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Despite vandalism and fire, superintendent Szklinski 
prepares Southern Hills CC for next U.S. Open 
B y J O H N T O R S I E L L O 

TULSA, Okla. — Golf fans attending next year's 
U.S. Open at Southern Hills Country Club here will 
likely marvel at the impeccable and challenging 
beauty of the Perry Maxwell-designed layout. But 
few will know of the effort and sacrifice made by golf 
course superintendent John Szklinski, his staff and 
the membership at Southern Hills, which made the 
staging of the prestigious event at the Midwestern 
venue possible. 

The Open is back at Southern Hills after a 42-year 
hiatus. In 1958, playing in sweltering heat, club-
throwing Tommy Bolt won his only Open title here, 
besting a young South African named Gary Player by 
four strokes. Bolt's skillful use of his driver on South-
ern Hills' tree-lined fairways, fringed by gnarly and 
deep rough, was the deciding factor. 

The 13th hole at Southern Hills Country Club 

Getting a golf course in shape to host a U.S. Open 
is a daunting enough task. But the staff and members 

Continued on page 14 

Survey finds 
course values 
softening 
B y J A Y F I N E G A N 

HARRISBURG, Pa. — 
Golf course values are 
stable or declining. The 
northern states are the new 
land of opportunity for 
companies looking to buy 
golf properties. And pri-
vate clubs have pulled even 
with daily-fee facilities as 
desirable targets in the 
course acquisition market. 

Those are among the find-
ings of a survey by Golf 
Property Analysts (GPA) 
here, which polled course 
management companies, 
investors and financial in-
stitutions involved in fund-
ing golf course real-estate 
transactions. 

According to Laurence A 
("Larry") Hirsh, whose Hirsh 
Valuation Group owns GPA, 
the survey signals that the 

Continued on page 30 

The 600-yard 18th hole at Robin Nelson's Moose Run in Alaska 

Wild Alaska: Robin Nelson opens 
course at aptly named Moose Run 
B y J A Y F I N E G A N 

ANCHORAGE, Alaska — They call 
Alaska "the last frontier," and the motto 
seemed right on the money to golf archi-
tect Robin Nelson. He recently unveiled his 
newest creation, the Creek Course at Moose 
Run, and he's still talking about the bears, 
wolves, lynx, moose and other critters who 
took a keen interest in the new layout dur-
ing construction. 

Alaska is by far our largest state, and 
this is a course to match - 7,324 yards 
from the back tees, 5,183 from the reds, 
with two holes running to 600 yards or 
more, and a slope rating near the top of 
the charts, at 142. The cart paths alone 
stretch over five miles and cross two sus-
pension bridges where the course 
traverses Ship Creek. All fairways are 
separated by at least 300 feet of towering 
trees and dense brush - there's no possi-
bility of slicing a drive into an adjacent 

fairway. The par-72, 18-hole design fea-
tures dramatic elevation changes and 
stunning mountain views all around. 

'The Creek Course is hardly your ba-
sic golf course," Nelson said. "Every time 
you come around a corner, there's a dif-
ferent look and feel to the course and its 
aesthetics. And there are many strategic 
options as to how to play each hole." 

The course is situated on the sprawling 
Army base at Fort Richardson, next to the 
old Hill Course at Moose Run, built in 
1951. The entire 36-hole complex, owned 
and operated by the military, is open for 
public play. 

"The people in charge up here are real 
golf fanatics," Nelson said, referring to 
the base's top brass and senior civilian 
officials. "Four years ago they started 
soliciting bids for a second course. They 
had 700 acres and we were supposed to 

Continued on page 26 

P E R I O D I C A L XS Inc. to extend ag model to turf market 
B y A N D R E W O V E R B E C K 

RALEIGH, N.C. — Following the suc-
cessful launch of its agricultural-input e-
commerce venture, XS Inc., based here, 
is primed to expand into the turf and 
ornamental marketplace with 
XSTurf.com, which is set to be introduced 
by the end of the year. 

The company's two-year-old flagship, 
XSAg.com, has quickly become a market 
leader, ranking at the top of Promar 
International's Aug. 3 ranking of agricul-
ture specific e-commerce websites. XSAg 
brings buyers and sellers together to trade 
chemicals, seeds and equipment parts. 

Continued on page 34 



Penn Pals at Valhalla 

Mark Wilson CGCS 
Superintendent, Valhalla Golf Club 
Louisville, KY 
Host of the 2000 PGA Championship 

Par 3, Number 11 
Jack Nicklaus Design 

We rebuilt or enlarged 9 tees for the 2000 PGA 
Championship and seeded them all with Penncross 

"In preparation for the 2000 PGA Championship, we rebuilt, resurfaced, or enlarged 
9 tees. The one I'm most proud of is the rebuilt 7,000 square foot tee for the 4,200 
square foot, par 3, Number 11 green. We seeded these tees with Penncross not only 
for its rapid recovery, but for its ability to survive this summer's increased play and 
still look and play great for the Championship. 

Penncross tees and greens are a perfect match with our Pennway fairways. 
Penncross and Pennway have proven themselves time and time again to be 
Championship caliber turfgrasses, and that's why these Penn Pals are our all-
around choice for all around Valhalla." Mark Wilson CGCS, Superintendent 

Tee-2-Green® 
PO Box 250 

Hubbard, OR 97032 USA 
800-547 0255 in U.S. 

503-551-2130 
FAX 503-651-2351 

www.tee-2-green.com 
e-mail: bentinfo@tee-2-green.com 
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EPA proposes 
new wetland 
protection regs 

WASHINGTON — The 
Clinton administration has pro-
posed significant new protection 
for tens of thousands of acres of 
wetlands across the United 
States. Under the action, which 
was taken August 10, the Envi-
ronmental Protection Agency 
(EPA) and the Army Corps of 
Engineers are proposing to ad-
dress a regulatory loophole in 
the Clean Water'Act by clarify-
ing the types of activities that 
can harm wetlands, and thus re-
quire regulation. 

"Due to a legal loophole that 
has been exploited," said EPA Ad-
ministrator Carol M. Browner, 
"an additional 20,000 acres of wet-
lands have been lost in this coun-
try over the last two years. The 
proposal will allow us to go as far 
as we can through administrative 
reforms to close this loophole and 
protect wetlands." 

EPA and the Corps are pro-
posing to regulate certain activi-
ties that often destroy or fill in 
wetlands. The proposal will 
clarify the current regulations 
under the Clean Water Act, Sec-
tion 404, to address environmen-
tally destructive earth-moving 
activities (such as mechanized 
land clearing, ditching, 
channelization and in-stream 
mining) associated with drain-
ing wetlands. 

Under Section 404 of the Clean 
Water Act, the Corps issues per-

Rainmaker breaks 
ground at Newport 
National GC 

COLUMBIA, Md. — The 
Rainmaker Group has signed 
an agreement to build the first 
18 holes of the Newport Na-
tional Golf Club, a planned 36-
hole golf complex designed by 
Arthur Hills/Steve Forrest & 
Associates. 

The project is located on 
Aduidneck Island just north of 
the historic community of New-
port, R.I. The first 18 holes will 
be a private, members-only facil-
ity. Construction is scheduled to 
start this fall. Rainmaker hopes 
to have the first nine holes ready 
for play in the fall of 2001, with 
the complete course open in the 
spring of 2002. 

The second 18-hole layout will 
be a high-quality daily-fee facil-
ity designed to service the de-
mands of the burgeoning tourist 
market. Preliminary design and 
permitting is already underway, 
and construction should begin 
next fall. 
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mits after it completes a careful 
environmental review of dredged 
material from proposed projects, 
including the potential adverse 
effects on wetlands. This permit 
program is designed to minimize 
the environmental impact on wet-
lands, while also requiring off-set-
ting actions, such as creating or 
restoring other wetlands. 

To protect wetlands, EPA and 
the Corps first clarified in Au-
gust 1993 that Clean Water Act 

permits were required for any 
discharges associated with 
draining wetlands. Referred to 
as the "Tulloch" rule, that defini-
tion was challenged by a num-
ber of trade associations and 
overturned in January 1997 by 
the U.S. District Court for the 
District of Columbia. Affirmed 
in June 1998 by the U.S. Court of 
Appeals, the Court's decision 
resulted in a loophole in the wet-
lands regulatory program, leav-

ing certain forms of environ-
mentally destructive activities 
essentially unchecked accord-
ing to the EPA. 

Since the 1997 District Court 
decision, EPA and the Corps esti-
mate that nearly 20,000 acres of 
wetlands have been destroyed 
and more than 150 miles of 
streams channeled without envi-
ronmental review or mitigation. 

In addition to realizing no net 
loss of wetlands through the 

Clean Water Act regulatory pro-
gram, the Clinton 
administration's Clean Water 
Action Plan has already commit-
ted to an annual net gain of 
100,000 acres of wetlands begin-
ning in 2005, through wetlands 
restoration programs. 

The proposal to change the 
definition of dredged materials 
will be published in the Federal 
Register and will be open for 
public comment for 60 days. 

You can trust the stars if you like, but the fact is that 

UHS Signature Brand Fertilizers" are outstanding performers. 

But don't take our word for it, both university trials and 

customers are attesting to Signature's premium results. 

Check with your UHS salesperson for more details. 

www.uhsonline.com • 800-847-6417 
UHS Signature Brand Fertilizers are a product of United Horticultural Supply 

http://www.uhsonline.com


State-of^ the-Art. 

HERITAGE®. There's Never Been Another 
Fungicide Quite Like It—And Never Will Be. 

HERITAGE fungicide masters the art of disease control. 

• Only Systemic Strobilurin • Reduced Risk Fungicide 
Displays a low-risk toxicological prof 

• Controls a Wide Spectrum 
of Turfgrass Diseases . E x t e n d e d Spray Intervals 

-r m c ̂  i • . Applied at low use rates with longer 
• Improves Turt Quality 

spray intervals. 
Enhances the thickness and color of 
turf without stunting or plant growth 
regulator effect. 

Turf Quality*— Measured at Turf Research Facilities in Three States. 

* Turf quality ratings are on a 0-10 scale where 10 is excellent. 
Values less than 6 represent plots with unacceptable turf. 

Z E N E C A Professional Products 
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State-of-the-art HERITAGE fungicide. 
Make it a regular part of your manage 
ment program for a turf masterpiece. 

For more information, contact your authorized 
Zeneca Agent, or call Zeneca Professional 
Products Toll Free at 1-888-617-7690. 
Labels and MSDSs available 24 hours a day, 
seven days a week via Fax on Demand. 
Please call 1-800-640-2362. 
www.zenecaprofprod.com 

Always read and follow label directions carefully. 
HERITAGE® is a registered trademark of a Zeneca company. 
©2000 Zeneca Ag Products Inc. Zeneca Professional Products is a business of Zeneca Ag Products Inc. ZPP-HER-054 

http://www.zenecaprofprod.com


Supply outpacing demand 
as new courses multiply 

It was bound to happen sooner or later. Given the explosive 
growth of new U.S. golf courses - an average of 303 a year 
from 1991 through 1999 - it was inevitable that "supply" 

would eventually outstrip "demand." And now it has, according to a 
study of industry trends by the National Golf Foundation (NGF). 

Here are the hard numbers. In 1986, there were about 1,900 
golfers for every course in the country. The ratio shot up in 1990, 

with 2,250 players for every "18-hole equiva-
lent." This was a period - '86 to '90 - when the 
golfing population was rising, but financing 
difficulties placed a lot of development projects 
on hold. Consequently, demand began to out-
pace supply. 

When the real estate market recovered, how-
ever, course builders made up for lost time, 
rapidly shifting projects from "in planning" to 
"under construction." By 1998, the number of 
courses being built hit an all-time high of 1,069. 
Today, there are 1,970 golfers per course, back 

down near the 1986 levels. 
This is great news for golfers - less crowded courses - but not so 

great for course owners and managers. 
The situation isn't likely to change anytime soon. In the NGF's 

new report, "Trends in the Golf Industry," it projects that the game 
will experience a "natural" addition of three to four million new 
golfers and about 100 million more rounds over the next decade. 

LATENT DEMAND OPPORTUNITY 

Jay Finegan, 
editor 

That works out to a growth rate of one to two percent a year. 
At the same time, however, the number of golf courses will likely 

grow at two to three percent a year, outstripping the new demand. 
"If this supply/demand imbalance continues," the report concludes, 
"then the operating performance of the average golf facility can be 
expected to erode." 

And the imbalance will continue - and then some. That annual 
average of 303 courses openings over the past decade takes into 
account the early '90s, when openings were in the 350 range. 
Momentum has accelerated sharply since then. Last year, 509 
courses opened for business, and at year-end 946 courses were 
under construction and 908 more were in the planning stage. Obvi-
ously, that translates into even fewer golfers per course, and it's 
undoubtedly one reason that course valuations are now beginning 
to stagnate and even decline (see story on page one). 

Continued on next page 

Andrew Overbeck, 
managing editor 

What will come of golf's 
e-commerce revolution? 
Business-to-business (B2B) e-commerce ventures-stock 

market fluctuations be damned - are infiltrating every 
corner of American commerce, including the golf industry. In 
the past year, dot-coms, e-portals and cybermarkets have 
descended upon the golf course marketplace, all clamoring 
for a piece of the pie and all apparently looking to start their 
own "revolution." 

By accessing online catalogs, auctions and clearinghouses, 
superintendents can now buy commodities like chemicals, fertil-
izers and seed online (sorry guys, no greens 
mowers yet). 

Why the sudden influx of online offerings? 
Well, the numbers don't lie. A report by 

Thomas Weisel Partners, a San Francisco-
based merchant bank, stated that the B2B 
sector "could potentially generate between 
$1 to $2 trillion worth of new market capi-
talization" and that in the next 10 years, 
B2B efforts will lead to huge operational 
savings for U.S. businesses. These figures, 
while general, have lead e-entrepreneurs to 
explore every niche market in sight. 

While the turf and ornamental market weighs in, by indus-
try estimates, at around $4 billion - sizably smaller than the 
$50-billion agriculture market - these numbers have undoubt-
edly lured the newest player, XS Inc., to the market. XS Inc. 
launched XSAg.com two years ago and is now one of the e-
commerce leaders in the agricultural input market. The com-
pany will introduce XSTurf.com later this year. 

XSAg has more than 50,000 users and does "several million 
dollars" in transactions each month, according to Harry Albert, 
director of the company's specialty business unit. XSTurf aims to 
capture superintendents who have an annual budget of at least 
$100,000 for chemicals, seed and parts - a number Albert estimates 
at 10,000. 

While distributors, manufacturers and dealers are starting 
to list products online and team up with allied websites, some 
are doing it just to gain visibility in a new marketplace and 
others are using it as a stop-gap measure while they gear up 
their own websites. After all, as one industry executive told 
me earlier this year, why should a company pay a e-commerce 
website a transaction fee (further diluting already thin mar-
gins) when they can build their own site? 

Whether these new B2B sites will replace existing distribution 
channels remains to be seen, but they will surely increase 
competition and introduce new efficiencies to the marketplace. 

However, as almost everyone in the fledgling dot-com busi-
ness admits, the turf and ornamental market cannot support 
this many B2B sites. 

Even as more sites come online, insiders are already pre-
dicting the market shakedown and consolidation of e-com-
merce ventures that will inevitably occur. 

In the next three to five years, a wave of consolidations will 
begin to sweep through the field, said Kirk Sanders, who 
heads Professional Golf Commerce (pgc.com), an e-com-
merce venture that serves clubhouse, maintenance and food 
and beverage professionals. "Through either consolidation or 
questionable ventures just dying on the vine," he said, "ulti-
mately there will be room for only one or two exchanges or e-
marketplaces for the golf industry." 

MAILBAG 

MACH 2 W O R K S IN ROUGH 

To the editor: 
I'd like to correct some misin-

formation that appears in the July 
2000 issue of Golf Course News. 

In the article entitled, "Destruc-
tive beetle spreading fast through 
Northeast," you reference com-
ments by a golf course superin-
tendent in Dover, N.H. The ar-
ticle says the superintendent does 
not use MACH 2 turf insecticide, 
manufactured by RohMid, on his 
golf course's rough because the 

product "is not recommended for 
unirrigated areas." 

In fact, MACH 2 is an excel-
lent grub control product to use 
in such areas. 

Nearly all grub insecticides, 
whether preventives or 
curatives, need to be eventually 
watered in to be effective. The 
same holds true for MACH 2. 
But because of the product's soil 
stability, immediate irrigation is 
not required. By contrast, the 
label directions for Merit and 

most curative products call for 
irrigation within 24 hours after 
application for optimum control. 
With MACH 2, we do recom-
mend immediate irrigation when 
it is being used in curative appli-
cations up to the second stage. 

Thank you for the opportunity 
to provide accurate information 
on MACH 2. 

Sincerely, 
Rich Kalik 
RohMid Board 

HATS OFF TO OLD BROCKWAY 

To the editor: 
I enjoyed the article in your 

August issue about the Old 
Brockway Course becoming cer-
tified by Audubon International. 
The course is a great track 
nestled in the Tahoe basin. As 
the superintendent at Old 
Brockway for the seasons of 
1983-85,1 have first-hand knowl-
edge of the tremendous efforts 
Lane Lewis and his sister Leslie 

Continued on page 8 
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New courses 
outpace demand 
Continued from previous page 

It's not all gloom and doom for course 
owners, however. The macro-trends are 
favorable. Collectively, inflation-ad-
justed course revenues have doubled 
over the last 11 years from $7 billion to 
$14 billion. According to the NGF, one 
third of the increase ($2.4 billion) came 
from new players, and two thirds ($4.7 
billion) have come from higher greens 
fees. 

"Thus," the report says, "the growth in 
greens fees revenue has come mostly 
from real pricing increases on a per-round 
basis, and only to a much less extent from 
new players." But then comes the bad 
news: "The per capita spending increases 
experienced in the 1990s are likely not 
sustainable indefinitely." 

The solution, of course, is to attract 
more new players to the game, and the 
good folks at NGF are ready with a plan. 

To ensure a more prosperous future, 
thé report states, the industry needs to 
see 100 million more rounds over the 
next decade - beyond the "natural" 
growth. Where will they come from? 
From the 41 million "high potential" 
people who would like to golf or who 
would like to play more often. 

Working with the international man-
agement consulting firm McKinsey & 
Company, the NGF has come up with a 
five-step action plan that can be imple-
mented at the individual course level. To 
wit: 

• Targeted programs. Create a wider 
variety of programs designed to ease the 
entry and development of high-potential 
target groups (e.g., programs for women, 
mixed singles, parent/child and married 
couples.) 

• Tailored products. Develop prod-
ucts that appeal to a broader spectrum of 
golfers and that ease the transition from 
ranges to courses (e.g., better utilization 
and marketing of existing par-3, execu-
tive, and nine-hole courses, and more and 
better practice facilities.) 

• Dynamic pricing. Provide special 
pricing in much the same way as an air-
line. The golf product can be priced in 
many ways (e.g., by time of day, day of 
week, group discounts and frequent 
player programs) to create value for both 
customer and owner. 

• Skills training. Make learning the 
game more fun and inviting. Golfers want 
to learn in a friendly, non-intimidating 
environment. Golf instruction must be-
come more than just swing mechanics. It 
should encompass strategy, course man-
agement, short game, and other impor-
tant aspects that a golfer must learn to 
become a genuinely committed player. 

• Enriched understanding of golf. 
Provide a stronger connection to the 
game's traditions and values. An impor-
tant part of the golf experience involves 
the history, traditions, etiquette and other 
nuances of the game about which com-
mitted players are so passionate. 

'The golf industry is at a crossroads," 
the NGF report concludes. "We may con-
tinue to grow at a slow but steady rate, or 
we may take advantage of a very large 
and addressable opportunity to increase 
participation." • 
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Come to the Club Managers Association of America's 
74th Annual World Conference on 

Club Management and 24th Annual Exposition 
in San Diego 

January 28-February 1, 2001 
San Diego Marriott Hotel & Marina 

Club management professionals from around the world will gather for a week 
of intense learning and sharing of management techniques, philosophies and 
experience during the largest Conference in the private club industry. 

From culinary to sports management programs and from accounting to technology 

Please send me more information on the 2001 World Conference on Club Management. 

Name: Company/Affiliation: 

Address: 

City: State: Zip: 

Phone: FAX: 

E-mail: 

September2000 7 

Coping with consolidation: 
a superintendent's 
strategy for success 

The 356-yardpar-418th hole at Pinelsle with the Renais-
sance Pinelsle Resort Hotel in the background 

As superintendent, you should meet as many representa-
tives from the management company as possible. Use the 
telephone, fax and e-mail to share your property's needs with 
all levels of new management. Remember to present a pro-
fessional image in all areas of contact. Ask direct questions 
about your role in the company. You must be willing to 
accept any criticism as a direct opportunity for improve-
ment. If possible, acquire an action list that will note items 
that are of highest priority for completion and work on those 
items. The new owner will notice any self-directed shift 
towards their priorities. This will demonstrate a shared 
vision, which is the cornerstone of successful change. 

Documentation and communication of your early efforts 
Continued on page 8 

As superintendent, you must become proactive and ac-
cept the process of change. Soon after acquiring a property, 
representatives from the management company will arrive 
to assess the course and its management. These operational 
meetings are critical to the superintendent's future at the 
property. The superintendent must obtain the company's 
objectives for the property in these meetings and demon-
strate the organization, work ethic and communication skills 
needed to achieve these objectives. 

A n t h o n y L . W i l l i a m s , C G C S 
In the beginning, golf was simple. There was only one golf 

course. Therefore golf management was simple. There was 
only one way to do things, so no comparisons could be made. 

After the success of the first golf course, many new courses 
were built that were similar in function but had very different 
goals. Some courses focused only on financial results, for 

irs focused more on playability and sce-
nic design. The competition for players 
and ratings grew at a sizzling pace. The 
growth of the golf industry created an 
opportunity for corporations to begin 
operating groups of courses with unify-
ing standards and goals. This strategy 
uses the synergy of bulk buying and 
standardized procedures to increase 
efficiency. 

Many golf management companies 
use these concepts successfully. However, the superinten-
dent of a newly acquired property often faces unfamiliar 
challenges. The fear of replacement, budget reviews and 
lengthy policy manuals all create stress. The superintendent 
must overcome this stress by aligning his goals with those 
of the management company. Succeeding in this situation is 
difficult, but can be very rewarding. 

There are two primary goals a superintendent should 
focus upon during a management change at his property. 
The first is to fully understand the objectives of the new 
management company, and the second is to adjust the 
operations to best meet these new objectives. 

TAKE PROACTIVE APPROACH 

example, while otl 

Anthony Williams 
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on inue rom page perintendent is a valuable asset. The accomplishments Renaissance Pineisle Resort, I have been exposed to tre-

will greatly influence a management company's per- of a professional golf course superintendent are al- mendous professional opportunities within the Marriott 
ception of you and your crew. Ask for all mission ways the result of dedication and perseverance. If you Golf family. I have great compassion for those who have 
statements and policy manuals to be made available to know what is expected and deliver quality results, had negative experiences with golf management compa-
your entire staff. Make any changes necessary to align your services will always be in demand. nies, and I hope the strategies I have suggested will help 
your current procedures to the information provided. Golf management companies are a growing force in others find success in their own situations. • 
Although this is not an easy task, it is necessary to the industry, and superintendents must adapt to the 
help calm any fears you or your staff may have about unique challenges this trend will bring. A golf manage- Anthony L. Williams is superintendent at Renais-
the new operating procedures. ment company can offer the superintendent structure, sanee Pineisle Resort. This article first appeared in 

NEW OPPORTUNITIES promotions and increased recognition. "Through the Green," published by the Georgia Golf 
We have all heard stories of superintendents being I have been fortunate to work at the same property for 14 Course Superintendents Association. 

Old Brockway 
Continued from page 6 

have gone through to get their course 
certified. This is a feather in their cap. 
The Tahoe basin has a short season, and 
environmental restrictions that few other 
superintendent's have to adhere to. 

I take my hat off to the whole staff at 
Old Brockway for their efforts. It took a 
great amount of work by a lot of people 
and agencies to get them their certifica-
tion requirements fulfilled. Again, to Lane 
and his staff, keep Tahoe blue, and the 
greens true. 

Sincerely, 
Gary M. Puckett 
Golf operations manager 
Brevard County, Fla. 

We want to hear 
from you 

Letters to the editor are an inte-
gral part of GCN, so let your voice be 
heard. Send all correspondence to: 

JAY FINEGAN, EDITOR 
GOLF COURSE NEWS 
106 LAFAYETTE STREET 

PO BOX 997 
YARMOUTH, ME 04096 
FAX #: 207-846-0657 

JFINEGAN@GOLFCOURSENEWS.COM 

Anderson in GCSAA's 
chairman's club 

LAWRENCE, Kan. — Golf course de-
veloper and real estate investor Lyle 
Anderson has pledged to-the Golf Course 
Superintendents Association of America 
(GCSAA) Foundation. The pledge is ear-
marked for the fundation's $5-million "In-
vesting in the Beauty of Golf' endowment 
campaign and puts Anderson in the 
"chairman's club," which recognizes con-
tributions of $25,000 to $50,000. 

"The success I've enjoyed in develop-
ing golf course properties has been sup-
ported in many ways by golf course su-
perintendents," Anderson said. "The 
association and its foundation are valued 
partners to the game and business of 
golf." 

The GCSAA Foundation enhances golf 
by funding applied research and advanced 
education in course management. Since 
its inception in 1955, the foundation has 
provided more than $1 million in research 
support, and has funded more than 1,000 
scholarships. 

GOLF COURSE NEWS 

Dormant Feed With Replenish... 

For Numbers You 
Can Count On. 

Fall is an ideal time for the EarthWorks Replenish 5-4-5 or 3-4-3. The soil is still active but the turf is slowing down 
allowing for carbohydrate build-up and productive microbial stimulation. When you use EarthWorks Replenish Line of 
Natural Organic Fertilizers you actually help build healthier soil to aid in resisting disease, and reducing drought stress. 

You can count on the Replenish Line of Natural Organic Fertilizers for the richest, most complete and cost effective way 
to provide food to your soil. Call your EarthWorks distributor for dormant feed specials or call us toll free at 1-800-732-8873 
and we can arrange delivery. For more information, visit us on the web at www.soilfirst.com. 

E A R T H W O R K S - T H E C O M P L E T E B I O L O G I C A L S O I L M A N A G E M E N T C O M P A N Y 

mailto:JFINEGAN@GOLFCOURSENEWS.COM
http://www.soilfirst.com


Our new Proximity Markers 
clearly mark the longest 
drive, longest putt or the 
shot closest to the pin with 
dignity. Your players will 
soon find there's no honor 
greater than scrawling their 
name on the line for all to 
see.The Proximity Marker 
can withstand gales of 
wind, pouring rain and 
even all the envious 
stares. It's a tough sign. 
For a tough game. 

HIGH WINDS 

WON'T PHASE IT. 

HAIL WON'T 

HURT IT. 

TEARS OF JOY 

WON'T STREAK IT. 



EVER-WHITE™ CUP 
N e w innovative aluminum cup design 

• Never needs painting because there's no paint to chip 

• Plastic, replaceable bright white cup sleeve for use with 

specially designed aluminum cup 

• Cup will stay bright white 

• Sleeve is easy to install and remove, but will stay tight in cup 

during play 

• Patent pending 

RECYCLED PLASTIC 
MARKERS AND STAKES 
• 1-1/2" x 1-1/2" recycled plastic body 

• Stout 5/16" stainless steel spike, 
or pointed plastic tip 

• Available in a variety of lengths 

• Fade resistant, never need painting 

• And, they float! 

A . H A Z A R D M A R K E R S 

• Choose yellow or red 

B. R O P E S T A K E S 

• Easy-to-open slot for stringing rope 

• Choose white or hunter green 

C. O U T O F B O U N D S M A R K E R S 

• White only 

• Ideal for marking "Closest to the Pin," "Longest Drive," 
"Longest Putt," etc. 

• Available in two styles: generic or customized with course logo 

• Highly visible on the course 

• Extremely sturdy construction 

• Strong polycarbonate writing surface is virtually indestructible 

• Refillable grease pen is permanently attached to back of proximity 
markers; loose pen supplied with contest indicators 

• Writes on wet or dry surface and will not wash off. 
Just wipe clean. 

PROXIMITY MARKERS (Shown) 
• Proximity Marker identifies best shot 

CONTEST INDICATORS 
• Contest Indicator stands at the tee announcing the contest 

P A R A I D E P R O D U C T S C O . • 3565 H O F F M A N R O A D E A S T • ST. P A U L , M N 55110 

• Phone: 651-779-9851 • Fax: 651-779-9854 

info@paraide.com 

mailto:info@paraide.com


Scientists make breakthrough in 
drought-resistant tall fescue 
B y J A Y F I N E G A N 

GRIFFIN, Ga. — University of Georgia 
turfgrass scientists have developed a new 
drought-resistant strain of fescue that 
promises to be a boon to golf courses. 
The so-called Southeast Tall Fescue is 
the first release to emerge from the 
university's fescue breeding program, 
started in 1992. The seed is expected to 
be marketed by Landmark Seed Co. and 
available sometime next year. 

Ronny Duncan, Ph.D., professor of breed-
ing and stress physiology in the department 
of crop and soil sciences, 
headed up the painstak-
ing development 
project. His search for 
grass samples that 
could be used in the ex-
perimentation took him 
to South America, Africa, the Bahamas and 
all over Georgia. 

Duncan's colleague in the fescue break-
through, Bob Carrow, Ph.D., professor of 
turfgrass science, said the new variety 
will likely see duty on golf courses as 
rough and fairway framing and on club-
house grounds. He said recommended 
mowing heights - two inches in southern 

climes, an inch and a half in more moder-
ate regions - would bar fairway use. 

When the breeding program began, the 
goal was to develop turf-type tall fescues with 
the attributes necessary to persist under 
Georgia conditions. The primary goal was to 
come up with a fescue that could withstand 
drought, acid soil complex, and high soil 
temperatures, while generating enough car-
bohydrates - plant food produced by photo-
synthesis - to maintain strong roots during 
hot summer months. Additionally, the scien-
tists sought a fescue strain with good turf 
quality, in shoot density, color and growth 
rate, and which would exhibit pest-resistant 
qualities and strong seed production. 

BOOT CAMP FOR PLANTS 

It took eight years, but finally Duncan and 
Carrow produced a strain, through natural 
selection, that met the criteria. "Southeast 
Tall Fescue," Carrow said, "is very, very 
drought resistant." 

The scientists subjected their various 
experimental strains to severe stress and 
water deprivation during a "plant boot 
camp" that killed between 95 and 99 per-
cent of them. 'That's the only way you 
can identify the ones that have super 

Continued on page 14 

BRIEFS 
BEYERS TAKES OVER AT RED HAWK 

SCOTTSDALE, Ariz. — Western 
Golf Properties (WGP) has promoted 
Timothy J. Beyers to course superin-
tendent at Red Hawk Ridge GC, in 
Castle Rock, Colo. Prior to joining 
WGP, Beyers was assistant superin-
tendent at Arrowhead GC, in Littleton, 
Colo. 

John Carson, director of operations 
for WGP, said Beyers has "the knowl-
edge and determination needed to 
maintain the immaculate course con-
ditioning and uphold the reputation 
that Red Hawk Ridge has quickly es-
tablished in the Colorado golf mar-
ket." The course, an 18-hole layout 
designed by Jim Engh, features blue-
grass fairways, dramatic elevation 
changes and superb views of the 
Rockies. 
i Beyers is currently attending Front 
Range Community College in Colo-
rado, studying urban horticulture. 

ENVIRONMENTAL ENTRIES DUE 

LAWRENCE, Kan. — Entries are 
due Oct. 2 for the ninth annual Envi-
ronmental Steward Awards, which 
recognize superintendents and golf 
courses for their work towards a clean 
environment. The awards are spon-
sored by Novartis Turf and Ornamen-
tal Products, Rain Bird, Textron Golf 
& Turf, and Pursell Technologies. 
Applications are available on the the 
GCSAA web site or from the GCSAA 
service center at 800-472-7878. 

GCSAA RECEIVES SCHOLARSHIP PLEDGE 

WAYZATA, Minn. — The Trans-
Mississippi Golf Association, based 
here, recently signed a three-year 
agreement to fund $8,000 in scholar-
ships for the Golf Course Superin-
tendents Association of America's 
(GCSAA) Footsteps on the Green 
program. The scholarship program 
provides aid to the children and 
grandchilden of GCSAA members. 

Eligibility is limited to full-time col-
lege students studying 
for careers as course 
superintendents. Ap-
plicants are evaluated 
based on academic 
achievement, extra-

curricular activities, and community 
involvement, which may include mem-
bership in one of GCSAA's 50 student 
chapters. 

The scholarships range from 
$3,500 to $500, and the awards are 
administered by the GCSAA Foun-
dation. 

GOLF COURSE NEWS 

Supers rate 
Audubon 
program highly 

SELKIRK, N.Y. — A survey by 
Audubon International has found 
that taking part in the Audubon Co-
operative Sanctuary Program for 
golf courses (ACSP) brings verifi-
able environmental benefits. When 
queried on a number of measures 
to improve wildlife habitat, protect 
water quality and reduce chemical 
use, ACSP members - primarily 
course superintendents - reported 
significant improvements in their 
environmental management prac-
tices. They also reported that they 
sacrificed little if anything in terms 
of playing quality or golfer satisfac-
tion. 

Audubon International launched 
the ACSP in 1991, in conjunction 
with the U.S. Golf Association, as 
an environmental education pro-
gram designed to help golf courses 
enhance and protect wildlife habi-
tat and natural resources. Today, 
2,140 courses in the United States 
are enrolled in the program, and 

Continued on page 13 

ISTRC adds new 
greens unit 

OLATHE, Kan. — International Sports Turf 
Research Center (ISTRC), based here near 
Kansas City, recently created a second com-
pany, ISIRC NML to provide physical proper-
ties analysis for the construction and recon-
struction of greens. 

ISTRC developed the first ISTRC system 
of physical properties analysis mainly for 
existing golf course greens. Their system 
of undisturbed core analysis has produced 
data from thousands of cores that has re-
sulted in the guidelines for new bent and 
Bermuda grasses that refine U.S. Golf As-
sociation (USGA) specs. 

ISTRC NML (New Mix Lab) was created 
to conduct tests required to meet USGA 
Green Section guidelines for new construc-
tion and reconstruction of greens. ISTRC 
NML qualifies for USGA recommendation 
by meeting the criteria and earning the 
accreditation of the American Association 
for Laboratory Accreditation (A2LA). 

Dave Doherty, founder of both companies, 
said that ISTRC NML is a natural extension of 
the firm's capabilities. "Imagine the benefits of 
the data that we have already compiled when 
applied to New Mix Lab technologies. As the 
only company with two labs, one for existing 
greens and one for new construction, we have 
combined an operation that will be an invaluable 
asset to the new course from inception through 
maturity,"hesaid. 'We're excited about all that 
we can offer our clients today." 

In 1990, Doherty and Leon Howard, 
who wrote the original USGA specs, be-
gan to monitor sand-based greens, a task 
which no one had then bothered to do. 
"When we first started this company, we 
were really just out to grow grass on 
athletic fields for kids," Doherty said. 
"But now we do about 40 of the top 100 
courses in the country." 

The par-4 fourth hole at Montreux Golf and Country Club, site of the Reno Tahoe Open 

At Montreux, Heinricks thrives 
on annual Reno Tahoe Open 
B y D O U G S A U N D E R S 

RENO, Nev. — The long, hot, sunny 
days of Nevada summer never come 
quickly enough for Doug Heinricks, 
head superintendent here at Montreux 
Golf and Country Club . 

The Iowa native is in his second year 
caring for the bentgrass fairways of 
this massive Jack Nicklaus-designed 
golf course on the eastern slope of 
Mount Rose, just south of Reno - 'The 
Biggest Little City in the World." His 
challenge is nurturing lush, consis-
tent fairways and greens, not only for 
the discerning members of this pri-
vate facility, but also for the recently 
held Reno Tahoe Open, a PGA Tour 
event. 

"I love it when the warm weather 
sets in, because I need to have my soil 
temperatures come up in order to 
stimulate microbial activity and root 
growth," he said. "The soil at the base 
of the mountains is decomposed gran-
ite, which makes it easily compacted 
and hard to penetrate. Irrigation water 
seems to run off rather than soak in. 
But it is a challenge that I am glad to 
take on just to be in this region." 

Montreux opened in 1997 in the 
midst of a golf construction boom in 
these parts. More than 140 holes have 
been built in four years. Montreux has 
established itself as the premier pri-
vate club on the eastern slope of the 

Continued on page 12 



STRANGELY ENOUGH , THE PART ON THE RIGHT IS 

MORE EXPENSIVE. 
Look at tags alone, and youll find plenty of alternatives to 

genuine Toro parts. But before you put them on your Toro 
equipment, consider the hidden costs. Many willfitter parts 

simply dont meet Toro standards for form, fit and function. 
Get one that doesn't measure up, and you can end up replacing it early and often, and even 
risk damage to your equipment. In sharp contrast, authentic Toro parts come off the line 
in pairs. One goes into a new product, its "twin" becomes a service part. 
Plus, Toro donates a portion of every dollar you spend to industry 
organizations. Invest wisely. See your Toro distributor for Toro parts. 

TORO 

G E N U I N E P A R T S 

oro Coi 



Tools of the Trade...at Ralph Kepple's East Lake Golf Club 
ATLANTA — You'd think Ralph Kepple 

would be nervous. After all, he's got 30 of the 
world's best golfers coming here to East Lake 
Golf Club on October 30 for the PGA Tour 
Championship. But Kepple is taking it in 
stride. His club hosted the same event in 
1998, and the superintendent knows exactly 
what to expect. 

"Starting in mid-September, one com-
pany comes in to 
build scaffolding, 
and one starts build-
ing tent structures 
for corporate hospi-
tality," he said. "They 
will be building that 
stuff right up til the 
first day of the tour-
nament. And the tele-

vision companies will come in a couple of 
weeks prior to the event and start build-
ing their towers. It's real hectic for a 
while, but I'm looking forward to it. Right 
now, we're doing a lot of extra fertilizing 
in the roughs, leveling heads and just 
trying to get everything as smooth as we 
can." 

Kepple has been here for eight years, 
following a stint at Settindown Creek 
Golf Club in Roswell, Ga. The private 
East Lake course opened in 1906, and 
underwent a Donald Ross redesign in 
1913. "We had a major renovation here 

in 1994, with Rees Jones, bringing it 
back to the Ross design, and that gen-
erated a lot of publicity," Kepple said. 

The PGA Tour Championship brings in 
the year's top 30 money winners. "It's not 
considered a major," Kepple said, "but 
it's definitely major money, and the field 
is great." 

Greens Mowers: 9 John Deere 220A, 
6 Toro GM 500 

Tee Mowers: 3 Toro 1600 
Fairway Mowers: 4 John Deere 3235A 
Rough Mowers: 1 Bush HogTDM-11, 

1 John Deere 1145, 3 John Deere 2653A 
Riding Bunker Rake: 1 John Deere 

1200A 
Turf Utility Vehicles: 5 John Deere 

ProGator, 2 Toro 3200 Workman 
Verti-cut Reels: 1 Ryan Mataway, 1 

Graden 
Aerifiers: 1 John Deere 1000, 1 John 

Deere 1500, 1 Toro Walker 
Topdressers: 2 John Deere TD 1000, 

1 Vicon 
Tournament Speed Rollers: 2 Salsco 
Reel Grinder: Express Dual 
Bedknife Grinder: Express Dual 
Irrigation Pump Station: Flowtronex 

PSI 1250 GPM V.F.D. 
Irrigation System: Toro Osmac: 

SitePro 
Golf Car Fleet: ClubCar (6 gas, 6 

electric) 

Flagsticks: Standard, 8'Tournament IBDU (greens), SCU (fairways) 
(black & white British stripe) Cannot Live Without: Faith in God 

Computer & A c c e s s o r i e s : Oldest Piece of Equipment: 1974 
Microstar (Toro) SitePro, Windows 95 John Deere 1250 Tractor 

Primary herbicide: Ronstar Total square footage of mainte-
Primary pesticide: Scimitar nance building(s): 17,000 sq.ft. 
Primary f u n g i c i d e : Her i tage Annual rounds of golf: 20,000 

(greens), Prostar (fairways) Normal green speed: 10' 
Primary slow-release fetilizer: 

Kepple's John Deere 4600 tractor with AgriMetal blower 

Introducing The Super Sport-Golf Series 
Pumping System by Watertronics 

Finally - An easy to operate, compact, self-enclosed duplex pump station that can handle your toughest irrigation 
demands. With models capable of up to 800 GPM, the Super Sport-Golf Pumping System is ideal for smaller golf courses 

where a larger pump station is not needed, or as a booster station for golf course expansions. Each unit is custom built and 
factory tested at full operating flow and pressure before delivery. You can be assured of nothing less than the finest quality 

components and craftsmanship. Call today for more details on the Super Sport-Golf Series Pumping System. 

• Watervision™ touchscreen 
operator interface 

• U.L. listed, NEMA 4 
control panel with the 
same components as 
our larger stations 

• Main pump pressure 
regulated by Watertronic's 
patented Electronic 
Butterfly Valve 

• Jockey pump M l 
performance controlled mm 
by Variable Frequency M 
Drive 

• 66"L x 42"W x 42"H 

• No pump house needed 

• Minimal concrete 
slab required 

• Suction lift, flooded 
suction and booster 
models 

• Options include: 
-stainless steel and 

insulated enclosures 
- thermostatically 

controlled heater 
-Pumplink M 

irrigation controls 
interface 

800-356-6686 • fax: 262-367-5551 
See our website at: www.watertronics.com 

^WATERTRONICS 
E L E C T R O N I C A L L Y C O N T R O L L E D P U M P I N G S Y S T E M S 

http://www.watertronics.com
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Tahoe Reno 
Continued from page 9 

Sierra. But with so many new 
courses in the region, a strong 
identity for the club was essen-
tial to develop the prestige that 
leads to strong sales of member-
ships and house lots. 

When the PGA Tour began 
to look for a new event to fill 
the void of the August date that 
coincided with the NEC World 
Series of Golf, Reno entered 
the competition against such 
cities as St. Louis, Seattle and 
Portland, Ore. 

To some, Reno was a surprise 
choice over cites that had hosted 
major championships in the past. 
Tour officials were satisfied that 
Reno, which hosted a PGA Event 
in the 1940s and a Senior Tour 
stop in the early '80s, could once 
again fill the need, as well as come 
up with the required $2-million 
franchise fee. 

BENTGRASS IN THE SNOW 

The success of Nicklaus's 
Castle Pines Country Club in 
Colorado, which also hosts an 
annual PGA Tour event, lead the 
designer to the choice of 
bentgrass for the Montreux 
course. The decision promoted 
a lot of consternation from local 
superintendents. This region 
sees plenty of weather cold 
enough to hinder the warm soil 
temperatures that bentgrass 
needs to thrive. 

Doug Heinricks came to 
Montreux in January 1999 af-
ter working nine years in the 
Palm Springs area. The 32-year-
old Iowa State grad has been 
working around golf courses 
since he was 15. "When the 
Montreux opportunity pre-
sented itself. I was excited to 
come to a mountain region just 
to be able to enjoy seasonal 
weather again," he said. 

In Palm Springs the weather 
pattern is warm, hot and hot-
ter. Around Reno, on the other 
hand, the thermometer can 
shoot into the high 90s during 
summer, but winter tempera-
tures dip into the 30s. Snow is 
not unusual in February, but 
Heinricks still works to keep 
the course open year-round. He 
combats the cold and compac-
tion by doing an early 
aerification and closely moni-
toring his watering. 

"We have bentgrass fairways 
but bluegrass rough," he said. 
"I have to really control my ir-
rigation patterns to get a con-
sistent look to the course. In 
the end, though, it is the warm 
days, especially warm days 
early in the spring, that are my 
best friend." 

SPECTACULAR LAYOUT 

Montreux is a huge golf 
course, with over 45 acres of fair-
ways. Located at 5,000 feet at the 
base of statuesque Mount Rose, 
the bold layout shares two dis-

tinct landscapes - rolling high-
desert land, and thick pine for-
ests. Nicklaus used the best of 
both terrains to create a stun-
ning course that measures 7,552 
yards from the tips and features 
dramatic elevation changes. The 
17th hole alone features a 130-
foot drop from the tee to the 
slender fairway below. 

Heinricks and his summer-
time staff of 35 endeavor to keep 
the course in tournament shape at 

all times. This plan pays off when 
he sets about preparing the course 
for the annual PGA Tour event, 
where the most critical things are 
consistent lies on the fairways, 
the condition of bunkers and green 
speeds. 

Heinricks felt that his course 
provided a fair test last year dur-
ing its inaugural Tour run. PGA 
green specs were easily met, as 
Heinricks usually mows his 
greens lower than the Tour re-

quires. 
"I mow during the summer at 

120/1000 and raise up to 125/ 
1000 [1/8 inch] for the event," 
he said. "We have the green 
speeds stimping at 10 in advance 
of the tournament, and with 
double mowing we get the speed 
up to 10.6. We work so hard to 
get the course ready for the PGA 
Tour that you hope all of your 
effort is appreciated." 

Still, he would not trade the 

experience for anything. "Few 
superintendents get the chance 
to host a Tour event, with all 
the energy and excitement that 
surrounds it," Heinricks said. 
"Even fewer have the opportu-
nity to work on a course that is 
willing to spend the money nec-
essary to provide that type of 
conditioning every day for its 
membership. I'm fortunate to 
be here at Montreux and have 
that chance." • 



CALL FOR A DEMO 
1-800-803-8676 ext. 300 

See the 
tournament quality 
cut of the new Toro 

Groundsmaster® 3500-D 
•GRS 

rotary trim mower on 
your course. 



GROUNDSMASTER 3500-D 
Key Advantages 

• Excellent cutting performance thanks to three independent, 27" Contour™ 
Plus semi-recycling decks that deliver a 68" width of cut. 

• Superior power provided by a 32 hp Kubota® turbo-diesel. 

• Superb trimming capabilities and the ability to vary tire tracking 
are two benefits of the Sidewinder™ cutting system, which allows 
decks to slide 12" left or right of center (24" full travel). 

• Unequalled traction thanks to the patented Series/Parallel™ 
3-wheel drive traction system. 

• Attractive striping is effortless with rear rollers. 

• Operator comfort is ensured by power 
steering, tilt steering and adjustable seat. 



INTRODUCING THE NEW TORO 
GROUNDSMASTER 3500-D. 

The new 3500-D is j ; 

the only rotary trim j p S L 

mower on the i ^ A t Gi'T 

market that gives 

you a tournament j 

quality cut. With its j 
•« ' • v • ' ! 

patent-pending % ; 

Contour Plus decks, j ; 

you're ensured of the j i 
: ^ m \ 
! A^SMk:* ! 

cleanest cut while ; I 
• . i r , % virtually eliminating j 1 4 

• i 
scalping. Thanks to its • r . 

1 The Sidewinder System 
allows you to vary 

popular Sidewinder tire tracking or trim 
embanked areas. 

cutting system, you can now trim 

around trees, ponds and bunkers, plus 

vary your tire tracking, easier than ever. 

And with the rotary deck's rear rollers, 

you can have tournament quality 

striping every day. The 3500-D. 

There's never , been anything like it. 

Until now. To learn more, see your 

Toro distributor. Orvisitwww.toro.com. 

Audubon survey 
Continued from page 9 

219 have achieved designation 
as Certified Audubon Coopera-
tive Sanctuaries by implement-
ing and documenting a full slate 
of conservation activities. 

"As we move into our 10th year of 
the program, we wanted to quantify 
the results of program participa-
tion," said Larry Woolbright, Ph.D., 
Audubon International's director of 
research, who spearheaded the sur-
vey. "Do courses that participate 
achieve the goal of enhancing and 
protecting the environment? The 
survey gives us some hard num-
bers about how members have im-
proved on a variety of environmen-
tal fronts." 

QUANTIFIABLE RESULTS 

For example, members reported 
that, on average, acres devoted to 
providingwildlifehabitatjumpedfrom 
40 to 70 per course - a 75-percent 
increase. Also 79 percent of ACSP 
members decreased the amount of 
managed turfgrass, and 64 percent 
now monitor 
wildlife activ-
ity, up from 16 
percent be-
forehand. 

A n o t h e r 
key environ-
mental prior-
ity of the ACSP is helping members 
to reduce the use of pesticides and 
fertilizers, and to safely use, store, 
and handle chemicals. Survey re-
sults show that golf courses have 
been able to achieve that goal with-
out sacrificing playing quality. In 
fact, 86 percent reduced pesticide 
use and 92 percent reported using 
pesticides with a lower toxicity level 
since joining the program. Also, 84 
percent increased the amount of 
slow-release fertilizers they used. 

ACSP members said that play-
ing conditions and golfer satisfac-
tion remained the same or im-
proved for 99 percent of ACSP 
courses. Sixty-four percent of par-
ticipants also reported that their 
job satisfaction improved after 
joining the program. 

"Golf course superintendents 
can be excellent stewards of the 
environment," said Ronald 
Dodson, Audubon International's 
president and CEO. "Not only are 
they contributing to improved 
quality on the course, they are 
also spreading the word about en-
vironmental responsibility." • 

Oregon Governor's Watershed 
Enhancement Board and the 
U.S. Fish & Wildlife Service, The 
Resort has invested over 
$200,000 in the project. 

"We knew the Wee Burn had 
the potential to provide excel-
lent fish habitat, and we're en-
couraged to see the juvenile 
fish using the prime habitat in 
the ponds and upper stream 

Continued on page 14 

tributary of the Salmon River, 
a federally designated "wild 
and scenic river," and is part of 
the Sandy River Watershed. 
Since 1995, The Resort has 
been working closely with the 
U.S. Forest Service, Mt. Hood 
National Forest, Wolftree, 
Trout Unlimited, and others to 
restore wild fish habitat in the 
stream. In addition to volun-
teer work and grants from the Workers restoring Wee Burn 

habitat have migrated to the open 
sea. The Wee Burn wanders 
through the resort's 27 holes of 
golf, set at the western base of 
Mt. Hood. 

The Wee Burn (Scottish for 
small stream), which runs 
through The Resort's Three 
Nines golf course, is a minor 

WELCHES, Ore. — Thanks to 
The Resort at The Mountain's 
"Wee Burn" stream restoration 
project, fish are now being seen 
in parts of the stream and ponds 
that have been inaccessible since 
1928, and two crops of wild coho 
salmon and steelhead trout 
smolts that spawned in the new 

Salmon return to Oregon stream 
that meanders through 27 holes 
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MAINTENANCE 
Audubon certifies 
Leatherstocking 

COOPERSTOWN, N.Y. - Audubon In-
ternational has officially designated the 
Leatherstocking Golf Course at the 
Otesaga Resort here a Certified Audubon 
Cooperative Sanctuary under its Audubon 
Cooperative Sanctuary System (ACSS), a 
program endorsed by the U.S. Golf Asso-
ciation. 

Designed by Devereux Emmet in 1909, 
the classic 18-hole championship 
Leatherstocking Golf Course, which 
sweeps along the western shore of Lake 
Otesaga, is considered one of the most 
scenic courses in the nation. It holds a 
four-diamond rating from Golf Digest for 
its challenging layout and well-protected 
greens. 

Recently renovated at a cost of more 
than $1 million, the Leatherstocking Golf 
Course joined the ACSS program in 1996. 
Its participation is consistent with the 
overall commitment of the surrounding 
Cooperstown community to protecting 
its natural legacy. 

Leatherstocking is one of only 11 
courses in New York State to receive the 
Audubon International honor, along with 
other such courses as the Winged Foot 

Golfer gets a lesson at Leatherstocking 

Golf Club in Mamaroneck and the 
Westchester Country Club in Rye. 

"Gaining certification is not a simple 
process. Course superintendent Bernard 
Banas and his staff were completely dedi-
cated to this program for four years, and 
they deserve a lot of credit," said Eric 
Straus, president of the Leatherstocking 
Corp., which owns the course. 

"In addition to being one of the pretti-
est courses you'll ever play, 
Leatherstocking is home to a variety of 
indigenous wildlife, including foxes, deer 
and the Eastern bluebird," said Dan 
Spooner, director of golf. "We are proud 
that we can maintain a safe sanctuary for 
the animals while providing an enjoyable 
and challenging golf experience." 

Fescue breakthrough 
Continued from page 9 

tolerance," said Carrow. 
For test samples, Duncan collected any tall 

fescue plants he could find growing within six 
inches of a paved highway. "That would bring 
a high heat load to the grass," Carrow said. 
"Any tall fescue that survived in conditions 
like that had to produce enough carbohy-
drates to do so. With that germ plasm base, 
plus the strains that survived intensive screen-
ing, we had enough to begin crossing." 

The cross-strains went through another 
boot camp, which killed at least 95 percent of 
them. Then Duncan took the top one to five 
percent and started crossing those, subject-
ing them to even more rigorous conditions. 

'To put on even greater stress," Carrow 
said, "once he got those initial crosses, he 
scalped them with a mower to remove all the 
green tissue, which put a further strain on the 
carbohydrates. Under these extreme condi-
tions, the heartier plants will turn on their 
genetic capability to withstand the stresses." 

The scientists also made the grass more 
frugal. Grass usually drinks all the water 
it can at one time, growing in spurts that 
can't be maintained. With Southeast Tall 
Fescue, "even though the water is there 
in the soil, the grass doesn't use any more 
than it needs," Carrow said. • 

Salmon 
Continued from page 13 

for the first time in 70 years," said Ed 
Hopper, owner of the resort. 

The Wee Burn has always had some 
coho and steelhead in it, but the best 
spawning portions, including ponds, 
were inaccessible to fish. A significant 
amount of work has been done, includ-
ing adding wetland and alcoves to slow 
the stream down, restoring some of the 
stream's natural meander, adding shade 
plants and trees, adding in-stream struc- j 
tures for spawning and resting areas, j 
and building ladders to allow fish ac- j 
cess to the upper ponds on the stream. \ 
While most of the work is complete, j 
much is still being done by the resort 
and its partners to improve, maintain 
and monitor the changes. 

"The Wee Burn's habitat has been im-
proved fourfold, and we expect to see an 
increase in fish populations in the coming 
years," said Forest Service fisheries biologist 
Chris Rossel. 'To bring back fish stocks to a 
level of being delisted from the federal endan-
gered and threatened species list, fish habitat 
on private lands has to improve. This project 
is a great example of private and public enti-
ties working together to ensure successful 
stream restoration on private lands." • 

minute, but on an annual basis it adds up. 
We took this opportunity to restore the 
course to its original layout." 

Noted golf course architect Keith Fos-
ter was hired to assist with the renova-
tions. 

"Every time Keith came to the front 
gate of the club he checked his ego," 
Szklinski said. "This is a Maxwell course 
and we needed to continue to be a pure 
Maxwell design. Keith did a wonderful 
job." 

lO-MONTH COURSE SHUTDOWN 

In addition to the course mainte-
nance staff, Landscapes Unlimited, of 
Lincoln, Neb., was hired to help under-
take the work. Szklinski maintains a 
staff of around 35, but as many as 80 tp 
90 people were working on the restora-
tion project on a daily basis. 

The course had to be closed for 10 
months, a big sacrifice by the members. 
"They deserve enormous amounts of 
praise," Szklinski said. "It was a hard 
deal for them to give up their club for 10 
months to allow the work to be done. 
They were the ones who endured the 
most inconvenience." 

Szklinski and the Southern Hills staff 
was thrown another curve ball when the 
club's maintenance shed was destroyed by 
an electrical fire in January of this year. A 
new building had to be constructed. "Once 
again the club rose to the occasion after 
the fire, and now we have a new building, 
which serves all our needs," he said. 

Tim Moraghan of the USGA's rules 
and competition committee, which over-
sees the preparing of a golf course for a 
major championship and issues a set of 
guidelines for clubs to follow to that end, 
said there was never a thought of moving 
the 2001 Open. 

"We were out there for three or four 
days after the vandalism, reviewing our 
options," said Moraghan. "We assured 
them that the Open was going to be 

Continued on next page 
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Southern Hills 
Continued from page 1 

of Southern Hills overcame unforeseen 
obstacles that might have led less com-
mitted individuals to tell the U.S. Golf 
Association (USGA) to look elsewhere 
for a site to stage its premier annual 
event. 

VANDALS SPARKED RESTORATION 

Already faced with considerable work 
in order to bring Southern Hills up to the 
USGA Open specifications, the workers 
at the course were dealt a blow when 
vandals seriously damaged nine greens 
in June of 1999. The vandalism was such 
that the putting surfaces had to be closed 
and regrassed. 

"The club's board of governors saw 
what happened as an opportunity to un-
dertake extensive restoration work," said 
Szklinski, who came to Southern Hills in 
1998 from Desert Highlands, in 
Scottsdale, Ariz. 

"My initial reaction to the vandalism 
was one of anger and disappointment," 
he said. "I knew after a week of watching 
how the greens would react that we would 
have to go through the process of 
regrassing. But I said to myself that we 
were going to look at this as an opportu-
nity." 

In addition to regrassing all the 
course's greens, work was done to up-
grade the club's irrigation system, bun-
kers were rebuilt, the tall oak and pecan 
trees that form canopies over the sides of 
many fairways were trimmed, and longer 
championship tees built. It was decided 
that to insure the consistency of the 
course's putting surfaces the nine greens 
not affected by the vandalism would also 
be regrassed. 

"The club was established in 1936," 
said Szklinski, "and we get some pretty 
heavy thunderstorms during the sum-
mer. Erosion over the years can change 
the face of bunkers and there can be 
encroachment toward the greens. It's 

Sprint 330® iron chelate micronutrient protects iroi 
availability in soils with pH levels up to 7.5. The result 
lusher, greener turf and more colorful flowers an< 
shrubs. Made with stronger chelates, Sprint lasts up t< 
four times longer in soil than other brands 
A soluble, concentrated powder, 
Sprint measures and mixes easily. 
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Field trials confirm that PENDULUM® herbicide consistently gives you more dependable, 
broad-spectrum weed control than any other preemergent herbicide. 

So, even when compared to premium-priced products, PENDULUM controls more weeds. 
You can take that to the bank. ¡§1 

For the PENDULUM herbicide distributor nearest you, 
call 1 -800-545-9525, ext. T2611. 

Or visit our website at w w w . t u r f f a c t s . c o m . . 
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Southern Hills 
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played at Southern Hills and they 
stepped up to th'e plate. What we 
want is not only for a course to 
be in top shape for the Open, but 
also that any work done will ben-
efit the members 15 to 20 years 
down the road." 

The USGA's course preparation 
memo covers a wide range of is-
sues, from turfgrass conditions and 
the length of the rough to the place-
ments of grandstands and wiring. 
There is little flexibility in the 
USGA's edicts, save for the speed of 
the greens. 

"The course preparation 
memo is firm," said Moraghan. 
"We say this is how we want the 
course set up for the national 
championship. The only issue 
that is flexible is green speed. 
It's very difficult to set a pre-
scribed number because you 
don't know until the week of the 
event what the weather condi-
tions will be. I'll ask John what 
he thinks he can give us, and 
we'll settle on a number." 

PRE-TOURNAMENT PREP 

Moraghan said the USGA was 
impressed with the facelift at 
Southern Hills. 

"The golf course superinten-
dent is the most underrated 
player in the whole picture," 
he said. "John was new to 
Southern Hills and had to get 
the course ready on short no-
tice. Throw in the vandalism to 
the greens and losing his main-
tenance building and he had to 
do a remarkable job. It's going 
to be a great Open." 

The summer weather in the 
Tulsa area is usually hot and dry, 
which demands that Southern 
Hills be extensively watered. The 
new irrigation system will be in-
strumental in keeping the course 
in top condition throughout the 
summer. 

Prior to the Open and through-
out the tournament, Szklinski 
will add part-time staff and will 
welcome volunteers to help with 
course maintenance. 

"Once we get close to the 
Open there will be a very high 
sense of urgency and inten-
sity," he said. "I'm sure I'll have 
some butterflies. But I feel 
what we've been through has 
been a pretty good preparation 
for what we need to be like 
during the tournament." • 

Great Southwest GC closes for regrassing 
ARLINGTON, Tex. - Great 

Southwest Golf Club, in Grand Prai-
rie, in the Dallas-Ft. Worth area, will 
be closed for a several months to 
install new grasses expected to bet-
ter withstand Texas weather, the 
Arlington Morning News reported. 
Plans call for installation of Tifway 
419 bermudagrass on the fairways, 
officials said. The rye grass had 

been dying out. 
Members are upset and, at the 

same time, understanding. "I sym-
pathize with the members. But this 
is a big commitment by the com-
pany to spend $1 million and make 
this one of the best courses in 
Texas," said club pro and general 
manager Chip Graham. 

Club members were notified 

about the closure in a letter earlier 
this summer. It described how the 
management team was going to 
handle the conversion of the cur-
rent bentgrass greens to a hybrid 
bermudagrass. 

The change was deemed neces-
sary because the humidity and rains 
had caused pythium to attack the 
greens. 

Great Southwest members will 
be able to play other courses in 
the ownership group, including 
Diamond Oaks, Woodhaven, 
Oakridge, Eldorado, Los Rios and 
Thorntree. 

"Bentgrass is a superb put-
ting surface," club member Lou 
Duran said. "But they've had a 
lot of trouble with it [keeping 
it growing in the Texas heat]. 
The Champions or Tif Eagle is 

a positive way to go. Great 
Southwest could be a Colonial-
type course. It's that kind of 
layout. I'm looking at this as a 
positive." 

Longtime member Mo Lam-
bert said the club should have 
made the move a year earlier. 
"For me, I don't know if it's just 
getting older or what, but the 
summers keep getting hotter 
and dryer every year," he said. 
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Supers battle debris, weather and labor shortages to prep for winter 
By M E G H A N F O L E Y 

For superintendents from 
Maine to the Northwest, fall 
cleanup to prepare for winter is 
always an important process. 
After all, what is done in the fall 
triggers the way a course greens 
up in the spring. Autumnal appli-
cations of snow-mold fungicides, 
fertilizers and topdressing, and 

overall course aerification, must 
occur in a short span of time 
before the weather changes. 

For Jim Hodge, at Val Halla 
Golf Course in Cumberland, 
Maine, cleaning up in the au-
tumn requires a great deal of 
attention. The scattered leaves, 
branches and pine needles of a 
typical New England fall keep 

him busy down to the very last 
week in November. 

"We use everything from a 
small sweeper and a backpack 
blower to a walk-behind push 
blower and a big riding blower 
to clear the pine needles and 
leaves off the course," said 
Hodge. "For the entire month of 
September, we mow the fairways 

and the greens nonstop." 
Michael Foster, superinten-

dent at Province Lake in South 
Effingham, N.H., would agree. 
"In the fall, we have so much 
hand-raking and picking that 
needs to be done," he said. "We 
have to clear pine needles and 
leaves on a daily basis because 
we have a lot of both evergreen 

and maple oak trees on the 
course. Here, we rely heavily on 
manpower." 

Foster focuses largely on 
aerification of the whole course 
throughout the New Hampshire 
autumn, altering his usual main-
tenance routine. "In the fall, we 
begin to change our fertilizer 
schedule so that we can do a 
thorough job of aerification," he 
said. "We try to go 2:1 of potas-
sium to nitrogen. We also apply 
a light topdressing." 

In Post Falls, Idaho, where 
Lonnie Aller is superintendent 
of Highlands Golf and Country 
Club, preparations for a mild fall 
begin in the third week of Sep-
tember. Blowing leaves and 
needles off the course occupies 
much ofAller's time, but for him, 
the most important thing is mow-
ing the grasses until they are 
dormant to make sure that they 
are not shaggy going into the 
winter. 

"We have a small blower that 
we use to consolidate the pine 
needles around the tees and 
greens, which is a good deal of 

'Our lack of labor when 
the fall comes around 

plays a big factor in the 
daily maintenance of the 

golf course.' 
— Jim Hodge 

the cleaning that we do," Aller 
said. "Then we use a vacuum to 
sweep the fairways and the 
roughs. We continue mowing 
right until the very end of Novem-
ber so the grass isn't the least bit 
shaggy for the winter. Aerification 
of fairways and greens is also im-
portant in the fall." 

THE S N O W - M O L D BELT 

In the Rockies, superinten-
dents have different methods for 
making sure that their courses 
are properly cleared in the fall. 
For Jim Myers at Vail Golf Club, 
in Vail, Colo., keeping the course 
clear doesn't involve quite so 
much. "We don't have a whole 
lot on the course except for as-
pen trees, so we do a relatively 
small amount of leaf blowing -
not like those guys in New En-
gland," he explained. 

Myers is mostly concerned 
with the coming snow. "I always 
pay close attention to aerification 
and snow-mold control," he said. 
"Once the grass goes dormant, 
everything has to be mowed at 
the proper height so that a bet-
ter root system can exist in the 
winter. With a stronger root sys-
tem, plants have the chance to 
store more carbohydrates, which 
in turn allows them to survive a 
brutal winter." 

Continued on page 18 
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raypt Goossen s New Turf Glide design provides a 

unique one-pass aeration process that leaves a 
smooth, playable surface. 

Goossen's Versa Vac utilizes a specially designed, spring tension Turf Retainer located between each row of 
core extractors. The Turf Retainers glide along the surface of the turf while the cores are being extracted, main-
taining a smooth, playable surface. The aerator head consists of 120 spoons which form a 5-inch grid with 
each 58-inch-wide swath, providing ample aeration for most soil types. 

Playable 
Turf 

The Core wheel extracts the plugs while Turf Retainers hold the remaining turf in place. Then counter-rotating flails pulverize 
the cores while the powerful vacuum fan lifts thatch into the hopper and leaving the soil behind as a top soil dressing. 
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D E M O N S T R A T I O N 

For more information, please contact us. Toll-Free: 1-800-228-6542 
In NE: 402-228-4226 • Fax: 402-223-2245 

Web: www.goossen.com 

P.O. Box 705 • Beatrice, N E 68310 
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John Deere's TCI 25 turf collection system 

Clean up is a one man job with Deere's TCI 25 
The John Deere TC125 turf collection system is a tow-behind attachment that 

allows one person to pick up and dump turf debris, such as aeration cores, sand, 
clippings, leaves or thatch. The TC125 covers a swath 48 inches wide and has a 
hopper capacity of 25 cubic feet. With a brush speed of500-600 rpm, an average-size 
green can be cleared in about 15 minutes. The TC125 is designed to be towed 
behind either a heavy-duty utility vehicle equipped with hydraulics or a compact 
utility tractor with a selective control valve. An offset towing feature, adjustable 
from the operator's seat, allows the unit to be towed either directly behind or offset 
to the left side of the vehicle. Brush aggressiveness and flotation are controlled by 
a 6-inch diameter, full-width roller located directly behind the rotary brush. The 
roller height can be adjusted for turf conditions and brush wear. A hydraulic-
powered lift cylinder makes for easy dumping. For more information, contact: John 
Deere Inquiry Department, P.O. Box 12217, Research Triangle Park, N.C. 27709. 

Tornado blows debris 
The F8 Tornado blower from MTD 

Pro is powered by an 8-hp Briggs and 
Stratton Industrial Plus engine which 
generates 175 mph air speed and 2500 
CFM air volume. The Tornado also of-
fers the following features: impeller 
blades cast from heat-treated, aviation-
grade magnesium, a built-in deflector, 
and 11-inch by four-inch pneumatic tires 
for easy rolling. The blower meets 
OSHA Noise-Level Requirements. For 

The MTD F8 Tornado 

more information, contact 330-225-
9133, or www.mtdpro.com. 

Hog mows it down 
Excel Industries introduces the Hustler 

Hog, a mower ideally suited for places that 
are mown only once or twice a year. The 
Hog features a 48-inch single-blade deck 
that can cut anything it can bend over. The 
zero-discharge deck is constructed for ex-
tra heavy-duty operation and has reinforced 
side walls. The 5/16-inch-thick blade has 
swinging blade tips for added safety and a 
hazard-jumper center section. The Hog also 
features H-Bar Steering. This easy-to-oper-
ate concept resembles motorcycle steer-
ing, with a forward twist to move forward 

The 48-inch, zero-discharge Hustler Hog 
and a backward twist for reverse. For more 
information, contact 1-800-395-4757. 
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The Cushman 705 sweeper 

Cushman 705 sweeper tackles turf clean up 
The new Cushman 705 tow-behind 

sweeper is designed for quick cleanup 
of aeration cores, leaves, sand, needles, 
branches and grass clippings on turf or 
hard surfaces. The unit uses hydrauli-
cally powered brushes to quietly pick 
up almost anything on turf, sidewalks, 
cart paths and parking lots. Since the 
Cushman 705 Sweeper doesn't have an 
engine to produce noise, it can be used 
throughout the day with minimal dis-
turbance to golfers, bystanders and 
residential areas. All sweeper functions, 
including brush engagement, brush 

height adjustment, flap adjustment and 
unloading, can be controlled from the 
operator's seat. A dual-pivot, pick-up 
head and weight transfer system are 
utilized to maintain proper sweeping 
pressures and follow ground contours 
for any situation. The hopper is con-
structed of galvanized steel and six load 
wheels reduce ground compaction and 
increase load stability. The unit fea-
tures a sweeping width of 69 inches 
and a capacity of 5.1 cubic yards. For 
more information contact 888-922-
TURF. 

AERA-vator 

6 6r | ^he AERA-vator punches through our 
A hard, compacted soil much better than 

any aerifier that I've ever seen. I previously 
owned a Crankshaft style machine that did 
nothing more than bounce off the ground. 
I use the AERA-vator primarily to relieve 
compaction in our high traffic areas as well 
as the "hot spots" areas to allow for better 
water penetration. The vibration effect 
really enables the tines to break through 
hard soil with ease. I use it on fairways 
without the RT.O. engaged for minimal turf 
disruption and still get three inches into the 
soil. The AERA-vator also works great to 

Golf Course Superintendent/Sun Lakes Golf Course PreP burned out or bare areas that need 
Banning, California r e s e e d i n g " 
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Minuteman-Parker's Hurricane 

Goossen's new self powered blower 
Goossen Industries introduces the BL3000 self powered 

debris blower. Its 27-inch diameter blower fan delivers a 
powerful thrust of wind to tackle tough clean up. The unit 
features a trailer for transport and can be towed by any 
truckster, tractor, or utility vehicle. A bi-directional dis-
charge allows the user to change the direction of the 
airflow instantly. The BL3000 features a 22-hp Robin en-
gine and floatation tires. For more information, contact 
800-228-6542. 

Leaves, labor 
Continued from page 16 

According to Myers, timing is 
key. In Vail the snow flies at the 
end of October. "We do the fall 
application of fungicides to the 
greens right after Labor Day, and 
then we do our full application to 
the entire course at the begin-
ning of October." 

At the Buffalo Hills Golf 
Course in Kali spell, Mont., near 
Glacier National Park, superin-
tendent Patrick Meeker is also 
more concerned with the snow 
than the leaves. "Since we are up 
north here, we have to winterize 
the pump stations and fountains 
early," said Meeker. "We do all 
of our chemical applications for 
snow molds." 

LABOR SHORTAGE CHALLENGES 
From regulating snow mold to 

blowing out irrigation systems, 
there is always plenty to be done 
when the leaves are changing. 
With school starting up at the 
same time, however, all those 
high school and college kids who 
helped out during the summer 
are gone. Indeed, for many super-
intendents, the biggest obstacle 
in the fall lies in the decline of 
manual labor. The maintenance 
crew at Val Halla GC in Maine, for 
example, usually falls from 12 to 
six in the fall, doubling the load 
for those who remain. 

"Our lack of labor when the 
fall comes around plays a big 
factor in the daily maintenance 
of the golf course," said Hodge. 
"So we have to try to get as much 
done as we can early on. I do all 
of the maintenance projects at 
the end of the summer while I 
have all my help, and up until Sept. 
21 we mow the grasses like crazy. 
Once the grass stops growing, we 
start doing any projects on drain-
age, tee construction, bunker con-
struction, and so forth." 

Depending on location, sea-
son and individual layout, every 
superintendent adheres to dif-
ferent tips and techniques that 
ensure the visual and physical 
success of their golf course. 
Hodge faithfully abides by one 
such tip that he claims has been 
passed along from other super-
intendents and works wonders 
for his course. 

"No matter what, I have to get 
all the debris cleaned up in the 
fall so that I'll have a better 
course in the spring," he ex-
plained. • 
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Like a hurricane 
The Hurricane Plus series 

walk-behind wheeled blowers 
from Minuteman Parker are 
ideal for turf and hard surfaces 
and are powerful enough to re-
move leaves, loose debris and 
standing water. The unit is avail-
able in five, eight, or 11-hp Briggs 
& Stratton or Honda engines. 
These blowers create up to 2,200 
cubic feet of air per minute and 

are constructed of 12-gauge steel 
for increased durability. The 
Hurricane Plus is designed with a 
hand controlled deflector that can 
be adjusted to direct airflow out 
the front or side discharge. The 
series features a front grill for 
safety, silencing and debris de-
flection, handle mounted throttle 
control, pneumatic rear tires and 
vibration dampeners for operator 
comfort. For more information, 
contact: 630-6276900. 

Concorde SST 
B R A N D C H L O R O T H A L O N I L 

Super Stick Technology For All 
Seasons.. .All Major Diseases 

Always read and follow label directions. ©2000 Griffin L.L.C. Concorde ™, SST ™ Griffin L.L.C. 6025-01-7/00 

New Concorde SST offers proven disease control with maximum staying power. This 
formulation includes new Super Stick Technology (SST™), with adhesion properties 
that are bound to set an industry standard for tenacity. A contact fungicide you can 
use all season, Concorde SST will control 14 turf diseases, including algae, brown 
patch, dollar spot, leaf spot, melting out, anthracnose, rust and red thread. Its multi-
site mode-of-action helps prevent fungicide resistance and is ideal for all turf disease 
programs. Use it now and all year long. Find it at www.g i i f f in l l cxom 

When you purchase Concorde SST, G r i f f i n , G r i f f i n L.L.C. 
you support The GCSAA Foundation's I 1-800-237-1854 
Investing in the Beauty of Golf' Campaign. 
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MARRIOTT'S REDESIGNED CAMELBACK 
GC NOW OPEN 

SCOTTSDALE, Ariz. — Marriott's 
Camelback Inn has announced the open-
ing of the newly redesigned Camelback 
Golf Club. The $16-million course and 
club represent Marriott's largest single 
golf course investment. The project fea-
tures a complete redesign of the Resort 
Course (formerly called the Padre 
Course) by architect Arthur Hills. In-
stead of the desert setting found at most 
courses in the area, Camelback features 
a parkland setting with large mature 
trees. The finished product is a classic 
course, with strategic bunkering, tradi-
tional square tees and subtle land forms. 
Every hole features a new green and 
tee, as well as new bunkers. While some 
holes maintain their original routing, 
other have been re-routed to increase 

BRIEFS 

Washington 
National opens 
University Course 

AUBURN, Wash. — Washington Na-
tional Golf Club (WNGC) has unveiled 
the first of a two-phase development with 
the opening of the University Course, 
which will serve as home to the Univer-
sity of Washington's men's and women's 
golf teams. 

The public, 18-hole, par-72 layout, de-
signed by golf architect John Fought, is 
owned and managed by Kirkland-based 
OB Sports. 

The head coach of the Washington 
Huskies golf team, O.D. Vincent, is the 
son of Orrin Vincent, owner of OB 
Sports and a native of the Pacific North-
west. "It's been a dream of mine to 
build a course worthy of hosting a ma-
jor championship, and Washington 
National is that course," said Orrin 
Vincent. "It is all the more meaningful 
having been afforded the opportunity 
to do it in my hometown." 

The University Course features five sets 
of strategically placed ryegrass tees, al-
lowing golfers of all skill levels to play the 
course, which ranges from 7,304 yards 
from the back pegs down to 5,117 yards 
from the shortest markers. A large club-

The 8th hole at the newly opened Washington Na 

house deck overlooks the 18th hole and 
offers expansive views. 

The most dramatic holes, perhaps, are 
the par-5 14th and the par-4 15th. Vincent 
modeled the the 14th - a 635-yarder -
after Pine Valley's sixth, a hole so tough 
it's often called "Hell's Half Acre." 
Vincent's version skirts several bunkers 
and requires a downhill third shot that 
can send balls bouncing sharply off the 
back of the green. 

The 15th hole, 342 yards long, plays to 
an island green against a backdrop of 
boulders, flowers and a waterfall. Preci-

nal Golf Club 

sion is required to reach the green safely. 
'This," said Vincent, "is an Augusta hole." 

Various details at the course expand on 
the college theme. The golf carts, for 
example, are gold with purple trim, the 
Huskies' team colors. Each cart is cus-
tom named for a Husky althlete, and in-
side the cart is a description of that "Husky 
Legend." For instance, the Warren Moon 
cart features a rundown of his collegiate 
and pro football careers. There's also one 
custom colored cart for each of the other 
Pac-10 Conference schools, complete with 

Continued on page 24 

overall playability, competitiveness and 
appeal. Besides lengthening the course 
from 6,500 yards to 6,868, three new 
lakes have been added to enhance the 
course's challenge. 

Camelback also has a new 36,000-
square-foot, pueblo-style clubhouse, de-
signed by Douglas Frederick Design, 
with flagstone patios and an outdoor 
fireplace. Silent beepers call golfers to 
their first tees, eliminating the public 
address system. 

BOBBY WEED ENTERS MINNESOTA 

PONTE VEDRA BEACH, Fla. — 
StoneRidge Coif Club, near the Min-
neapolis-St. Paul metro area, opened 
July 1. It is the first Weed design couse 
in Minnesota. StoneRidge was built on 
an abandoned sand quarry and an Ara-
bian horse farm. According to archi-
tect Bobby Weed, the layout should 
require players to use every club in 
their bags. "The golf course has a vari-
ety of one-, two- and three-shot holes 
that set up risk-reward situations," he 
said. "The more chance you take, the 
bigger the payoff or risk. But there are 
also options to play the course along a 
safer route." Rolling fairways are suited 
to playing shots on the ground, favor-
ing a golfer who is comfortable with 
the style of the game played in the 
British Isles. 

EASTWOOD DROPS COURSE PLAN 
CARMEL, Calif. — Actor Clint 

Eastwood has decided to spare a Cali-
fornia forest from the bulldozers, by 
halting a controversial golf course 
development. The move ends a year-
long campaign to protect the 500-acre 
site at Pebble Beach, near Monterey. 

Peter Jacobsen (left) and Jim Hardy (right) on site at BlackHorse GC 

Jacobsen/Hardy's BlackHorse 
Golf Club set to debut in fall 

HOUSTON — The Redstone Co.'s newest golf project, 
BlackHorse Golf Club, is on schedule to open here this fall. 
Designed to be one of the premier daily-fee golf facilities in 
the Houston area, BlackHorse GC follows Redstone's suc-
cessful development of The Houstonian Golf Club and the 
ShadowHawk Golf Club, both of which opened last year in 
Richmond, Texas. 

BlackHorse includes the first of two 18-hole golf courses 
in Texas to be crafted by Jacobsen/Hardy Golf Design. The 
facility, located in northwest Houston, will feature a north 
course and a south course, a driving range, a clubhouse, a 
restaurant, a golf academy, an instruction center and a 
2,000-square-foot pro shop. 

In addition, it will include a teaching center that offers 
group clinics, private lessons, one-on-one video golf les-
sons, junior clinics and an indoor video classroom. 

The club recently hired Roger Goettsch, formerly with 
Golf Services Group, of Cypress as course superintendent. 
Goettsch, who holds a B.S. in turf management from Iowa 
State University, has worked on a number of projects from 
the ground up, in Texas, Thailand and Indonesia, with such 
golf architects as Arnold Palmer, Gary Player, Desmond 

Continued on page 25 

Ernie Els Enterprises joins 
forces with Nicklaus Design 

NORTH PALM BEACH, Fla. — Nicklaus Design has 
entered into a joint venture with Ernie Els Enterprises 
to pursue golf course design opportunities. The parties 
intend to develop, implement and market a golf course 
design business supported by the infrastructure of 
Nicklaus Design, and featuring the design work, strat-
egies and endorsement of Ernie Els. 

Nicklaus Design, a division of Golden Bear Interna-
tional, Inc., the privately held company of golfer Jack 
Nicklaus and the Nicklaus family, will provide Ernie Els 
Design, Ltd. with the staff and technical support required 
to complete the conceptual and planning documents nec-
essary to design a golf course. Support will include all 
computer-aided design work related to routings, strategy 

Continued on page 25 

Oneida Nation's Shenendoah 
Golf Club ready for play 

ONEIDA, N.Y. — The 
Oneida Indian Nation re-
cently opened its 18-hole 
championship Shenendoah 
Golf Club adjacent to the 
Turning Stone Casino Resort 
in central New York. Playing 
to a par of 72 and ranging up 
to 7,129 yards from the back 
tees, the course provides a 
challenge for everyone from 
the high handicapper to the 
most accomplished shooters. 

Designed, constructed and 
maintained to tournament 
s tandards, golfers at 
Shenendoah will experience 
conditions normally reserved 
for tour professionals. 'The 

Shenendoah Golf Club is a 
great tour-caliber course that 
is as fine a course as you will 
find anywhere in the United 
States," says Bob O'Brien, 
director of golf at Turning 
Stone Casino Resort. 

The Oneida group chose 
course designer Rick Smith 
for his attention to detail and 
commitment to maintaining 
the integrity of the existing 
landscape. Recognized by 
Audubon International for his 
efforts in designing courses 
that preserve and enhance the 
environment, Smith has 
blended this 18-hole layout 
into its natural surroundings. 



Witter Design adds Lembke, 
expands roster of projects 
B y J A Y F I N E G A N 

LOCKPORT, N.Y. — The golf course 
architectural firm Witter Design has ex-
panded its team with the addition of Brian 
Lembke as senior designer. Trained as a 
landscape architect at State University of 
New York School of Environmental Sci-
ence and Forestry, Lembke spent the last 
three years with national golf course con-
tractor Turf Drain Inc., where he learned 
the skills of course construction and shap-
ing. His impact has been immediate with 
Witter Design, which has several projects 
underway this season. 

According to golf architect and com-
pany founder Scott Witter, the addition of 
Lembke should give clients additional 
confidence that the same individuals who 
developed the design ideas will also trans-
form them into the envisioned landscape. 

Witter noted that, in many cases, su-
perintendents and their crews are capable 
of handling the finishing aspects of a 
green, bunker, or tee renovation project. 
"For many clubs we work with, it makes 
a lot of sense for this to occur and we 
encourage it," he said. 

Under these circumstances, Witter 
added, it's not easy to find an indepen-
dent contractor who's capable of shaping 
a particular feature and who is interested 
in handing the remaining work over to 
the club. With the shaping and project 
coordination skills of Lembke, he said, 
Witter Design has opened up new oppor-
tunities to assure clients that their design 
intent will turn out as planned. 

A case in point is the 89-year-old Potsdam 
Town and Country Club, in upstate New 
York. Witter Design is completing the 
finishing touches on nine new holes to 
bring the course up to 18 holes. It is a 
dramatic Adirondack mountain layout that 
crosses a trout stream seven times. 

A local contractor, Ron's Agri-drainage 
Inc., accepted the challenge of the project 
without the experience of having built a 
course before. It was not long after the 
dirt was moved that Ron's Agri-drainage 
encountered trouble. 

"Ron had no idea how to do the green-
shaping, and he had no shaper - the 
shaper he was counting on fell through," 
Witter said. "He called and asked if we 

The ninth hole at Lockport Town and CC in Lockport, N. Y. where Witter designed a two-hole expansion 
and made major renovations. 

could spare Brian for a few weeks. It 
worked out very well. Brian had been one 
of Turf Drain's top shapers for three and 
a half years. It took care of Ron's crisis, 
because Brian was on top of the Cat 550 
doing all the shaping. And I was going to 
get exactly what I wanted, because Brian 
was going to be my eyes on site. He gives 
us a new dimension. 

"That's a big difference from the way 
most architect's work," Witter added. 
"Normally, we supervise construction and 
make changes, and say 'let's raise that 
mound up a little bit, let's give a little 
more shadow play on that bunker.' Then 
you go away and return in two weeks for 
your next visit, and that's been done." 

The grassing of the Potsdam course 
will be complete by early September, and 
the full 18-hole track is expected to open 

in fall 2001. 
Also in progress for Witter Design is a 

new 18-hole daily-fee facility, Ironwood 
Golf Course, southeast of Buffalo. Set on 
scenic high ground in Wyoming County, 
the routing of the new course had to 
negotiate its way around a large televi-
sion transmission tower. Ponds are now 
being excavated and earthmoving has 
begun for the rough shaping of green and 
tee sites. Irrigation and the primary fea-
ture construction will commence in the 
spring of 2001. 

Other ongoing projects for the firm in-
clude multiple tee and bunker renovations 
at Midvale Golf and Country Club and 
Penfield Country Club, both in Rochester, 
N.Y. Witter Design is also working with 
architect Jerry Matthews to co-design the 
18-hole Redjacket Golf Club. 

Outreaches The 
Pretty Boys 
That's The Beauty Of A National. 

21" of reel outside the wheel. That's a 
claim the others can't make. With a 
National's flexible design, sand 
bunkers, curbs, or any trimming 
tasks are well within reach. 
Contact us for a test drive: 
1-888-907-3463 
www.nationalmower.com 

NATIONAL MOWER COMPANY 
B P J 5 5 5 B B 700 Raymond Avenue 
H i i p i l B St. Paul, MN 55114 

Fax (651)646-2887 
Email sales@natlonalmower.com The 13th hole - "Blind Man's Bluff" - at Whistling Straits' Irish Course, which opened Aug. 1 

Play begins at Dye's Irish Course 
B y M E G H A N F O L E Y Straits property, and features 

KOHLER, Wis. — Afourth Pete Dye- bentgrass tees, fairways and greens as 
designed golf course has joined the well as large bunkers and sand dunes, 
acclaimed combination of champion- Four creeks wind through the course 
ship layouts at The American Club and come into play on nine holes, 
resort here. This one, named the Irish Five tee placements are marked on 
Course, lies adjacent to the Straits each hole, although more can be ac-
Course at Whistling Straits. Public play commodated. The arrangement allows 
began August 1. players of varying abilities to enjoy a 

The Irish Course weaves around the round together without diminishing 
western perimeter of the Whistling Continued on next page 
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The 17th hole at the Arthur Hills-designed Sienna Plantation GC, near Houston 

Sienna's planners spent nearly 
a year identifying and delineating 
sensitive environmental areas and 
designed the course to have zero 
or minimal impact on the wetlands 
environment, said Doug Goff, gen-
eral manager. Sienna worked with 
wetlands consultants to create ar-
eas of interest around the golf 
course, preserving the wetlands. 
On the course, the wetlands will 
be treated as hazards. 

the opportunity to build a variety 
of golf holes," said Hills. "Our goal 
was to design an easy-to-maintain 
course that fit naturally onto the 
site, enhanced the beauty of the 
property and provided variety in 
the shots required. We wanted to 
be sensitive to the environment 
while keeping in mind the elements 
that give a course character." 

Hills7 Sienna Plantation opens 

ß ö l ^ 

MISSOURI CITY, Texas—The 
Sienna Plantation Golf Club, de-
signed by Arthur Hills, has opened 
for play. The club is part of Sienna 
Plantation, a 10,500-acre 
community near Houston. The 
course winds through a forest and 
several lakes add challenges, of-
fering risk/reward shot values. 

"Spacious corridors afforded us 

Irish Course 
Continued from previous page 

the challenge. Yardage mea-
sures 7,203 from the back tees 
and 5,109 from the front. Slope 
and ratings have not yet been 
established. 

"My challenge in designing the 
Irish Course was to make it of 
equal stature with its neighbor, 
the Straits Course," said Pete Dye. 
"It had to be more than just a 
complement to the Straits - it had 
to be comparable."The renowned 
architect, whose creations have 
occasionally been described as 
"Dye-abolical," said he ap-
proached the project with particu-
lar fervor. "I've used every trick 
I've ever learned in designing this 
course," Dye said. "I should say 
this with some degree of mod-
esty. In my lifetime, I've never 
seen anything like this. Anyplace. 
Period." 

Steve Friendlander, general 
manager and director of golf for 
the Kohler resort, describes the 
Irish Course as an interesting hy-
brid. "It has parkland-style holes 
with trees and creek crossings, 
grassland holes that are somewhat 
flat and meandering, and the 
dunes and bunkers of a seaside 
links course, without the ocean." 

In addition to the creeks that 
intersect the course, the layout 
also permits views of Lake Michi-
gan from five holes. The lake is 
quite visible from hole 13, but that 
won't be the principal reason the 
183-yard, par-3 will be memorable, 
according to Friedlander. Dubbed 
"blind man's bluff," hole 13 re-
veals only about 10 to 25 percent 
of its putting surface from most of 
the tee boxes. "It may be the most 
memorable hole you'll ever play 
in the United States," Friendlander 
predicted. "The green is abso-
lutely huge, more than 20,000 
square feet. But it's built down in 
the middle of a war zone with pot 
bunkers and dunes 20 to 40 feet 
high on three sides." 

Whistling Straits is located nine 
miles northeast of the resort des-
tination of Kohler, Wis. The 
resort's other amenities include 
The American Club, the Midwest's 
only AAA Five Diamond resort 
hotel; Blackwolf Run golf course, 
site of the 1998 U.S. Women's 
Open Championship; and Kohler 
Waters Spa, set to debut in this 
fall. The Straits Course will host 
the 2004 PGA Championship. • 
GOLF COURSE NEWS 
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A rendering of two holes at Tom Clark's 
Magnolia Creek Golf Club 

SPACE SHUTTLE 

SAJO Construction steps into world of course ownership 

t 3 3 9 I Ï U J M I k i i 

B y F R A N C E S G. T R I M B L E 

HOUSTON — Texas course 
builder Sam Sakocius and part-
ners Terry and Mac Brown 
have ventured into the world 
of course ownership with Mag-
nolia Creek Golf Club, in 
League City, Texas, south of 
here. It's a first for SAJO Con-
struction, of nearby Richmond. 

"We had been approached be-
fore [about part ownership] but 
we had a set of parameters that 
had to be met before we got in-
volved," Sakocius said. "For one 
thing, we wanted the project to be 
in a fast-growing area within 100 
miles of Houston, which League 
City is. And we wanted to be in 
partnership with a strong devel-
oper with previous experience." 

That developer turned out to 
be Kinsel Industries Inc., a ma-
jor player in large-scale indus-
trial, commercial and housing 
projects. As plans for the 1,100-
acre Magnolia Creek subdivision 
developed, Kinsel decided to set 
aside 400 acres for a golf course. 
At that point, Kinsel's Lynn 
Watkins contacted SAJO, be-
cause he was unsure of what 
could be accomplished with the 
site. 

The land was flat, featureless, 
and dotted with fallow trees. 
"There wasn't much good there 
to save," Sakocius noted. How-
ever, because the area needs golf 
facilities, and because of the pro-
posed extension to high-volume 
Bay Area Boulevard to the Mag-
nolia Creek property, the prop-
erty had potential. 

Course architect Tom Clark 
of Ault, Clark & Associates, of 
Kensington, Md., was brought 
on board to design a 36-hole com-
plex with links-style character-
istics. The terrain has been 
cleared and drained, and 750,000 
yards of earth have been moved 
to create what Clark described 
as "simulated dunes - pot bun-
kers with sod-stacked sides -
links concepts you would expect 
to see in the UK." Clark added 
that a canal or "burn" runs along-
side some holes and crosses oth-
ers. A single lake has been con-
structed for water retention 
because, in Clark's words, "lakes 
are not traditionally found on 
links courses." 

Clark has crafted a design with 
a medley of challenges. "There 
will be a great variety of short 
and long holes," he said, "par 
fours ranging from 281 yards to 
475 yards and both reachable 
and non-reachable par five's. 
Each nine measures between 
3,500 and 3,600 yards from the 
championship tees." 

Builder Sakocius described 
the plantings to be added as, 
"native vegetation to give it a 
rustic, windswept, dunesy feel." 
He added, 'Tom Clark has an 
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extensive design record and all 
of the people involved in this 
project have seen and experi-
enced the old Scottish courses 
we are trying to recreate. That 
includes greens that have open 
approaches and closely mown 
collection areas at the sides and 
back." The typically stiff Gulf 
Coast winds, like the strong 

breezes of coastal Scotland and 
Ireland, contribute another links-
type feature. 

Construction at Magnolia 
Creek began in November 1999, 
and the course is scheduled to 
have 18 holes in play by this 
coming November. Golf Solu-
tions Inc. will manage the prop-
erty, and Trey Stiles, a 20-year 

veteran of the golf business, has 
been tapped as head profes-
sional. Though Magnolia Creek 
will be first and foremost a golf 
facility, Sam Sakocius says that 
the Richard Williams-designed 
clubhouse will feature "the type 
of banquet and dining accom-
modations golfers expect to find 
at a 36-hole establishment." 



Fream's Andaman Club completes front nine 
B y A N D R E W O V E R B E C K 

THAHTAY KHUN ISLAND, 
Myanmar — Precipitation, and 
large amounts of it, have dic-
tated the construction schedule 
of. the 18-hole Fream and Dale 
Golfplan-designed course here 
at the Andaman Club in south-
ern Myanmar. It is fitting, then, 
that the first nine holes will open 

in November, following this 
year's rainy season. 

"Last year between June and 
November we had over 15 feet of 
rain and that created certain con-
struction problems," said Fream. 
"I don't get any easy jobs and we 
have been working three years 
to get these nine holes done." 

According to Fream, working 

between the rainy seasons 
stretches out the construction 
schedule because "you have to 
do everything and get the grass 
up before the rains come—or 
else you lose it all." 

Rainfall was not the only fac-
tor that impacted Fream's de-
sign. Construction of the course 
has been undertaken using local The green site on the 320-meter, par-4 second at the Andaman Club 

labor and basic methods. 
"We didn't do what we would 

do in California or Tennessee as 
far as golf design," said Fream. 
"It is a nice course and the site is 
magnificent and the golf is go-
ing to be good. But it isn't overly 
extravagant because we are do-
ing most of the work by hand. 
We have to do things that are 
practical in circumstance and 
then the course must be main-
tainable mostly by walk-behind 
equipment." 

The construction employed 
between 125 and 150 local labor-
ers, who did everything from 
sand capping the fairways to 
blasting through rock by hand. 

'This isn't a high-tech opera-
tion," said Fream. "You do it the 
way you can get it done. It isn't 
practical to bring in high-priced 
equipment and put people out of 
work." 

While the construction meth-
ods may not be high-tech, the 
results are certainly up to par. 
The course is set on undulating 
terrain, features views of the 
Andaman Sea and is surrounded 
by jungle vegetation. 

"It is a unique site," he said, 
"with the massive trees, eleva-
tion change and views off in the 
horizon of smaller islands." 

The highlight of the front nine 
is the 170-meter par-3 third hole 
which features a 75-foot drop 
from tee to green, eight differ-
ent teeing positions and views of 
Thailand and Myanmar. 

All 18 holes of the course are 
due to open in summer 2001. 
However, the resort hotel, which 
is popular with vacationing 
Thais, is expanding and Fream 
has been asked to put in another 
nine holes. "We may be here 
another three years," he said. 

JOHNSTON TO DESIGN 

BLACKWATER 

HILTON HEAD ISLAND, S.C. 
— Clyde Johnston has been re-
tained to design an 18-hole semi-
private course at Blackwater, a 
600-acre community in Santee, 
S.C. 

The 6,800-yard, par-72 course 
will be called Blackwater Golf 
and Fish Club. The three finish-
ing holes of the course will be 
framed by the shoreline of Lake 
Marion, the largest lake in South 
Carolina. Completion of the 
course is expected in the fall of 
2001. 
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Rulewich set 
to refurbish 
Palmetto Dunes 

BERNARDSTON, Mass. — 
Golf architect Roger Rulewich has 
signed aboard to perform a com-
plete makeover of the Robert 
Trent Jones Sr. course at Palmetto 
Dunes Resort on Hilton Head Is-
land, S.C. Construction will start 
in May 2001 and will involve all 18 
holes, including the rebuilding of 
the greens, tees and bunkers, 
along with drainage work. 

"Robert Trent Jones Sr. gave 
me my start in this business. We 
spent more than 30 years to-
gether, so this is a special 
project," Rulewich said. "I'm ex-
cited about adding our touch to 
the tradition and heritage of this 
vintage golf course." 

Established in 1969, the Roger 
Rulewich Group is a golf course 
design and construction firm 
based in Bernardston, Mass. It 
has provided services for courses 
including Medinah, Bellerive and 
Valderrama. Prior to forming the 
firm, Rulewich spent 34 years as a 
design associate with Robert Trent 
Jones, Sr., including 21 years as 

Husky course 
Continued from page 19 

a school logo and a description 
of that university on an inside 
placard. Near the cart staging 
area, 10 flagpoles fly the Pac-10 
flags. 

The clubhouse - the Varsity 
Club - is painted white with 
purple trim. Five TV sets inside 
play nothing but highlights of 
famous Husky events. The 
course continues the theme 
throughout the facility, includ-
ing scorecard, bag tags, course 
flags, and so on. 

Construction is scheduled to 
begin next summer on the 
project's second phase, which 
will include another 18-hole 
track, the Open Course. John 
Fought is designing this new 
course also, and plans call for 
an opening in the spring of 
2003. The Open Course has 
been named in part as a tribute 
to the British Open. It will fea-
ture rolling mounds and Scot-
tish-type playing conditions. 
While the Open Course is 
mostly devoid of trees, the 
University Course contains a 
blend of decidious and ever-
green trees. 

"Given the combination of 
ideal soil conditions, tree cover 
and elevation change, we feel 
this is as fine a golf site as we 
have seen in the Northwest," 
Vincent said of WNGC, which 
encompasses 520 acres. Some 
100 custom home lots, mostly 
along the University Course, are 
part of the project. • 
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senior designer. 
"One of RobertTrent Jones, Sr.'s 

greatest talents was inspiring dedi-
cated people to help him fulfill the 
obligations of completing an in-
credible list of new and remod-
eled courses. His courses took 
shape more from his 'eye' on site 
than from the detail of his plans," 
Rulewich explained. "He taught 
me the value of a hands-on ap-
proach to design that involves the 
skills of many others to interpret 

and execute your ideas." 
The Roger Rulewich Group has 

also teamed with Jaime Ortiz-
Patino, president of the 
Valderrama Golf Club in Spain. 
Rulewich implemented Ortiz-
Patino's plan to remodel the third, 
seventh, and 17th holes. The 
changes were made to add length 
to the course for future profes-
sional tournaments, including 
European Tour events and 
November's American Express 

World Golf Championship. Previ- Currently, the Rulewich Group 
ously, Valderrama played 6,818 is completing construction of four 
yards; it now plays 6,993 ^ ^ ^ 18-hole layouts -
yards. Grande Dunes Resort 

"We're extremely CG, in Myrtle Beach, 
pleased with the way S.C.; FoxHopyard GC, 
the project turned out," J m ^ y f f ^ ^ L I ^ J i in East Haddam, Conn.; 
Rulewich said. "We Saratoga National GC, 
achieved our goals of in Saratogo, N.Y.; and 
adding significant yard- Wild Turkey GC, in 
age without compro- Hamburg, N.J. The firm 
mising the integrity of the also is remodeling the Yale Univer-
course." sity course, in Connecticut. 
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BlackHorse 
Continued from page 19 

Muirhead and Ken Dye. 
T m very excited about the 

BlackHorse project," he said. 
"The Jacobsen/Hardy group has 
designed a challenging and tra-
ditional, yet very aesthetically 
pleasing, layout that has en-
hanced the surrounding areas. 
BlackHorse creates an environ-
mental sanctuary for wildlife and 

golfers alike." 
Matt Swanson, former direc-

tor of golf at Raveneaux CC in 
Houston, has been appointed 
head golf professional. 

Committed to protecting the 
environmental integrity of th^ 
site Jacobsen and Hardy went 
to great engths to protect the 
trees, to minimize the effects 
ofnthe land and to maximize 
environmental stewardship. 
The course feature several 

wetlands and oxbows with pal-
metto and other native plant 
species that attract birds such 
as ducks, egrets, and sand hill 
cranes. The fairways use 
TifSport grass , while the 
greens feature TifEagle. Both 
Bermuda species are new to 
Houston-area daily-fee 
courses. 

"We've taken advantage of the 
natural terrain and features of 
the area in order to challenge all 

golfers," said Peter Jacobsen, a 
22-year veteran of the PGA Tour 
and former golf commentator. 
"The use of the creek, lakes and 
wetlands, as well as the sand 
quarry and trees make this 
course unique among daily fee 
courses here. The course details, 
layout and environmental use of 
the land make it a special course 
for Houstonians." 

The developer and owner of 
BlackHorse, Redstone Golf 

Properties, serves as the hold-
ing company for additional golf 
properties to be purchased, 
developed or managed by The 
Redstone Companies. The 
company provides manage-
ment for two Rees Jones-de-
signed golf clubs in Richmond; 
the private ShadowHawk GC, 
and the resort-style Housto-
nian GC, an amenity to The 
Houstonian Hotel, Club & Spa 
in Houston. • 

Nicklaus/Els 
Continued from page 19 

plans, layouts and feature 
details, and technical 
specifications. The 
venture's designs will be 
branded, marketed and 
promoted independently 
of Nicklaus Design, using 
the name, image and en-
dorsement of Ernie Els. 

Els' manager, Nic 
Frangos, approached 
Nicklaus Design last year 
to discuss opportunities 
for Els to work with the 
Golden Bear and his firm 
to learn the business of golf 
course design. 

"Jack Nicklaus is the 
most highly regarded Tour 
professional designing 
golf courses today," 
Frangos said. "His firm has 
an established reputation 
of being one of the most 
talented, comprehensive, 
full-service design compa-
nies worldwide. Ernie 
wants to do more than sim-
ply lend his name to a golf 
course; he wants to be in-
volved in the design busi-
ness for years to come. It 
made sense for us to ap-
proach the Nicklaus orga-
nization to propose the 
joint venture." 

Just as Nicklaus began 
his design career over 30 
years ago working with 
such noted architects as 
Dick Wilson, Pete Dye and 
Desmond Muirhead, Els 
aspires to follow a similar 
pattern, Frangos said, 
learning from the best and 
eventually evolving into 
his own design company. 
Currently, the group is 
looking at several oppor-
tunities for Els' first de-
sign project. 

"My staff and I are look-
ing forward to working with 
Ernie," Nicklaus said. "I 
have long admired Ernie as 
a player. At the same time, I 
have admired him as a per-
son. I am certain that if we 
are able to provide him the 
support and guidance he 
needs, once that is com-
bined with his desire to ex-
cel, Ernie will become as 
talented a golf course de-
signer as he is a player." • 

Excellence has a new letter. The new 

John Deere 3215B Turf System I and the 

3235B Turf System II take lightweight 

fairway mowers to new heights of effi-

ciency, cut quality, and grass collecting. 

Both machines boast new 22-inch bed-

knife-to-reel cutting units. These units 

have larger reel motors than the previous 

generation for improved power. (The 3235B 

can be equipped with ESP cutting units 

for use in lush, warm-season grasses.) 

A new yoke and ball joint design on the 

cutting units improves grass collecting. 

And the cutting units can be easily 

removed for servicing. A more efficient 

new triple pump has 12-tooth gears for a 

lower internal pressure drop and 

improved flow dynamics. A standard 

electric fan drive improves engine cooling 

performance while reducing sound levels 

to an all-time low. And to cap it all off, 

both the 3215B and 3235B sport new 

streamlined, fiberglass hoods. To see the 

new John Deere Lightweight Fairway 

Mowers in action, call 1-800-537-8233 

for your free video today. Then call your 

local John Deere golf & turf distributor. 

N o t h i n g R u n s L i k e A D e e r e ® 

WHAT A F A I R W A Y MOWER S H O U L D B E . 



Moose Run 
Continued from page 1 

choose the best part of the area, 
design a course, and build it 
within the budget. Eleven com-
panies applied, and we won." 

BEAR REPELLENT BACKFIRES 

Nobody thinks of Alaska as a 
mecca for golf, and it's not. This 
new course bring's the state's 
total to 19. But the season runs 
from May until late September 

I ' 1 ^ 1 4 5 , 9 it 
or early October, Nelson said, 
and in June and July you can play 
around the clock. "This is the 
land of the midnight sun," he 
said, "and in the summer they'll 
start foursomes off at eight 
o'clock at night. This course will 
easily see 35,000 or 40,000 
rounds a year." 

Wildlife added a special dimen-
sion to the construction phase. 
"The whole area is environmen-
tally sensitive," Nelson said. "The 

area we chose is in a woodland 
with a riparean stream that comes 
down to form an aleuvial fan. It's a 
big habitat for bears, wolves, foxes, 
moose - all kinds of animals. 

"Everybody who worked on 
the course carried a can of bear 
repellent in the event of attack," 
he said. "It is actually pepper 
spray. You've got to make sure 
to spray it on the bear and not on 
yourself. There was one guy from 
the 'lower 48' who didn't know 

any better. He thought it was 
like insect repellent and sprayed 
it all over himself - and man, he 
just went wild, because it affects 
your nervous system. It really 
works on bears, too." 

Moose proved to be the most 
destructive beasts, especially on 
the fourth green, which sits way 
out in a remote corner of the 
site. "That green was completely 
destroyed when a couple of 
moose rutted there," Nelson 

Moose Run's 17th hole 

said. "They love to do their mat-
ing rituals on putting greens for 
some reason, and that green 
hasn't fully come back yet." 

The animals haven't left the 
area, but nonetheless Army offi-
cials have declared the course 
safe for play. 

NO SAFE SLICES 

Nelson said he didn't design 
the Creek Course to be unusu-
ally difficult. The extreme slope 
rating of 142, he said, has mostly 
to do with the 100 yards of nearly 
impenetrable forest between 
holes. 

"Beyond the proper main-
tained rough, where you get into 
the jungle, the ball goes in there 
and it's gone," he said. "Eventu-
ally the Army is going to have to 
clean that out - it's just incred-
ibly overgrown. I talked to a guy 
on the slope committee, who said 

'This is the land of the 
midnight sun. In the 
summer they'll start 

foursomes off at eight 
o'clock at night.' 
— Robin N e l s o n 

they'd come back in a year and 
do another review. The rating 
will probably go down after that. 
It wasn't designed to be that 
hard. It's just that if you hit a bad 
slice, it's all over." 

Why the huge space between 
fairways? "The job specified 300 
feet of natural area between them, 
mostly because of wildlife habi-
tat," Nelson said. 'The animals 
like the forest edges and they love 
to hide between the fairways." 

The course's length should not 
pose an undue problem for golf-
ers, he said. 'The 11th hole is 
about 640 yards from the gold 
tees, and 18 is close to 600," he 
said. "But you can almost get there 
in two, because these are big 
downhill shots. You can hit it 300 
yards off the tee, so it works well." 

Nelson has been involved in 
designing more than 100 courses 
worldwide, including numerous 
layouts in Asia and the South Pa-
cific. He recently moved his head-
quarters from Hawaii to Mill Val-
ley, Calif., near San Francisco. • 

GOLF COURSE NEWS 

From screen to green, 
Greentrac.com is your best 

way to buy. Ana sell. 
Join the golf course superintendents, managers and suppliers 
who have already saved time and money with Greentrac.com. 

G r e e n t r a c . c o m is the global marketplace that 
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supplies. Buyers submit an electronic Request for 
Proposal (eRFP) and get competing bids from 
vendors across the globe. Vendors benefit too by 

gaining access to eRFPs they can't get anywhere 
else. And excess inventory can be bought and sold 
in eAuction. Come visit us at www.greentrac.com 
and see for yourself why Greentrac.com is your 
best way to buy. And sell. 

Main Office: 2121 East Coast Highway, Suite 200 • Corona del Mar, CA 92625 • (877) 774-8722 TOLL-FREE • (949) 759-8131 FAX 

For a free CD demonstrating what Greentrac.com can do for your business, call toll-free (877) 774-8722 or email us at customerservice@greentrac.com. 

From screen to green, your best w a y to buy. And sell.™ 
www.greentrac.com 

Greentrac com8 
e-business to business 

http://www.greentrac.com
mailto:customerservice@greentrac.com
http://www.greentrac.com


MANAGEMENT 

BRIEFS 
GOLF PARTNERS WORLDWIDE 

OPEN FOR BUSINESS 

SCOTTSDALE, Ariz. — Golf Part-
ners Worldwide LLC is open for busi-
ness. The company, based here, will 
seek business opportunities through-
out the world. Members Marv French, 
Ed Gowan, Gary Grigg, John Miller 
and Steve Zavodnick have extensive 
backgrounds in the game of golf rang-
ing from ownership, management, 
construction and development, 
agronomy and legal expertise. The five 
members have been involved golf 
projects such as Pumpkin Ridge out-
side of Portland, Ore., The Boulders 
Resort in Scottsdale, Shadow Glen Golf 
Club near Kansas City and Royal Poin-
ciana in Naples, Fla. 

WESTERN GOLF PROP. NAMES EDGMON 

SCOTTSDALE, Ariz. — Western 
Golf Properties, Inc. has announced 
the appointment of Hugh Edgmon to 
president and CEO of the company. 
Edgmon replaces Joe Black who has 
moved into a director position on the 
company's board. Edgmon has been 
associated with Western Golf Proper-
ties for over five years, beginning as 
general manager at Serrano Country 
Club, and most recently as vice presi-
dent of western regional operations, 
where he oversaw the management of 
five golf properties. In his new role, 
Mr. Edgmon will personally oversee 
the management and operations for 
all Western Golf Properties. 

INTRAWEST APPOINTS THOMPSON 

PHOENIX, Ariz. — Intrawest Golf 
has appointed of Kyle A. Thompson di-
rector of retail sales. He will be respon-
sible for establishing a business plan 
and directing the functions of the retail 
division by spearheading the retail ini-
tiative at the corporate and facility level. 
Thompson comes to Intrawest from 
Sears, Roebuck and Co., where he was 
a merchandise planner. 

BRIERWOOD HIRES HOPKINS 

HAMBURG, N.Y.—Brierwood Coun-
try Club has hired Richard S. Hopkins, 
Jr. as the new membership services 
manager here at this private, Arnold 
Palmer Golf Management-owned club 
in suburban Buffalo. Hopkins will be 
responsible for the sales of new golf and 
social memberships at Brierwood while 
also providing account services for the 
club's current membership. A native of 
Niagara Falls, N.Y, Hopkins was most 
recently an account executive with the 
NHL's Buffalo Sabres. 
GOLF COURSE NEWS 

Del Webb to 
add more new 
courses to REIT 
B y A N D R E W O V E R B E C K 

PHOENIX, Ariz. — After more than 
four decades of developing "active adult" 
communities and building golf courses, 
Del Webb Corp. has taken a new direc-
tion with its golf operations. While the 
company manages the 16 courses that it 
has built over the years, it has also estab-
lished a real estate investment trust 
(REIT) as an entity to hold some of its 
golf course assets. 

'The company builds terrific golf assets 
and then gives them away to home own-
ers," said Henry DeLozier, vice president 
of golf operations. 'Two years ago, Del 
Webb determined to make a transition from 
giving away courses to transferring owner-
ship into a closely held REIT and turning 
golf operations into a profit center." 

Of Del Webb's 16 courses, six are un-
der the REIT and 10 are dedicated to the 
homeowners' associations. The courses 
in the REIT have all opened in the last two 
years. However, in the next three to four 
years, Del Webb will be adding 14 more 
courses to its existing communities. 

"Of the 14 new courses, eight will be 
under the REIT, four are promised to 
homeowners and two are still up in the 

Sun City Huntley, in Huntley, III. is Del Webb's first development outside the Sun Belt 

air, said DeLozier. 

EXPLOITING A NICHE MARKET 

Del Webb, which did $2 billion in sales 
last year alone, is experiencing continuing 
growth for two reasons according to 
DeLozier. "One, we are selling a lot of 
homes. Two, we are in a lot of really strong 
markets," he said. 

While over development and lack of new 
players is leading to over supply in some 
parts of the country, Del Webb has re-
mained somewhat insulated from the chal-
lenges facing both developers and existing 
courses. 

"We are unique to the golf industry be-

cause we have the competitive advantage 
of full golf courses," said DeLozier. "Our 
residents can play on any day of the week, 
whereas many courses in overbuilt mar-
kets struggle because they cannot fill off-
peak capacity. We have a good demographic. 
Our golfers are ready to play - not only do 
they have more discretionary income, they 
also have more discretionary time." 

Even though 20 to 25 percent of Del 
Webb residents are golfers, anywhere from 
20 to 50 percent of golfers are visitors, said 
DeLozier. New rates have been introduced 
to entice visitors, while still preserving 

Continued on page 29 

The Orchards GC unveils 
clubhouse, membership deal 
B y H A L P H I L L I P S 

SOUTH HADLEY, Mass. — The elegant Donald Ross 
design here at The Orchards Golf Club can now boast a 
clubhouse of comparable quality, following a renovation 
and upgrade directed by Arnold Palmer Golf Manage-
ment. The unveiling took place Aug. 1. 

The Orchards GC was the brainchild of one Joseph 
Skinner, who commissioned Ross to design the course for 
his daughter in the 1920s. In 1941, Skinner donated the 18-
hole course to Mount Holyoke College, which still owns 
the club. Palmer manages the facility on the school's 
behalf. 

"The clubhouse is an old carriage house which was 
moved from the Skinner property to the course in the early 
1940s," said Orchards general manger Glenn Zito. The 

Continued on page 29 

ClubLink sells Piedmont GC to 
ClubCorp for $9.5 million 

KING CITY, ONTARIO — 
ClubLink Corp. has sold Pied-
mont Golf Club in Haymarket, 
Va. to ClubCorp, Inc. for net 
proceeds of $9.5 million. 
ClubCorp, based in Dallas, 
currently owns 26 percent of 
ClubLink's common shares. 

ClubLink acquired Pied-
mont Golf Club in March from 
developer GolfSouth Holdings 
LLC as part of an option agree-
ment held by ClubLink U.S. 
Corp., a wholly owned subsid-
iary of ClubLink. Piedmont 
Golf Club, which is located near 
Washington, D.C., is a private 
golf course under construction. 

"Because of ClubCorp's al-
ready strong presence in the 
Washington, D.C., market and 
their substantial ownership po-
sition in ClubLink, it made 
sense for ClubCorp to own and 
operate Piedmont Golf Club," 
said Bruce Simmonds, 
ClubLink president and chief 
executive officer. 

In addition to the $9.5-million 
payoff, ClubLink has received a 
perpetual 20-percent profit and 
liquidation participation, payable 
from cash flow generated by 
Piedmont after a fixed return on 
ClubCorp's invested capital and 
its repayment. 

Doral Golf to manage Elkhorn 
GC in Idaho's Pioneer Range 

SUN VALLEY, Idaho — MeriStar Hotels & Resorts an-
nounced that its Doral Golf Division has signed an agreement 
with an affiliate of New York-based Blackacre Capital Group, 
LLC, to manage the upscale Elkhorn Golf Club here in Sun 
Valley. Blackacre Capital is a privately held fund with invest-
ments in golf, hotels and other commercial properties. 

"This is the second we'll manage for Blackacre," said 
Paul W. Whetsell, MeriStar chairman and CEO. "Our plan 
is to continue to build on existing relationships with indi-
vidual owners and institutional investors like Blackacre, as 
well as seek new ones. We intend to add to our current 
management portfolio of 12 upscale and luxury golf courses 
throughout North America at a deliberate pace." 

Designed by Robert Trent Jones and Robert Trent Jones 
Jr., Elkhorn Golf Club is a semi-private, 7,100-plus-yard, 18-
hole championship course with a driving range and putting 
green. Blackacre recently completed construction of a 
7,500-square-foot club house, which includes a 50-seat 
grille, pro shop and locker rooms. 

The Elkhorn Golf Club is part of The Elkhorn Resort, a 
comprehensive resort village located in Sun Valley, which 
includes a resort hotel, shops, restaurants, condominiums, 
and single family homes. 
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LinksTime, 
e2e team up 

BELLEVUE, Wash. — 
In an effort to continue de-
veloping strategies that 
will provide greater traffic 
and exposure for its mem-
ber courses, LinksTime, a 
provider of Internet mar-
keting and software solu-
tions to the golf market-
place, has teamed with e2e 
Golf Solutions, a company 
that offers end-to-end soft-
ware and Internet services 
for the golf industry. 

"This alliance is congru-
ent with our strategy of of-
fering the best and conve-
nient service for golfers 
and golf course owners 
alike," said Jim Sorenson, 
president of LinksTime. 
"With this partnership, e2e 
Golf and LinksTime are 
providing a broader reach 
for golfers and creating 
valuable marketing oppor-
tunities for golf course 
owners to better promote 
their facilities." 

Through the alliance, tee 
times at LinksTime's mem-
ber courses will be accessible 
online through e2e Golfs tee 
time reservation network. 
The network consists of more 
than 200 websites including 
AOL, Mindspring, CNN/ 
SI.com, USAToday.com, as 
well as 107,000 travel agency 
locations. 

"This is a milestone in 
building the online com-
munity of courses at which 
the golfer can access and 
book tee times," said Larry 
Lippon, president and CEO 
of e2e Golf Solutions. "e2e 
Golf has built one of the. 
most extensive tee time 
reservation networks in 
the industry with over 500 
online golf courses and 
hundreds of travel and 
Internet partners." 

As part of the reciprocal 
agreement, e2e Golfs in-
ventory of course tee times 
will be available on the 
LinksTime website 
(www.linkstime.com). 
LinksTime courses are lo-
cated throughout the U.S. 

IGM MAINTAINING SILVER LAKES 

LAKELAND, Fla. — Interna-
tional Golf Maintenance (IGM) 
has taken over the maintenance 
operation at Silver Lakes Country 
Club, a 27-hole course at a resi-
dential resort community in 
Helendale, Calif. "IGM has made 
visible improvements to the 
course in a short amount of time," 
said Bobbi Byington-Rourke, gen-
eral manager of Silver Lakes. The 
new arrangement began June 1. 

GOLF COURSE NEWS 

Carl M. Freeman Golf acquires Hell's Point 
BETHANY BEACH, Del. — 

With its goals firmly set on ex-
panding in the Virginia Beach 
area, Carl M. Freeman Golf has 
purchased Hell's Point Golf 
Club located in Virginia Beach, 
Va. 

The management company 
also owns and operates Bear 
Trap Dunes Golf Club, in 

Ocean View, Del., and The Bay 
Club, just outside Ocean City, 
Md. 

Hell's Point Golf Club, which 
opened in 1982, was designed 
by Rees Jones. The 6,766 yard, 
par-72 layout places an empha-
sis on strategy, rather than 
length, with creative fairway 
angles, challenging greens and 

61 sand traps. 
"The purchase of Hell's Point 

marks the beginning of our 
growth within the Virginia 
Beach golf market," said Jeff 
Wine, vice president of Carl M. 
Freeman Golf. "This valuable 
addition to our Mid-Atlantic 
golf course portfolio will en-
able us to capitalize on our 

strengths and successes in 
course quality that we've built 
in the Delaware and Maryland 
coastal area." 

Tom Stevenson will continue 
his role of managing the facility, 
and the other staff members will 
join the Freeman Golf team. As-
sisting with the operations at 
Hell's Point will be Bill Hamilton, 
director of golf operations for 
Carl M. Freeman Golf. 
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The Orchards 
Continued from page 27 

clubhouse is a fitting complement 
to the course, which is perhaps 
one of the best-preserved ex-
amples of Ross' architectural ge-
nius, Zito added. In fact, Massa-
chusetts Golf Association (MGA) 
members recently recognizedThe 
Orchards GC as the state's pre-
eminent "hidden gem" and will 
hold the 2001 State Amateur here. 

Del Webb 
Continued from page 27 

affordable rates for residents. 
While the growth in the num-

ber of golfers has been stagnant, 
DeLozier is more concerned with 
other economic indicators, di-
recting his attention instead to 
the housing market. 

"People who buy homes from 
us are in most cases selling a 
place before they move," he said. 
"So it is the person who qualifies 
to buy their old place that we are 
the most concerned about." 

ZOOMERS 

As the market for its resort-
style communities has grown, 
more active baby boomers are 
now becoming residents, thus 
changing Del Webb's course 
design strategy. 

"We call them 'zoomers'," said 
DeLozier. 'These are people who 
expect high quality golf. So we 
are giving them courses that are 
longer and more challenging." 

For instance, at Sun City Hilton 
Head, the first course, Okatie 
Creek, was built in the traditional 
Del Webb model of resort golf— 
a nice and easy course that is 
relatively flat and has few ob-
stacles. "On the second course, 
Hidden Cypress, we asked Mark 
McCumber [the designer] to 
turn up the heat a little bit," said 
DeLozier. 'The course is 7,100 
yards and is all the challenge 
you can want." That course 
opened in May. 

GOING FORWARD 

While Del Webb will be add-
ing courses to its existing com-
munities over the next three to 
four years, the company is also 
looking at other markets. Cur-
rently, there are no details on 
where these developments may 
be built, but Del Webb's most 
recent venture in Illinois may be 
an indication of future plans. 

In June, the first Sun City com-
munity outside of the Sun Belt 
opened in Huntley, 111. Sun City 
Huntley includes Whisper Creek 
Golf Course, which was designed 
by Greg Nash and Billy Casper. 

"Many of our buyers in the 
Sun Belt come to us from the 
Midwest," said DeLozier. "Our 
polling told us that there is an 
audience that will always con-
sider themselves Chicagoans 
and they don't want to get too far 
away from family and business 
activities." • 

GOLF COURSE NEWS 

Starting this year, full-access 
memberships have been offered 
on two levels: "regional", for golf-
ers who live within a 40- to 75-mile 
radius of the club ($1,250 initia-
tion, $1,500 in annual dues); and 
"national", for those who live out-
side the 75-mile zone ($750 initia-
tion, $1,000 in annual dues). The 
membership program at The 
Orchards is unique to New En-
gland, "but it's commonplace in 
resort areas, and in Britain, 

where many prestigious clubs 
offer 'international' member-
ships," Zito explained. "The re-
sponse to this membership 
policy has been enthusiastic." 

The location of The Orchards 
makes this membership approach 
feasible. Located just off Interstate 
91, South Hadley is accessible to 
metropolitan New York, Hartford, 
Providence and Boston. Palmer 
has already welcomed new mem-
bers from 15 states. • The newly renovated clubhouse at The Orchards GC 

THANK GOODNESS, 
W E ' V E GOT A WAY Y O U CAN B R E E Z E R I G H T O V E R THAT B A B Y . 

Push The 
Top Dressing Envelope 

Sure your players expect your greens 

to be perfect, but you shouldn't have 

to spend all day top dressing them. 

Ask for Standard Golfs Drag Brush 

Transport Unit, and you'll breeze 

through the course, cut hours off your 

top dressing time, and 

your greens will look 
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Transport Unit Test Pilot 
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Course valuations flat or declining 
Continued from page 1 

frenzied market of the past few 
years seems to be "taking a 
breather." Hirsh sees no immi-
nent "bust" in the market, but said 
it is clear that course buyers have 
become more price conscious. 

Two years ago, 90 percent of 
respondents to a similar GPA sur-
vey said they perceived course 

values to be on the rise. Last year, 
half of them believed prices were 
still climbing. But this year, half of 
respondents said values were stag-
nant, and another 29 percent re-
ported that golf course prices were 
actually falling. Only 21 percent 
perceived values as being on the 
upswing. 

IMPACT OF INTEREST RATES 

Hirsh ascribed the shift to the 
interest-rate environment. 

"There is certainly a reality 
that rising interest rates nega-
tively affect the value of golf 
courses - and all income-produc-
ing properties, for that matter," 
he explained. "The rising rates 
create higher costs for money 
and lower values. But there's still 
nothing to suggest that revenues 
and cash flows are declining. 

Greens fees are still going up, 
and cash flows should be im-
proving, at least in theory. 

"But the bottom line is, that 
could be perceived as real value 
declining, because the same 
amount of net income won't cre-
ate the same amount of value it 
used to," he said. "With interest 
rates higher, in order to get the 
same amount of value, you'd 
need more income." 

Among the survey's biggest 
surprises, Hirsh said, is that 50 
percent of responding firms indi-
cated a preference for private fa-
cilities over daily-fee operations. 
From 1997 to 1999, management 
companies looking to buy golf 
clubs showed an overwhelming 
preference for public courses. 
Suddenly, that has changed. 

"While the golf course indus-
try continues to churn out more 
than 300 new daily-fees each 
year, it's become clear to me -
through my own experience, and 
through the results of this par-
ticular survey - that certain in-
fluential management firms now 
see more opportunity on the pri-
vate side," Hirsh said. "This could 
be a sign that the daily-fee market 
represents less upside opportu-
nity as perceived by investors. 
There are a whole lot of daily-fee 
facilities out there - 72 percent of 
all the courses in the country -
and some people have just de-
cided to focus on private clubs." 

ACTION HEATS UP IN NORTH 

Equally surprising, Hirsh said, 
is the new interest in courses in 
the North and Northeast. Last 
year, 65 percent of acquiring com-
panies preferred Sunbelt loca-
tions, but that attitude is definitely 
changing. 

One reason, Hirsh said, could 
be that buyers see the Southeast 
and Southwest as saturated with 
courses. Another could be that 
management firms have awak-
ened to the advantages of run-
ning courses in such places as 
Michigan, Pennsylvania and 
New England. 

'There are many operational 
issues that affect profitability," 
Hirsh said. "In the South, they 
have to be open all year long, and 
maintained all year long. In many 
cases, in Florida in particular, 
people don't want to play golf in 
the summertime, but that's when 
they have the most tee times to 
sell, because of the daylight. In 
the winter in Florida, they can't 
put anybody on the course after 
about one-thirty in the afternoon. 

"In the North, the playing sea-
son is shorter, -but they can sell 
tee times up til four o'clock. That's 
a big advantage," Hirsh said. 
'They can close in the winter and 
not have to pay people to maintain 
the course then. Consequently, 
you might enjoy strong cash flow. 
So the acquiring companies see a 
lot of opportunity in well-posi-
tioned cool-season courses. There 
are a lot of population centers in 
the Northeast and Midwest." 

Hirsh, whose company per-
forms valuation, consulting and 
brokerage services, said quite a 
few companies are actively look-
ing for acquisitions in the North. 
"Gotham Golf Partners, Arnold 
Palmer Golf Management Com-
pany, Crown Golf Properties, 
LinksCorp - those are just a few 
that I know are looking favorably 
upon the Northeast," he said. • 

GOLF COURSE NEWS 

I t ' s green• 

Quiet power. That's the essence of the 

E-Gator® Utility Vehicle from John Deere. 

An electric utility vehicle designed to 

accelerate faster, climb hills with ease, 

and perform all day long. 

A separately excited motor gives the 

E-Gator features like overspeed control, 

roll-away control, dynamic braking, and 

regeneration. And, of course, this Gator 

Utility Vehicle is like any of our others, in 

terms of styling, stability, durability, and 

reliability. Call us for a test-drive soon. 

You won't believe your ears. 

www.deere.com 

Noth i ng R u n s L i k e a Deere® 

S i l e n c e i s n ' t g o l d e n . 
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S U P P L I E R B U S I N E S S 

BRIEFS 
ASIC ELECTS NEW OFFICERS 

VANCOUVER, British Columbia — 
The newly elected officers and direc-
tors of the American Society of Irriga-
tion Consultants (ASIC) assumed their 
offices, here, at the annual conference 
of the society. Officers are elected to 
one year terms for the fiscal year 2000-
2001. Directors are elected to three 
year terms. 

Brian Vinchesi, Irrigation Consult-
ing Inc., Pepperell, Mass. was elected 
to the presidency. Jim Barrett, James 
Barrett Associates, Inc., Montclair, 
N.J. assumed the office of vice presi-
dent. Dan Benner, Hydro Environmen-
tal, Inc., Marietta, Ga. is the new sec-
retary and David D. Davis, David D. 
Davis and Associates, Rancho 
Cucamonga, Calif, assumes the duties 
of treasurer. All of the officers are 
Professional Members of ASIC. 

Elected to three year terms as direc-
tors of the society are Steve Sisler, Spec-
trum Irrigation Consulting, Inc., Mesa, 
Ariz., Norman Bartlett, Data Industrial 
Corp., Mattapoisett, Mass. and Rick 
Davis, Rain Bird Sales Inc., Tucson, Ariz. 
Stephen W. Smith, Aqua Engineering 
Inc., Ft. Collins, Colo., a past president 
of the society, was appointed to fill the 
vacant director's position. 

Tyler ready with 
Louisville operation 

ELWOOD, 111. — Bruce Jasurda, COO 
of Tyler Enterprises has announced the 
opening of a full-service warehouse and 
delivery operation in Louisville, Ky. The 
3,200-square-foot building in the Blue-
grass Corporate Center will serve as a 
distribution center for Tyler's custom 
blended fertilizer products and specialty 
chemicals, and as an office for the Ken-
tucky sales and service team. 

"Five months ago, Tyler launched an 
aggressive marketing and sales effort 
into the Kentucky golf course, land-
scape, lawn care, nursery and public 
grounds markets," said Jasurda. "The 
opening of this facility represents our 
commitment to the specialty turf cus-
tomers in the state. 

The distribution center will be man-
aged by Sam Huff, who is also respon-
sible for sales, delivery operations and 
the scheduling of Tyler's proprietary cus-
tom fertilizer application system for golf 
courses. Company officials have indicated 
that additional staffing of the facility is 
currently underway. 

September2000 31 

Parkway helps 
supers get rid of 
excess supply 
B y A N D R E W O V E R B E C K 

HOUSTON — Sensing a need to 
relieve superintendents of excess 
chemicals and fertilizers, Parkway 
Research has created 
CleanUpTheChemicalRoom.com, a 
service that turns unwanted inven-
tory into a usable asset. 

Parkway Research, a national 
manufacturer and blender of spe-
cialty golf chemicals and fertiliz-
ers, launched the website in Febru-
ary as a way to help superintendents 
and boost company sales at the 
same time. 

"We got the idea that if we can 
figure out a way for a superinten-
dent to rotate stock he is not going 
to use," said company president Ray 
Kimmel, "then perhaps we can get 
some of our stuff in there." 

For example, if a superintendent 
has 10 cases of Roundup that he 
wants to get rid of, the company 
would buy that from him for a per-
centage of the market value and 
give him credit for Parkway prod-
ucts in that dollar amount. The com-
pany then turns around and sells 
the Roundup to interested buyers. 
Parkway arranges the shipping and 
those costs come out of the initial 
transaction. 

"We acquire products at a cost 
that is very reasonable. And the 
trade value of our manufactured 
goods in effect brings down our 
cost of goods," said Kimmel. "As a 
result we make two customers 
happy. One gets rid of stuff he didn't 

Continued on page 33 

Turf Partners/ ABT deals done, 
Simplot busy putting pieces together 
B y A N D R E W O V E R B E C K 

BOISE, Idaho — With the acquisition 
of Turf Partners completed and the pur-
chase of turfgrass seed and specialty dis-
tribution assets from the now-defunct 
AgriBioTech (ABT) finalized, Simplot 
Turf and Horticulture (Simplot T&H) is 
now putting the new pieces of its expand-
ing business together. 

"We are creating a fairly new organiza-
tion out of parts of the Simplot Com-
pany," said Bill Whitacre, presi-
dent of Simplot T&H, who left 
his CEO post at St. Joseph, Mo.-
based Research Seeds to join 
the company May 1. "This is a 
work in progress. We are build-
ing the systems and processes 
right now." 

The challenge, according to m m i u 
Whitacre, is staying focused on 
customers while at the same time work-
ing on organizational and structural is-
sues. "We are forming a central adminis-
trative group so that we can move the 
transactional processes through," he said. 
"This allows the business units to focus 
on the customer and run the business." 
Simplot T&H will be moving to new digs 
in Boise this fall. 

SIMPLOT PARTNERS 

After months of negotiations, Simplot 
T&H finally purchased Turf Partners, Eco 
Soil System's distribution arm, in late 
July for $61.5 million, including $38.5 
million in bank debt and vendor payables. 
The company is already moving to inte-
grate Turf Partner's 25 locations and 200 
employees and has changed the name of 
the new distribution division to Simplot 
Partners. Nick Spardy will be the general 
manager of the company, which will con-
tinue to be based in San Diego. 

In the near term, Simplot Partners gives 
BARENBRUG NAMES ZELLEY 

OGDENSBURG, N.J. — Jennifer 
Zelley has been 1 

appointed as ter-
ritory manager 
for New Jersey. 
Prior to joining 
B a r e n b r u g , 
Zelley was asso-
ciated with 
M a n h e i m e r - Jennifer Zelley 
Hertzog as a horticulturist. 

HARMONY APPOINTS GARRETT 

CHESAPEAKE, Va. — Harmony 
Products, Inc. has appointed Lowell 
Garrett as plant manager of the new 
Harmony-Shenandoah Valley manu-
facturing facility being constructed by 
Harmony in Harrisonburg. The new 
facility will have the capacity to pro-
duce approximately 65,000 tons of fer-
tilizer per year. 

SETTER JOINS AQUATROLS 

CHERRY HILL, N.J. — Joe Setter 
has joined Aquatrols as the new terri-
tory manager for the southeast region. 
Setter will cover Arkansas, Colorado, 
Kansas, Louisiana, Missouri, New 
Mexico, Oklahoma and Texas. 
GOLF COURSE NEWS 

JOHN DEERE 4700 COMPACT UTILITY TRACTOR WINS AE50 AWARD 

MILWAUKEE — The John Deere 4700 compact utility tractor has been given an AE50 Award 
by Resource: Engineering & Technology for a Sustainable World. The award was presented to the 
John Deere Commercial Products Group at the 13th ASAE annual international meeting here. 
AE50 awards are given each year to honor companies that release the best new products 
engineered for agriculture, food, biological and related systems. "We are proud that the AE50 
program has recognized the 4700 for its innovation," said Terry Brown, product manager 
compact tractors for John Deere Commercial Products. "The 4700 is the highest horsepower 
tractor with hydrostatic transmission in its class. We think this is one element that made it stand 
out above other entries." 

the company access to markets in the 
Northeast and Midwest. However, 
Simplot T&H is looking to do more. 

"There are areas that Simplot Partners 
is not strong in, such as Texas and the 
Southeast and we will need to analyze 
those areas," said Whitacre. "Our objec-
tive is to be a nationwide organization." 

Simplot T&H will also carry forward 
Eco Soil's e-commerce initiative, which 
is, for now, a work in progress. 

"There will be an e-com-
merce revolution in this mar-
ket sector," said Whitacre. 
"[Ourweb site] will create value 
way beyond the logistical pro-
cess of fulfilling an order. It 
will be more of a tool, helping 
the superintendent manage his 

re business and budget." 
In addition to strengthening 

its distribution network and adding e-
commerce capabilities, Simplot Partners 
has also agreed to market Eco Soil's pro-
prietary FreshPack products. Simplot 
agreed to purchase a minimum of $5 mil-
lion of FreshPack products during the 
first two years of its five-year distribution 
deal. 

Whitacre said the company is also look-
ing at the marketability of Eco Soil's 
Bioject biological distribution system. 
"We are staying close on those products," 
he said. "We believe that it [Bioject] has 
an excellent opportunity in the market-
place." 

ABT VARIETIES 

In addition to turfgrass varieties, 
Simplot T&H also picked up some distri-
bution locations in the ABT buy out. How-
ever, it is already looking at consolidat-
ing those companies. 

"The Las Vegas site is new, so we will 
Continued on page 37 



Course management software 
coming on stream 
B y A N D R E W O V E R B E C K 

Two software companies are 
close to rolling out superinten-
dent-specific software systems 
that are aimed at improving the 
effectiveness and efficiency of 
course maintenance. The turf 
management programs both key 

in on insect and disease identifica-
tion, inventory and equipment 
control, personnel management, 
scheduling and course budgeting. 

While the software is intended 
for use by superintendents, each 
company is pitching its systems 
first to management companies. 

"It is easier to work with one 
management company that has 110 
courses than it is to work with 110 
different courses," said Al D'Amelio, 
founder of eturfgrass.com. "Plus, it 
is a tougher sell to individual super-
intendents because some don't want 
all of that empirical data in one place. 
However, management companies 
want that information." 

ETURFGRASS.COM 
D'Amelio, whose original com-

pany was called Computer Diag-
nostic Links, has been develop-
ing his software program for the 
past seven years and is currently 
in talks with International Golf 
Maintenance to launch the prod-
uct. To develop Centereach, 
N.Y.-based eturfgrass.com, he 
has worked with superinten-
dents, turfgrass students at 
Cornell, members of the U.S. 
Golf Association's Green Sec-

For every weed your preemergent fails to prevent, you take 

the penalty. The time and money to spot treat—plus strokes 

against your reputation. That's why you need the 

unbeatable performance of PRE-M". 

PRE-M herbicide consistently gives you more reliable, 

overall preemergent control of crabgrass,goosegrass, 

oxalis, spurge and many other broadleaf and grassy weeds 

than less proven, more expensive products. University trials 

prove it again and again. 

Superior performance made PRE-M the leading* 

preemergent herbicide. Superior value widens the gap. 

In other words, PRE-M is everything you'd expect from 

LESCO", the leading supplier in the professional turf 

care industry. 

Ask your LESCO professional or call 1 -800-321-5325 

to learn how you can earn generous rebates for your 

PRE-M purchases. Get behind the leading edge. 

LESCO 
* Source: Kline & Company report, US Acre Treatments by Turf Management. , , : V ; 
Ajways read and follow Icbei directions.© ! 999- PRE-M'5 and LESCO'- are registered trademarks of LESCO,- inc The Leading Edge. 

tion, golf course architects, and 
"anyone else who would listen." 

The program contains a con-
stantly updated turfgrass disease 
and insect database complete 
with descriptions and photo-
graphs. The interactive program 
can also offer tips and informa-
tion on methods of application 
and product information. The 
course management tools allow 
superintendents to track person-
nel records and scheduling, in-
ventory and maintenance of ma-
chinery, and chemical treatment 
history. All of this information 
can be remotely accessed in or-
der to monitor course opera-
tions. D'Amelio has also created 
video tutorials, including ses-
sions on Environmental Protec-
tion Agency regulations and Oc-
cupational and Safety and Hazard 
Administration rules. 

The program is customized for 
each course and will initially cost 
roughly $10,000, said D'Amelio. 
The company also charges a 
monthly maintenance fee of 
$149. The software is available 
on CD-ROM, and quarterly up-
dates will be available over the 
Internet or via CD-ROM. 

GREENSCAPE MANAGER 
Another entrant into the 

turfgrass software arena is Hobe 
Sound, Fla.-based Phoenix Soft-
ware Systems, Inc. They have 
been developing Greenscape 
Manager for the past eight months 
and are now looking to team up 
with a larger management com-
pany to complete the development 
phase of the project. 

"We are looking at manage-
ment companies as a source of 
funding because they have a 
vested interest in developing this 
type of application," said Mat-
thew Graham, vice president of 
product development. "The soft-
ware will allow them to track 
course operations from a central 
location. They can take a com-
parative look at courses in a re-
gion and make recommenda-
tions and improvements." 

The Windows-based software 
includes three static databases 
that will define all plants, diseases 
and insects affecting particular 
regions. It will also provide infor-
mation such as current market 
value, health and condition, iden-
tification, and location to estab-
lish a green asset valuation. The 
program's 14 modules will include 
soil, water, equipment inventory 
and maintenance; course layout 
graphics; employee records; as well 
as comprehensive expense and 
budgeting modules. Cost has yet to 
be set for the software system. 

Phoenix is now working on stra-
tegic partnerships with Internet 
providers and soil analysis com-
panies to put together regional 
service agreements. According to 
Graham, once funding is arranged, 
the program would be ready for 
release in a year. 



John Deere 
updates logo 

MOLINE, 111. — John 
Deere has updated its leap-
ing deer trademark to ap-
pear stronger and more dy-
namic with a greater 
emphasis placed on the 
John Deere name. 

J O H N DEERE 

"This evolution of the 
John Deere trademark 
symbolizes that world lead-
ers are progressive and ag-
ile," said Hans W. 
Becherer, chairman of 
Deere & Co. 

Rain Bird extends supplier agreement with Pebble Beach 
AZUSA, Calif. — Rain Bird has 

extended its exclusive agree-
ment with Pebble Beach Resorts 
as the official irrigation supplier. 
The new agreement runs 
through 2003. Rain Bird will have 
official supplier status on all 
Pebble Beach Co. managed prop-
erties including Pebble Beach 
Golf Links, Spyglass Hill Golf 

Course, the Links at Spanish 
Bay, and Del 
Monte Golf 
Course. 

"When we 
installed Rain 
Bird five years 
ago, we were 
convinced that it could provide us 
the level of technology and com-

mitment to service that we re-
quire," said Ted Horton, vice presi-
dent of resource management. 
"The U.S. Open preparation this 
year has confirmed that belief." 

As part of the agreement, Rain 
Bird will also receive input from 
Pebble Beach Co.'s superintendents 
for product research and develop-
ment purposes. 

"Rain Bird has benefited from 
its relationship with Pebble 
Beach," said Mike Donoghue, 
Rain Bird Golf Division director. 
"The stature of the golf course, 
the expectations for playing con-
ditions, the weather, and the en-
vironmental sensitivity of the site 
combine to provide a true chal-
lenge for an irrigation system." 

Parkway 
Continued from page 31 

need or want and the other buys 
it at a reduced cost." 

So far the new service has 
worked well, said Kimmel. "We 
get a lot of inquiries for products 
that have either expired regis-
trations or are too hazardous," 
he said. "We turn down a lot of 
trades, but we accept most. We 
only take 
stuff that we 
know we can 
resell-most 
golf course 
s p e c i a l t y 
chemica l s 
that are in 
original sealed containers and 
don't have expired registration we 
can dispose of fairly quickly." 

Products are inspected once 
they arrive at Parkway, and if 
they are in resellable condition 
the deal is complete and credit is 
issued to the seller. Unaccept-
able products are shipped back 
to sellers at their expense. 

As the new stock rolls in, Park-
way salespeople are given a list of 
what has been acquired. "We sell 
it off quickly," said Kimmel, "be-
cause we make those products 
available at very good prices." 
Cleanupthechemicalroom.com 
also lists available products on the 
Internet 

The new service has been well-
received by Parkway's 3,500 golf 
course customers and has given 
its salespeople a new and valu-
able selling tool. 

While Kimmel isn't sure if the 
new service has attracted cus-
tomers, he does know that it has 
helped to strengthen his exist-
ing customer base. "I don't know 
if it has brought in any new cus-
tomers," he said. "But I think it 
has helped to develop those we 
already had." • 

adjustmentmM 

I n t r o d u c i n g t h e T o r o 720 Series Spr ink lers . For hard-
to-water turf, nothing puts you in control like the new Toro 720 Series. Wi th 

its Trujectory™ adjustment system, the 720 lets you make infinite trajectory adjustments from 

7-25 degrees, customizing your spray radius from 22-38 feet. Its handy MultiMatrxM nozzle lets you 

adjust the flow rate from 3-9 gallons per minute. You can even select a watering arc of 30-360 degrees. 

And, unlike residential and commercial sprinklers, the 720 is specifically designed to handle the water 

pressure, wear and harsh applications of your golf course. For tough areas, what could be more perfect? 

To learn more, see your Toro distributor. O r visit w w w . t o r o . c o m . 

TORO IRRIGATION 

http://www.toro.com


XSTurf.com 
Continued from page 1 
The site currently has more than 
50,000 registered users. 

XS Inc. will apply the same 
model to the turf and ornamen-
tal marketplace. 

"The fundamentals of the turf 
and ornamentals market are not 
that different from agriculture," 
said Harry Albert, director of the 
company's specialty business 

unit, who has been in the em-
ploy of Aventis, Rhone-Poulenc 
and Union Carbide during his 
career. "You have the exact same 
active ingredients in chemicals 
- you have seed, just different 
kinds of seed, and you have parts 
and equipment." 

With the addition of hundreds 
of new golf courses a year, there 
are similar levels of competition 
and pressures to reduce costs in 
the turf market as there are in 

the ag market, added Albert. 
"A lot of courses are being 

built and not many more golfers 
are being added," he said. "Some 
courses that have been taking 
their budgets up five or 10 per-
cent each year are now having to 
live with 95 percent of last year's 
budget instead." 

BUYERS AND SELLERS TO BENEFIT 
According to Albert, 

XSTurf.com will provide a mar-
ketplace that will lead to a more 

efficient exchange of products. 
"You have many and frag-

mented sellers and diverse and 
fragmented buyers and a lot of 
products on the market that do 
the same thing," he said. "When 
you have that type of market-
place a true exchange is the way 
to sort out what the true costs 
are and what the most effective 
market mechanism is." 

Sellers 
Sellers, for the most part, will 

be distribu-
tors, manu-
f a c t u r e r s 
and dealers. 
S h i p p i n g 
costs will be 
p a s s e d 
along to the 
seller and H a r r y A l h e r t 
they will be 
charged a two percent transac-
tion fee. Those firms listing 
chemicals must have a pesticide 
dealer's license and those buy-
ing chemicals must have a com-
mercial applicator's license. 

"Sellers have lots of choices. 
We don't force them into a 
mode," said Albert. "They can 
put a product on as an auction or 
at a fixed price; the seller can be 
anonymous or identified; they 
can use our shipping or their 
own; they can use our escrow 
services or their own; and they 
can segment their listings down 
to the county level." 

Most of the transactions are 
anonymous, said Albert, because 
sellers either don't want to upset 
existing distribution channels or 
tip their hand to other compa-
nies and customers in the indus-
try. Many sellers, for example, 
are using the website to explore 
other markets, extend market 
reach and move additional prod-
ucts quickly and cheaply. 

"This is not set up just for ex-
cess inventory, although that was 
the original idea," said Albert. 
"Most of the stuff that is being 
sold is being sold in season and 
it is not excess product." 

Buyers 
XSTurf buyers will primarily 

be end-users. 
"The only reason you would 

want to buy on our site is be-
cause you are saving money," 
said Albert. 

Superintendents will not only 
be able to take advantage of com-
petitive pricing, they will also be 
able to set their own prices. "Buy-
ers can name their price and any 
seller can choose to meet that 
price," said Albert. 

Quality control is also a prior-
ity. The site deals in standard 
goods only and they must come 
in the manufacturer's original 
packaging. The buyer has 48 
hours to inspect the goods be-
fore XS Inc. releases the money 
from the escrow account to the 
seller. 

"If it is not precisely what the 
customer ordered, all he has to 
do is call us and we take it from 
there. He doesn't have to worry 
about it at all," said Albert. 

From the time the deal is fin-
ished, shipping time is usually 
seven to 10 days, although the 
company is working to get that 
down to two to three days for ship-
ments under 150 pounds and four 
to six days for larger shipments. 

COMPETITION 
Although there are already a 

Continued on page 36 

GOLF COURSE NEWS 

Sometimes you just have to get tough. And when you do, get the E-Z-G0 Workhorse™. 

With standard features like an 11 hp 350cc engine, a 12001b. payload capacity and an 

exclusive heavy-duty bed liner, it has everything you need to handle the big jobs. It carries 

sand, gravel, bales of straw, building materials, and all your tools and equipment. 

Optional extras include an oversized cargo bed • ; • ' 1 ' " "' "" 1 1' ' " 1 

and power dump. So, when the going gets J J j ^ ^ 

tough, get to your E-Z-G0 Workhorse dealer. 

THE FINEST UTILITY VEHICLES 
IN THE WORLD.™ 

Shown: WORKHORSE 1200G-LX • For instant fax informat ion call: 1 - 8 0 0 - 8 9 1 - 1 2 7 4 
© 1 9 9 9 E-Z-G0 Division of Textron Inc. • 1 - 8 0 0 - 2 4 1 - 5 8 5 5 • www.ezgo.com • e-mail: ezgo@ezgo.textron.com 

i « B l i l 

Walk tall. Carry a big stick. Drive This. 

http://www.ezgo.com
mailto:ezgo@ezgo.textron.com
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H E L P W A N T E D H E L P W A N T E D F O R S A L E S E R V I C E S 

GOLF COURSE CONSTRUCTION 
Seaside Golf Development, Inc. is seeking 
qualified Project Managers, Construction 
Superintendents, Assistant Superintendents, 
and Irrigation Superintendents for projects 
within the southeastern U.S. Excellent work-
ing environment, along with competitive 
wages and benefits. Fax or mail resume to: 

Seaside Golf Development , Inc. 
4300 Bayou Blvd. 

Suite 25-A 
Pensacola, FL 32503 
Fax: (850) 476-7120 

We've got more shapers and 
f inishers than we know what 

to do with! 

www.Fo rshape rs . com 
(828) 3 4 9 - 4 4 2 5 

JOIN A LEADER 
Hunter Golf-the fastest growing company 
in golf course irrigation is seeking qualified 
individuals to expand our sales team, with 
positions available nationwide. Qualified 
candidates will maximize sales by sup-
porting distribution, specifiers and build-
ers. Requires a minimum of four years of 
college or technical training in golf related 
fields. Knowledge of selling, pricing, mar-
keting and distribution techniques within 
the industry, plus technical knowledge of 
company and competitor products is re-
quired. Must demonstrate effective inter-
personal, verbal and written communica-
tions skills. Please submit your resume 
and salary requirements to: Hunter Indus-
tries, Attn: Human Resources-8014,1940 
Diamond Street, San Marcos, CA 92069 or 
hr@hunterindustries.com EOE 

ESTIMATOR 
Terrific ground floor opportunity with young, 
growing Capitol District Area golf course 
construction firm. Landscape architect 
experience necessary. Great benefits. 
Some travel required. Phone (845) 565-
7509 or Fax resume to (845) 565-7501. 

SUMMIT GOLF CONSTRUCTION 
Golf Course Construction Company seek-
ing qualified Project Managers, Construc-
tion Superintendents, Shapers and Finish 
Grade Operators. Send Resume to: 

Summit Golf Construction, 1390 W. 
Sixth St. Suite #102, Corona, CA 92882 

FAX: (909) 549-1102 

GOLF COURSE CONSTRUCTION 
Central based golf course construction 
firm has openings for experienced project 
superintendents, shpers, foreman, equip-
ment operators, irrigation superintendents 
and installers. Must be willing to travel to 
projects throughout U.S. Competitive 
wages and benefits. Send resumes to: 
Walker Construction, 2643 W. 156th 
Circle, Omaha, NE 68130; Fax: 402-758-
0483; Email: kedmonds@golfllc.com 
www.golfllc.com.www.mygolf.com. 
www.imapgolf.com 

* W A N T E D * 
Shapers/f inishers for projects 

in Italy, Mexico and U.S. 
www.Fo rshape rs . com 

(561) 7 6 2 - 8 9 8 7 

SHAPERS WANTED 
Golf Course Construction Shaper Needed. 
Must be willing to travel. Fax resume and 
date available to 231-547-7009. 

18 HOLE FLORIDA GOLF COURSE 
Pristine area along Atlantic coast in heavy 
tourist local. Close to major attractions. 
Clubhouse, pool, driving range. Excep-
tional opportunity. Qualified buyers only. 
8 7 7 - 4 1 7 - 3 1 2 7 
W A L D O S A I N T @ P R O D I G Y . N E T 

9 HOLE GOLF COURSE FOR SALE 
For Sale, 9 hole golf course 60 miles NW 
of Atlanta. Fast growing area. Fairways 
Tiff 419, greens Tiff 328, all watered. 41 
carts and maintenance equipment. Large 
in-ground pool, excellent home included. 
$1.2 mil - Call 770-748-9671. 

S E R V I C E S 

Employment - Employment - Employment 
Ferrell's Jobs in Horticulture is a twice-a-
month national newspaper & website for 
Green Industry employment. Employers 
& Job Seekers contact: 800-428-2474 or 
visit www.giantads.com. Since 1993. 

e 

c o r v t r o L r ic . 

We'll Seal Your Lake 
Empty or Full! 

1-800-214-9640 
ESS-13 Seals Exist ing Lakes, 

Also Ideal for New Const ruct ion 
Since 1958 

In Phoenix, Arizona, USA 

~ U K Ü f i v i # %Mfißiajftc 
SINCE 1987 

Complete Marker Systems 
• Sprinkler Yardage • Practice Range 
• Cart Path • Fairway & Tee Plaque 

Sprinkler ID (zone,control box, 
recycled water) 

Laser Measurement Services 
• We Measure «Laser Rental ^ ^ ^ 

Golf Print Services 
"The Yardage Detectives" 

(800) 971- 7233 FAX (626) 969-3724 

SOLID BRONZE SIGNAGE 

• Yardage Markers 
• Tee Signs 

• 100, 150, 200 
• Commemorative 
• Laser Measuring 
• Sprinkler Tagging 

(800) 932-5223 
Fax: (513) 759-0721 

Bird and Bat Houses 
• Over 100 I tems 
• Free Catalog 
• 800-326-2807 
• www.coveside.com : 

• / • » , / . - _ • . } 

Zoveside Conservation Products 

MARK ELIOT 
DESIGN 
LANDSCAPE 

& 

GOLF COURSE DESIGN 

CLUB LANDSCAPING 
Design 

New Construction 
Renovation 

& 

GOLF COURSE DESIGN 
Master Planning 

Renovation 
Construction Management 

MARK E. SOSNOWITZ, ASLA 

MARK ELIOT DESIGN 
PO BOX 11188 

GREENWICH, CT 06831 
203-972-9131 Fax: 203-972-9132 

GOLF COURSE SUPERINTENDENT - DHAHRAN, SAUDI ARABIA 
One of the world's largest producers and exporters of oil and gas is seeking a Golf 
Course Superintendent to oversee construction of a new 18-hole golf course. 
Responsibilities include the planning and managing of the construction and mainte-
nance of the course, which is situated in a multi-national residential community 
complex situated in the Eastern Province of Saudi Arabia. The ideal candidate will 
have a minimum of a BS degree in Turfgrass Management, or a major in a related 
field, and possess extensive experience in the following areas: 

• Evaluation of golf course design 
• Golf course construction 
• Development of golf course maintenance 
• Training of maintenance personnel 
• Overseeing sod propagation and associated nursery operations 
• Experience in desert climate preferred 

Annual renewable contract, which includes round trip flight, bachelor living accommo-
dation provided. Salary negotiable. Applicants should submit a current CV, plus 
names of 3 personal/professional references to: 
Gardening and Sanitation Services Division, P.O. Box 100, Dhahran, 31311 Kingdom 
of Saudi Arabia or e-mail to Jon Cavanaugh at cavanajr@aramco.com.sa 
Alternatively Fax: for the attention of Jon Cavanaugh on 966-3-872-1656 

RATES: $90 per column inch (25-35 words, including a bold headline). Each 
additional 1/4 inch is $30. If ordering a logo, please indicate and include an extra $45; 
for a blind box, please indicate and include an extra $20. All line ads must be prepaid. 
All rates are per insertion. For more information, call Jean Andrews at (207) 925-
1099. To place your classified ad, mail your ad copy and payment to: Golf Course 
News, PO Box 51, Fryeburg, ME 04037 or fax to: (207) 925-1099. 

Pondt Late Liners 
PVC • HDPE • EPDM • RPP 

Hypalon - Turf Reinforcement 
Erosion Control 

> Over 20 years of Experience 
> Custom Fabrication 
> Installation Services 
Parker, CO 800-524-8672 
Kingwood, TX 888-546-4641 

• B i 
jfliKS 

CNcrado Dfuny 
11 u 11 i 1111 » i 

IAAAAJV rnlnrarini ininn m m 

TFACTORY DIRECT 
9mupj? 40% o f f 

Heavy 
Industrial l-Beams 

Steel Buildings 

•Workshops 
' 4 0 * 6 0 l ^ r "Truck Storage 

40 x 85 (2 LEFT) SOME OTHER SIZES 
50 x 110 (1 LEFT) A V A I L A B L E 

60 X160 (1 LEFT) Pr ime Steel 

800-291-6777 EXT«133 

http://www.Forshapers.com
mailto:hr@hunterindustries.com
mailto:kedmonds@golfllc.com
http://www.golfllc.com.www.mygolf.com
http://www.imapgolf.com
http://www.Forshapers.com
http://www.giantads.com
http://www.coveside.com
mailto:cavanajr@aramco.com.sa
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SUPPLIER BUSINESS 

XSTurf.com 
Continued from 36 

number of e-commerce initiatives 
targeting the golf course market, 
Albert contends that XSTurf al-
ready has an advantage because 
it offers anonymity, the security 
of escrow accounts and so many 
ways to sell products. 

"There is the catalog model 
which lists manufacturer's prod-
ucts at list prices," said Albert. 
"But if I am a buyer why do I want 
to buy from the site for the same 
or higher prices? There is conve-
nience, but not much value." 

As far as the request-for-quote 
model, Albert dismissed that as 
"great for the buyer, but bad for 
the seller—since the buyer is not 
committed the seller has little in-
centive to respond." 

XSTurf aims to penetrate all 
courses that have an annual bud-
get of at least $100,000 for chemi-
cals, seeds and parts—an esti-
mated 10,000 courses. 

Morgan Stanley invested $20 
million in the company in Decem-
ber, and the company is in an-
other round of strategic financ-
ing right now with Credit Suisse 
First Boston. 

In preparation for the launch of 
XSTurf.com, the company will be 
adding turf seed and equipment 
experts. 

Going forward, Albert is confi-
dent." This is not just a theory," 
he said. "We have proven that the 
free market exchange is the most 
efficient market mechanism lead-
ing to the best way to move inven-
tory and reduce the over all costs 
for the end user." • 

Shouldn't your Grounds Crew 
look as groomed as your greens? 

Golf Shirts 

$795 
f with your logo 

GOLF SHIRTS* CAPS 
JACKETS • PANTS* RA1NSUITS 

CHESTNUT 
IDENTITY APPAREL 

800-336-8977 

GILL 
MILLER! 
Golf Course Architects 

122 North 2nd Street • River Falls, WI 54022 
715-425-9511 • e-mail: info@gillmiller.com 

visit our website www.gillmiller.com 

Design • Renovation 
Master Planning • Practice Centers 

Member: American Society of Golf Course Architects 

BRIDGING ANY SPACE 

^ ^ j m g n m ^ CONTINENTAL™ 
BRIDGE E 

8301 State Highway 29 N, Alexandria, MN 56308 USA 
Phone: 320-852-7500 Fax: 320-852-7067 

E-Mail: conbridg@continentalbridge.com • www.continentalbridge.com 

You'll want to play 
barefoot on our 
certified grasses. 

HARCO DUCTILE IRON 
FITTINGS FOR GOLF COURSE 

IRRIGATION SYSTEMS 

The Harr ington Corporat ion £ 
P.O. Box 10335 

Lynchburg , Va 24506 
804-845-7094 Fax 845-8562 

Sizes 2" through 12", all configurations 
including "knock-on" repair cc , ! 

High Strength, high corrosion 
rocicl'jnpp 

A Visible Marking System 
You Can Mow Right Over 

GOLF COURSE 
WITH J j ^ Y ^ ! ^ ONLINE 

THE NEWSPAPER FOR THE GOLF COURSE INDUSTRY 

www.golfcoursenews.com 

• Speeds up play-Reduces playing 
time up to 30 minutes per round j 

• Cost effective-Pays for itself in 
months - Lasts for years 

• More enjoyment-No pacing and 
hunting for sprinkler heads 

• Available in all colors 
• Proven at thousands of courses around the world 

The Kirby Marker System 

. . . C o m i n g in 
D e c e m b e r 2000 
to a golf course 
n e a r y o u ! 

Ç IT'S SACK! ) 
THE 2 0 0 1 

GOLF COURSE NEWS 
BUYER'S GUIPE! 

L A Ä E D BRIDGES 
. , „ - ... . -

PEDESTRIAN & VEHICULAR 
Order Direct From The Leading Manufacturer in U.S. 
• Complete Prefabricated Packages • Ready for Fast Erection 
• Direct Distribution Throughout the U.S • Custom Design & Engineering 

SENWooo x call 800-777-8648 
H§TRUCTURES P.O. Box A • Morrisville, NC 27560 

w^P^n^Trôm Tel. 919/467-6155 • FAX 919/469-2536 

mailto:info@gillmiller.com
http://www.gillmiller.com
mailto:conbridg@continentalbridge.com
http://www.continentalbridge.com
http://www.golfcoursenews.com
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SEPTEMBER 

12 — Clemson University Turfgrass 
Research and Education Field Day. Con-
tact 864-656-2565 

12-13 — University of California, 
Riverside's Annual Turfgrass and Land-
scape Research Conferences and Field Day. 
Contact 909-787-3575 

NOVEMBER 

14-16 — The New York State 
Turfgrass Association 's New York Turf and 
Grounds Exposition in Syracuse. Contact 
800-873-8873. 

14-16 — Penn State Golf Turf Con-
ference. Contact 814-863-3475. 

CALENDAR 

Simplot additions 
Continued from page 31 

hold on to that," said Whitacre. "In 
Phoenix integration is beginning 
already. And in Kentucky, we are 
all around it, so that will be one that 
we will be developing consolida-
tion plans for." 

On the turfgrass side, Simplot 
T&H has picked up hot-selling D93 
creeping bentgrass, Southshore 
creeping bentgrass, Jamestown II 
chewings fescue, and Jaguar 3 turf-
type tall fescue. The company now 
has all the distribution facilities, 
growing contracts, germ plasm and 
related genetic research for these 
turfgrass varieties. 

These new assets are already 
being integrated, said Whitacre. 
"We were very strategic with the 
assets that we purchased. They are 
complimentary to our existing vari-
eties," he said. "We were putting 
business plans together around 
these varieties 90 days ago." 

According to Whitacre, these va-
rieties will be available through in-
dependent seed companies and dis-
tributors as well as through Simplot 
Partners. "We will hit the market in 
a number of different channels," he 
said. "There are some market 
niches where we'll need more than 
one point of access." • 
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3olf Course Builders 
"<boingOnt<JUg<WeCC" 

P.O. BOX 559 
TEMECULA, CALIFORNIA 92593 

(909) 698-7270 
FAX (909) 698-6170 

STATE LIC #267960 

GOLF CART - PEDESTRIAN ["" 
AND 2 LANE VEHICULAR j 1 
BRIDGES AND OVERPASSES I 
ENGINEERED AND H 
FABRICATED TO YOUR §1 
SPECIFIC REQUIREMENTS. §g 
CLEAR SPANS TO 250 FEET M 
AVAILABLE IN MOST OF OUR M 
STYLES. m 

1 - 8 0 0 - 7 4 9 - 7 5 1 5 
FREE BROCHURES 

www.steadfastbr idge.com 
email: sa les@steadfastbr idge.com 

Repel Geese and Ducks 
f rom Grass! 

E l i m i n a t e m e s s a n d 

p r o p e r t y d a m a g e ! 

" I F o o d - g r a d e , b i o d e g r a d a b l e 
t a s t e - a v e r s i o n a g e n t . 
R e n d e r s f o o d s o u r c e s 
u n p a l a t a b l e a n d i n e d i b l e 
s o g e e s e l e a v e . E a s y t o 
u s e - j u s t s p r a y o n t o g r a s s . 
1 g a l l o n ( p e r a c r e ) $ 9 5 

THE BIRD CONTROL /JX-PERTS" 

HSLj 
bird-xmm$ 

300 N. ELIZABETH ST. DEPT. GCN 
CHICAGO IL 60607 WWW.BIRD-X.COM 
312-BAN-BIRD 312-226-2480 FAX 
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...offers you the opportunity to reach the 
decision makers at thousands of 

golf facilities with an exclusive mailing list. 
Call for details . . . 
207-925-1099 

BoardTronics 
The BIGGEST because we're the BEST! •••••• 

* EXPERT repair services for most 
Toro, Rain Bird, and Buckner irrigation 

central computers and field satallite controllers. 
• • • • • • 

NW8000® LTC™ OSMAC® VTII /3/4™ 
MIM™ MSC™ PAR™ ISC™ SBM™ RC™ 

Nationwide: 1 -800-STAYWET (782-9938) 
*Boa rdT ron i cs is not af f i l ia ted w i th Toro , Ra in Bird, or Buckner . 

T r a d e m a r k s be long to the i r respec t i ve manu fac tu re rs . 

L o w e r s W a t e r p H • C o n t r o l s So i l p H 
I m p r o v e s So i l D r a i n a g e • C o n t r o l s A l g a e 

R e d u c e s S o d i u m in So i l 
I m p r o v e s E f f l uen t W a t e r Fo r I r r iga t ion u s e 

R e d u c e s B i c a r b o n a t e s & C a r b o n a t e 

SO 2 GENERATORS 

Score a 

HOLE IN ONE 
with a 

Classified Display Ad 
like this one in 

GOLF COURSE MARKETPLACE 
Call for detai l s . . . 

(207) 925-1099 

B a a i 
BRIDGE MANUFACTURING CO. E 

Specializing in golf B 

course/ park/ bike I 

trail bridges and using a j | 

variety of materials to If 

suit your particular 1 

landscape needs, we 

fabricate easy-to-install, 

pre-engineered spans 

and deliver them any-

where in North America. 

he Macho Combo: Combines the beauty of wood and the strengtf 

<f maintenance free self-weathering steel. Bridge designed by Golf 

dimensions. 

800-548-0054 
I'outside California) 

12001 Shoemaker Avenue, Santa Fe Springs, CA 90670 
Tel: 562-944-0701 Fax: 562-944-4025 

www.excelbridqe.com 
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Continental Bridge 36 800-328-2047 320-852-7067 www.continentalbridge.com / conbridg@continentalbridge.com 
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Excel Bridge Mfg 37 562-944-0701 562-944-4025 www.excelbridge.com / excelbdg.gte.net 
Steadfast Bridge Co 37 800-749-7515 256-845-9750 www.steadfastbridges.com / sales@steadfastbridge.com 
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When reques t ing i n f o r m a t i o n , 
please re ference GCN 8/00. 

http://www.continentalbridge.com
mailto:conbridg@continentalbridge.com
mailto:ww.enwood@intrex.net
http://www.excelbridge.com
http://www.steadfastbridges.com
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http://www.ybc.com
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mailto:kirbymarkr@aol.com
http://www.paraide.com
http://www.standardgolf.com
http://www.andersonsinc.com
http://www.cyanamidspd.com
http://www.beckerunderwood.com
http://www.soilfirst.com
http://www.griffinllc.com
http://www.lesco.com
http://www.polyon.com
http://www.uhsonline.com
http://www.zenecaprofprod.com
http://www.aquaso2.com
http://www.boardtronics.com
http://www.goossen.com
http://www.harcofittings.com
http://www.toro.com/golf
http://www.watertronics.com
http://www.deere.com
http://www.deere.com
http://www.nationalmower.com
http://www.ttcsp.textron.com
http://www.toro.com/golf
http://www.toro.com/golf
http://www.quailvalley.com
http://www.bearcom.com
http://www.bird-x.com
http://www.cmaa.org
http://www.ezgo.com
http://www.gillmiller.com
http://www.golfworldgroup.com.au
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"THE 6TH GOLF WORLD ASIA MERCHANDISE SHOW" & 
CHINA GILTS 2000 INTERNATIONAL CONFERENCE & EXPO" 

December 1st - 3rd 2000 
Guangzhou International Exhibition & Conference Centre, China 

gwg@golfworldgroup.com.au www.golfworldgroup.com.au 

mailto:gwg@golfworldgroup.com.au
http://www.golfworldgroup.com.au


f he way Ryan and leading agronomists see it, 

a course's surface is directly affected by what's 

go ing on underneath. With aerators that deliver 

precise, even holes and overseeders that maximize 

germination, Ryan gets past the compact ion and 

thatch that get in the way of vital nutrients, 

water and oxygen. Count on the Greensaire® 24 

for perfect holes, or the convenience of the 

GA™-30, the leading rider aerator. There's even 

a variety of tow-behind aerators, including 

engine-driven, ground-driven and PTO-powered 

vers ions . For detai ls and the Ryan dealer 

nearest you, call 1-888-922-TURF or visit 

www.ttcsp.textron.com. ff^^JH 
ng5E53 

At the core of healthy turf. 

Turf's life begins 
at the roots. Pity it could 

end there, too. 

http://www.ttcsp.textron.com



