or
the irrigation. Tell as many people as
possible right down to the beverage cart

drivers.

Keep the course on the “dry side” by
prudent planning and scheduling of
irrigation. Use more wetting agents in
chronic wet and dry areas. Use more hand
watering on dry spots, but be sure and tell
your superiors about the impact on labor
and other jobs.

Perception #2: The superintendent is
“never” around. He’s “always” gone.

Reality: What is meant is that ‘the
superintendent wasn’t available when
“someone” wanted him that minute! In the
most recent GCSAA survey, Florida
superintendents averaged 40 to 50 hours
Monday to Friday and 5 to 9 hours on the
weekend.

That means 5.5 to 7 days of spending time
at the course. We start early. Pardon us if
we’re not always there when you play golf
after work or for every act of God or
emergency.

We have families with working wives.
Kids in Little League, soccer and Pop
Warner football. Some of us even coach
them. Kids with music and dance lessons,
orthodontist and doctor appointments.
Kids in high school and college sports and
activities.

Like any other manager in a business that
attends conventions, sales meetings or
product and service trade shows, we do too!
It keeps us up to date and competitive and
we use that education and networking to
make our (your) courses better.

Solution: Be visible and make contact
with key management and staff every day
you’re on property. Take a time
management course.

Advise those same people when you’re
going to be gone and why, so it’s not a
surprise if there is an emergency. They will
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happen. There are so many
educational opportunities available
these days, that you can’t possibly
attend all of them. Pick and choose
wisely based on your course’s
activity schedule.

Perception #3: A superintendent’s
job security would be better if they
weren’t so busy “running for
political office.”

Reality: Most professionals have
associations. People who take a real
interest in that profession often give
back by serving as officers or
directors. Most are volunteers or
are asked because not enough
people are willing to give of their
time.

Officers move up from Director

to President of a local chapter by
rotation not by campaigning. All
any of them try to do is attend
monthly chapter meetings.

The only people who actually
“run” for office are the two to four
people nominated for one or two
spots on the board of the GCSAA.

Since Florida has a 12-month golf
season, none of us has really
considered “running” for the
GCSAA board. Only one did in my
21 years, and his club backed out of
supporting him.

The only reason Florida had the
past president of the GCSAA was
because he moved here while on
the Board already and his club

agreed to let him finish his service.

Solution: Obviously, you must
take care of business at your home
club first and foremost. Just make
sure your club understands how
satisfying and valuable your service
on superintendent association
boards, water management district
committees, turf advisory
committees and Audubon-adopt-a-
school programs is to you and your
profession.

Thank them often and include
them as much as possible so they
can also make a positive
contribution to the golf industry.

Perceptions are a reality of life.
They’re just not always the facts of
life!

-
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TEVEYANEE®

HI-TECH

TURF PRODUCTS, INC.

“Pump Up The Turf"® with HI-TECH’S®
Specialty Turf Care Products!

Tech Plex ¢ Bio Tech » Tech Iron ¢ Ironman ¢ Micro Tech
Nitro Plus ¢ Cool Down e Trace ¢ Tech Pak ¢ Roots » 1-2-3

“ Ask Us About Our New Natural Powdered
Gypsum, Lime & Sulfur Injection System.
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