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Fertigation use is on the rise as superintendents 
discover the agronomic and budgetary benefits 6 

Readjusting the numbers 
A joint poll by the NGF and the NGCOA shows fewer 
rounds played than previously thought 14 

RENOVATION COMMUNICATION 

In the latest installment of a series tracking the progress 
of the renovation project at Willoughby Golf Club in 
Stuart, Fla., superintendent Kevin Downing outlines the 
need to keep members informed about the progress of 
renovation work (members playing on a soon-to-be-closed 
green are pictured above). He also discusses the ins and 
outs of the bidding process. See page 12. 
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New Bayer ES head: 
'Bar has been raised7 

B y A N D R E W O V E R B E C K 

MONTVALE, N J . — The field of major agrochemical 
players narrowed further in late May as the U.S. Federal 
Trade Commission (FTC) approved Bayer AG's acquisi-
tion of Aventis CropScience from 
Aventis SA and minority owner 
Schering AG (GCN July 2002). 

The buyout marks the demise of 
another multinational player and 
the creation of Bayer Environmen-
tal Science. 

Josh Weeks, former vice presi-
dent of Aventis Environmenta l 
Sc ience ' s Chipco P ro fes s iona l 
Products group, will head the new professional products 
division of Bayer ES. 

DIVESTING FIPRONIL 
One of the first challenges facing Weeks will be the 

forced divestiture of two key product lines. As part of the 
approval, both the FTC and the European Commission 
are requiring Bayer ES to dispose of its fipronil and 
acetamiprid product lines. 

While acetamiprid is a neonicotinoid class of chemis-
try that is being developed primarily for the greenhouse 
industry, the fipronil divestiture will directly impact the 
golf market. As part of the deal, however, Bayer ES will 

Continued on page 18 

Josh Weeks 

Lahontan Golf Club pushing organic boundaries 
By D O U G S A U N D E R S 

TRUCKEE, Calif . — 
While other courses in the 
High Sierra are consider-
ing what synthetic materi-
als to use to jump-start 
s p r i n g turf g r o w t h , 
Lahontan Golf Club here 
is taking an organic ap-
proach. Each spring, head 
s u p e r i n t e n d e n t Kevin 
Breen ' s crew diligently 
spreads 43 tons of chicken 
crumbles on the 130 acres 
of fairways to build up the 
soils before opening day. 

Six years of organic ef-
forts at Lahontan, an 18-
hole Tom Weiskopf-de-
signed course, have begun 

(Left to right) Mike Kosak, Martyn Hoffman and Kevin Breen 

to pay off. Each year Breen healthy stand of turf. 
has been able to cut back 
on his annual synthetic fer-
t i l iza t ion to su s t a in a 

The direction toward an 
organic maintenance pro-
gram was put into place 

when construction began 
under the watchful eye of 
Mike Kosak, the director 
of agronomy. This enclave 
of mountain homes and the 
only private golf club in 
the Lake Tahoe region has 
stressed a careful environ-
mental program to blend 
the development into the 
natural landscape with as 
little intrusion as possible. 

Kosak has str ived to 
util ize o rgan ic f a rming 
m e t h o d s to m a k e t h i s 
proper ty susta inable for 

Continued on page 10 

Management companies holding on 
By D E R E K R I C E 

SANTA MONICA, Calif , and 
CHARLESTON, S.C. —Two financially 
troubled golf course ownership and 
management companies - National 
Golf Properties (NGP) and Golf Trust 
of America (GTA) - received reprieves 
of sorts in July from their creditors. 

NGP, which has continued to push 
toward a merger with its largest ten-

ant, American Golf Corp., despite pres-
sure from shareholders, has reached 
an agreement with its lender, Bank 
One N.A., to extend the forbearance 
period on NGP's $300 million credit 
line until March 31, 2003. As collat-
eral, NGP granted mor tgages and 
deeds of trust on its properties. The 
company has been in technical default 

Continued on page 15 

Quarry Hills sets 
new opening date 
By D E R E K R I C E 

QUINCY, Mass. — Reports of the death of the 
Quarry Hills Golf Course outside of Boston are 
greatly exaggerated, according to one of the 
project's developers, Chick Geilich. 

"It's interesting how the stories get totally 
twisted," Geilich said. "We extended our contract 
with the Big Dig to accept 50 percent more dirt 
t han our 
original con-
tract and as a 
r e s u l t of 
b r i n g i n g in 
t h i s e x t r a 
dirt, we are a 
year beh ind 
our original 
projected fin-
ishing date." 

In r e c e n t 
m o n t h s , pub- With nine holes completed, Quarry Hilh 
1 i s h e d r e - ¡s i00king toward an early2003 opening. 
p o r t s have 
suggested that the development had stalled be-
cause of run-ins with city officials and a lack of 

Continued on page 19 
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DON'T JUST SELECT 
ZERO-EMISSION VEHICLES. 

StreeMegalt compact, reliable and affordable. 

Two-and four-passenger transports. Short-utility 
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(GEMs) are zero-emission electric vehicles now 
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duty hauling. But there's more to our electric 

vehicle expertise than innovative products. These 

are world-class vehicles from a world-class 

company. We work with upfitters to offer popular 

specialty vehicles. All models are available with 

optional soft or hard doors. And Mobile Service 

and Extended Service Plans are available so 

that you can tailor your protection coverage and 

receive on-site repairs, should the need arise. 

That's why we say... 

GET IN AND GO. 
For more information, visit www.gemcar.com or 
www.fleet.chrysler.com or call1-800-999-FLEET. 

t ' o q Global Electric Motorcars, LLC 

GEM A DaimlerChrysler Company 

* In most states; subject to state licensing regulations. 
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Granular" Soil F O T f p T 

Redefining Renovation. 

BASF 
PROFESSIONAL 

We don't make the turf. We make it better. 
The reasons for renovating may vary, but the desired result is always the same—a perfect stand of lush, beautiful 

turf. Basamid, the only granular soil fumigant on the market, is the quickest, most dependable way to achieve that result. 
Basamid penetrates deep to sterilize the soil and quickly eliminate virtually all weeds, nematodes, grasses and soil diseases. 
Plus, the nonrestricted, granular formulation of Basamid requires no complicated application equipment or tarps, offering you 
the flexibility to renovate a single green or all 18 fairways. You can even reseed and get your new turf off to a healthy, vigorous 
start in as little as 10 to 12 days. Basamid makes traveling the road to perfection smoother than ever before. 

To learn more about how you can start down the road to perfection with Basamid, visit www.turffacts.com 
or call 1-800-545-9525. 

"we do care and Arbor Links is a 
living laboratory for continuing 
research." 

During the rest of the summit, 
speakers and delegates from both 
golf and environmental groups 
t h roughou t North America 

shared ideas and experiences on 
ways to better educate the golf 
industry, as well as non-golfers 
and government regulators, on 
the role and responsibility of golf 
courses to the environment and 
community. 

Summit details need to promote golf 
courses as environmental assets 
By D r . M . H U R D Z A N 

NEBRASKA CITY, Neb. — 
Christine Todd Whitman, direc-
tor of the U.S. Environmental 
Protection Agency, and golf 
great Arnold Palmer gave key-
note addresses to the fourth 
National Summit on Golf and the 
Environment here at the Na-
tional Arbor Day Foundation con-
ference center June 25. Whitman 
and Palmer also played nine 
holes at the foundation's new 
Palmer-designed environmental 
research golf course, Arbor 
Links. 

Whitman's remarks, while 
complimentary to the strides 
made to forge cooperative efforts 
between golf and environmental 
interests, also challenged both 
groups to widen their influence 
on others. 

"Arbor Links is proving the 
rule that golf courses that are 
cooperatively and properly de-
signed, built and maintained can 
be good for the environment," 
said Whitman. "The mission 
should be to take positive les-
sons learned and let others rep-
licate them." 

The unique collaboration at 
Arbor Links brought Palmer 
Course Design, Landscapes Un-. 
limited and the National Arbor 
Day Foundation together to build 
a course that will assess golfs 
impact on wildlife, water quality, 
wetlands and trees. The course 
features a conservation demon-
stration on each hole to show 
how golf and habitat are work-
ing together. 

Whitman called on the indus-
try to share the results of these 
efforts. 

"You are bridging the divide, 
but you can't rest on your ac-
complishments," she said. "The 
greatest environmental chal-
lenges are educating the pub-
lic to the benefits of environ-
mental golf courses and how 
they can apply them at home by 
increasing wildlife habitats, us-
ing less water, fertilizer and 
pes t i c ides , and e d u c a t i n g 
young golfers on environmen-
tal issues." 

Palmer followed Whitman by 
pointing out the steps that the 
golf industry has taken to be-
come more environmentally 
friendly over the years. 

"Back when I was six years 
old and started working on the 
golf course with my dad, the at-
titude about the environment 
was different," he said. "The atti-
tude was 'just get the job done' 
and no one worried about the 
consequences of using pesti-
cides like arsenate of lead or 
mercury. 

"Today," Palmer continued, 

"Golf courses are one of man's 
connections to the natural world, 
and as the world becomes more 
urbanized, this will be even more 
important. Golf is about an inter-
action of social, functional, and 
athlet ic activity, involving 
people, places and environ-
ments," said Terry Minger, presi-
dent of the Center for Resource 
Management. 

Summit participants agreed 

there is an enormous need and 
opportunity to educate golfers, 
golf course staffs and manage-
ment, non-golfers and govern-
mental agencies at all levels, on 
golf and environmental issues. 
Each group requires a separate 
approach but is unified by a cen-
tral thesis that a properly de-
signed, built, and maintained 
golf course can be an environ-
mental asset. 

http://www.turffacts.com


COMMENTARY 

Field days showcase the future of turfgrass 

Andrew Overbeck 
editor 

To say that 
the last few 
years have 

been tough in the 
seed business would 
be a drastic under-
statement . The 
tur fgrass industry 
has been dealing with 
the oversupply 
caused by the 
AgriBioTech bankruptcy, the 
drop in golf course construction 
and the overall slowdown of the 
U.S. economy — a potentially 
disastrous triple whammy. 

So far companies are taking 
the low times in stride, and cit-
ing the cyclical nature of the 
business, predicting an upturn 
in the near future. 

While the business may move 
in cycles, research and develop-
ment work must continue un-
abated for companies to remain 
competitive. No matter how de-
pressed the market is today, 
companies must focus on the 
future to survive. This point was 
hammered home during June's 
annual turf field days in Idaho 
and Oregon. 

Because it can take more than 
10 years to bring a new turfgrass 
variety to market, research and 
development must be nearly con-
stant. Jacklin Seed's research 
director Doug Brede has been 

to-be-released T-l and 
T-2 bentgrass since 
1994 (see article page 
16). Turf-Seed's Crys-
tal Rose-Fricker 
started working on se-
lecting fescues and 
bentgrass for natural 
Roundup resistance 
more than 10 years ago 
(GCAf July 2002). 

Turfgrass breeders continue to 
search for new varieties to im-
prove not only appearance and 
convenience, but also to resist 
diseases and be easier to main-
tain. Selecting turfgrass plants for 
salt tolerance and drought, herbi-
cide and disease resistance is not 
for the faint at heart. As Rose-
Fricker pointed out on a tour 
around the company's Pure Seed 
Testing facility, a lot of time and 
energy goes into trying to kill 
turfgrass. Plants are doused with 
salt water, sprayed with Roundup 
and injected with fungi. What sur-
vives this treatment makes it to the 
next level of testing and brings the 
industry one step closer to an im-
proved variety. 

Genetic modification, how-
ever, has the potential to speed 
up the process and change 
turfgrass as we know it. The big 
question is, will modified variet-
ies be allowed to reach the mar-
ket? At press time, the Scotts 

to gain approval for the produc-
tion field testing of its Roundup 
ready bentgrass in Oregon (see 
www.golfcoursenews.com for an 
update), while Turf-Seed works 
to prevent the testing as it devel-
ops male sterile varieties of 
Roundup resistant turfgrass. The 

development of Roundup ready 
bentgrass could slow the advance-
ment of other genetic modifica-
tion in turfgrass. While the size of 
the market for Roundup ready 
bentgrass may not be huge, the 
rest of the golf industry could ben-
efit from turfgrass that was engi-

working on the company's soon- Co. and Monsanto were fighting 

danger, according to Turf-Seed 
president Bill Rose, is the poten-
tial for genetically modified 
bentgrass to contaminate normal 
plants during the growing and pro-
duction process. The result would 
be bentgrass seed that could not 
be sold in Europe and Japan. 

As the debate rages on, indus-
try insiders say holding back the 

P O I N T 

neered specifically to prevent dol-
lar spot or completely out-com-
pete Poa annua. 

What will we see in the next 10 
years? While there are still numer-
ous issues to be addressed, geneti-
cally modified turfgrass will eventu-
ally make it to market as companies 
look to the future. The possibilities 
are seemingly endless. 

COUNTERPOINT 

Michael Hurdzan 

Golf cars should be an 
optional part of the game 
By D r . M I C H A E L H U R D Z A N 

If Winston Churchill did call golf "a good 
walk spoiled," imagine his description 

of golf if you took out the "walk" part. 
I have no problem using golf cars where 

the climate or terrain will not permit walk-
ing golf, or for golfers who because of age or 
disabilities cannot walk. But for these ex-
ceptions, I believe that golf cars should be a 
dispensable, or at least optional, part of the 
game. I further believe that golf cars often help developers 
accept, justify or rationalize dysfunctional spatial separation (i.e. 
long rides between holes and golf course features). 

That aside, whether one approves or disapproves of walking 
golf has a lot to do with the pleasure or the value that each 
individual gets from the game. 

I am an admitted purist who prefers the brand of golf found on 
historic and traditional golf courses in the United Kingdom, Austra-
lia and New Zealand. I classify rampant golf car use as part of the 
definition of North American golf, in addition to lush green playing 
conditions, sparkling white and perfectly manicured sand bunkers 
and ornamental accent plantings. In North American golf the em-
phasis is more on getting the ball into the hole in the fewest strokes, 
rather than the experience of the quiet exhilaration of walking 
through a sensually vibrant environment while striking a golf ball. 

I have been blessed to be around golf for more than 50 years, 
beginning as a caddie at a family-owned nine-hole course before the 
age of golf cars. I was lured to a career in golf by the pleasant 
sensation and vivid memory of being part of a group of walking 
golfers. It was the soft banter of four-way conversation against the 

Continued on next page 

Golf cars are a necessary 
part of the game 
By T O M F A Z I O 

^ ^ ver the last 30 years, the use of golf 

Tom Fazio 

cars has had a major impact on mod-
ern-day golf courses. Though I can under-
stand the arguments of those who believe that 
cars are a detriment to the game and a hin-
drance to quality golf, I believe that, if done 
well, they can be incorporated into the golf 
course without having a major negative impact. 

There are many pieces of property where, 
without golf cars, golf course construction would be impossible. 
Often times, location, the accessibility of caddies and/or the drastic 
elevation changes require the mandatory use of golf cars. Out of the 
approximately 16,000 golf courses across the continental United 
States, as many as 30 percent are on land that is challenging in 
elevation and features difficult terrain. The golf car allows people to 
traverse these properties making them viable for golf. Therefore, 
some 4,000 to 5,000 courses depend on golf cars for operation. 

The most challenging aspect of creating new golf courses is 
integrating car paths. Although we deal with many site condi-
tions including environmental and real estate concerns, the 
solutions are in most cases obvious. But integrating golf cars into 
the layout of the course can be difficult. 

In the mid-1960s, a golf car was not necessarily considered in 
design. Paths were placed around some tees and some greens, 
but they were never a continuous path around a course. Full-
course path systems have become almost commonplace only 
over the last 10 to 20 years. 

I can remember visiting one potential client, and his first com-
ment was, "We will not have any car paths on this golf course." After 

Continued on next page 
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Game should not 
Continued from previous page 

backdrop of gently clanging golf 
clubs and the squeak of a real 
leather golf bag strap, echoing the 
cadence of our steps that drew me 
in. You could feel the topography 
of the golf hole as you strained a 
bit going up grades and then free-
wheeling down them. 

When golf cars are used, those 
things are lost and the game of 
golf simply becomes a matter of 
hitting the ball, finding it and hit-
ting it again. Walking golf tunes 
your senses to the nature of things 
and the game seems more alive. 
Aside from the ethereal losses 
caused by golf cars, there are other 
troubling aspects. 

First, most golf courses with 
predominant car use usually 
have extensive pathway systems, 
which are generally paved, and 
as a result, add a hard, unattrac-
tive line to the golf landscape. 
Hiding the paths usually requires 
either extra earthmoving and 
shaping or placing the paths so 
far from the sightline of the hole 
that the path is no longer conve-
niently close to the play areas, 
which in turn leads to slow play 
as golfers hike back and forth. 
Golf car paths are expensive, 

Cars a necessity 
Continued from previous page 

studying the site, I came to the 
conclusion that as much as I 
agreed with him, a car path sys-
tem was necessary because of soil 
conditions and overall mainte-
nance considerations. As a result, 
we designed an integrated trail 
system throughout the course that 
was used by both golfers and main-
tenance vehicles. 

In the design of car paths, I 
maintain certain criteria. Car 
paths should never be a domi-
nant design factor of a golf hole. 
Golfers should not see the path 
from the tee or the middle of the 
fairway, nor should paths inter-
fere with normal golf shots. 
Placement of paths in relation to 
traffic flow and hazard placement 
is also important. For example, 
when water exists on both sides 
of a golf hole path placement 
requires serious consideration. 
In these situations where you 
put the path becomes a difficult 
and important part of the design. 

This brings us back to the 
original question: Do golf cars 
negatively impact the game of 
golf? I look at a course as both a 
golfer and as a walker (I con-
sider myself a walker). Regard-
less of the impact, positive or 
negative, in the real world, cars 
have become a necessary part of 
the game, and I adjust course 
design accordingly.• 

Tom Fazio is the president of 
Fazio Golf Course Designers, Inc. 
in Jupiter, Fla. 
GOLF COURSE NEWS 

Two hazards we avoid at the Atlanta Athletic Club 
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disengages chiver circuitry 
from network when not 
actually in operation greatly 
reducing risk of lightning 
strike damage. 

prevents motor failure 
burnout with soft switching 
and elimination of power 
supply spikes and low volt-
age conditions. 

Just two reasons why SyncroFlo Pumping Systems 
are better engineered for higher reliability! 

Two Strokes Ahead 
of the Competition 

PUMP STATION! 

be dependent on 
adding hundreds of thousands 
of dollars to construction costs, 
which ultimately is paid for by 
golfers. 

Golf cars can cause damage to 
the turf or compaction to the soil 
if driven off the path in the same 
area repeatedly. Golfers rarely 
treat golf cars as serious and 
dangerous motor vehicles and 
often drive them like four wheel-

|olt car revenue 
ers, sometimes resulting in seri-
ous accidents. For all of these 
reasons, golf cars are serious 
sources of liability for golf 
courses operators and owners 
that require an extra vigilance 
on their part to ensure safety. 

The most discouraging thing 
to me about golf cars is that so 
many golf course feasibility stud-
ies show golf car revenue as a 

significant source of income. 
This is sad because golf is a won-
derful game and should not be 
dependent upon golf car revenue 
to determine its future. 

Again, I concede that some golf 
courses couldn't exist if golf cars 
were not used, but this should be 
the exception, not the rule. I am a 
Casey Martin fan, and I strongly 
support barrier-free golf courses 
for physically challenged golfers, 
and it doesn't bother me that some 

fit people won't play golf if they 
can't ride between shots. How-
ever, I do believe that walking golf 
is more fun, as well as more stimu-
lating and relaxing, and healthier 
than riding golf. I am not against 
golf cars, but I am against a 
mindset that doesn't ever allow 
for walking golf.B 

Dr. Michael Hurdzan is presi-
dent of Hurdzan, Fry Golf Course 
Design in Columbus, Ohio. 



M A I N T E N A N C E 

BRIEFS 

Donald Petrey 

MOUNT SNOW GOLF CLUB 
NAMES PETREY 

MOUNT SNOW, Vt. — The Mount 
Snow Golf Club, owned by American 
Skiing Co., has named Donald Petrey 
golf course su-
p e r i n t e n d e n t . 
Petrey comes to 
Mount Snow 
from Keystone 
Resort in Key-
stone, Colo., 
where he spent 
the last two years 
as the assistant 
superintendent. At Keystone Resort, 
Petrey managed a crew of 22 and over-
saw the Audubon Cooperative Sanctu-
ary program. 

CARLS ELECTED CALIFORNIA 
GCSA PRESIDENT 

SUNNYVALE, Calif. — Gary Carls, 
CGCS, golf operations supervisor for 
the City of Sunnyvale, has been 
named president of the California 
Golf Course Superintendents Asso-
ciation (CGCSA) at their annual 
mee t ing in Palm Springs . The 
CGCSA comprises six regional chap-
te rs th roughou t California and 
boasts more than 2,000 members. In 
2000, Carls served as president of 
the Golf Course Superintendents As-
sociation of Northern California, the 
state's largest chapter. 

AMERICAN SOCIETY OF IRRIGATION 
CONSULTANTS CHOOSES BARRETT 

TUSCON, Ariz. — James Barrett, 
president of James Barrett Associates 
in Roseland, N.J., was elected presi-

dent of the Ameri-
can Society of Irri-
gation Consultants 
at the group's an-
nual conference 
here. Barrett has 
been involved in 
the irrigation in-

dustry since joining Robert Trent 
Jones Inc. as an irrigation designer in 
1972. He started his own company in 
1985. During his term, Barrett will 
continue to help further the under-
standing of how well-designed irriga-
tion systems that use the latest tech-
nology can save water, energy and 
money. He also will continue to en-
courage local, state and federal law-
makers to work with irrigation con-
sultants to develop meaningful 
irrigation regulations. 
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Washington courses providing 
habitat for burrowing owls 
By A N D R E W O V E R B E C K 

PASCO, Wash. — As a three-year long 
study to determine if golf courses can 
provide suitable nesting habitat for bur-
rowing owls draws to a close, there are 
promising signs that the species of con-
cern is finding a home on the links. 

"We are excited that the burrows are 
being used, both as satellite burrows and 
as nests," said project coordinator Mat-
thew D. Smith, a graduate student at the 
University of Arizona. "We are optimistic 
that over time the number of owls will 
increase and expand to use more of the 
artificial burrows." 

Burrowing owls inhabit short-grass 
open country and use the abandoned bur-
rows of badgers, ground squirrels and 
coyotes for their nests. As those animals 
are driven away by development research-
ers suspect the owls may be left with 
fewer burrows. Since golf courses are 
open spaces with short grass, they repre-
sent potential habitat. The owls provide 
some benefit to courses because their 
diet includes pests such as voles, mice, 
pocket gophers and beetles. 

Dr. Courtney J. Conway, a University 
of Arizona wildlife ecologist received a 
three-year, $75,000 grant from the United 
States Golf Association in 2000 (GCJVMay 
2000) to install and monitor artificial bur-
rows at five area golf courses. 

The researchers built artificial burrows 
at a variety of locations on golf courses to 
determine how the owls would tolerate 
golfers and maintenance activity. The 
artificial burrows are constructed of 10 
feet of irrigation pipe, which leads to an 
upside-down five-gallon bucket that is 
buried three feet underground. 

So far Horn Rapids Golf Course in 
Richland and Sun Willows Golf Course in 
Pasco have had the most success. 

"At Horn Rapids there are five burrows 

Field coordinator Audrey 
Sanfagon and Sun Willows superintendent Ron 
Kuhns discuss the location of owl nests. A burrow-
ing owl on the 15th hole at Sun Willows (inset). 

with signs of use and one nest burrow," said 
field coordinator Audrey Sanfagon. "At Sun 
Willows we have a pair raising young in one 
artificial burrow, unpaired resident males at 

Continued on page 9 

Seeded Bermudas 
are narrowing 
the quality gap 
B y A N D R E W O V E R B E C K 

After nearly a decade and a half of 
work, turfgrass breeders have intro-
duced seeded bermudagrasses that 
are getting closer to the quality of 
the best vegetative varieties. Beyond 
the obvious cost savings associated 
with using seed versus sod, some 
seeded varieties also require less 
water and have better cold tolerance. 

"In the past seeded bermudagrass 
was pretty far away from vegetative 
varieties but the gap is closing," said 
Kevin Morris, executive director of 
the National Turfgrass Evaluation 
Program based in Beltsville, Md. 
"Seed is cheaper to use, and it has 
better cold hardiness. If you want to 
establish something quickly they are 
a good choice." 

Seeds West's Princess seeded 
bermudagrass has topped the 
NTEP quality rating in recent trials 
for seeded varieties. 

According to Seeds West director 
Continued on page 9 

Audubon Int'l certifies 500th sanctuary 
SELKIRK, N.Y. — Audubon Inter-

national has certified its 500th 
Audubon Cooperative Sanctuary. 

"In an era where we see increas-
ingly complex environmental prob-
lems, Audubon International has dedi-
cated itself to helping people from all 
walks of life be part of the solution," 
said Audubon International president 
Ronald Dodson. "Certified Audubon 
Cooperative Sanctuaries exemplify 
what can be done when people make a 

commitment to good environmental 
stewardship and sustainable resource 
management. We applaud the many 
golf courses that are participating in 
this crucial effort." 

Certified properties account for 
more than 173,000 acres of land that 
is managed to protect wildlife and 
environmental quality and includes 
backyards, schools, golf courses, 
cemeteries and a variety of corpo-
rate sites. 

Editorial Focus: Fertigation 

Superintendents overcoming 
fertigation learning curve 
B y A N D R E W O V E R B E C K 

While fertigation and injection systems 
have been available for many years, more 
superintendents are tuning into the ben-
efits of applying liquid fertilizers and other 
nutrients through their irrigation systems. 

Once overcoming the initial learning 
curve, superintendents are finding that 
fertigation units not only save time, labor 
and fertilizer costs, but also can improve 
playing conditions by constantly provid-
ing low levels of nutrients to turfgrass. 

At Ravenwood Golf Course in Victor, 
N.Y., the facility's owner turned superin-
tendent Peter George on to the value of 
fertigation. 

"Our owner was actually the one who 
pushed the fertigation system on me," 
said George. "Once I saw the results of 
how fast the greens came in using the 
fertigation system, I started using it more 
during the grow-in. Now that we are fully 
operational, we use it for 60 percent of 
our fertilization." 

George doesn't see that 
level going any higher, how-
ever, because his first appli-
cation in the spring must be 
made before he can turn on 
his irrigation system. 

"I go out in the spring and 
put a half-pound of nitrogen on 
the fairways with a low-quality 
granular and then I spoon-feed with the 
fertigation system all summer long," he said. 
"As a result I don't have peaks and valleys like 
other courses in the area. With the constant 
feed, I get good color and quality." 

Down the road at Irondequoit Country 
Club in Rochester, N.Y., superintendent 
Rick Holfoth also is learning how to best 
use his new fertigation system that was 
installed as part of a $1.5 million golf 
course and irrigation system renovation. 

"I had been moving more toward using 
liquid fertilizers and plant growth regula-
tors," said Holfoth. "When it came time 
for a new irrigation system, this was my 

Peter George uses his fertigation system for 60 percent of his 
fertilization needs at Ravenwood Golf Course. 

chance to add fertigation. So far in our 
first season, we are using it for 70 percent 
of our fertilization." 

As George and Holfoth sort out their 
fertigation programs, other superinten-
dents, like Ryan Porter at Old Ranch Coun-
try Club in Seal Beach, Calif., depend on 
their systems to keep their courses up 
and running. 

Porter uses a fertigation system to dis-
tribute eight tons of gypsum monthly onto 
the 18-hole layout to help fight the water-
phobic, high-sodium soils. Using liquid 
fertilizer for foliar feeding also helps him 

Continued on page 8 
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Rusnic guides Bear Brook 
through rough times 

Jim Rusnic 

By A N D R E W O V E R B E C K 

FREDON, N J . — When Jim Rusnic left 
Hershey Country Club in Hershey, Pa., 
to take his first superintendent position 
here at Bear Brook Golf Club, 
he had no idea how many chal-
lenges awaited him. 

"Construction on the course 
started in 1997, they blasted 
and moved stuff on the front 
nine, and then the owners ran 
out of money," said Rusnic. 
"When I was brought in with 
International Golf Maintenance 
(IGM) in August 2000, the course was 
still unfinished. The owner could have 
opened it but didn't have the permitting." 

Rusnic spent the year cleaning the 
course up and getting it on a proper main-
tenance regime. 

"In 2000, the front nine was a year-and-
a-half old but the greens were being 
mowed at a quarter-
inch and the fairways 
at three-quarters of an 
inch. Thatch was every-
where. The aerifier had 
three inches of dust on 
it," he said. "The back 
nine had been seeded 
the previous fall and was extremely im-
mature and two fairways never really 
healed from washouts. We basically re-
built it." 

Holes 12 and 16 were rebuilt and Rusnic 
concentrated on getting the turfgrass 
down to playable cutting heights, cutting 
the tree lines back and finishing the fine 
construction work. 

However, as time dragged on and work 
continued the semi-private course, which 
is part of an 86-home housing develop-

'Thatch was everywhere 
The aerifier had three 

inches of dust on if 
— Jim Rusnic 

ment, still didn't open. Then in October 
2001, Gale & Kitson LLC stepped in and 
bought the troubled property. IGM lost 
the contract for the course, but Rusnic 

was rehired by Gale & Kitson 
to head up a $1 million Roger 
Rulewich renovation of the lay-
out. 

Rusnic and golf course 
builder Earth Force Construc-
tion widened several holes on 
the front nine, blasted out shale 
mounds, entirely rebuilt the 
eighth hole, rebuilt the 12th 

fairway and reworked the irrigation sys-
tem. 

"We also expanded the rough areas and 
made the course much wider and more 
friendly," said Rusnic. "We put in fescue on 
the banks and put a bluegrass/ryegrass 
mix on the flat areas. In addition we thinned 
out the trees and cleaned up rocks on holes 

four and five." 
The course opened 

for play May 19, but 
there is more to do, said 
Rusnic. 

"We have come a 
long way, but there is 
still a long way to go," 

he said. "We are installing a three-tiered 
waterfall on the par-3,15th hole and there 
is a lot of detail work left to do. We still 
have to level off the irrigation heads on 
the new holes and keep the weeds out of 
the fescue." 

With the course finally open, Rusnic 
also is working to finalize maintenance 
practices. 

"I am still treating it as a grow-in and 
hitting it with a lot of fertilizer," he said. 
"We are ge t t ing into aer ifying, 

R U S N I C ' S T O O L S 

dethatching and topdressing programs 
because some of the fairways sit on solid 
shale. We have to keep wetting agents on 
them and do foliar feeding." 

The aerification program on the shale 
fairways may have cost Rusnic some arms 
on his aerifier, but the dividends are start-
ing to show. 

"When I first came here you could cut a 
plug and pull the turf right up because the 

roots were so shallow," said Rusnic. "Now 
I can't pull it out of the ground because the 
roots are pushing through the rock." 

Rusnic knows that good conditioning is 
going to be key to the success of the layout. 

"This is going to be a high-end semi-
private course, and there are a lot in our 
area that we have to compete with. We 
have to make them want to come back 
here and play," added Rusnic. 

GREENS MOWERS: 6 John Deere 
220A, 2 John Deere Triplexes 
TEE MOWERS: 3 John Deere 220A 
FAIRWAY MOWERS: 2 John Deere 
3215A 
ROUGH MOWERS: 1 Jacobsen AR 
2500, 1 Toro 80" rotary, 1 John Deere 
2653A, 1 National, 1 
Steiner Deck Mower 
RIDING BUNKER 
RAKE: 1 Toro Trap 
Rake 
TURF UTILITY 
VEHICLES: 2 
Kawasaki Mules, 2 
John Deere Gators, 1 
Cushman, 5 Yamahas 
VERTI-CUT REELS: 1 
Diamond Cut Triplex 
AERIFIERS: 1 John 
Deere 1500, 2 John 
Deere 800 
TOPDRESSERS: 1 
Meter-Matic pull-be-
hind, 1 Jacobsen Cushman mount 
TOURNAMENT SPEED ROLLER: 1 
DMI 
REEL GRINDER: Foley United 
BEDKNIFE GRINDER: Foley United 
IRRIGATION PUMP STATION: 3 
75-hp Flowtronex pumps, 500 gpm 
each 
IRRIGATION SYSTEM: Rain Bird 

GOLF CAR FLEET: 54 Yamaha gas 
FLAGSTICKS: Standard Golf 
COMPUTER & ACCESSORIES: Dell 
PRIMARY HERBICIDE: Momentum 
PRIMARY INSECTICIDE: Merit 
PRIMARY FUNGICIDE: Banner 
Maxx 

PRIMARY SLOW-RELEASE 
FERTILIZER: Lesco SCU 
CANNOT LIVE WITHOUT: Irrigation 
OLDEST PIECE OF EQUIPMENT ON 
COURSE: Diamond Cut Triplex 
TOTAL SQUARE FOOTAGE OF 
MAINTENANCE BUILDING: 20,000 
sq. ft. 
NORMAL GREEN SPEED: 9' 

The 11th hole at Bear Brook Golf Club. 
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Editorial Focus: Fertigation 

Fertígatíon market expanding 
ing," he said. "You also use less water, 
save electricity and cut down on pump 
station use." 

Because of the education challenges in-
volved in fertigation systems, regional sup-
plier Moyer & Son in Souderton, Pa., offers 
what it calls "circle support." The company 
not only installs fertigation systems and 
provides the liquid fertilizer, but it also 
helps superintendents use the units prop-
erly. 

"Following up is important," said John 
Ripp, golf course sales manager. "We are 
teaching people how to run the equip-
ment and write programs and be efficient 
in the use of the systems." 

DISSOLVING THE BARRIERS TO MARKET 
One of the largest barriers to growth in 

the market is the belief that you need a 
h igh - t ech i r r iga t ion s y s t e m to u s e 
fertigation properly. 

"It doesn't need to be a high-tech sys-
tem," said Chaplinsky. "With wind moving 
the impact zone and light feeding every 
time, the evenness is surprising. We can 
make it work with any reasonably designed 
system and save the course money." 

The other large stumbling block is the 
fact that many parts of the country do not 
have access to liquid fertilizer. Suppliers 
have solved that problem by offering mix-
ing systems that use soluble fertilizer 
packs to create individual batches of liq-
uid fertilizer. 

Nash's PlantStar has been offering a mix-

ing system since 1986 and other companies 
are working on similar units. Turf Feeding 
Systems is rolling out its Auto-Mixer this 
summer that allows courses to make four 
to five days' worth of supply at a time. 
Flowtronex is working on an agreement 
with soluble fertilizer maker SQM North 
America to provide courses with a ready 
supply that can be mixed in a blending pump. 

With these moves, suppliers are work-
ing to expand fertigation use. However, 
the strongest motivator is word of mouth. 
"Nobody wants to be the guinea pig," said 
Olson. "But when you have one superin-
tendent in an area who jumps out there 
and has success with it, nobody wants to 
be last in line." 

Overcoming fertigation learning curve 
Continued from page 6 

get better nutrient uptake in the turfgrass. 
"If I don't put out gypsum, we will have 

hard spots develop on our fairways within 
three to four weeks," said Porter. "It is 
one of our right hands. 

"We have gypsum in the water at all 
times, and we fertilize through the sys-
tem every night of the week except for 
the weekends," he continued. "Forty per-

cent of our fertilization is done through 
fertigation." 

With such complicated soil structure, 
Porter has found that fertigation makes 
the management of the course much 
easier. "Without it I would be spending a 
lot on labor," he said. "The ease of appli-
cation is also a plus. I just tell a guy to load 
the machine every night." 

INFRASTRUCTURE REQUIREMENTS 
All three superintendents caution that a 

fertigation system requires significant in-
vestments in infrastructure. 

At Irondequoit, Holfoth expanded his 
pump house from eight by 12 feet to 28 by 
26 feet. "We more than doubled the size," 
he said. 'We had to fit in two 1,000-gallon 
tanks, one 500-gallon tank and one 300-gallon 
tank. Plus we had to do the containment to 
make sure if a tank leaked it would not go into 
the ground or the wet well." 

A good quality irrigation system also 
helps, said George. 

"A reliable system is necessary," he 
said. "And one with a central controller 
makes it easier. We have a new Rain Bird 
system that can calculate the number of 
gallons I am putting out, so it makes it 
easy to calibrate for fertigation." 

The final piece of the puzzle is getting 
liquid fertilizer to the pump station. 

Holfoth has a gravel service road that 
comes right up to the pump house, but 
George wound up running a 2,000-foot two-
inch feeder line from a parking lot to the 
pump house so the pressurized delivery 
truck could recharge the storage tanks. 

As more companies produce water-
soluble products, however, more superin-
tendents will likely follow Porter's lead. 
"We buy all soluble now," Porter said. "It is 
one-fourth the price of regular fertilizer." • 
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B y A N D R E W O V E R B E C K 

Fertigation and nutrient injection sys-
tem use has expanded over the last 10 
years, primarily due to the growth in new 
construction as many golf course design-
ers and irrigation architects specified the 
systems to help with grow-in. Now that an 
estimated 10 to 20 percent of courses in 
the U.S. have fertigation systems, suppli-
ers are working to improve their offer-
ings, tackle the renovation market and 
target lower-budget courses. 

Efforts are being placed on education, 
better technology and on-site mixing. 

'The technology and the concept is grow-
ing by leaps and bounds," said PlantStar's 
Ed Nash. "Courses are starting to recog-
nize the value of injection systems beyond 
grow-in. They are a great tool for the long-
term maintenance and management of turf." 

With new construction down, suppli-
ers are finding that existing courses are 
looking to fertigation to get an edge on 
competition and save money. 

"The percentage of 
people order ing 
fert igation sys tems 
with their pump sta-
tions is certainly up," 
said Allen Olson, who 
runs Flowtronex's 
Nutrifeed division. 
"They are looking at 
how they can save 
money and fertigation 
is agood tool to do that." 

According to Turf 
Feed ing Sys tems ' 
Michael Chaplinsky 
courses can save an 
average of $14,000 to 
$40,000 a year by in-
stalling a fertigation 
system that costs be-
tween $7,000 and 
$20,000. 

"The ferti l izer is 
less expensive, you 
don't have to use the 
labor or machines to 
spread or spray fer-
tilizer, and the feed-
ing is light so you 
don't have flushes of 
growth that require 
more frequent mow-

Turf Feeding Systems' new Auto-Mixer 

Invaluable new guides 
to golf course design, 
construction, and maintenance 

"This work will surely 
become recognized as the 
most complete study of 
an oft overlooked attribute 
of a golf course. Forrest 
Richardson carefully 
blends core information, 
historical references, 
personal experiences, and 
enlightening interviews." 

—From the Foreword by 
Peter Oosterhuis 

"Bob and Geoff are two of 
the grand old men of the 
design fraternity. After 
several years of research 
and the evaluation of 
thousands of golf holes, 
they have put before us 
their findings." 

—From the Foreword by 
Damian Pascuzzo 

past president of the 
American Society of Golf 

Course Architects 
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Seeded bermudagrass improving 
Continued from page 6 

of international sales Tom 
Bodderij, Princess is the first seeded 
type that compares with the quality 
of 419 or 328 and it has the added 
advantage of fast germination. 

"Seed is easier to get into the 
ground," he said. "Sod is very 
time- and labor-intensive and 
with seed you have mowable 
grass in 45 days." Bodderij said 
studies at the University of Ari-
zona also showed that Princess 
uses 19 to 25 percent less water 
than vegetative varieties. 

Turf-Seed's Dr. Melodee 
Fraser also has been busy per-
fecting seeded bermudas. 

"We have improved the qual-
ity with shorter inner nodes and 
finer leaves," said Fraser. "You 
can now mow them much shorter 
and still maintain turf density." 

While Turf-Seed introduced its 
first seeded variety called Savan-
nah in 1998, it is close to rolling 
out Transcontinental, which will 
offer better winter survivability. 

In addition to improving qual-
ity, Jacklin Seed's Susan 
Samudio has also been working 
on improving winter survivabil-
ity with its Southern Star, Sun 
Devil 2 and Jackpot varieties. 

"Southern Star has the best 
cold tolerance of the three," said 
Samudio. "It can survive in the 
lower transition zone, especially 

Burrowing owls 
Continued from page 6 

two other burrows and signs of use 
at three other burrows." 

The owls and the golf courses 
are certainly learning to coexist. 

One burrow at Sun Willows has 
15 golf balls in it, according to 
Sanfagon, but the owls remain 
active at the site. Sun Willows also 
will be expanding its irrigation 
system this fall and superinten-
dent Ron Kuhns is doing what he 
can to work around the burrows. 

"We will be expanding our ir-
rigated area from 90 acres to 112 
acres," said Kuhns. "Golfers love 
the owls and they are very much 
a part of the course. We don't 
want to disturb them now that 
we have them." 

The researchers are providing 
Kuhns with a map of the active 
burrows on the course so he can 
make sure the irrigation system is 
designed around the nests. 

After the completion of the 
study, Smith and Dr. Conway plan 
to distribute a pamphlet that will 
help superintendents create bur-
rowing owl nests on their courses. 

"We have witnessed the in-
creasing owl population at Sun 
Willows and our success so far 
supports the potential for golf 
courses to help reverse sus-
pected population declines of 
burrowing owls across the 
West," said Smith.• 

if they have time to harden off." 
Although Seed Research of Or-

egon (SRO) already has Yukon, a 
variety that was developed by 
Oklahoma State University and is 
marketed jointly with Enid, Okla.-
based Johnston Seed Co., the com-
pany is working on several new 
cold-tolerant varieties. According 
to SRO general manager Bill 

Dunn, SR 9500 and 9554 are com-
ing out soon, as is Riviera, a syn-
thetic variety that was selected on 
the basis of turf quality and transi-
tion zone adaptation. 

SLOW TO CATCH ON 
Despite the advantages pro-

vided by these new seeded variet-
ies, golf courses in the U.S. have 
been slow to catch on. 

"In Europe and Japan sales are 
better because they don't have 

an established sod industry and 
there are many regulations on 
sod imports," said Seeds West's 
Bodderij. "Here sod is readily 
available and is pretty cheap. But 
now that our seed is in full pro-
duction it is half as expensive as 
it was two years ago, so it is now 
a good alternative to sod." 

To some, seeded types still 
come up short on quality. 

As a result, Jacklin's Samudio 

said her work on seeded types 
was slowing down. "We are not 
doing much work right now, we 
have no new varieties coming out 
next year and we are taking a slow 
approach to the whole program." 

Others are plugging ahead 
with work. "We are screening 
plants for better salt and shade 
tolerance," said Fraser. "And we 
are always working on improv-
ing winter survivability." • 

WE CANT 
MAKE YOUR GOLFERS 

PLAY BETTER, 
BUT WE CAN MAKE 

THER DIVOTS 

We've been playing the green grass game for a long time. And now we've got it down to a 
system that makes your grass even greener. Introducing Flowtronex Integrated Water 
Management!" The IWM System handles all your golf course water quality and distribution 
needs by linking fertigation, pH control and filtration components to the highest quality, pre-
assembled pump station in the industry. To find out more about how to make your grass greener 
and your life easier, call 1 -800-786-7480 or visit www.flowtronex.com. 

No One Makes Your Life Easier. No One. 
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Lahontan strives 
Continued from page 1 

future generations. While many 
question whether golf courses can 
be successful through an organic 
program, Kosak and his staff have 
stepped up and done just that. So 
far, the results are convincing. 

"When we began construction 
in 1996, we took soil samples 
from the site in order to learn 
where our soil structure would 

wonder why native grasses 
around his course appeared each 
spring, thrived through the sum-
mer and then disappeared in win-
ter all without the need for artifi-
cial help. His interest to find out 
why this could not be done for 
the turf on his course lead him to 
extensive research on his own. 

At Lahontan Golf Club, Kosak 
has had the chance to put his years 
of theory and practical knowledge 
to full use. Since the course was 
planted he has used a combina-
tion of conventional materials and 
alternative materials to build not 
only healthy turf but also create 
better soil conditions. 

"In many ways we are not grass 
growers, we are dirt growers. 
Our fertilizer budget is on par 
with most golf courses, but 
where we spend more money is 
in our soil amendments," said 
Breen. "These are applications 
of materials that change our soil 
chemistry in order to bring out 
the naturally occurring phospho-
rous and nitrogen. Through the 
years we have been able to dra-
matically lower our synthetic 
applications as our soils improve. 
At some point our goal is to de-
velop soils that will not need any 
synthetic applications." 

Both Kosak and Breen are con-
tinually researching and looking 
for alternative products to use at 
their course. Along with chicken 
crumbles they have used volcanic 
dust from Canada as a phosphate 
alternative, a livestock feed known 
as Fertile Fiber, and a local source 
of compost material from an or-
ganic dairy farm co-op in the 
nearby Washoe Valley. 

Breen and Kosak feel that the 
interest in organic turf mainte-
nance is growing. While more 
courses would like to be more 
organic, Breen cautioned that it 
takes a solid commitment from 
both the superintendent and the 
ownership of a course. 

"It is a strong leap of faith to 
go to a more organic approach. 
It has to be looked at as a long-
term program with the goal of 
curtailing and eliminating syn-
thetic materials," he said. "We 
have some advantages with our 
climate in the mountains that 
control many pathogens, and 
through the solid support of the 
developers here. We hope that 
at least we can become an ex-
ample that provides factual evi-
dence that this type of program 
can be successful." • 

for sustoinobility 
need to be enhanced," said 
Kosak. "We then began to de-
velop a plan that would help to 
build up our soil, which in turn 
will be more beneficial to our 
turf. The nutrients necessary for 
plant growth exist naturally in 
every acre of land. The challenge 
is to manipulate the soil chemis-
try in order make these nutri-
ents available to the plant. This 

is the fundamental idea behind 
sustainable agricultural prac-
tice." 

Kosak's ideas are not revolu-
tionary, but they are cutting-edge 
in an industry that over the last 
15 years has strived to reduce 
synthetic chemical use but has 
hardly made strides toward an 
organic approach to mainte-
nance. The pressures of visual 
appeal, economic accountability 
and the lack of information about 

alternatives have 
kept most turf man-
agers from finding 
an alternative to 
synthetics. 

Kosak began to 
realize the need to 
find an alternative 
to synthetics while 
he was working at 
a mountain course 
in Colorado in 
1984. He began to Lahontan's organic program has reduced fertility levels. 
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. » — 1 ! m Whether it 's fairway top dressing, bunker renovation or 

I ' * ^ j * ' ' material relocation, the CR-10 makes the most of your 

\ projects and your time. Its handheld three position switch, flow 

control for the cross conveyor and self-cleaning hopper make it the 

most effective material handler available. Combine these features with the tiltable spinner 

attachment for a fairway top dresser with unparalleled control over width, depth and angle. For 

fairway top dressing, construction or renovation projects, make sure you look at the CR-10, the 

next generation in material handling and top dressing. Call for a den 

Attachment flow control offers greater flexibil-
j ity over spinner and cross conveyor speeds. 

i 

Patent-pending three-position switch makes 
it easy to handle every CR-10 function. 

Quickly load top dressers or move material. 

mmmamammmmmimmmimmtÊmmmmmÊmmmimmmmmmmmmmmmmmmmKmmmmmmm 
Broadcast top dress from 15' to 40' . 

mmmmmmmmmmmmmmmmmma^mm^mmmm* 
Cross conveyor with swivel action 

quickly fills bunkers and back fills trenches. 

http://www.turfco.com


EASTERLY HONORED AT 
INDEPENDENCE CLUB OPENING 

RICHMOND, Va. — Former USGA 
and Virginia State Golf Association 
(VSGA) president Harry Easterly Jr. 
was honored by his colleagues at the 
opening of Independence Golf Club, 
the development of which Easterly 
spearheaded for more than a decade. 
Among those in attendance to honor 
Easterly were USGA president Reed 
Mackenzie and vice president Fred 
Ridley, as well as former USGA presi-
dents Sandy Tatum and Bill Campbell. 
Course designer Tom Fazio sent re-
marks via video. Independence Golf 
Club is owned by the VSGA Founda-
tion and operated by KemperSports 
Management. 

BATES TO RENOVATE BELLEAIRE'S 
ROSS DESIGNS 

BELLEAIRE, Fla. — Belleaire Coun-
try Club has hired golf course archi-
tect Gene Bates to complete a 36-hole 
renovation. The club's East and West 
courses, originally designed by Donald 
Ross, will be renovated without chang-
ing the routing. Bates will focus on 
recapturing the character of the Ross 
bunkers and expanding the tee and 
green complexes, while revitalizing the 
grassing of the courses to bring back 
the original aesthetics of the layouts. 
Construction on the East course, built 
in 1915, will begin in 2003. The West 
course, considered by many to be the 
oldest course in Florida, originally built 
in 1897, will undergo construction 
in 2004. 

TOLL BROTHERS PROMOTES RASSMAN 
TO VICE PRESIDENT 

HUNTINGDON VALLEY, Pa. — 
Toll Brothers Inc. has promoted Joel 
H. Rassman to executive vice presi-
dent. He will also retain his former 
titles of chief financial officer and trea-
surer. Rassman, who joined Toll Broth-
ers in 1984, has steered the company 
through its 1986 initial public offering, 
two equity offerings and 11 debt offer-
ings. Toll Brothers, which was founded 
in 1967, is a developer specializing in 
luxury single-family and a t tached 
h o m e c o m m u n i t i e s and m a s t e r -
planned multi-product residential golf 
course communities. The company 
also owns and manages several golf 
c o u r s e s . In 2001, t h e c o m p a n y 
achieved revenues of $2.2 billion. 

GOLF COURSE NEWS 

Editorial Focos: Design and Construction 

New president outlines ASGCA goals for 2002 
DALLAS — Jay 

Morrish of Dallas, who 
was elected president of 
the American Society of 
Golf Course Architects 
(ASGCA) at t h e 
society's annual meet-

ing in Santa Barbara, Calif., brings to the 
position nearly 40 years in the business. 
In his career, Morrish has worked with 
the likes of Robert Trent Jones, George 
Fazio and Jack Nicklaus. Currently, he 
works on his own with his son, Carter. 

Golf Course News caugh t up with 
Morrish in early July to talk about his 
vision for the organization and the pro-
fession as a whole. 

Golf Course News : Wha t are the 
ASGCA's goals for this year? 

Jay Morrish: The ASGCA has always 
stressed education in various areas. We 
want to help golf course developers un-
derstand the total process of building a 
golf course, including hiring an archi-
tect, obtaining zoning permits, dealing 
with government agencies, recognizing 
and dealing with environmental issues, 
searching for finance, securing proper 
market studies, and any other endeavors 
necessary to create a successful golf 
course. 

GCN: What challenges will the ASGCA 
face in the next year, and how do you plan 
to address them? 

Morrish: We do not want to see golf 
stagnate. With the state of the economy 
and the ongoing fear of more terrorist 

activities, golf may not have as high a 
priority in people's lives as it has in the 
past. It is our challenge to generate re-
newed interest in golf. 
There is a desperate 
need for more afford-
able golf. We must 
continue to find ways 
to design interesting 
golf courses for less 
money, and to ensure 
that these savings are 

c Jay Morrish passed on to golfers. 
We must make golf available to lower in 
come groups. 

GCN: What is the one thing on your 
agenda that you feel must be accom-
plished for ASGCA during your term? 

Morrish: These are trying times, and I 
don't want our young members to suffer 
in the weak economy while only a privi-
leged few prosper. We need to help pro-
mote all ASGCA members. We need to 
make the world aware that ASGCA is alive 
and well, which it is. We need our mem-
bers to become involved with their local 
golf communities and in so doing promote 
golf and golf course architecture. 

GCN: What role will concerns about 
Continued on page 13 

Society touts recent initiatives 
CHICAGO —Two recent initiatives 

announced by the American Society 
of Golf Course Architects (ASGCA) 
that address some of the issues new 
president Jay Morrish has raised are 
the launching of an Internet suppliers 
directory and the offering of one-day 
golf course reviews. 

The Online Suppliers Directory will 
feature companies that provide prod-
ucts and services related to design, 
construction and maintenance of a golf 
course. Suppliers will be allowed to 
control their message while commu-
nicating their full range of capabili-
ties. Architects and others in the busi-
ness will be able to search by category 
to find information on products. 

The one-day golf course reviews stem 
from interest in the ASGCA's Remodel-
ing University seminars. At those semi-
nars, attendees were interested in hav-
ing members visit their courses to give 
specific recommendations. Morrish 
said the society decided to formalize a 
one-day visit to provide the course with 
ideas for a remodeling plan. The ASGCA 
member will forego his or her normal 
fee for this service in return for a dona-
tion to the ASGCA Foundation. 

The offer applies to both public and 
private courses. Morrish said he hopes 
many municipally owned courses will 
take advantage of the opportunity to 
have a qualified ASGCA member ana-
lyze their facilities. 

Long-awaited course well received 
B y D O U G S A U N D E R S 

SAN JOSE, Calif.— Las Lagos Golf 
Course, the first new golf course to be 
built in the city of 
San J o s e in 30 
years, opened for 
play in Apri l , 
bucking the trend 
of recent develop-
m e n t s in t h e 
West. While most 
new golf courses 
a re h i g h - e n d 
courses that are 
vehicles to drive 
real estate sales, 
Los Lagos Golf 
Course was cre-
ated to provide a 
quality golf course at an affordable price. 
The city-owned project has been 15 years 
in the making and has gone through some 
rocky times, but the final product has 
been well received by golf-starved city 
residents. 

The 5,393-yard course is laid out over a 
100-acre parcel of land on the south side of 
San Jose. The project includes the golf 
course, a clubhouse with a large outdoor 
patio, a two-tiered lighted driving range 
and a pedestrian/cycle trail. The entire 
complex is meant to be a cornerstone to the 
city's efforts to create more recreational 
offerings while reclaiming a neglected piece 
of city property that had slipped into an 
unsavory state. This park-like setting along 

Fifteen years and an estimated $25 million later, San 
Jose's Los Lagos has become a reality and has been well 
received by players since opening in April 

the banks of Coyote Creek will preserve the 
sensitive lands from the unsightly illegal 
dumping and other activities that had over-

run the area. 
T h e comple-

tion of the Los 
Lagos p r o j e c t 
took a team ef-
fort involving the 
city of San Jose 
and a pa r tne r -
ship team com-
prising Northern 
Cal i forn ia golf 
d e v e l o p m e n t 
and m a n a g e -
m e n t f i rm 
C o u r s e C o Inc. 
and Capitol De-

velopment Group, a San Jose-based finan-
cial services and real estate firm. 

"The Las Logos project was an opportu-
nity to create a partnership with the city 
in order to provide the spectacular recre-
ational facility that ranks with some of the 
best in the area," said John Zamora Sr., 
Capitol's president. 

Brian Costello, the lead designer and 
partner with JMP Golf Design Group, had 
to carefully craft golf holes together in 
order to develop a full feeling to the par-68 
layout. The course is a mix of nine par-3s, 
four par-4s, and five par-5s, one of which 
plays more than 580 yards. "We tried to 
create a challenging route of play and also 

Continued on page 13 

Jones protégé 
redesigning 
mentor's courses 

HILTON HEAD, S.C. — Golf course 
architect Roger Rulewich has been con-
tracted to lead a $3 million redesign and 
renovation of the Robert Trent Jones 
course at Palmetto Dunes, which is owned 
by Greenwood Development Corp. 

Greenwood selected Rulewich based 
on the architect 's work with Jones, which 
began in the 1960s. During that time, 
J o n e s or iginal ly d e s i g n e d and con-
structed Palmetto Dunes. 

Among the tasks Rulewich will tackle 
is the addition of permanent junior tees. 
Rulewich is reshaping and restructuring 
the tees, greens and bunkers, elevating or 
reshaping select fairways, improving 
drainage and lengthening the course by 
approximately 200 yards. 

Palmetto Dunes isn't the only Jones 
course Rulewich is redesigning. He is 
also involved in a similar project at 
Tucker 's Point Club in Harrington Sound, 
Bermuda, where he re-contoured all 18 
greens, approaches and surrounds. 

Ten men's tees, seven ladies tees and 
20 new bunkers have been built. Six bun-
kers have been doubled in size. Rulewich 
also added five new holes, a practice put-
ting green and a short game practice 
area. The redesigned course is open now, 
with a new clubhouse and hotel planned. 
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The bidding process and the 
deve lopment of cons t ruc t ion 
specifications can make or break 
a renovation project. We chose 
to bid with six different compa-
nies who all had good track 
records. 

Pre-qualifying contractors by 
monitor ing their resul ts f rom 

Communicating with members a top priority 
Editor's note: This is the third 

in a series of articles by Willoughby 
Golf Club superintendent Kevin 
Downing outlining the renova-
tion process at the Stuart, Fla., 
club. 

B y K E V I N D O W N I N G 

STUART, Fla. — T h e infor-
mation phase of a recons t ruc-
tion project is the most impor-
tant componen t of the ent i re 
p rocess . 

Keeping m e m b e r s or gol fers 
informed of critical t imetables 
and a l tera t ions is pa ramount 
to the i r unde r s t and ing of the 
e n h a n c e m e n t s be ing made to 
the i r course . T h o s e of us in 
golf course m a n a g e m e n t real-
ize tha t the changes will make 
the course much bet te r , how-
ever m e m b e r s of ten view the 
work is an inconvenience to 
the i r golf activity. 

Being upbeat about the ben-
efits can make even the biggest 
doubters your best allies dur-
ing the pre-construction phase. 
Here at Willoughby Golf Club 
we used a variety of methods to 
communicate the impact of the 
project: 

• Light-hearted notes were 
posted in the locker rooms five 
months prior to construction to 
prepare the membership for the 
changes at the course. 

• Four m o n t h s prior to the 
c o m m e n c e m e n t of the project , 
the g r e e n s cha i rman gave a 
presen ta t ion and prel iminary 
o v e r v i e w at a m e m b e r s h i p 
meet ing . 

• We held a special meeting 
six weeks prior to the start of 
construction and we presented 
graphics and information about 
the contractor. 

• Question-and-answer sheets 
were available, providing in-
depth descriptions of the scope 
of the work. 

• Weekly progress reports are 
being posted on a neighbor-
hood/in-house community tele-
vision channel. 

• Monthly updates are given 
in the club newsletter. 

Throughout the information 
phase we focused on the items 
that members would be able to 
visualize once the course re-
opens. Talking about drain lines 
and soil components can be very 
boring to members so make sure 
that you emphasize the positive 
aspects that will enhance play-
ability and aesthetics. 

previous projects within your 
area is essential. Approximately 
one yea r p r io r to t he com-
m e n c e m e n t of the job, each 
company was invited to a per-
sonalized tour of our facility and 
was presented with a breakout 
of the construct ion specifica-
tions. After receiving all bids, 
we narrowed the selection to 

two contractors and began a 
second round of negotiat ions. 
We continued to allow for sub-
sti tutions to the specifications 
as we monitored various ven-
dors and supplies. It is amazing 
how long the contractual and 
legal reviews can take and, un-
fortunately, we only finalized 
the contract just four months 

prior to the start 
of the job. 

Next month, I 
will f o c u s on 
some of the pit-
fa l l s involved 
with a multi-con-
t rac tor job and 
the importance of 
c o o r d i n a t i n g 
your staff with 
the workload. 

Letting the membership know that the greens were going to 
be sprayed out prior to closing was a major concern to the 
board of governors 

BUNKER RENOVATION: CASE STUDY #27 

Jack used to struggle with his maintenance budget. He always looked for ways to 

control costs yet deliver results. Over the years, he implemented many 

new methods and routines. His bunkers were always a problem. 

t 

After most storms, he would spend $1,800 to $2,500 on labor, 

repairing water damage on his bunkers. Jack was looking for answers to 

his bunker problem and found a solution that works. 

TOUGH DECISIONS .. 
He turned to an advanced technology from IVI-GOLF. 

Sandtrapper™ lines the bunker and ends the routine of sand trap maintenance. 

It prevents washouts, sand contamination and eliminates short renovation cycles. 

Jack made the right decision. Now, he spends a lot less money on labor. 

This keeps the course owners satisfied and leaves room in 

the budget for other important items. He's happy to have found a serious 

solution to his costly bunker problem. 

Stop struggling with tough decisions. Take control of your 

labor budget with Sandtrapper by IVI-GOLF. 

Contact IVI-GOLF today and we'll send you a product information guide. 
\ 

Toll Free [ 8 8 8 ] 9 7 0 - 5 1 1 1 U [ 1 w w w . s a n d t r a p p e r . c o m 
G O L F 

Ask about the NO-RISK product trial for Sandtrapper!! 
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http://www.sandtrapper.com


Morrish outlines 
Continued from page 11 

technology play in the society's 
initiatives? 

Morrish: Technology is chang-
ing the game of golf rapidly. 
Twenty years ago we could de-
sign 7,100-yard golf courses that 
would demand that all 14 clubs be 
used by the world's greatest play-
ers. That is what golf course de-
sign should demand. Today, a 

£GCA goals 
7,100-yard golf course is a pitch-
and-putt course for the touring 
pros. Some of our most famous 
and greatest courses have been 
rendered defenseless because of 
new technology. We are now 
forced to build courses with wider 
corridors for safety. This means 
more land use and higher con-
struction costs for developers. Un-
fortunately, these costs will ulti-

mately be passed on to the golfer. 
GCN: What trends have you 

seen related to renovation/res-
toration versus new course con-
struction, and do you expect 
these trends to continue? 

Morrish: For the past 10 or 12 
years, golf course construction 
has accelerated well beyond any-
thing seen in the history of golf. 
As more golf courses mature, 
more remodel work will become 
necessary - not because the 

courses are bad, but because golf 
courses are living, breathing or-
ganisms that need attention like 
all other organisms. Most courses 
need a little tuning every 15 years 
or so. It is a proven fact that dur-
ing economic downturns, golf 
course remodeling has stepped 
to the forefront. Therefore, we 
expect more renovations to take 
place in the short term, while the 
economy regains momentum. 

GCN: What made you choose 

to pursue golf course design? 
Morrish: I loved the game of 

golf, but couldn't beat anyone. I 
decided that somehow I had to tie 
my career to golf, and since it 
couldn't be as a player, design 
seemed like a good choice. Sev-
eral architects told me to return to 
school and obtain a degree in land-
scape architecture or a related field. 
I took that advice and then went to 
work for Robert Trent Jones.H 

— Derek Rice 

San Jose course 
well received 
Continued from page 11 

conservative bump-and-run ap-
proaches to holes so that the 
course would be playable to all 
levels of golfers who will use this 
city owned course," Costello said. 

The city spent an estimated 
$25 million over the 15-year pe-
riod to bring this course online 
with much of that expenditure 
covering the years of debate and 
planning needed to secure pub-
lic support. Hard cost for the 
golf course, clubhouse, driving 
range and infrastructure were 
estimated at around $13 million. 

JMP developed feasibility stud-
ies for a golf course at the site 15 
years ago and then began to work 
on the course design after win-
ning the design contract. 

"We developed 20 different 
rout ing schemes and went 
through a lot of debate on where 
to locate the clubhouse, how to 
protect the creek, where to put 
parking and how to develop a 
course that had the same shot 
values of a championship layout," 
Costello said. 

The major contractor for the 
construction of the course was 
GBS Construction of Santa Clara. 

"There was an excellent com-
munication stream between the 
designer and the field crews, 
which helped to move this 
project along," said Dan Garson, 
president of GBS Construction. 

All the greens were built to 
USGA specs and CourseCo, 
which was responsible for the 
grow-in phase, made special ef-
fort to bring the course up to 
the highest standards. 

"We had to construct and 
maintain the course according 
to 16 different environmental 
plans, which include everything 
from sediment management to 
bullfrog habitat management," 
said Ray Davies of CourseCo. 

The course has been well re-
ceived not only for its low rates 
of just $29 during the week and 
$42 on weekends, but also for 
the quality conditions. 

"A private firm could never make 
such a large investment pencil out 
to work with such low fees, but the 
City of San Jose, to their credit, 
looked at this course as a long-
term investment to reclaim ne-
glected land," Costello said.H 

AUGUST 2002 13 



Dennis Palmer 

ZABRISKI NAMED DIRECTOR 
OF GOLF AT OLD PALM 

BONITA SPRINGS, Fla. — Bruce 
Zabriski has been named director of 
golf for Old Palm Golf Club in Palm 
Beach Gardens. Old Palm is a new 
private golf club and community de-
signed by Ray Floyd and under devel-
opment by WCI Communities Inc. 
Most recently, Zabriski served as head 
professional at Trump International 
Golf Club in West Palm Beach. 

I.R.I. NAMES PALMER TO LEAD 
ARIZONA OPERATIONS 

RANCHO SANTA FE, Calif. —I.R.I. 
Golf Group has named Dennis Palmer 
vice president of 
Arizona opera-
tions. Palmer will 
oversee the three 
I.R.I, owned and 
operated Arizona 
properties - Forty 
Niner Country 
Club, San Ignacio 
Golf Club and Ari-
zona National 
Club - based in 
Arizona. Most recently, Palmer served 
as general manager and director of 
golf at the Links Continental Ranch. 

INTRAWEST MOVES BAKEMAN 
TO SOUTH MOUNTAIN 

SCOTTSDALE, Ariz. — Intrawest 
Golf has named Mark Bakeman direc-
tor of golf at The Raven Golf Club at 
South Mountain. The 20-year PGA 
veteran has worked for Intrawest for 
three years, most recently as director 
of golf at Tuscon-based The Raven 
Club at Sabino Springs. Bakeman's 
move to South Mountain comes in the 
wake of a number of recent transac-
tions for Intrawest in the Arizona mar-
ket. Since November 2001, the com-
pany has added two courses to its 
portfolio, as well as a golf course de-
velopment project in the West Valley. 

GOLFSWITCH NAMES NEW CEO 

SCOTTSDALE, Ariz. — GolfSwitch, 
a division of Spectrum Golf Inc. has 
appointed Damian J. Greco CEO. 
Greco comes to GolfSwitch from e2e 
Golf Solutions, where he was the 
company's senior vice president of 
corporate development. GolfSwitch 
provides products and services to golf 
course owners. 

Survey shows renewed interest in acquisitions 
By L A R R Y H I R S H 

This year's results are in from the sur-
vey my course appraisal/brokerage firm, 
Golf Property Analysts, has done each 
spring since 1998. The responses received 
from nearly 100 multi-course manage-
ment firms, along with smaller investors 
who possess a regional or local focus, 
were uniformly interesting, but taken to-
gether, some points really jumped out. 

Approximately 60 percent of respondents 
indicated a preference for private facilities 
as opposed to daily-fee. This confirms a 
trend — the shifting preference from daily-
fee to private facilities — we've noticed and 
have been tracking for more than two years. 
It is obvious now that many investors feel 
that some daily-fee markets are saturated, 
especially the upscale daily-fee market, and 
that private projects are more attractive in 
comparison. 

While most responding firms indicated 
a national market-area interest, there is 
now a more equal focus on both the South-
western and Southeastern sunbelt regions, 
in addition to the Midwest and Northeast 
(last year more than 65 percent indicated 
a preference for the two sunbelt regions). 

This year's responding firms expressed 
their desire to "cluster" courses in particu-
lar areas depending on their size. Cluster-
ing and population centers appear to be 
more important than regional focus. For 
instance, one firm we regularly do busi-
ness with has a guideline of working within 
a 200-mile, plus-l-mile-for-every-course ra-
dius of their headquarters. That's a tongue 
twister, but it means a firm with 26 courses 
will typically consider acquisitions within a 

Larry Hirsh 

226-mile radius from 
their headquarters. 

Responses on de-
sired beginning cap 
rates again confirmed 
what we've been see-
ing: cap rates have 
risen dramatically in 
recent years, to be-
tween 11 and 16 per-

cent (cash flow multiples of 6.5 to 9). 
With many sellers seeking multiples of 

10 (cap rates of 10 percent) for their courses, 
this gap resulted in few transactions taking 
place in 2001 and early 2002. There is a 
definite "wait and see" feeling in the mar-
ket, as investors stay on the sidelines until 
they are confident prices are at their lowest 
and sellers become more motivated to act. 

Desired internal rates of return (IRR) 

also rose dramatically, according to our sur-
vey, as many investors are seeking rates in 
the 18-percent-and-up range. Traditionally, 
other forms of real estate have commanded 
IRRs in the low- to mid-20s, and while golfs 
"sex appeal" and ability to attract investors at 
lower rates still exists, investors are inching 
closer to the rates required by investors in 
other types of real estate. 

This means the weather-sensitive, man-
agement-intensive qualities of golf are mak-
ing investors more cautious, even without 
considering oversupply in some markets. 

As was the case last year, approximately 
90 percent of respondents perceived val-
ues of golf properties as declining. This 
means there are more sellers than buyers 
- and those buyers should be in an advan-
tageous negotiating position. 

Continued on next page 

Port Orange hires KemperSports 
PORT ORANGE, Fla. — The City of 

Port Orange, Fla., has signed an agree-
ment for Northbrook, 111.-based 
KemperSports to manage the golf 
course and facility operations at the 
city's The Golf Club at Cypress Head. 
Designed by Arthur Hills and Mike 
Dasher, the 6,832-yard course opened 
in 1992. 

Ken Parker, city manager of Port 
Orange, said the city chose 
KemperSports because of the con-
tenders, Kemper's philosophies were 
most in line with the city's. 

The course features a lighted driv-

ing range and a 6,000-square-foot club-
house with a pro shop, dining and ban-
quet facilities. The property also boasts 
preserved wetlands. 

Steve Skinner, president of 
KemperGolf, a division of Kemper-
Sports, said Cypress Head is a good 
example of the type of facility that often 
needs a management company. 

"Like many municipal facilities, Cy-
press Head is a wonderful golf course in 
need of professional management," he 
said. Skinner added that KemperSports 
would look to improve every aspect of 
the golf experience at the club. 

NGF, NGCOA release rounds results 
Weather cited for both increases and decreases in 2001 numbers 
By D E R E K R I C E 

CHARLESTON, S.C. — According to 
results of a joint survey by the National 
Golf Course Owners 
Association (NGCOA) 
and the National Golf 
Foundation (NGF) 518 
million rounds of golf 
were played in the 
United States in 2001. 

The results of this sur-
vey come from polling of 
all 15,720 regulation fa-
cilities in the country. 
Data was received from 
2,426 of those facilities, 
which amounts to a 15 
percent response rate. 
Previous rounds num-
bers have been con-
sumer-based and have 
indicated that580 million rounds were played 
in 2001. 

The consumer based model has been 
criticized recently, most notably by James 
Koppenhaver of Pellucid Corp., who has 
estimated that those numbers are 15 per-
cent to 20 percent too high (GCN June 
2002). Pellucid had estimated the actual 
number of rounds played in 2001 to be 
around 508 million. 

According to NGF/NGCOA survey, 
rounds played were down slightly in 2001 

Moving up... 
Biggest 2001 increases 
Mounta in : 7 . 2% 
Mid-At lant ic: 3 .7% 
Centra l /South Florida: 2 .9% 
Northeast: 2 .4% 
Southeast: 1.5% 
South Central: 0 . 9% 
... and going down 
Biggest 2001 decreases 
Upper Midwest : -5 .7% 
Northwest: -3 .9% 
Lower Midwest : -1 .9% 
Gulf Coast: -0 .8% 
Southwest: -0 .8% 

compared to 2000 (518.1 million vs. 518.4 
million). Six of the 11 regions experienced 
an upturn, with five seeing a decrease. 

The regions were cre-
ated based on tempera-
ture and precipitaion, 
proximity and length of 
the golf season. 

Among the facilities 
reporting an increase in 
2001, 42 percent cited 
improved weather as 
the main reason. 
Weather was also the 
most-cited reason for 
decreases, with 52 per-
cent of facilities that 
experienced a decline 
citing it as the main 
cause. 

Other reasons for in-
creases included renovations, changes to 
the membership, course conditions or ad-
vertising and promotion. The economy and 
Sept. 11 also had an impact on those facili-
ties that experienced a decrease in the num-
ber of rounds played, as 27 percent cited 
either as a reason. 

Going forward, the NGCOA and NGF 
will continue to track the volume of 
rounds played in the United States and 
will report results through Golf 20/20 on 
a quarterly basis, beginning in 2003. 

I.R.I, acquires 
Intrawest club 

B y D E R E K R I C E 

RANCHO SANTA FE, Calif. —I.R.I. Golf 
Group LLC has acquired The Raven Golf 
Club at Sabino Springs from Scottsdale, 
Ariz.-based Intrawest Golf. I.R.I. has named 
the Tucson, Ariz., club Arizona National 
Country Club at Sabino Springs. Terms of 
the deal were not disclosed. 

The Raven at Sabino Springs was one of 
two Raven facilities (the other being 
Phoenix's Raven at South Mountain) built in 
the 1990s and later acquired by Intrawest. 
Intrawest said it will continue to expand the 
Raven brand, which includes four courses, 
with a fifth scheduled to open later this year. 

So why would a company with so much 
invested in a recognized brand like Raven 
sell off one of the properties? Jeff Stipec, 
senior vice president of Intrawest, said 
the move was purely a business play. 

"Southern Arizona is not a growth mar-
ket for us," Stipec said. "When I.R.I. ap-
proached our team about purchasing the 
Sabino Springs property, we evaluated 
the opportunity closely and then decided 
to move forward." 

Larry Benson, chief operating officer 
for I.R.I., said the location of the club will 
play a major role in its marketing. 

"Because of its strategic location within 
the Tucson area, Arizona National affords 
us some great cross-marketing opportuni-
ties with the golfing public," Benson said. 
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Smith to acquire Treetops Resort Management cos. hanging on 
GAYLORD, Mich. —Treetops 

Resort golf professional Rick 
Smith has agreed to purchase 
the four-season resor t from 
Melling Corp., which has owned 
the property since 1983. 

The resort features four golf 
courses, a par-3 course, an array 
of winter sports activities and 
4,000 acres of terrain Smith said 

Survey results 
Continued from previous page 

While most investors sought 
properties in larger markets 
(population of 250,000 or more), 
many were willing to consider 
smaller markets, especially if they 
were geographically accessible 
to their other facilities. Generally 
the larger markets were still popu-
lar, with an average desired mar-
ket size of 750,000. 

With respect to golf property 
financing, the responses were 
about equally split between com-
mercial banks and golf finance com-
panies, with many projects using 
both. The typical loan size was in 
the $3 million to $5 million range 
with an overwhelming percentage 
(90-plus) of the respondents re-
porting loan-to-value ratios be-
tween 60 and 75 percent. Interest 
rates for loans were predominantly 
less than 10 percent, and as low as 
7 percent with loan amortization 
terms typically 15 to 25 years. 

Comments indicated that while 
money was cheaper than last year, 
it was harder to find and the re-
quirements for approval were 
stiffer than before. Operating ex-
perience is now critical to most 
lenders; property history is 
equally important. Bottom line: 
Few loans are available for new 
construction or properties with 
limited operating history. 

About half the respondents listed 
leasing as an option, with percent 
of gross or net income the typical 
criteria for establishing a lease 
price (few other definitive param-
eters were mentioned). Manage-
ment companies have renewed 
their rush for contracts - these are 
the same firms that, as recently as 
two years ago, would not consider 
taking management contracts. 

While it's hard to tell for sure, 
the renewed interest in manage-
ment and acquisition could mean 
the market is at or near bottom. 
Only time will tell. 

Despite lower interest rates, a 
supply/demand imbalance in sev-
eral markets, and the still-to-be-
determined long-term effects of 
9/11, many buyers continue to 
sit on the sidelines and seek the 
bottom of the market. As more 
courses become available, and 
the expectations of buyers and 
sellers grow closer, sales activity 
should pick up during the next 12 
months after an extraordinarily 
slow 2001 and first half of 2002.« 
GOLF COURSE N E W S 

he plans to develop. 
Smith joined the resort as direc-

tor of golf in 1987. In 1992, Tree-
tops owner and developer Harry 
Melling gave him the opportunity 
to design the par-3 course called 
Threetops. Melling then allowed 
Smith to design the resort's Signa-
ture course in 1993 and the Tradi-
tion course in 1997. 

page 1 

on its credit line since earlier 
this year, primarily because AGC 
has not made lease payments. 

Meanwhile, GTA is liquidating 
its assets. Its creditor, Bank of 
America, extended GTA's repay-
ment date of the company's $84 
million loan, which had been June 
30, to Dec. 31,2002. Since January 

2001, the company has sold 28 
courses for $215.5 million. The 
company plans to pay sharehold-
ers between $6.01 and $9.43 a 
share when it has completed liqui-
dation of its remaining courses. 

NGP representatives have said 
they see no reason the company's 
planned merger would not go 
through, despite formidable share-

holder opposition, most notably 
from Farallon Cap Investments 
and Cliffwood Partners. Both say 
the merger benefits only David 
Price, who founded both NGP and 
AGC. NGP has also continued to 
downplay bankruptcy talk. 

If the merger goes through, 
NGP would be reorganized as a 
public company and would no 
longer be required to pay most 
of its earnings as dividends.• 

Year in and year out, Palmer III Perennial Ryegrass has outperformed 

the competition. It's an annual headliner at the NTEP trials and 

sworn to by turf managers at major courses and across the 

south for overseeding. With its dark green color,; especially low 

thatch tendency and high wear tolerance, it has become the 

centerpiece of any seed program. 

Palmer III performs even better when matched with 

partners such as Prelude III Perennial Ryegrass, which 

exhibits slower and lower growth for a cleaner cut and good 

winter hardiness and Phantom Perennial Ryegrass, an 

improved variety with a medium texture that is extremely 

wear tolerant but transitions easily. The rich, dark green color of 

all three make them perfect for use on tees, roughs or fairways, 

especially in cool season climates and winter overseeding in 

southern states. 

Best of all, they all come with the Signature Pure Seed Tag ™ assurance of quality. 

Palmer III and Prelude III are available alone, blended together or under the well-known 

MarvelGreen Supreme blend name. Phantom is sold alone or in blends as well. 

Perennial Ryegrass 

MARVELGREEN 
S p r e m e 
OVERSEEDING BLEND 

ÇÀi / , P Q M B 

for more Information, contact your local UHS representative 

wyifw.uhsonline.com H o a i â e u l t u r a l S u ç p p t y 



BRIEFS 
BRIDGES JOINS NU-GRO TECHNOLOGIES 

GOLF VENTURES ADDS FORD 
LAKELAND, Fla. — Golf Ventures 

has added Scott Ford to its staff as 
territory manager for the Southwest 
Florida region. In his position, Scott 
joins current Golf Ventures territory 
manager, Jason Gray, to provide sales 
and technical support and knowledge 
in Charlotte, Glades, Lee, Hendry and 
Collier counties. Scott has been in the 
turf and ornamental business for 17 
years and most recently was a regional 
manager for Southern States. 

BECKER UNDERWOOD NAMES BUCKALLEW 

AMES, Iowa — Becker Underwood, 
Inc. has named Brian Buckallew prod-
uct manager for its distribution sales 

business unit. In 
his new position, 
Buckallew is re-
sponsible for the 
d e v e l o p m e n t , 
marketing and 
sales of the 
c o m p a n y ' s 
b ioagronomic , 
pest management 

and specialty products in the turf, orna-
mental, horticulture, aquatic and for-
estry markets. Before joining Becker 
Underwood, Buckallew held numerous 
positions within Pioneer Hi-Bred, Intl. 

KEIZER LEAVES GCSAA 
LAWRENCE, Kan. — Clair Keizer, 

director of corporate marketing and sales 
for the Golf Course Superintendents 
Association of America, has left the or-
ganization to pursue other marketing 
and advertising interests. Keizer joined 
the GCSAA in December 2000 and was 
responsible for its corporate marketing 
and sales initiatives, including advertis-
ing, sponsorships and the trade show 
portion of the International Golf Course 
Conference and Show. 
16 AUGUST 2002 

Brian Buckallew 

GCSAA, industry working 
to keep show vibrant 

Julian Arredondo 

B y A. O V E R B E C K 

LAWRENCE, Kan. — As 
tough economic times con-
tinue to impact the golf indus-
try, it is no surprise that many 
companies are re-
evaluating the in-
vestment they 
make on the annual 
GCSAA Confer-
ence and Show. 
Recognizing that it 
depends on indus-
try suppliers to sup-
port its programs, 
the GCSAA and the Industrial 
Advisory Council (IAC) are 
working to maintain the 
show's value proposition. 

"The show is still number 
one in the industry, but we 
don't want to rest on our lau-
rels," said GCSAA CFO Julian 
Arredondo. "Because some of 
our partners are hurting right 
now, they are challenging 
their marketing dollars. We 
are trying to be as responsive 
as we can be because we rely 
on the industry dollars to sup-
port programs that otherwise 
don't pay for themselves." 

According to trade show con-
sultant Steve Miller, the trade 
show business on the whole 
has been in decline since 2001 
and the trend has spilled into 

2002. First-quarter 
trade show atten-
dance was down 8.1 
percent and exhibi-
tor participation fell 
by 2.4 percent. 

While these 
t rends have not 
been directly evi-
dent at the GCSAA 

Show (TradeShow Week maga-
zine placed the show in its top 
100), the GCSAA has changed 
the role of the IAC to allow 
exhibitors more input in shap-
ing future shows. 

"In the past the IAC has been 
more trade show policy-ori-
ented," Arredondo said. "The 
shift has been a strategic one. 
We are examining how the in-
dustry can help the GCSAA 
create an even stronger, must-
attend event." 

While there are no firm di-
rectives to date, the IAC is 

Continued on page 18 

Jacklin to release new 
bentgrass, bluegrass 
B y A N D R E W O V E R B E C K 

POST FALLS, Idaho — As the seed industry continues 
to work through tough times, Jacklin Seed has kept 
pouring money into research and development - and has 
new bluegrass and bentgrass varieties to show for it. 

"Have we slowed production? Absolutely. Have we 
slowed research and development? Absolutely not," said 
Bill Whitacre, 
president of 
J.R. Simplot's 
agribusiness 
group. 

During its 
2002 distribu-
tor meeting 
a n d f ie ld d a y ^ P^0* ofjacklin's new T-2 bentgrass 
in June, Jacklin's research director Doug Brede show-
cased the company's newest releases and latest successes. 

Dubbing Jacklin Seed the "bluegrass kings," Brede 
pointed out that the company's varieties recently swept 
the top rankings in the 2000 national Kentucky bluegrass 
test conducted by the National Turfgrass Evaluation Pro-
gram. In the Northeast, Jacklin's Award took top honors, 
in the Midwest its new J-2695 finished first, Impact and 
Award topped the Great Plains, and Total Eclipse won out 
in the Mountain West. 

"We still have some new experimental ones that will be 
coming out," said Brede. "They are being bred to grow 
tight to out-compete Poa annua, have good color and 

Continued on next page 

Yamaha Golf Car rolls out G-MAX line 
Six more new vehicles to come next year 

NEWNAN, Ga. — Yamaha Golf Car officially unveiled its 
2003 golf car line June 8 during the opening ceremony of its 
new $31 million manufacturing facility. 

The G-MAX models include the gas-powered 4-stroke and 
the electric 48 V. In addition to the G-MAX line, vice presi-
dent Bill Szarowicz said the company would be unveiling six 
new models in 2003. Improved utility vehicles will likely be 
included in the new product mix. 

Major new features of the G-MAX golf cars include: 
• The Tru-Trak suspension system has automobile-style 

struts and self-adjusting rack-and-pinion steering. 
• The Ergo-Shade sun top has integrated grab handles, 

allowing golfers to keep their entire bodies within the 

vehicle, improving safety 
and comfort. 

• The Genius diagnos-
tic system allows fleet ser-
vice technicians and even-
tually golf courses to use 
any personal digital assis-
tant to perform diagnostics 
via infrared. 

The gas car also fea-
tures a more powerful 11.4-hp, 357 cc engine and the 48 V 
electric model now has an inline battery layout to allow 
for more convenient battery tray removal. 

— Andrew Overbeck 

Yamaha's new G-MAX 4-stroke 

NEW PRODUCT OF THE MONTH 

GROUNDHOG TURNS ATV INTO FULL-FUNCTIONED LOADER 

Concord Environmental Equipment has rolled out the Groundhog, a front-end loader attach-
ment that mounts on all makes ofATV's. The unit is a full-functioning loader using a hydraulic 
pump powered by the ATV battery. Controls for the loader are positioned on the handlebars. Once 
mounted, the loader can be unmounted in approximately five minutes. The Groundhog has a lift 
capacity of300 pounds and a lift height of 48 inches. A forklift and blade attachment are also 
available. For more information, contact: 800-330-8907. 

Roberts Seed 
now Turf One 
B y A N D R E W O V E R B E C K 

TANGENT, Ore. — The Pickseed Com-
panies Group has renewed its commitment 
to its Roberts Seed subsidiary, quelling any 
rumors that the 29-year-old entity would be 
folded into Pickseed West. 

As part of the new plan, Roberts Seed will 
be relaunched Aug. 1 as Turf One. 

"We are staffing up with some experi-
enced people and we are going to continue 
to build on Roberts' existing customer base 
and put an added emphasis on professional 
turf," said new marketing director Dave 
Friesen, who worked for Pickseed West 
from 1987 to 1995. 

In addition to Friesen, the company has 
brought in veteran seedsman Tom Burns 
as general manager and Mary Beth Menard 

Continued on page 21 
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GRAND RAPIDS, Mich. — Jason 
Bridges has joined Nu-Gro Technolo-
gies Inc. as a 
sales representa-
tive covering key 
accounts in states 
east of the Mis-
sissippi River. 
Bridges previ-
ously worked as 
an assistant golf J a s o n B r i d g e s 
course superin-
tendent atTanglewood Park Golf Club 
in Clemmons, N.C. 



John Deere shuts Gator plant in Virginia 
MOLINE, 111. — In a move to 

cut costs and improve efficiency 
within its Commercial & Con-
sumer Equipment Division, 
Deere and Co. is closing its two-
year-old Gator utility vehicle pro-
duction facility in Williamsburg, 
Va. The company also is shut-
ting down its leased Great Dane 
commercial mowing equipment 
factory in Jeffersonville, Ind. 

While the Gator plant in 

Williamsburg was virtually brand 
new, the decision was made to 
consolidate utility vehicle pro-
duction at the company 's 
Horicon, Wis., and Welland, 
Ontario, Canada, facilities. 

'This is part of a bigger effort 
within the company to reduce as-
sets," said corporate public rela-
tions manager Ken Golden. "We 
had never become fully opera-
tional in the [Williamsburg] facil-

ity. We are fully operational at 
these other locations and have a 
mature workforce, long supply 
relationships and logistics in 
place." 

According to Golden, the deci-
sion to consolidate manufactur-
ing has nothing to do with how 
well the Gator line is selling. 

"The John Deere Gator con-
tinues to be a strong product 
and we will be bringing out dif-

ferent models," he 
said. "This is a func-
tion of a company that 
is attempting to ratio-
nalize its manufactur-
ing locations that can 
handle more capacity. 

"At the Horicon fa-
cility, for example, workers 
building riding mowers are laid 
off five months of the year be-
cause of the seasonality of the 
business," Golden continued. 
"We are putting Gators in there 
so we can utilize that workforce 

all year long." 
The manufactur-

ing realignment will 
reduce the division's 
w o r k f o r c e by 300 
employees and save 
$25 million begin-
ning next year. In the 

last 12 months, the business 
unit has eliminated more than 
$400 million in inventories and 
wholesale receivables. The two 
plants are scheduled to close 
by Oct. 31. 

— Andrew Overbeck 

Novozymes 
buys Jeffreys 

SALEM, Va. — Novozymes 
Biologicals has purchased biologi-
cal product manufacturer George 
A. Jeffreys and Co. 

George A. Jeffreys and Co. was 
founded 40 years ago and has 
specialized in enzymes-en-
hanced biological products for 
environmental and agricultural 
applications. The company also 
is involved in research and de-
velopment in the microbial field. 

"Jeffreys will accelerate our 
growth through new products, 
new customers and new manu-
facturing capabilities," said Ted 
Melnik, president of Novozymes 
Biologicals. 

Jeffreys currently employs 17 
people and has laboratories and 
manufacturing operations in two 
locations in Salem. Melnik said he 
does not plan to eliminate any jobs, 
but some positions will be trans-
ferred to Novozymes Biologicals' 
new $12 million, 20,000-square-
foot administration and research 
and development facility when it 
opens this fall. Former Jeffreys 
president Jim Toby will become a 
part of the Novozymes Biologicals 
management team. 

Jacklin's latest 
Continued from previous page 

tolerate lower mowing heights." 
Brede also unveiled Jacklin's 

newest creeping bentgrass se-
ries T-l and T-2. 

"We have been working on 
these since 1994," he said. "We 
have L-93, Sou thshore and 
Putter, but we wanted to develop 
our own to fill the void in the lack 
of new bentgrass varieties. 

"T-2 has high Poa resistance 
because it out-competes it," 
Brede continued. "We intro-
duced plugs of this experimen-
tal bent into plots of Poa to see 
how well they did. They also 
perform well under stress and 
have good disease resistance. 
You can really torture them." 

The new bentgrass variety will 
be ready for the 2004 season, 
but Brede said there is a limited 
amount of T-2 that Jacklin is giv-
ing away to superintendents who 
would like to try it out.B 
G O L F C O U R S E N E W S 
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Turf experts for all your 
irrigation needs since 1922 

FEATURING: 
Hunter Golf 
Seed 
Fertilizers 

Fountains 
Drainage pipes 
and fittings 

Irrigation equipment 
and supplies 
Erosion control 
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© 2002 Flowtronex PSI.Inc. 

IS YOUR 
SERVICE 

TECHNICIAN 
MISSING THE 

"TECH?" 
Not every service technician can handle every pump station 

repair. Complex problems like controls or VFD breakdowns 

call for the certified expertise of a Flowtronex field technician. 

W e can handle virtually any problem on any brand of manu-

factured or site-built pumping system anywhere in the world. 

So when you need a complex problem solved or just want a 

simple consultation, give Flowtronex a call. 

No One Makes Your Life Easier. No One. 
1-800-786-7480 • www.flowtronex.com 

1801 Falmouth Avenue 
New Hyde Park, NY 11040 

516-437-2540 
1-800-729-0561 

www.magnmresearchcofp.com 

RESEARCH CORPORATION 
TURF MANAGEMENT SINCE 1975 

Color, density, rigidity - ii they 
are not up to standards - they 
are all indicators of unhealthy 
turf. MAGNUM RESEARCH has 
been supplying organic turf 
products since 1975. 

Our product line includes 
Advantage - a soil pen-
etrant, Cal Plus - a cal-
cium/nitrogen com-
plex, Chelated Iron - an 
organic supplement 
and our specially formu-

lated Chelated Micro 
Nutrient Supplement just to 

name a few. 

So take a close look at your 
turf - is it time for a check-up? 
Call Magnum for more infor-
mation and specifications for 
quality line of turf manage-
ment products, 

Call now for a 
FREE Promotional Offer 

with your purchase. 

Limited Quantity - Act Now! 

i ERATIUN 3 
THE LEADER IN SUB-SURFACE ACTIVATED OXYGEN/AERATION SYSTEMS 

Your Water; as Nature Intended It 

Need we say more? 
Call for information on the most cost-effective, bottom-
laid aeration equipment for lakes and ponds, and high-
output ozone generators for closed-loop, recirculation 
systems. Proven in 100's of installations! 

1-800-556-9251 
2615 Meadow St., San Luis Obispo, CA 93401 

FAX 805-541-6149 www.epaeration.com 

http://www.ewingl
http://www.flowtronex.com
http://www.magnmresearchcofp.com
http://www.epaeration.com
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Weeks reformulating Bayer ES 
Continued from page 1 

be allowed to license back its 
f ipronil p roduc t s (Chipco 
Choice, Top Choice and Fire 
Star) and compete alongside the 
purchasing company. 

"The trademarks for Chipco 
Choice and Top Choice will re-
main with Bayer, and Fire Star 
will go to the acquiring com-
pany," said Weeks. "As Bayer 

sells these products, it will be 
with those provisions. In all like-
lihood the golf business will have 
two suppliers of fipronil that will 
be sold through different brand 
names." 

Bayer has six months to com-
plete the divestiture of fipronil. It 
remains to be seen what definitive 
interest, if any, top industry play-
ers such as BASF, Dow 

AgroSciences, or Syngenta Pro-
fessional Products have in acquir-
ing the product line. 

FORMING A NEW TEAM 
Weeks' other challenge is pool-

ing the best talent from each orga-
nization. The integration process 
will happen in stages over the next 
several months and two key ap-
pointments have already been an-
nounced. Dan Carrothers, for-
merly the head of sales and 
marketing for Bayer GPC, will 

head the U.S. green industry busi-
ness for Bayer ES, and Nick 
Hamon will head development and 
technical services, a position he 
previously held at Aventis Envi-
ronmental Science. 

"We will continue to operate in 
parallel throughout the integra-
tion process, but by 2003 we will 
be on a combined platform oper-
ating as one company," said 
Weeks. 

According to Weeks, the big-
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gest benefit the buyout will pro-
vide to superintendents will be 
the ability of the combined com-

We are all about 
investing, developing 
and delivering new 

tools for the golf 
industry9 

— Josh Weeks 

pany to concentrate on research 
and development. 

"We have the capability to 
bring new technology to the mar-
ket faster," said Weeks. "The bar 
has been raised. New products 
are going to have to be more 
effective, less expensive and dis-
tinguish themselves from other 
products on the market. We are 
all about investing, developing 
and delivering new tools for the 
golf industry by focusing more 
research dollars on the task at 
hand." • 

GCSAA plans 
show changes 
Continued from page 16 

working to create several return 
on investment formulas, improve 
location selection and increase 
superintendent attendance. 

"At the spring IAC meeting we 
decided that we should take a 
more hands-on approach to the 
show," said Mike Scaletta, ad-
vertising and promotions man-
ager for John Deere Golf and 
Turf. "We need to act now to 
keep the show vibrant five to 10 
years from now. Shows don't die 
overnight, they slowly erode." 

With marketing dollars harder 
to come by, many exhibitors on 
the council said their booths 
might be scaled back next year. 

"We are responsible for mak-
ing sure people come to our 
booth, but we also have to make 
sure it makes financial sense," 
said Dave Heegard, vice presi-
dent of sales and marketing for 
Pursell Technologies Inc. "On 
the other side, the GCSAA is 
responsible for putting together 
shows in venues that attract a 
majority of their membership." 

Arredondo and his staff are now 
working to provide incentives for 
both exhibitors and members. 

While he wouldn't specifically 
say what the GCSAA had in store, 
Arredondo said there are plans 
to co-market the show with in-
dustry partners and put more 
education sessions and activities 
directly on the show floor. 
Arredondo also confirmed that 
the GCSAA is having discussions 
with the National Golf Course 
Owners Association about the 
possibility of combining efforts 
and creating one show for super-
intendents and owners.• 

http://www.golfcoursenews.coi
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DEVELOPMENT & RENOVATION j 
Quarry Hills looks to spring 2003 opening 
Continued from page 1 

cash. Geilich laughed off those reports. 
"We have never stopped work and we 

are proceeding along," he said. "We would 
prefer to have been finished already, but 
it didn't work out that way." 

The planned 27-hole John Sanford-de-
signed golf course has seen its share of 
delays in the 11 years since Geilich and 
his partner, developer Bill O'Connell, first 
proposed the idea of building a golf 
course, soccer and baseball fields on the 

site of a former landfill. Because Quarry 
Hills was accepting dirt from Boston's 
Big Dig highway project, which itself has 
seen its share of delays and cost over-
runs, Geilich said delays were inevitable. 

"It has been an extremely complex and 
difficult project," Geilich said. "Obviously, 
[construction crews] never know when 
they're digging just how much they're going 
to get or when it's going to come. So they 
may say they're going to send 500 trucks and 
they send 1,000. They just never know. 

"It's been very difficult, but we're 
through with the worst of it and we're on 
the homestretch now," he added. 

In all, more than 13 million tons of dirt 
have been brought in 900,000 truckloads to 
the site from the Big Dig project. At press 
time, nearly all of that had been placed 
where it was supposed to go, Geilich said. 

"All the dirt is on site, and we do have 
nine holes finished and grassed," he said. 
"If all goes well, we should be able to 
open all 18 holes for play by the middle to 
late spring or early summer next year." 

Geilich said the plan is for the work on 

the remaining nine holes to be completed 
by next spring and opened by the end of 
next summer. 

"Hopefully we'll have that done next 
spring," he said. "Actually, if we have a 
mild fall as we did last year, we may even 
get that done this year." 

Through all the delays, Geilich said, the 
grounds staff at Quarry Hills, under the 
guidance of superintendent Gary Kessener, 
has done its best to avoid further delays. 

"We've lucked out with a wonderful 
crew. They're doing a super job," he 
said.B 

GOLF COURSE CLASSIFIEDS 
To reserve space in this section, call Anne Washburn at 207-846-0600, ext. 230. 

S E R V I C E S 

CONCRETE CART 
PATHS & CURBING 

Endebrock-White Company, Inc. 
Specializing in worldwide: 
• Removal of existing cart paths 
• Installation of concrete golf cart 

paths and concrete curbing 
Call today for more information! 

5480 Ocean Ave., Bldg. A., Suite 5D 
West Palm Beach, FL 33404 

800-891-5030 
Est. 1946 

690 Sprinkler Repair 
5 pieces for $100.00 

Call for a free sample 
1 -877-267-2370 

Cut Your Grass And 
Your Budget! 

S E R V I C E S 

s e e p c i g e 

C ^ o n - t - r o L | n c . 

We'll Seal Your Lake 
Empty or Full! 
1-800-214-9640 

ESS-13 Seals Existing Lakes, 
Also Ideal for New Construction 

Since 1958 
www. seepagecontrol. com 

FOR S A L E 

Public Golf Course For Sale 
Beautiful EastTenn., 9 hole regulation 
course with room to grow on 130 acres 
bordering the Nolichuckey River in the 
foothills of the Cherokee National For-
est.Tourist area with camping and plenty 
of amenities. Remodeled club house. All 
the equipment you need; new riding 
greens mowers, new collare mowers, 
new tractors, 50 golf carts with wind-
shields and washer and more. Take over 
immediately! This will be the least ex-
pensive way to own your own golf 
course. Call Paul for details; 423-543-
7309 or 423-747-4203. 

S E R V I C E S 

POND & LAKE LINERS 
PVC • HDPE • EPDM • RPP 

Hypalon * Turf Reinforcement 
Erosion Control 

> Over 20 years of Experience 
> Custom Fabrication 
> Installation Services 

Colorado 800-524-8672 
Texas 888-546-4641 
California 877-578-5000 

South Dakota 800-661-2201 

BRR 
WÊi Coforvuti fauna 
numiimi 

www.coloradolining.com 

EMPLOYMENT 

GOLF COURSE 
CONSTRUCTION 

Expanding company has 
immediate openings for 
projects from the heart of 

N M P the United States and as 
CONSTRUCTION far north as Canada. Seek-

ing experienced construc-
tion irrigation pipe fitters, irrigation foreman, 
small equipment operators (skidsteer, exca-
vator, etc.) finishers. Work to be performed 
late August. Travel is required. Mail resume to 
NMP Golf Construction Corp. P.O. Box2619, 
Acton, MA01720fax: 1 -888-707-3219, email: 
info@nmpgolf.com. 

EMPLOYMENT 

WANTED: General Manager 
Salary $140,000-$175,000 

DD Derba & Derba Company 
Personnel Consultants Since 1969 

Ph: 978470-8270 
Fax: 9784704592 

7 Whispering Pines Drive 
Andover MA 01810 

www.ShopperWorld.com/derba 

SEASONAL WORKERS 
Groundskeepers, F & B staff, club 
house workers available. Reliable 
Hard-working, legal, international work-
ers. English Speakina, hosoitalitv 
trained. Call us now! 

International Hospitality Resources 
605-745-5204 

ihresources@hotmail.com 

LandTek Golf, Inc., has immediate opportunities 
available for experienced project supervisors, fore-
men, operators and shapers. LandTek Golf is a 
rapidly growing golf course construction company 
operating throughout the Northeast. Competitive 
benefits package for individuals seeking a career 
in the golf course construction industry. Please 
fax resume to 631-691-2392 or email to 
ccona@landtekgroup.com. 

Sign up for the Golf 
Course NewsWire 

info@golfcoursenews.com 

Golf Course C lass i f ieds 
online at 

www.golfcoursenews.com 

HOW TO ORDER A CLASSIFIED AD 
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 Anne Washburn at 207-846-0600, ext. 230. To place your classified ad, mail this 
form with enclosed payment to: 
Golf Course News, Attn: Anne Washburn 
106 Lafayette Street, PO Box 997, Yarmouth, ME 04096 
or fax to: 207-846-0657 
Your Name 
Company Name 
Address 
City/State/Zip _ 
Daytime Phone 
Email 

Fax 

• Logo • Blind Box 

• Payment enclosed, or 
• Charge to my credit card 

• Visa/MC 
• Am Ex 

Signature 

Exp. date 
Exp. date 

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

Coveside Conservation Products 
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CALENDAR 

AUGUST 

13 2002 Michigan Turf grass 
Field Day, Lansing, Mich. 
Contact: 517-321-1660. 

14 Ohio State University/ 
Ohio Turf grass 
Foundation Research Field 
Day, Zanesville, Ohio. 
Contact: 800-510-5296. 

21 71st Annual University of 
Rhode Island Turf grass 
Field Day, Kingston, R.I. 
Contact: 401-874-4540. 

27-28 Kansas Environment: 
Focus on the Future, 
Topeka, Kan. 
Contact: 785-296-6603. 

SEPTEMBER 

10 Clemson University's 
annual Turf grass Field 
Day, Florence, S.C. 
Contact: 864-656-2545. 

21 -23 2002 Club Managers 
Association of Southern 
California's 11th Annual 
World Conference of 
Assistant Managers, 
Marina Del Ray, Calif. 
Contact: 714-283-4470 

21 -24 University of California 
Riverside's Turfgrass and 
Landscape Management 
Field Day, Riverside, Calif. 
Contact: 909-787-4430. 

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

CHESTNUT 
IDENTITY APPAREL 

800-336-8977 
www.chestnutid.com 

GOLF COURSE MARKETPLACE d?, ¡3SSE™ 

I K 

Drive these unwelcome 
intruders away by broadcast-

ing their own distress calls 

Actual alert and alarm 
calls recorded in the wild 

Multiple calls in random 
combinations 

Based on 23 years of 
scientific research on goose 
behavior and communication 

Proven effective-studies on 
request. 

www.bird-x.com ^¡¡^ 
-¡®f 

800 662-5021 
300 N. Elizabeth Street 
Dept. GCN Chicago, IL 60607 
Tel 312 BAN-BIRD 
Fax 312 226-2480 

SURFACING 
Specialists in Sports Flooring 

Protects Your Most 
Valuable Resources 
• Slip resistant 
• Spike resistant 
• Durable and resilient 
• Indoor/outdoor 
• Made from 100% recycled rubber 

Call 1 - 8 6 6 - 5 3 4 - 6 0 8 5 
for a free catalog, samples and pricing. 

DODGE-REGUPOL 
I N C O H R O H A T E D Leaders in recycled products technology 

www.regupol.com 

'Joimoit donitrucííon do. 
¿Szujing tfis. nation foi ovzi 30 yzaii. 

Golf Course Builders o 
/ J O Ù V ^ o o c j L ^ . . 
(POO O\o Q / Q < o COI 

com 
qoaèooçceF 

oc\cfO i H i O o o C ^ 

tòoing On 

P.O. BOX 559 
TEMECULA, CALIFORNIA 92593 

(909) 698-7270 

FAX (909) 698-6170 

STATE LIC. #267960 

M A R K ELIOT DESIGN 
LANDSCAPE & GOLF COURSE DESIGN 

CLUB LANDSCAPING 
Design • New Construction • Renovation & 

GOLF COURSE DESIGN 
Master Planning • Renovation • Construction Management 

MARK E. SOSNOWITZ , AS LA 
MARK ELIOT DESIGN 

PO Box I I188, Greenwich, CT 06831 
203-972-9131 • Fax:203-972-9132 

AOU'A=SO? 

S O I L A N D W A T E R S Y S T E M S 
Lowers Water pH • Controls Soil pH 

Improves Soil Drainage • Controls Algae 
Reduces Sodium in Soil 

Improves Effluent Water For Irrigation use 
Reduces Bicarbonates & Carbonate 

$02 GENERATORS 
11838 Tammy Way Grass Valley, CA 95949 

(530)271-0915 aquaso2.com 

Concise technical information and project development 
Creative bridge solutions by in-house engineering staff 
Proven ability to meet design, fabrication and delivery time lines 

.CONTINENTAL* 
BRIDGEEEEEEE 

A COMTECH COMPANY 

800-328-2047 
Fax: 320-852-7067 
www.continentalbridge.com 

Pedestrian • Overpass • Industrial • Skywalks 

HARCO DUCTILE IRON 
FITTINGS FOR GOLF COURSE 

IRRIGATION SYSTEMS 
Sizes 2" through 12", all configurations 
including "knock-on" repair couplings. 
High Strength, high corrosion 
resistance. 

T h e Har r ington C o r p o r a t i o n 
P.O. Box 10335 

L y n c h b u r g , Va 24506 
4 3 4 - 8 4 5 - 7 0 9 4 Fax 845-8562 

Need an Economical, High Quality 
Sand Trap Rake? 

Take a Closer Look at 

SmoothMark: • 48 inch Wood Handle 

DISTR./ 
REPS NEEDED 
IN SOME AREAS 

• Long & Short Tines 
•24 month Head Guarantee 

ONLY 
S J J g . O O / d o z . 

(Regular $76.80/doz.) 

MARKERS,INC. _ o
0
n
rie'I°n

da
c
yLft 

Fax: (440) 933-7839 • 1 "800-969-5920 

Try Our Woods! 
Custom Timber Bridges 

BRIDGE CONCEPTS 
The Professional Bridge Company 

One-stop shop for design/build services, 
from innovative designs to on-site 
construction. 

Our Specialties Include: 
• Vehicular Bridges 
• Golf Cart/Maint. Bridges 
• Retaining Walls 
• Boardwalks 
• Pedestrian Bridges 
• Stone Facade Bridges 
• Covered Bridges 

1419W. Waters Ave., Tampa, FL 33604 1-800-226-4178 www.ybc.com 

http://www.chestnutid.com
http://www.bird-x.com
http://www.regupol.com
http://www.continentalbridge.com
http://www.ybc.com


GOLF COURSE MARKETPLACE To reserve space in this section, 
call Anne Washburn 207-846-0600 

EAGLE GOLF & LANDSCAPE PRODUCTS 
EAGLE INTERFACE FOR GREEN CONSTRUCTION 

EAGLE 
3 INTERFACE 

Nyloplast 

s & 
PLEASE CALL 

FOR A COMPLETE CATALOG 

ÏSYMHETlClNOUSmES 

TREVI RA® 

- 8 0 0 - 2 1 - E A G L E 
WWW.EAGLEGOLFANDLANDSCAPE.COM 

jr 

Quality Rotary Mowers 
For A 
World That 

Isn't Flat 

L A S T E C 
A Division of Wood-Mizer Products, Inc. 

Call 317-808-0707 to locate 
the LASTEC distributor or 
dealer nearest you. 
www.lastec.com GCN1 

WatchDog 
Weather Stations ° 

Your Resourse For: 
* Weather Conditions Specific 

to Your Course 
Efficient Irrigation Scheduling 

^ Effective Pest Management 
^ Optimum Turf Quality 

Starting At $795 

Spectrum 
www.specmeters.com 

Toll-Free 800-436-4440 

Ms Sai i 
î Ç J P t M 1 - 8 8 8 -

Sa/varani 
- 8 8 8 - 3 2 7 - 3 0 3 1 

FOAM MARKERS FOR: 

SPRAYER 
DROP SPREADER 

FERTILIZER 
ATV'S 

PUSH SPREADER 
PUSH SPRAYER 

NO MORE 
GUESSING! 

SMALL FOAM DISAPPEARS IN 5-15 MINUTES 

PLACE YOUR ORDER TODAY » 
Emai I :j oseph@sa I v arani .com 

Fax: 1-888-326-5225 

r NO MORE 
DYE! 

EXC E L 12001 Shoemaker Avenue 
Santa Fe Springs, CA 90670 
Phone: 562*944*0701 
Fax: 562*944*4025 
www. excel bridge, com 

Specializing in golf 
course/park/bike 
trail bridges in a 
variety of materials 
to suit your particular 
landscape needs. 

We fabricate 
easy-to-install, 
pre-engineered 
spans and deliver 
them to anywhere 
in North America. 

800*548*0054 
(outside California) 

IRRIGATION • FINISH WORK 
i. 

ISM GOLF 
AVAILABLE NATIONWIDE 

800-491-9344 
www.irriglifioilsysteni.com 

Need 
it HAZARD MARKERS? 

m 

24" or 36" Markers 
Red-White-Yellow Spike Style 

from $3.05 each 
Ground Socket Style 

from $4.40 each 
1-800-969-5920 

I DISTR./REPS NEEDED IN SOME AREAS 

/> W 
pWmmmWmM 

M A R K E R S , I N C . 
Fax: (440) 933-7839 • 

GET OUR NEW 

2002 CATALOG 
Engines • Equipment 

Flymo • Parts • Safety 
Reels • Tools • Trailers 

And Much More! 

PRECISION 
1-800-345-1960 

FAX 888-973-8032 

ORDER ONLINE WWW.PRECISIONUSA.COM 

Tel: 256-845-0154 Fax: 256-845-9750 

GOLF CART - PEDESTRIAN 
AND 2 LANE VEHICULAR 
BRIDGES AND OVERPASSES 
ENGINEERED AND 
FABRICATED TO YOUR 
SPECIFIC REQUIREMENTS. 
CLEAR SPANS TO 250 FEET 
AVAILABLE IN MOST OF OUR 
STYLES. 

1-800-749-7515 
FREE BROCHURES 

www.steadfastbridge.com 
email: sales@steadfastbridge.com 

Arredondo, Julian . GCSAA 16 
Benson, Larry I.R.I. Golf 14 
Bodderij, Tom Seeds West 9 
Brede, Doug Jacklin Seed 16 
Breen, Kevin Lahontan GC 10 
Chaplinsky, M Turf Feeding Systems 8 
Costello, Brian JMP Golf Design 11 
Davies, Ray CourseCo 12 
Dunn, Bill SRO 9 
Fraser, Melodee.... Turf-Seed 9 
Friesen, Dave Turf One 16 
Garson, Dan GBS Construction 12 
Geilich, Chick Quarry Hills 1 
George, Peter Ravenwood GC 6 
Golden, Ken Deere & Co 17 
Heegard, Dave Pursell Technologies 18 
Holfoth, Rick Irondequoit CC 6 
Kosak, Mike Lahontan GC 10 
Kuhns, Ron Sun Willows GC 9 
Minger, Terry Ctr for Resource Mgmt.... 3 
Morris, Kevin Nat. Turfgrass Eval. Prog. 6 
Morrish, Jay ASGCA 11 
Nash, Ed PlantStar 8 
Olson, Allen Flowtronex 8 
Palmer, Arnold Palmer Golf Design 3 
Porter, Ryan Old Ranch CC 6 
Ripp, John Moyer & Son 8 
Rusnic, Jim Bear Brook CC 7 
Samudio, Susan Jacklin Seed 9 
Sanfagon, Audrey.. Owl researcher 6 
Scaletta, Mike John Deere Golf & Turf . 18 
Smith, Matthew University of Arizona 6 
Stipec, Jeff Intrawest Golf 14 
Weeks, Josh Bayer ES 17 
Whitacre, Bill Jacklin Seed 16 
Whitman, C EPA 3 
Zamora, John Sr.... Capitol Development 11 

Roberts Seed reborn 
as Turf One 
Continued f rom page 16 

as account sales executive. 
With the team in place, Friesen said 

Turf One will start to upgrade its image. 
"We have a lot of great varieties like 

Mach I ryegrass which has placed high in 
the recent National Turfgrass Evaluation 
Program tests," he said. "We felt we needed 
to get more aggressive in promoting our-
selves as a professional turf company." 

Turf One will continue to focus on cool 
season turfgrass and work closely with 
Pickseed West. The two companies have 
adjoining warehouse facilities. 

"We will have access to Pickseed West's 
product development and will share on that 
end," Friesen said. "But we will not co-mar-
ket varieties once they are commercially 
available. There is a demand from custom-
ers to have distinctive product lines." • 

Periodicals postage paid at Yarmouth, Maine, 
and additional mailing office. Golf Course News 
(ISSN 1054-0644) is published monthly by 
United Publications, Inc., 106 Lafayette St., 
P.O. Box 997, Yarmouth, ME 04096. Phone 
number is 207-846-0600. 

The publisher assumes no responsibility for 
unsolicited material or prices quoted in the news-
paper. Contributors are responsible for proper 
release of proprietary classified information. Copy-
right 2002 by United Publications Inc. All rights 
reserved. Reproduction, in whole and in part, 
without the written permission from the publisher is 
expressly prohibited. 

Reprints may be obtained from PARS Interna-
t ional at 212 -221 -9595 or by email at 
¡ennifer@parsintl.com. Back issues, when avail-
able, cost $7 each within the past 1 2 months, $ 12 
each prior to the past 1 2 months. Back issue orders 
must be paid in advance either by check or 
charged to American Express, Visa or MasterCard. 

Golf Course News is distributed in the U.S. 
without charge to qualified personnel of golf 
course facilities and to golf course builders, 
developers and architects. Non-qualified sub-
scriptions to the U.S. and Canada cost $65. All 
foreign subscriptions cost $ 150 annually to cover 
air delivery. All payments must be made in U.S. 
funds drawn on a U.S. bank. For subscriber 
services, please call 215-788-71 12 Send 
address changes to Golf Course News, P.O. Box 
3047, Langhorne, Pa. 19047-3047. 
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Golf Course News Stock Report (7/5) NATIONAL GOLF ROUNDS PLAYED* 
REGION MAY Y.T.D. 

NEW ENGLAND mmuii 1.1% 3.9% 

MIDDLE ATLANTIC -4.3% 2.1% 

EAST NORTH CENTRAL IN a. m -15.6% -18.1% 

WEST NORTH CENTRAL N A MO IS NE SD m -8.5% -11.3% 

SOUTH ATLANTIC DE WV VA, MD, NC SC GA fli -1.6% 0.9% 

EAST SOUTH CENTRAL IKY ÎN AL. MS) -5.0% -4.9% 

WEST SOUTH CENTRAL i LA C -3.0% -1.1% 

MOUNTAIN : v co \z -0.7% -1.1% 

PACIFIC cAAi- -3.9% 0.0% 
* The percentages above represent the difference in number of rounds played in the month of May 
2002 to the number of rounds played in May 2001. 

Company( Symbol) Price Change(%) 
6/4/02 5 2 - w k range 

Aventis (AVE) 69.ÓÓ 5.6 62 .59- 79.59 
Bayer AG (BAY) 32.10 1.2 28 .90- 36.00 
BASF (BF) 46.13 5.1 27.15 - 46.81 
Century Garden and Pet (CENT) 16.77 15.8 6.60 - 18.49 
Deere & Co. (DE) 48.85 6.9 33 .50- 49.98 
Dow Chemical Co.(DOW) 33.74 3.8 23.66 - 38.67 
Golf Trust of America (GTA) 3.29 -5.7 2.92 - 8.80 
Ingersoll-Rand (IR) 45.16 -8.1 30 .40- 54.40 
Lesco Inc. (LSCO) 1 1.51 1.8 6 .10 - 12.26 
Monsanto Co. (MON) 17.69 -32.8 16.63 - 37.90 
National Golf Properties (TEE) 9.10 7.1 4 .30 - 27.00 
Syngenta AG (SYT) 12.40 -1.0 8.50 - 13.20 
Toro Co. (TTC) 55.94 0.6 39 .00- 62.75 
Textron Inc. (TXT) 44.87 -3.4 31.29 - 57.24 

YEAR-TO-DATE GOLF PROJECT ACTIVITY (MONTHLY CHANGE) 

PROPOSED 
IN PLANNING 
UNDER CONSTRUCTION 
COMPLETED 

NEW 
384 (+6) 
421 (-8) 

402 (+74) 
92 (+24) 

ADDITIONS 
67 (+2) 
74 (-5) 

182 (+153) 
55 (+9) 

TOTAL 
451 (+8) 
495 (-13) 

642 (+227) 
147 (+33) 

Source: National Golf Foundation 

NGF renovation numbers 
The NGF's monthy Golf Project 

Report numbers do not include 
courses classified as reconstruc-
tions or renovations. This year 
to date, there are 42 recon-
structed courses under construc-
t ion and nine reconstructed 
courses have opened. 
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RECE IVE INFORMATION DIRECTLY FROM ADVERTISERS IN THIS ISSUE! 
BRIDGES 

| Advertiser Page Phone Fax Email/Website 
Continental Bridge 20 800-328-2047 320-852-7067 .www.continentalbridge.com / conbridg@continentalbridge.com 

.www.enwood.com / mikee@enwood .com 

.www.excelbridge.com / excelbridg@gte.net 

.www.steadfastbridge.com / sales@steadfastbridge.com 

.www.ybc.com / ybc@ybc.com 

Enwood Structures 8 800-777-8648 919-469-2536 
.www.continentalbridge.com / conbridg@continentalbridge.com 
.www.enwood.com / mikee@enwood .com 
.www.excelbridge.com / excelbridg@gte.net 
.www.steadfastbridge.com / sales@steadfastbridge.com 
.www.ybc.com / ybc@ybc.com 

Excel Bridge Mfg 21 562-944-0701 562-944-4025 

.www.continentalbridge.com / conbridg@continentalbridge.com 

.www.enwood.com / mikee@enwood .com 

.www.excelbridge.com / excelbridg@gte.net 

.www.steadfastbridge.com / sales@steadfastbridge.com 

.www.ybc.com / ybc@ybc.com 
Steadfast Bridge Co 21 800-749-7515 256-895-9750 

.www.continentalbridge.com / conbridg@continentalbridge.com 

.www.enwood.com / mikee@enwood .com 

.www.excelbridge.com / excelbridg@gte.net 

.www.steadfastbridge.com / sales@steadfastbridge.com 

.www.ybc.com / ybc@ybc.com York Bridge Concepts 20 800-226-4178 813-932-6486 

.www.continentalbridge.com / conbridg@continentalbridge.com 

.www.enwood.com / mikee@enwood .com 

.www.excelbridge.com / excelbridg@gte.net 

.www.steadfastbridge.com / sales@steadfastbridge.com 

.www.ybc.com / ybc@ybc.com 

COURSE ACCESSORIES 
| Advertiser Page Phone Fax Email/Website 

Green Touch Industries 7 561-659-5525 561-659-5995 .www.green-touch.com / allan@green-touch.com 
. www.markersinc.com 
. www.markersinc.com 
. joseph@salvarani.com 

Markers, Inc 21 800-969-5920 440-933-7839 
.www.green-touch.com / allan@green-touch.com 
. www.markersinc.com 
. www.markersinc.com 
. joseph@salvarani.com 

Markers, Inc 21 800-969-5920 ... 440-933-7839 

.www.green-touch.com / allan@green-touch.com 

. www.markersinc.com 

. www.markersinc.com 

. joseph@salvarani.com Salvarani 21 888-327-3031 888-326-5225 

.www.green-touch.com / allan@green-touch.com 

. www.markersinc.com 

. www.markersinc.com 

. joseph@salvarani.com 

CHEMICALS, FERTILIZERS AND AMENDMENTS 
| Advertiser Page Phone Fax Email/Website 

BASF 23 800-545-9525 919-547-2410 . www.turffacts.com 
. www.turffacts.com 
. www.harrell's.com 
.www.magnumresearchcorp.com / magnumr@magnumresearch.com 
. www.uhsonline.com 

BASF 3 800-545-9525 919-547-2410 
. www.turffacts.com 
. www.turffacts.com 
. www.harrell's.com 
.www.magnumresearchcorp.com / magnumr@magnumresearch.com 
. www.uhsonline.com 

Harrell's * 18 800-282-8007 

. www.turffacts.com 

. www.turffacts.com 

. www.harrell's.com 

.www.magnumresearchcorp.com / magnumr@magnumresearch.com 

. www.uhsonline.com 
Magnum Research Corp 17 800-729-0561 516-437-2665 

. www.turffacts.com 

. www.turffacts.com 

. www.harrell's.com 

.www.magnumresearchcorp.com / magnumr@magnumresearch.com 

. www.uhsonline.com United Horticultural Supply 15 303-487-9000 303-487-9010 

. www.turffacts.com 

. www.turffacts.com 

. www.harrell's.com 

.www.magnumresearchcorp.com / magnumr@magnumresearch.com 

. www.uhsonline.com 

IRRIGATION AND P U M P STATIONS 
1 Advertiser Page Phone Fax Email/Website 

E. P. Aeration 
Eagle Golf & Landscape Products . 
Ewing Irrigation 
Flowtronex PSI 
Flowtronex PSI 
Harrington/Harco Corporation .... 
ISM Golf 
SyncroFlo 

.17. 
„21 . 
,. 17 . 

.. 17 . 
. 20 . 
.21 . 
.. 5 .... 

.530-271-0915 . 
..800-556-9251 ... 
..800-21-EAGLE.. 
..800-343-9464 ... 
..214-357-1320 ... 
..214-357-1320 ... 
..434-845-7094 ... 
..800-491-9344 ... 
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I Advertiser 
MOWERS, TURF GROOMING EQUIPMENT AND ACCESSORIES 

JPage_ Phone Fax Email/Website 
LasTec, Inc. . 
Precision Small Engine. 
Turfco, Ine 

.21 

.21 . 
10 . 

..317-808-0707 . 

..800-345-1960 . 

..800-679-8201 . 

. 317-808-0706.. 

. 954-973-8032.. 

. 612-785-0556.. 

..www.lastec.com 

..www.precisionusa.com / andym@precisionusa.com 

..www.turfco.com 

SEED AND SOD 
1 Advertiser Page Phone Fax Email/Website 

Sealsle I Growers Association * 12-13 888-584-6598 706-227-7159 www.seaislel.com / gsdc@negia.net 
Sealsle 2000 Growers Association * 12-13 888-584-6598 706-227-7159 www.seaisle2000.com / gsdc@negia.net 
Tee-2-Green ..24 503-651-2130 503-651-2351 tee-2-green.com 
TifEagle Growers Association * 12-13 888-584-6598 706-227-7159 www.tifeagle.com / gsdc@negia.net 
TifSport Growers Association * 12-13 888-584-6598 706-227-7159 www.tifsport.com / gsdc@negia.net 

MISCELLANEOUS 
1 Advertiser Page Phone Fax Email/Website 

Bird-X 20 312-226-2473 312-226-2480 www.bird-x.com 
Chestnut Identity Apparel 20 831-336-8977 831-336-8977 — 
DaimlerChrysler/Global Electric Motorcars 2 800-999-FLEET — www.gemcar.comorwww.fleet.chrysler.com 
Dodge-Regupol, Inc 20 866-883-7780 — www.regupol.com / sales@regupol.com 
Formost Construction Co 20 909-698-7270 909-698-6170 formost@inland.net 
Hinspergers Poly Ind./EvergreenTurf Covers 21 905-272-0144 905-272-3769 www.hinspergers.com 
John Wiley & Sons 8 212-481 -3200 212-689-9749 — 
Mark Eliot Design 20 203-972-9131 203-972-9132 — 
Sandtrapper by IVI-GOLF * 12-13 888-970-51 I I 607-729-5158..... www.sandtrapper.com / info@sandtrapper.com 
Spectrum Technologies, Inc 21 800-436-4440 815-436-4460 www.specmeters.com 

* Appears in regional editions. When requesting information, please mention Golf Course News 8/02. 
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The shortest distance between broad leaf and grassy weed control. 
Drive® 75 DF herbicide effectively raises the bar for postemergent weed control. A single, convenient 

application of Drive quickly eliminates a broad spectrum of both broadleaf and grassy weeds—from 

crabgrass and foxtail to clover and dandelion—in a wide variety of turf species. Then Drive keeps weeds 

under control for 30 to 45 days—in some cases for more than 3 months. Drive also offers exceptional 

seeding and overseeding flexibility—allowing you to seed many varieties of turf immediately before or 

after application. To learn more about how Drive® 75 DF can help you in your drive for turf perfection, 

call 1-800-545-9525 or visit www.turffacts.com. Always read and follow label directions. 

We don't make the turf: 
We make it better BASF 

http://www.turffacts.com


"Playing Barefoot's More 
Fun Because Of Penn A-l" 

Penn A-1 is a top performer in the USGA/GCSAA/NTEP 
1997 On-Site Bentgrass Trials! 

Marketed by 

Tee-2-Green 
PO Box 250 

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

503-651-2130 
FAX 503-651-2351 

www.tee-2-green.com 
e-mail: bentinfo@tee-2-green.com 

Mean Turfgrass Quality Ratings of Bentgrass Cultivars in the 1997 USGA/GCSAA/NTEP On-site 
Bentgrass Test at 13 Locations in the U.S. 2000 Data. Turfgrass Quality Ratings 1-9; 9=ldeal Turf. 
Variety Name AL3 AZ2 CA4 CA5 C 0 2 IL3 IN1 KY2 M 0 4 NY2 TX1 VA7 WA5 MEAN 

P E N N A - 4 . .7.3 . .7.3 . .7.9 . .7.4 . .8.1 . .7.0 . .7.2 . .8.1 . .7.4 . .8.7 . .6.9 . .6.9 . .6.8 . .7.5 
P E N N A-1 . .7.3 . .6.3 . .7.6 . .7.2 . .8.3 . .7.8 . .7.0 . .7.3 . .7.4 . .8.0 . .6.8 . .6.8 . .6.5 . .7.3 
P E N N G-1 . .6.9 . .6.0 . .7.6 . .7.1 . .7.6 . .7.2 . .7.3 . .7.7 . .7.5 . .8.4 . .6.7 . .6.4 . .6.6 . .7.1 
P E N N G - 6 . .6.6 . .5.7 . .7.3 . .7.4 . .7.7 . .7.6 . .6.8 . .7.4 . .7.1 . .7.9 . .6.6 . .6.7 . .6.6 . .7.0 
Century . .6.9 . .6.2 . .7.4 . .7.1 . .8.1 . .6.0 . .6.7 . .7.2 . .7.3 . .8.0 . .6.4 . .6.6 . .6.7 . .7.0 
L-93 . .6.4 . .6.2 . .7.2 . .7.6 . .8.0 . .7.0 . .6.7 . .6.7 . .6.9 . .7.1 . .6.7 . .6.6 . .6.6 . .6.9 
Grand Prix (LCB-103) . .6.8 . .6.2 . .7.3 . .7.0 . .7.3 . .6.6 . .6.7 . .6.8 . .7.0 . .8.0 . .6.5 . .6.6 . .6.5 . .6.9 
Imperial . .6.7 . .5.9 . .7.1 . .7.2 . .7.8 . .6.4 . .6.9 . .7.0 . .7.3 . .7.0 . .6.8 . .6.3 . .6.3 . .6.8 
Backspin . .6.8 . .6.6 . .7.3 . .7.1 . .7.4 . .6.7 . .6.3 . .6.8 . .7.2 . .7.1 . .6.4 . .6.3 . .6.2 . .6.8 
SR 1119 . .6.5 . .6.3 . .7.0 . .7.2 . .7.4 . .6.6 . .6.5 . .7.3 . .6.7 . .7.2 . .6.7 . .6.2 . .6.1 . .6.7 
SR 1020 . .6.7 . .6.2 . .7.0 . .6.8 . .7.0 . .6.4 . .6.5 . .6.6 . .6.7 . .6.6 . .6.5 . .6.4 . .6.2 . .6.6 
Crenshaw . .6.6 . .5.8 . .7.2 . .7.4 . .7.4 . .6.0 . .6.2 . .7.2 . .6.6 . .6.4 . .6.2 . .6.5 . .5.5 . .6.5 
Providence . .6.5 . .6.1 . .7.1 . .7.0 . .7.3 . .6.7 . .6.4 . .6.6 . .6.6 . .6.0 . .5.9 . .6.3 . .6.0 . .6.5 
Cato . .6.1 . .5.6 . .7.1 . .6.4 . .7.4 . .6.1 . .6.5 . .7.0 . .6.6 . .5.8 . .6.2 . .6.5 . .5.8 . .6.4 
Viper . .6.1 . .5.8 . .7.0 . .6.7 . .7.1 . .6.3 . .6.1 . .6.1 . .6.4 . .4.6 . .5.9 . .6.0 . .5.8 . .6.2 
Trueline . .6.2 . .5.9 . .7.1 . .6.4 . .6.6 . .6.7 . .5.8 . .6.2 . .6.3 . .4.7 . .6.1 . .5.8 . .5.8 . .6.1 
Putter . .6.2 . .5.6 . .7.1 . .6.4 . .5.1 . .6.5 . .5.6 . .6.3 . .6.4 . .3.7 . .6.2 . .6.0 . .5.3 . .5.9 
Penncross . .5.3 . .5.3 . .6.5 . .5.8 . .4.9 . .5.8 . .5.3 . .5.4 . .5.5 . .3.3 . .5.7 . .5.1 . .4.8 . .5.3 

LSD Value 
C.V. (%) 

. .0.4 

. .3.6 
. .1.2 
.12.0 

. .0.2 

. .1.8 
. .0.8 
. .7.0 

. .0.3 

. .2.3 
. .0.6 
. .5.4 

. .0.6 

. .5.6 
. .0.6 
. .5.2 

. .0.3 

. .3.1 
. .0.5 
. .4.8 

. .0.6 

. .5.8 
. .0.5 
. .4.5 

. .0.3 

. .3.4 
. .0.2 
. .5.4 

1 / T o d e t e r m i n e s ta t is t ica l d i f f e r e n c e s a m o n g entr ies , s u b t r a c t o n e entry 's m e a n f r o m a n o t h e r ent ry 's m e a n . 

Sta t is t ica l d i f f e r e n c e s occur w h e n th is v a l u e is l a rger t h a n t h e c o r r e s p o n d i n g LSD v a l u e (LSD 0 . 0 5 ) . 

2 / C.V. ( C o e f f i c i e n t o f V a r i a t i o n ) ind ica tes t h e p e r c e n t v a r i a t i o n o f t h e m e a n in e a c h c o l u m n . 

Penn A-l is distributed exclusively by 

"Some of the best attributes of 
Penn A-l here in the southern 
regions of the transition belt 
are its heat tolerance and 
recovery from any heat stresses 
it may suffer. 

Resort guests comment on 
A-l's upright growth and true 
putting." 

Jeffrey Brown 
Asst. Superintendent 
Tom Fazio Course 
Barefoot Resort and Golf 
North Myrtle Beach, SC 

"Penn A-l creeping bentgrass was 
selected for all three of our 
resort courses. Guests are 
pleased with the consistent 
putting from course-to-course, 
and often tell us they're the best 
greens they've ever played on." 

Matthew Huggins 
Asst. Superintendent 
Greg Norman Course 
Barefoot Resort and Golf 
North Myrtle Beach, SC 

"We love Penn A-l here because 
it is heat tolerant and holds up 
well to traffic with no extra 
maintenance. Resort people love 
Penn A-l because of its fair and 
true playing surface." 

Chris Varrell 
Asst. Superintendent 
Davis Love III Course 
Barefoot Resort and Golf 
North Myrtle Beach, SC 

©2002 Tee-2-Green Corp. 

T U R F S E E D J N C . 
Your Success Depends on Seed / Satisfaction Guaranteed. 

"The thinking behind our 
three great resort courses, 
each with its distinguished 
designer and unique 
features, is to have them 
putt equally for our 30,000 to 
40,000 rounds per year per 
course. True and consistent 
Penn A-l has done this 
beautifully through heat and 
wear stresses, and it's no 
more trouble to maintain 
than other creeping 
bentgrasses I've managed. 
I wouldn't hesitate to use 
Penn A-l again." 

"Nothing's better than this." 
W. Patrick Donelan 
Golf Course Superintendent David E" * D Z Z e , d l e r 

Love and Norman Courses Golf Course Superintendent 

Barefoot Resort and Golf Fazio and Dye Courses 
Barefoot Resort and Golf 

www.turf-seed.com 
800-247-6910 in the USA 

http://www.tee-2-green.com
mailto:bentinfo@tee-2-green.com
http://www.turf-seed.com

