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Yamaha Golf Car to 
unveil $31 million 
factory, '03 model 
By A . O V E R B E C K 

NEWNAN, Ga. — In a 
strong statement of its com-
mitment to the golf market, 
Yamaha Golf Car (YGC) is 
set to open a brand new $31 
million manufacturing facil-
ity dedicated solely to golf 
cars, utility vehicles and off-
fairway vehicles June 8. At 
the grand opening the com-
pany will also unveil its 2003 
golf car model - reportedly 
the first of several new prod-
ucts slated to roll off the 
production line at the state-
of-the-art, 220,000-square-
foot factory. 

"The first car to come 
down the line will be the '03 

model," said Jon Bammann, 
division manager of new 
business development and 
off-fairway vehicles. "We 
will also be expanding our 
utility vehicle line. We feel 
we have a good medium-duty 
vehicle in the G21, but there 
is a spot in our lineup where 
we could have a heavy-duty 
and lighter-duty vehicle." 

Yamaha officials also 
hinted at future products 
that will push golfs staid 
image. 

"We have some fun stuff 
that we are going to lever-
age," said Stu Horlak, gen-
eral manager for Yamaha 
Motor Co. "We have the 

advantage of bigger mar-
kets and more diverse 
product lines [ATVs, mo-
torcycles, watercraft]. The 
guys at YGC don't stop 
thinking with the tradi-
tional fleet golf car, [su-

perintendents] have needs 
from turf care to off-fair-
way vehicles." 

HIGH-TECH FACTORY 
To be certain, YGC's sig-

nificant investment in a 
Continued on page 27 

PGA Village foes face 
referendum deadline 
By D E R E K R I C E 

SAN ANTONIO, Texas 
— Opponents of the pro-
posed PGA Village here 
were disap-
pointed by the 
City Council's 9-
2 decision to ap-
prove a deal with 
A u s t i n - b a s e d 
Lumbermen's In-
vestment Corp. 
to build the re-
sort on land that drains into 
the Edwards Aquifer, the 
city's sole source of water. 

Hours after the April 5 
decision, a coalition of 
groups that oppose the 
plan began scrambling to 
obtain the 68,023 signa-

tures that would be neces-
sary to put the issue to 
citywide referendum. Un-
der the city's charter, the 

groups had 40 
days, or until 
May 13 to obtain 
those signa-
tures, although 
the interpreta-
tion of the char-
ter is open to 
debate. 

"There are a number of 
different interpretations 
about what that date 

Continued on page 18 

Editorial Focus: Utility Vehicles 

New players enter 
utility vehicle fray 
By A N D R E W O V E R B E C K 

MINNEAPOLIS and CLEVELAND — Unfazed 
by a slowdown in golf course construction, Po-
laris and Cub Cadet have made a bold entry into 
an already crowded golf course utility vehicle 
market. 

The two companies are entering unfamiliar 
territory - Polaris' primary business is in con-
sumer products such as ATVs and snowmobiles 
and Cub Cadet is a division of outdoor power 
equipment maker MTD Products. While the 
new players are still focusing on consumer prod-
ucts, both see a large growth opportunity in the 
golf market. 

Continued on page 10 

Easement could spell large tax savings 
By D E R E K R I C E 

BRADENTON, Fla. — De-
spite the human nature to shy 
away from anything involv-
ing property tax valuations 
and the Internal Revenue Ser-
vice, golf course management 
consultant Michael Kahn of 
Golfmak Inc. believes the financial 
benefit of conservation easements is 

too good to pass up for golf 
course owners, operators 
and managers. 

Under the program, if a 
golf course is situated on land 
that will be dedicated to the 
golf course forever and will 
never be subdivided or built 

on, an owner can go to a recognized 
Continued on page 24 

A sneak peak at the 2003 model Yamaha golfear 
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Purseil Technologies' FarmLinks taking shape 
B y A N D R E W O V E R B E C K 

FAYETTEVILLE, Ala. — FarmLinks, a 
groundbreaking golf course project, is 
taking shape here on the sprawling farm-
land surrounding Pursell Technologies 
Inc.'s (PTI) corporate campus. 

The 18-hole, Hurdzan/Fry designed 
FarmLinks, the central focus of Pursell 
Farms, is two-thirds of the way complete 
and seeding at the course began in April. 
President and CEO David Pursell is press-
ing superintendent Tim Lacy and builder 
Landscapes Unlimited to have the rolling 
parkland layout ready for unofficial play 
in October in time for the bi-annual Pursell 
Cup charity golf tournament. 

Pursell Farms, however, is much more 
than a golf course. The company built 
the facility as a testing site for its 
own controlled-release Polyon fertilizer 
and other insecticides utilizing its 
Precise technology. Pursell said there 

will be numerous environmental test 
sites on the property in addition to 
areas such as the putting green that 
will be constructed in thirds using three 
different construction methods. 

"One third of the green will be 
the standard USGA green, one third 
will be a California green, and the other 
third will have a sand/Profile soil amend-
ment mix," said Pursell. 'The green will 
also feature 12 different types of bentgrass." 

While construction is ongoing, PTI 
has been bringing in superintendents 
from across the country to receive 
product training and indulge in Southern 
hospitality. Guests now stay in a 
well-appointed guest lodge that overlooks 
FarmLinks' 17th green. 

The company, along with its formula-
tors and distributors Simplot Partners 
and Harrell's, is on track to bring 850 
end users to the facility this year. 

Last year it brought in approximately 
700 end users. Superintendents currently 
receive .45 continuing education units 
from the Golf Course Superintendents 
Association of America for participating 
in the training session and Pursell hopes 
to up the credits once FarmLinks opens. 

In addition to the education and 
marketing programs, PTI has aligned 
itself with several top golf suppliers 
and in the process defrayed the total 
construction and operating cost of the fa-
cility. In return, key sponsors such as the 
Toro Co., Club Car and Flowtronex will 
have the ability to bring down end users 
and use the facility to test new products. 

"So far Toro has been helping with the 
irrigation installation, Flowtronex has pro-
vided the pump station and Club Car has 
provided equipment," said Pursell. "It has 
been a great collaborative effort so far." 

Continued on next page 

Bulldozers shape the green on FarmLinks' 
fifth hole, a 200-plus-yard par three that drops 
150 feet from the tee. Pursell will use the course, 
which is the centerpiece of Pursell Farms, as 
a testing ground for its products and technol-
ogies. 

Harding Park renovation on track 

A CLUBHOUSE 78 YEARS IN THE MAKING 

In 1924, architect Frank Lloyd Wright was commissioned to design a clubhouse for the Nakoma 
Country Club in Madison, Wis. However, the building was never completed — until now. The 
building, known as Nakoma, was recently completed as the centerpiece of the Taliesin 
Architects-inspired Gold Mountain Community and the Dragon Golf Course, located 50 miles 
north of Lake Tahoe. Owners Dariel and Peggy Garner, worked in conjunction with Taliesin 
Architects, the architectural practice Wright established in 1893, to ensure that the 22,000-
square-foot clubhouse, which pays homage to Native Americans, was faithful to the drawings 
Wright produced 78 years ago. 

Southeast Partners rolls out 
low-cost distribution model 

B y D O U G S A U N D E R S 
SAN FRANCISCO — After four years 

of debates, proposals, and false starts, 
the City of San Francisco has finally de-
veloped a plan to take on the renovation 
of city-owned Harding 
Park Golf Course lo-
cated on the shore of 
Lake Merced, just 
across from the re-
nowned Olympic Club. 

In April the San 
Francisco Board of 
Supervisors approved 
a $15 million renova-
tion plan that will 
transform the 80-year-
old course into a 
championship-quality 
venue that will host 
the 2006 PGA Tour 
Championship. The 
approval of city and state funds to 
finance the much-needed upgrade will 
allow work to begin in June on an 
optimistic plan that was first proposed 
by San Francisco resident and former 
United States Golf Assocation pres-
ident Sandy Tatum in 1998 (GCN April 
2000). 

The plan to rebuild the neglected 
course has been a labor of love for 
Tatum. His first concept was to find a 
way to make the project economically 
feasible by securing the presence of 
the PGA Tour to use the course. The 
city signed a 35-year lease of the course 
with Arnold Palmer Golf Management 
in January 2000 with the intent to 
let Palmer Golf do the renovation 
work and allow them to recoup 
expenditures through a sliding 
greens fee schedule over the period of 
the lease. 

MANAGEMENT COMPANIES RETREAT 

Palmer Management backed out of 
the agreement in January 2001 when 
continuous wrangling with city officials, 
concerned golf groups and environmen-
tal activists caused project delays mak-
ing it economically unfeasible. City offi-
cials attempted to attract other 

management companies, including 
KemperSports Management of Chicago, 
to step into the deal but had no success. 

In the past year, new members of 
the board of supervisors looked 

more favorably upon the idea. As a result, 
the project will be paid for with a 
combination of $2 million of city funds 
and a $13 million grant from California 
State Parks bond fund that will be 
paid back over time through greens 
fees. The Harding Park complex includes 
the 18-hole layout, the Fleming Nine ex-
ecutive course, and a driving range 
and generates close to 160,000 rounds 
annually. 

Board member Tony Hall created the 
Golf Fund to finance the project and has 
made it clear that all revenues from greens 
fees will go back into Harding Park and 
toward the operations of the other city-
owned courses. 

"We are going to turn Harding Park 
into a world-class venue that all the 
residents of San Francisco can be proud 
of and we will maintain municipal control 
over the golf courses," Hall said. 

This guarantee addresses a concern 
voiced by local golf groups who feared 
that an outside management firm would 
eventually shut out local players from a 
rebuilt course. Now a citizens advisory 
committee will recommend a new fee 
structure and the parks and recreation 

Continued on page 5 

B y A N D R E W O V E R B E C K 
LAGRANGE, Ga. — In a move to im-

prove distribution efficiency and service 
to golf courses in the Southeast, Butch 
Gill has teamed up with other industry 
professionals and suppliers to form South-
east Partners. 

In Florida, where the company is estab-
lished, the alliance brings together suppli-
ers Simplot Partners and Turf Merchants 
and distributors Sunniland Fertilizers and 
Vopak. Gill has taken those core compe-
tencies and paired them with quality sales 
representatives and industry notables such 
as Billy Griffith and David Barnes. 

The business arrangement allows for 
high quality products, represented by 

knowledgeable salespeople, to be delivered 
to superintendents quickly and efficiently. 
Southeast Partners has been able to jump 
right into the business cheaply because its 
model does not require it to purchase any 
distribution facilities or trucks. 

Gill has worked in the seed business 
for the last 25 years, most recently as a 
representative for Turf Merchants. He 
and Turf Merchants president Steve 
Tubbs came up with the idea for South-
east Partners as an alternative distribu-
tion and sales model. 

"When AgriBioTech went bankrupt and 
our largest distributor Terra was bought by 
Land O'Lakes, we had to find another way 

Continued on next page 

The 18th hole and clubhouse at San Francisco's Harding Park, where 
renovations are finally underway after years of delays. 



NEWS 
Audubon International releases 
environmental stewardship guide 

SELKIRK, N.Y. — Audubon 
International has released 
its 2002 edition of "A Guide 
to Environmental Stewardship 
on the Golf Course." The 
guidebook is designed to help 
superintendents and others 
interested in environmental 

management to blend en-
vironmentally responsible 
practices into the day-to-day op-
erations of golf course manage-
ment. 

The book incorporates knowl-
edge gained through Audubon 
International 's 10 years of 

work to help golf courses 
serve as ecologically valuable 
green spaces throughout North 
America, while reducing 
potential environmental impacts 
associated with golf course 
operations. The 128-page 
guide covers a variety of 
topics, including environmental 
planning, wildlife and habitat 
management, chemical use 
reduction and safety, water 

conservation and water quality 
management , and how to 
build support through out-
reach and education activities. 
Project plans, case examples, 
and reference materials are in-
cluded to help golf courses 
achieve their environmental 
goals. 

"The guide was written to 
serve as a resource for turf 
professionals, students, and 

golf course members of 
the Audubon Cooperative Sanc-
tuary Program," explained 
Jean Mackay, Audubon Inter-
national's director of educational 
services and principal author 
and editor of the guide. "We 
hope it helps people take action 
to ensure that more and 
more golf courses are managed 
with sensitivity to the environ-
ment." 

Distribution 
Continued from previous page 

to do it," said Gill. "In 20001 broke 
away and we set up independent 
agents like Billy Griffith, and 
teamed with Nick Spardy with 
Simplot Partners which was look-
ing to come into the Southeast. A 
lot of companies had products they 
wanted in the market, but didn't 
have ability to put salespeople in 
the market. 

"We realized that if we knew 
who the customer was and we 
had good representation to that 
customer, then we could 
outsource his supplies through 
the best vendors," he continued. 

The key to the deal was hook-
ing up with Sunniland, which de-
livers large bulk items such as 
seed, fertilizer and soil amend-
ments to Lowe's and Home De-
pot, and Vopak, which delivers 
smaller items to the pest control 
industry and Ace Hardware stores. 

"These companies already 
have trucks running and they 
drive past golf courses every 
day," said Gill. "They were look-
ing to add more freight to make 
their delivery systems more eco-
nomical. With these partners on 
board we can get products to 
golf courses at the right time 
and still be cost effective." 

With Florida set up, Gill is now 
focusing on finding partners in 
other parts of the Southeast. 

"If we can get this model up 
we will expand to Georgia, South 
Carolina and Alabama and the 
rest of the Southeast in the next 
18 months to two years," he said. 
"We are already looking for part-
ners in each area that will work 
with us." • 

PTI FarmLinks 
Continued from previous page 

Pursell said the marketing 
strategy of bringing superinten-
dents and other end users to 
the facility for training has 
been worthwhile. 

"The positive reaction presses 
us on to continue what we are 
doing," he said. "It is fun to be 
able to do something different. 
When we can do this we are not 
competing on the same page as a 
Lesco or some of the other larger 
companies." 

FarmLinks, which will play 
from 7,544 yards, is scheduled 
to open in mid-April 2003.• 
4 JUNE 2002 



Joe Jemsek, Chicago's Mr, Golf, dies at 89 
CHICAGO, III—Joe Jemsek, 

Chicago's Mr. Golf and public 
golf pioneer, died April 2 after a 
long battle with cancer. He was 
89. 

Jemsek got into the golf own-
ership business in the 1950s with 
the goal of making a private coun-
try club experience available to 
a public golf audience. His com-

pany, Jemsek Golf, owns and op-
erates eight public golf courses 
in Chicago, including Cog Hill 
Country Club and St. Andrews 
Country Club. He bought Cog 
Hill in 1951, and brought the 
Western Open to Cog Hill's 
Dubsdread No. 4 Course in 1990. 

Jemsek began his career in golf 
at age six as a caddie in in the 

Chicago suburbs, and worked his 
way up to golf pro and eventually 
golf course owner. 

Jemsek won numerous acco-
lades over the years including 
the William D. Richardson 
Award from the Golf Writers As-
sociation of America and the Na-
tional Golf Foundation's Herb 
Graffis Award. He was also cho-

sen as the 
P r o f e s -
s i o n a l 
Golfer of 
the Year by 
the PGA of 
A m e r i c a 
and was in-
ducted into 
the Chicago 
Sports Hall of Fame. 

— Staff rep oris 

Joe Jemsek 

Harding Park 
renovation 
Continued from page 3 

commission will have the final 
say. But it is certain that a slid-
ing fee schedule will be imple-
mented that will keep greens fees 
lower for city residents and will 
see fees for out of town players 
increase substantially. 

A COMPLETE REBUILD 

The year-long project 
will implement a redesign that 
was drawn up by the Palmer 
group with input from Tatum 
and PGA Tour course consult-
ant Chris Gray. After eliminat-
ing the current turf stands 
of broadleaf weeds, the 
layout will receive a new 
irrigation and drainage system, 
soil improvements, greens 
rebuilt to USGA specs, and 
new bunkers and tees. Some 
holes will be lengthened to 
accommodate the Tour Champi-
onship. In addition, the Fleming 
Nine will be completely rebuilt, 
a new driving range will be 
located near the new clubhouse, 
and a First Tee Program 
sponsored by the PGA of 
America will be added to the 
complex. 

Shawn Sweeney, an area 
supervisor for the department 
of parks and recreation, will 
oversee the renovation project. 

"We have several firms 
bidding on the renovation work 
at this time. Our city workers 
will be sent to other projects 
while the major construction 
work is done. Once we start plant-
ing the new courses, we will 
increase our staff at Harding 
from 12 to 17 workers. It is 
important the city finally took 
control of this much-needed 
project," Sweeney said. 

PGA Tour officials have 
agreed to bring the Tour 
Championship to the new 
Harding Park every third year 
starting in 2006. Earlier plans 
called for the Tour to pay 
$500,000 in fees for each visit, 
which will help to pay off 
the bond loans. It is estimated 
that each visit by the Tour 
will generate over $20 million 
to the local economy. 

No one will be happier when 
work begins than Tatum, whose 
vision has remained true to save 
a great public course for his 
hometown. 

"I understand how much 
it matters to play a really 
great golf course in wonderful 
condition, what it does to 
the entire experience," Tatum 
said. "I also understand there's 
a concept about municipal 
golf that it's okay for municipal 
golfers to be given a third-rate 
experience. One of the things 
this project can do is demon-
strate just how dead wrong that 
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COMMENTARY 
Should other courses follow Augusta National's lead? 

Andrew 
editor 

As I was walk-
ing up to the 
18th tee at 

Augusta National dur-
ing the practice 
rounds at the Masters, 
I stumbled upon Tom 
Fazio explaining the 
changes he made to 
the hole to CBS an-
nouncers Jim Nantz 
and Ken Venturi. That's when it 
struck me: how many armchair 
greens committee architects 
watching this year's telecast 
would be left with the impres-
sion that they, too, needed to 
lengthen their course? 

With increasing golf ball and 
club technology, many courses 
are already adding length and 
new courses are getting longer 
and longer. While the effects of 
the 285 yards that were added to 
Augusta National were impos-
sible to gauge due to wet condi-
tions, the changes made to golfs 
Mecca fanned the flames of the 
technology vs. tradition debate. 
Not only did Augusta National 
add length, using land from ad-
jacent Augusta Country Club in 
the process, but Masters chair-
man Hootie Johnson also 
stopped just short of endorsing 
a limited-flight "tournament golf 
ball." 

While many in the golf indus-
try are tiring of this ongoing ar-

Overbeck, 

increasing technol-
ogy and other factors 
are altering the game 
to some degree. How-
ever, as this month's 
Point/Counterpoint 
feature and News Poll 
illustrate (see below 
and page 7), the in-
dustry is still firmly 
divided over what, if 

anything, should be done about 
the problem. 

There is no doubt that pro-
fessional golfers are hitting the 
ball longer, but tweaking lay-
outs for professional events has 
been going on for 
years. The big question 
is how technology will 
impact the average 
golfer and the 16,000-
plus average golf 
courses in the country. 
Unfortunately, there 
isn't much hard data on 
this. Most of the "evi-
dence" that exists is 
purely anecdotal or 
based on unwieldy as-
sumpt ions or esti-
mates. 

Are a majority of high-
handicappers really slicing 
the ball 50 yards farther 
right and endangering 
homeowners relaxing on 
their patios? Or is the high-
handicapper playing more 

the ball 50 yards farther right down 
the middle? The last thing the in-
dustry needs is another survey, but 
quantifying the problem would be 
better than making unnecessary 
changes (to both golf courses and 
equipment) to solve what could just 
be a misconception or 
misperception. 

• • • 

Speaking of using hard data to 
assess the severity of a problem, 
check out John Strawn's review 
of Bjorn Lomborg's "The Skepti-
cal Environmentalist: Measuring 
the Real State of the World" (see 
page 18). According to 

Lomborg's assessment of the 
data on environmental prob-
lems, it turns out that the envi-
ronment on the whole is actu-
ally getting better, not worse. 
The golf industry has known 
this for some time, but finally 
there is a body of data that pro-
vides an alternative perspec-
tive to the usual gloomy envi-
ronmental scenario. 

• • • 

Here at Golf Course News, we 
never stop counting. Turn back 
to page 28 for a listing of the 40 
industry professionals quoted in 
this issue. 
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gument, the fact remains that golf because he can drive 

P O I N T C O U N T E R P O I N T 

Drawing a line in the sand 

ASI 
te 

Damian Pascuzzo 

B y D A M I A N P A S C U Z Z O 

s golf course architects we are trained 
to be problem solvers. Given a piece 

of land, along with a list of development 
constraints and the client's goals and bud-
get, we set out to design the best course 
possible. That's our job and we'll continue 
to do it the best we can. But how about a 
little help from our friends making all of 
these new high-tech clubs and balls? 

Has anyone seen how far people are hitting it today? No, I'm 
not talking about the tour pros. We all know how they pulverize 
the ball. I'm referring to the high school kids, the 20-somethings, 
and all those other flat-bellied golfers to whom a 280-yard drive 
is the rule, not the exception. No doubt about it, it's fun to watch 
even a recreational golfer catch one on the sweet spot and send 
it sailing off onto the fairway. But its downright ugly when that 
same player hooks or slices. We're no longer concerned only 
about the houses that border the fairways. Now we have to worry 
about the houses that sit across the street from the houses that 
border the fairway. 

Over the last 30 years, designers have gradually increased the 
width of corridors for a safe golf hole. Where will it end? Left 
unchecked, how far will players be hitting the ball in 10 years? 
How about in 20? It is not unusual for the planning and permitting 
process for a new golf course to take 10 years, not to mention at 
least two years for construction and grow-in. If today's focus on 
power golf continues, it is conceivable the acreage allotted for 
that golf course will be insufficient the day it opens. 

One of our ASGCA members prepared a detailed analysis on 
the effects of increased distance, and the results are disturbing. 
If the architect must provide more land (at least 10 percent) for 

Continued on next page 

Walter Uihlein 

How has the golf ball 
harmed golf? 

B y W A L T E R U I H L E I N For the past 70 years the United States 
Golf Association and the Royal & An-

cient have had performance controls in place 
concerning the golf ball. These performance 
controls have included limitations on size 
and weight (adopted 1935), velocity (adopted 
1942) and overall distance (adopted 1976). 
At the same time the performance controls 
on golf clubs did not occur until 1998. 

To discuss and debate a "limited flight ball" is to conclude that 
the golf ball is the cause of some current problem. If there is a 
problem, the golf ball is not the cause. 

P L A Y E R S A R E B I G G E R , S T R O N G E R A N D L O N G E R 

The cause is a combination of stronger competitors and better 
clubs. In 1992, the average height and weight of the 125 exempt 
players on the U.S. PGA Tour was six feet and 180 pounds. Today 
the average height and weight of 125 exempt players on the U.S. 
PGA Tour is six feet two inches and 195 pounds. 

At the same time, club technology has improved. In 1992, the 
average size driver clubhead and driver length on the PGA Tour 
in 1992 was 180 cc and 44 inches. The average size driver 
clubhead and driver length in 2002 is 325cc and 45.25 inches. 

In 1992 average clubhead speed on the U.S. PGA Tour was 108-
mph. Average clubhead speed today is 112 mph. This increase in 
clubhead speed (and the ability to generate distance) involves 
the player and the club. The golf ball has not been hit yet. 

The 1992 Masters Champion was Fred Couples, who stood 5 
feet 11 inches tall, weighed 180 pounds and could barely bench 
press 175 pounds, while the 2002 Masters Champion Tiger 
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COMMENTARY 

Organic management plan 
offers best results 

To the Edi tor , 
Here at Lahontan G o l f C lub , w e str ive 

to be 1 0 0 percent o r g a n i c th rough sus-
ta inab le agr i cu l tu re , by f eed ing the soi l , 
no t the p lant ( " O r g a n i c go l f activists score 
ma jo r v i c t o r y " G C N A p r i l 2 0 0 2 a n d 
"The t ime for o r g a n i c go l f has a r r i v e d " 
GCN M a y 2 0 0 2 ) . 

O u r results have p r o v i d e d excep t i ona l 
turf cond i t i ons , howeve r , w e rea l i ze that 
the de f in i t i on of o r g a n i c vs. i n o r g a n i c 
can be subject ive a n d is o p e n to discus-
sion. Synthet ic vs. o r g a n i c is easy to 
unders tand , but if a go l f course over 
app l i es " o r g a n i c s " to the course, it cou ld 
still result in l each ing a n d runof f of phos-
phorous a n d n i t rogen , requ i r i ng add i -

GCN NEWS POLL: 
What impact will advancements in 

golf ball and golf club technology 

have on the golf course industry? 

•"Whenever one is able to improve 
the average golfer's performance, it 
will raise the level of excitement about 
our game. We do need to be certain 
that we make the marketplace aware 
of the fact that there are rules that 
govern our play, and as long as we 
remain in the context of the rules we 
will all benefit." 

— Jeremy P. Leon, chief operating 
officer, Royce Brook Golf Club, 
Hillsborough, N.J. 

•"Overall, I predict minimal im-
pact. The USGA has limited initial 
velocity of the ball (for a set club 
head speed) for 20-something years. 
I doubt that dimple patterns (aerody-
namics) can add much more. 

The biggest increase in length has 
been and will be clubs, particularly in 
the hands of bigger, stronger, more 
dedicated, and therefore more tal-
ented, players. So what if a few pro-
fessionals and talented young ama-
teurs are able to hit the ball farther? 
If we don't make new courses signifi-
cantly wider, that length will ulti-
mately translate into less accuracy 
and curb itself. The vast majority of 
us baby boomers are going to lose 
distance and we will be just fine play-
ing enjoyable and strategically stimu-
lating courses that are of the same 
dimensions as today." 

— Mike Dasher, member, Ameri-
can Society of Golf Course Architects, 
Dasher Golf Design, Orlando, Fla. 

•"Improved technology, although 
a positive influence in most fields, is 
not necessarily the answer for golf. 
Technological advances tend to make 
the current state obsolete, thus 

Continued on page 28 

t i ona l best m a n a g e m e n t prac t ices a n d 
m i t i g a t i o n to a v o i d c o n t a m i n a t i o n of 
w a t e r w a y s . There fore , th rough al l of this, 
m a n a g e m e n t is p i vo ta l to success, even if 
the course is o r g a n i c . 

I th ink N e a l Lewis hits the po in t on the 
h e a d by desc r i b i ng an " O r g a n i c M a n -
a g e m e n t Plan. "That impl ies the use of 
non-synthet ic fer t i l izers c o u p l e d w i th a 
m a n a g e m e n t p lan that unders tands the 
ag r i cu l tu re of turf grass w h o l l y a n d holis-
t i ca l l y . " 

Take ca re , 
Mortyn Hoffmann 

DMB/Highlands Group, LLC 

Truckee, Calif. 

Moss article covered bases 

Editor's note: The following is contribu-

tor Kevin Ross' response to Neil 

Goldberg's letter in last month's issue 

that raised several questions about Ross' 

article "Moss hits Colorado hard, more 

research needed" (GCN April 2002). 

To the Edi tor , 
I w o u l d l ike to address a f ew issues 

f rom N e i l G o l d b e r g ' s response a n d of fer 
a d d i t i o n a l i n fo rma t i on c o n c e r n i n g the 
C o l o r a d o moss sympos ium. 

As far as the Ultra D a w n issue, I stated 

Uihlein: Golf ball not 
to blame 
Continued from previous page 

Woods stands 6 feet 2 inches tall, weighs 
180 pounds and can bench press in excess 
of 270 pounds. 

Today's chiseled professional athlete 
who plays on the U.S. PGA Tour is using 
longer, lighter drivers with oversize 
clubheads featuring faces that trampoline 
at impact. The golf ball does not act alone, 
conspiracy theories not withstanding. 

NEWER COURSES WOULD BE A BETTER TEST 

The U.S. PGA Tour plays 44 events per 
year. Since 1960 the USGA Men's Open 
has been played at 20 different courses. If 
it is the professional 
game that we are 
concerned about 
and this involves, at 
best, only 60 to 70 
courses annually, 
why is there a de-
bate that 16,000 golf 
courses are at risk 
due to the advances in the golf equipment 
technology? 

In 1960 there were 6,000 golf courses in 
the United States. Today, there are more 
than 16,000. Over the past 42 years, more 
than 10,000 golf courses have been con-
structed and opened. Since these golf 
courses have been built anticipating the 
evolution of technology, why have only 
two (Bellerive in 1964 and Hazeltine in 
1970) been selected to host a USGA Men's 
Open? Doesn't it seem logical that a mod-
ern course would be the best test of the 
modern player and the modern power 
game? 

Continuing with the assumption con-
temporary designs anticipated the arrival 
of today's power game, why have we not 
considered selecting contemporary sites 
to host a USGA Men's Open? For ex-
ample why not consider staging an event 
at Pumpkin Ridge GC or Bandon Dunes 
GC in Oregon, Double Eagle GC in Ohio, 

that Ul t ra D a w n g a v e the most consistent 
results, w h i c h is abso lu te ly cor rec t . The 
O r e g o n State study is the on ly study that 
had poo r results using Ultra D a w n . How-
ever , their techn ique used Ultra D a w n as 
a b roadcas t a p p l i c a t i o n th rough a b o o m 
sprayer a n d not a d rench a p p l i c a t i o n . It 
is w i d e l y be l ieved that the b r o a d c a s t 
a p p l i c a t i o n w a s the reason for the inef-
fect iveness. In Frank Dob ie ' s Moss Net-
w o r k (ci ted in G o l d b e r g ' s letter), Ul t ra 
D a w n w a s de te rm ined as the most effec-
t ive cont ro l for moss. As far as the discol-
o ra t i on issue, the research shows that 
on ly s l ight d i sco lo r i ng happens w i t h tem-
peratures a b o v e 8 0 degrees . This is con-
sistent w i t h most al l p roduc ts , i nc lud ing 
Ter racyte . 

O n the sub jec t o f r e s e a r c h , I d i d 
m e n t i o n Dr . Frank Rossi a t C o r n e l l Uni -
ve rs i t y as a si te w h e r e i n d e p e n d e n t l y 
f u n d e d r e s e a r c h w a s t a k i n g p l a c e . 
Rossi 's conc lus ions to d a t e s h o w e d Junc-
t i on r a n k e d f i rs t a n d T e r r a c y t e r a n k e d 
s e c o n d in his t r ia l s to c o n t r o l moss. 
N e i t h e r of these p r o d u c t s a r e a one-
t ime f i x fo r moss a n d ne i the r p r o v i d e d 
1 0 0 p e r c e n t c o n t r o l . 

C o n c e r n i n g Ter racyte , the ar t ic le d i d 
i nd ica te that Terracyte w a s one of the 

Bulle Rock GC in Maryland, or Whistling 
Straits in Wisconsin? 

Why is it that courses designed by Pete 
Dye and used by the PGA Tour (TPC 
Sawgrass and PGA West) hold up so well 
as contemporary challenges for today's 
professional golfers, but not one of Mr. 
Dye's venues ever has been selected by 
the USGA to host one of its men's cham-
pionships? 

And why is it that we only hear from 
player/architects such as Jack Nicklaus, 
Arnold Palmer and Greg Norman concern-
ing "limited flight" golf balls and a "one ball 
fits all" solution, but we do not hear from 
PGA Tour commissioner Finchem or play-
ers such as Tiger Woods, David Duval, Phil 
Mickelson or Davis Love on the subject? 
^ ^ ^ ^ ^ ^ ^ ^ ^ After all, it is the 

equipment used by 
the contemporary 
PGA Tour players 
where the crusaders 
are demanding 
change. 

Former USGA 
technical director 

Frank Thomas states that we should not 
worry about major distance changes in 
the future because the laws of physics 
will continue to prevail. Why is his re-
search and viewpoint 
(www.franklygolf.com) being ignored? 

Each and every equipment rule in place 
has resulted from a working give and 
take relationship between the game's rul-
ers (the USGA and the R&A) and those 
who are ruled (the golf equipment manu-
facturers) . We have ideas about the di-
rection of golf equipment-related issues. 
Unfortunately, with political white papers 
and a blatant media bias, the innocent 
golf ball has already been found guilty of 
crimes against the game. This situation 
makes any attempt at discussing where 
we go from here ineffective. 

Walter Uihlein is the president and chief 
executive officer of the Acushnet Co. 

poten t ia l p roduc ts that l ooked p rom is i ng . 
I a lso stated, as d i d Dr. Koski , a n d M a t t 
Ne l son , U S G A , at the sympos ium, that 
more research is ce r ta in l y needed . As 
ment ioned above , Terracyte has on ly been 
tested in univers i ty research by Dr. Rossi, 
w i t h q u a n t i f i a b l e results. 

The c l imat ic cond i t i ons in C o l o r a d o 
a re ce r ta in l y much d i f fe ren t than that of 
I thaca, N . Y . It a p p e a r s there w i l l be moss 
research c o n d u c t e d at C o l o r a d o State 
Univers i ty , led by Dr. Koski , s tar t ing this 
season. This research w i l l be sponso red 
by the Rocky M o u n t a i n G o l f Course Su-
per in tendents Assoc ia t i on . 

The pu rpose of the ar t i c le w a s to ca l l 
a t ten t ion to a p r o b l e m that requ i res add i -
t i ona l research to f ind a so lu t ion. I inter-
v i e w e d m a n y super in tendents at the sym-
pos ium, a n d most al l s tated they w e n t 
home more con fused than w h e n the ar-
r i ved. This shou ld tell eve ryone some-
th ing c o n c e r n i n g moss. 

Let's hope that w e d o f i nd a cure-al l for 
moss, no matter w h a t p roduc t it is, a n d no 
matter w h o makes it. 

Best rega rds , 
Kevin J. Ross, CGCS 

The Country Club of the Rockies 

Edwards, Colo. 

A line in the sand 
Continued from previous page 

safety reasons then construction, grow-
in and maintenance costs increase up to 
17 percent. How many developers will be 
discouraged from including a golf course 
in their future projects if acreage require-
ments continue to escalate? 

Wally Uihlein's comment recently that 
the golf industry is flat and "mired in the 
same recession as the rest of the U.S." is 
true, but the primary problem is cost. It is 
a simple equation. The farther players 
can hit the ball, the more length and 
width we need for safe and enjoyable golf 
courses. This additional acreage means 
more development costs and greater 
maintenance budgets. These additional 
expenses are most likely going to be 
passed on to the golfer in the form of 
higher greens fees. 

We are not attempting to roll back the 
clock on the game. We just want to keep 
it affordable so golfers of all ages can 
enjoy it. Making golf more expensive, 
time consuming, and more intimidating 
is not the way to grow participation rates. 

Damian Pascuzzo is the president of the 
American Society of Golf Course Architects 
and is a partner in Graves & Pascuzzo, 
Ltd., a golf course design and development 
firm in El Dorado Hills, Calif. 

We want to hear 
from you 

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

ANDREW OVERBECK, EDITOR 

GOLF COURSE NEWS 

106 LAFAYETTE STREET 

PO BOX 997 

YARMOUTH, ME 04096 

FAX #: 207-846-0657 

AOVERBECK@GOLFCOURSENEWS.COM 

'Doesn't it seem logical that a 
modern course would be the 

best test of the modern player 
and the modern power game?' 

http://www.franklygolf.com
mailto:AOVERBECK@GOLFCOURSENEWS.COM


BRIEFS 

Gene Crews 

LOCHMERE GC HIRES GENE CREWS 

CARY, N.C. — Lochmere Golf 
Course has hired Gene Crews to over-
see all course maintenance and up-
grading activities 
at the club. He 
will be in charge 
of improving the 
sand traps, fair-
ways and drain-
age systems at 
the semi-private 
layout owned and 
operated by 
ClubCorp Golf of North Carolina, a 
subsidiary of Club Corp USA. Crews 
has already implemented drainage 
work by installing new French drains 
and has made improvements to the 
bunkers. 

SCOFFIELD JOINS REDTAIL LANDING 

EDMONTON, Alberta, Canada — 
Allan Scoffield has joined RedTail 
Landing Golf Club as superintendent. 
Scoffield, a graduate from the 
Turfgrass Management program at 
Olds College, previously worked at 
Vancouver Golf Club. RedTail Land-
ing, which was designed and is being 
built by Sid Puddicombe Associates, 
is currently under construction and is 
slated to open in spring 2003. In addi-
tion to the 18-hole, par 72 golf course, 
the project will feature a 19-acre learn-
ing facility and an 18-hole putting 
course. 

TAYLOR JOINS WOODCREEK GC 

CALABASAS, Calif. — Environmen-
tal Golf has appointed Glynne Taylor 
superintendent at Woodcreek Golf 

Course in 
Modesto. Taylor, 
an employee of 
Environmental 
Industries, Inc. 
since 1981, pre-
viously served as 
superintendent 
at The Links at 
R i v e r L a k e s 

Ranch in Bakersfield where he was 
responsible for the grow-in and long-
term maintenance. At Woodcreek, 
Taylor will manage the business unit 
dedicated to golf course maintenance 
and will begin the efforts to improve 
the overall golf course maintenance 
operations. Taylor is a graduate of 
Pierce College with a degree in 
agronomy and ornamental horticul-
ture. 

Glynne Taylor 

SurfRax system simplifies 
wastewater cleanup 
B y A N D R E W O V E R B E C K 

STUART, Fla. — Robert Akre and his 
company Terra kinetics have developed a 
low-cost, low-maintenance system to deal 
with wastewater from golf course 
washdown areas. 
The system is 
completely gravity 
fed and has no me-
chanical parts or 
filters that need to 
be maintained. 

To date the 
c o m p a n y ' s 
SurfRax water pro-
tection wash rack 
system has been 
installed at two 
Florida courses 
and Akre is eager 
to expand Terra ki-
netics' geographi-
cal reach. 

The system, 
which Akre and 
his partners de-
veloped over the last two years, uses ex-
isting technology to clean equipment 
wash down wastewater. 

"SurfRax is a gravity fed system that 
takes the waste stream from an elevated 
wash pad and sends it through a series of 

An installed SurfRax system at Miles Grant CC 

collection baskets to filter out sand and 
grass clippings," said Akre. "Hydrocar-
bon absorption pads collect any oil or 
grease and the water eventually ends up 
in a dry phytoremediation retention area." 

The 600-
square-foot re-
tention area ab-
sorbs the cleaned 
water, which is 
then fil tered 
through an in-
stalled soil matrix 
and drains away. 
So far Akre and 
his team have in-
stalled paspalum 
turf to act as the 
final filter. 

According to 
Akre, the system 
costs $25,000 to 
install and re-
quires minimal 
yearly mainte-
nance. The bas-

kets need to be emptied daily and the hy-
drocarbon pads, which cost $40 a piece, 
need to be changed every six months. In 
comparison, said Akre, a closed-loop water 
recycling system can cost between $40,000 

Continued on page 12 

Golf courses can 
coexist with 
diving raptors 
B y J A M E S W . P A R K E R , P h . D . 

Continued on page 12 

Drought persists in East, 
intensifies out West 
B y A N D R E W O V E R B E C K 

SACO, Maine — According to a 
report by the National Oceanic and 
Atmospheric Administration's 
(NOAA) Climate Prediction Center, 
drought conditions are likely to per-
sist until mid-sum-
mer on the East 
Coast and well into 
August in certain 
areas of the South-
west. 

NOAA officials 
said in mid-April 
that wetter weather 
had improved res-
ervoir storage and 
well levels along the 
Eastern Seaboard, 
but that severe to 
extreme drought 
caused by rainfall 
deficits ranging 
from nine to 12 inches will cause wa-
ter shortages to last through July. 

Out West, a near-record dry win-
ter season has caused drought to 
develop or intensify from southern 
California to western New Mexico 
and northward into parts of Nevada, 
Utah and Colorado. Cities in New 
Mexico and parts of Colorado are 
already considering water restric-
tions and the entire area could be 
extremely vulnerable to wildfires 
this summer. 

WATER RESTRICTIONS MULTIPLY 

The drought situation has imposed 
numerous watering restrictions 
(based on yearly or monthly water 
use averages) on golf courses along 
the East Coast. The following reduc-

Drought conditions are gripping large portions of the country. 

tions have been mandated in each 
state: In 26 counties in Pennsylvania 
courses have been forced to cut wa-
ter use by 30 percent, New Jersey by 
50 percent, Connecticut by 20 per-
cent, and central Maryland by 10 
percent. 

Speaking at a Maine Golf Course 
Superintendent's meeting April 23, 
Dave Oatis and Jim Skorulski, United 
States Golf Association agronomists^ 
for the Northeast region, said drought 

Continued on page 13 

Clopyralid use on 
courses protected in 
Calif, and Wash. 
B y A N D R E W O V E R B E C K 

INDIANAPOLIS — In response to the Cali-
fornia Department of Pesticide Regulations' 
(CDPR) decision to cancel certain uses of 
clopyralid-containing herbicides, Dow 
AgroSciences and Riverdale Chemical Co. have 
notified the U.S. Environmental Protection 
Agency of changes to product labels that will 
prohibit clopyralid's future use on California 
residential lawns. 

The Washington State Department of Agri-
culture (WSDA) enacted a similar ban on 
clopyralid earlier this year. Both bans were 
prompted by reports that trace levels of the long-
lasting herbicide were found in compost. The 
issue is especially important in California where 
many communities promote the recycling of 
grass clippings. While Dow AgroSciences' 
clopyralid herbicides have label restrictions on 
composting grass clippings treated with the prod-
uct, it decided to prohibit home lawn use in 
order to head off a full-scale ban. 

According to Dow AgroSciences spokes-
man Gary Hamlin, clopyralid products (Lontrel 
and Confront) can still be applied by golf 
courses in both states. 

"The CDPR was focused on the residential 
use of clopyralid because a vast majority of 
golf courses don't compost clippings off site," 
said Hamlin. "In Washington state, they have 
also decided to exempt golf courses from the 
ban. However there is still some legislation 
pending in California." 

The California Golf Course Superintendents 
Association (CGCSA) is currently lobbying 

Continued on page 13 
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All good raptor parents will dive at 
perceived predators when they think 
their nests are threatened. Now that 
some species are adapting to urban en-
vironments, it is clear that golf courses 
and nearby areas can be preferred nest-
ing habi ta t 
for species 
like red-
tailed buz-
zard-hawks 
and, most of 
all, in Kan-
sas, Okla-
homa, Texas 
and New 
Mexico, the 
Mississippi 
kite. 

Since the 
l a t e 1 9 7 0 s , Roosting Mississippi kites 
these sleek, 
gray and black, falcon-shaped raptors 
have gained fame and misfortune at the 
hands of humans because of their inclina-
tion to nest in large colonies on golf 
courses and, sometimes, to defend their 
nests aggressively. What is going on when 



TOOLS OF 
THE TRADE 

Nicholson wrapping up 
work at Wilderness Ridge 

N I C H O L S O N ' S TOOLS 

GREENS MOWERS: 4 Toro Flex 21 
walking g reens mowers, 1 Toro 
GM3000 

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

LINCOLN, Neb. — By the time superin-
tendent Derek Nicholson is completely fin-
ished with the construction of the 27-hole 
Wilderness Ridge Golf Course here, he will 
have planted more than 5,000 trees, built 
6,000 feet of man-made streams and water-
falls, and installed more than 
5,000 irrigation heads. 

Nicholson, who has been 
working on golf courses for 
17 years, started at Wilder-
ness Ridge a full 18 months 
before seed hit the ground. 
Because the owners, Home 
Realty, the Ridge Develop-
ment Co., and landowner 
Richard Large, wanted to 
build a totally unique golf 
course development , 
Nicholson spent a year cre-
ating the stream beds and 
waterfalls that run through-
out the property. 

"They wanted to make the 
course unique," said Nicholson. "The 
owners brought in more than 300 train 
car loads of granite from Minnesota. For 
the first year all we did was handle rock. 
I had a staff that did nothing but throw 
rock in streams for a whole summer." 

The layout, which was designed by lo-
cal golf pro Jim White and golf course 
architect Grant Wencel and opened for 
play last year, reaches its crescendo at 
the signature 14th hole that features an 
elevated island green that is backed by a 
50-foot high rock wall on one side and a 
40-foot waterfall on the other side. 

MANAGING RUNOFF 
The water features, however, have a 

purpose beyond visual effect. The course 

is located adjacent to a local nature pre-
serve, so the layout was designed so that 
all course run off would be collected by 
the 21 lakes and ponds on the site. 

"No water leaves here," said Nicholson. 
"It all drains into the lake system." 

During construction, Nicholson did a 
study on how much nitrogen 
and phosphorous leached 
through the greens. The re-
sults helped him design his 
fertility program. "It taught 
me how much fertility is lost 
during irrigation and rain 
events," he said. 

According to Nicholson, a 
good fertility program is cru-
cial to the health of a course. 
"I try to spray as little as pos-
sible," he said. "I believe that 
if you have a good fertility 
program and if you water 
properly, it will do wonders 
for your spraying program." 

The runoff and water col-
lection also provides a steady water supply 
for the course and its extensive water fea-
tures. Nicholson is not only responsible for 
the irrigation of the golf course, but also for 
running lines and heads to the property 
lines of the 350-house development. 

"The golf course runs pretty much wall 
to wall," said Nicholson. "I have blue-
grass roughs that I have to maintain up to 
the backyards of houses." 

During the peak season, the course 
will use 1.5 million gallons of water a 
night and the water features and some 
ponds are fed by three wells. Nicholson 
estimates that after he is done extending 
the irrigation system to the property lines, 
the course will have more than 5,000 irri-

TEE MOWERS: 3Toro GM1600 walk-
ing tee/collar mowers, 1 Toro GM3000 
FAIRWAY MOWERS: 3 Toro 
5200-D 
ROUGH MOWERS: 1 Toro 580-D, 1 
Toro 4000D, 2 Toro 325-D 
RIDING BUNKER 
RAKE: 1 Toro 5020 
Trap Rake, 1 Toro 
3010 Trap Rake 
TURF UTILITY VE-
HICLES: 3 Toro 
Workman 3200, 3 
Toro Workman 2100 
VERTI-CUT REELS: 1 
set Toro 
AERIFIERS: 1 Toro 
greens aerifier, 1 Toro 
Procore 660, 1 Toro 
686 
TOPDRESSERS: 1 
Terra-Hopper, 1 Toro 2500, 1 Tycrop 
MH400 
REEL GRINDER: Express Dual Spin 
Grinder 
BEDKNIFE GRINDER: Anglemaster 
IRRIGATION PUMP STATION: 
Flowtronex, 2,400 gpm 
IRRIGATION SYSTEM: Hunter Golf 
GOLF CAR FLEET: 75 Club Car electric 
FLAGSTICKS: Par Aide 

gation heads and a pump station that can 
handle 3,200 gallons per minute. 

LOOKING TO THE FUTURE 
With construction still going on, how 

does Nicholson keep the bentgrass turf at 
the high-end public course in good shape? 

"I have a good assistant in Chad 
Hansen," said the busy superintendent. 
"He is the hardest-working human being 
that I have been associated with." Hansen 

COMPUTER & ACCESSORIES: Dell 
Pentium III 
PRIMARY HERBICIDE: Battleship 
PRIMARY INSECTICIDE: Merit 
PRIMARY FUNGICIDE: Subdue/ 
Daconil 
PRIMARY SLOW-RELEASE FERTIL-
IZER: SCU 
CANNOT LIVE WITHOUT: My assis-

tant superintendent 
OLDEST PIECE OF EQUIPMENT ON 
COURSE: 1970 Vermeer V434 tren-
cher 
TOTAL SQUARE FOOTAGE OF 
MAINTENANCE BUILDING: 10,000 
sq. ft. 
ANNUAL ROUNDS OF GOLF: 
35,000 
NORMAL GREEN SPEED: 9' 10' 

handles day-to-day dut ies allowing 
Nicholson to handle the overall picture. 

For Nicholson, the overall picture, once 
all the final projects are wrapped up, in-
cludes gaining Audubon certification, be-
coming a certified golf course superinten-
dent and more. 

"The course turned out great," he said. "I 
envision big things here, like a Nebraska 
Open or a Buy.com Tour event." 

Derek Nicholson 

The 14th green is backed by a 40-foot waterfall 

w mmtirnsfmm j 
• Canv&y & 'Pjtm^kmsä Mmgß ^ 
+ sÈkM.tsÉmMM^^ 1 É É § Ì B f ì i t i 

Green Touch Ultimate Organizer Racks 



Editorial Focus; Utility Vehicles 

Green Touch Industries rolls out 

New utility vehicle players make a move 
Continued from page 1 

POLARIS PROFESSIONAL SERIES 
"There are not a whole lot of barriers to 

entry in this market," said Erik Memmo, 
dealer develop-
ment manager 
for Polaris who 
also worked for 
E - Z - G 0 
Textron for five 
years. "We 
have made 
products for 
r e c r e a t i o n a l 
use that have 
doubled as ve-
hicles on golf 
courses and we The Polaris UTV in action 

are now going to apply those directly in 
the golf market." 

Polaris has set up a separate division, 
Polaris Professional Series, dedicated to 
the expansion effort and is in the process 
of forming an entirely different dealer 
network to handle the products. 

"We have our own sales force and mar-
keting department and we are in the pro-
cess of building a dealer network to make 
sure that we are delivering the right prod-
uct," said Memmo. "We currently have 
100 dealers and we aim to have 350 in 
place by the end of the year." 

Polaris has unveiled a complete line of 
products that include both two- and four-
wheel drive UTVs, the ATV Pro four-by-
four and the Light Utility Hauler (LUH) 
six-by-six. The UTVs feature 24- and 30-
hp liquid-cooled engines, four-wheel hy-
draulic disc brakes, front independent 
suspension, three person seating capac-
ity, and a payload of 1,500 pounds. The 
10 JUNE 2002 

four-by-four model can go through water 
27 inches deep. 

The ATV line features liquid-cooled 499 
cc engines, and the four-by-four model 

comes with 
front and back 
racks, and the 
LUH has a rear 
cargo flatbed 
with a payload 
capacity of 800 
pounds. All 
models are 
available with 
turf t ires. 
Prices range 
from $6,500 
for the ATV 

models to $9, 900 for the UTVs. 
The bottom line for both vehicles, said 

Memmo, was that Polaris has used high 
performance components from its exist-
ing vehicle line and "pushed them down 
to meet the requirements of the golf in-
dustry." 

IN A BIG COUNTRY 
Cub Cadet is also gunning for the top 

competitors with its Big Country utility 
vehicle. 

"We are definitely challenging them," 
said Craig Kemmerling, national accounts 
manager for commercial business for 
MTD products. "The utility vehicle mar-
ket is a fast growing market that we want 
to participate in. We have added an indus-
try-first full independent suspension and 
a 20-hp Honda engine. 

"The independent suspension ensures 
that all four points stay on the ground at 
all times," he continued. "This makes the 
unit safer, more stable, and it allowed us 

Editorial Focus: Utility Vehicles 

New, upgraded vehicles hit market 
By A N D R E W O V E R B E C K 

Not to be outdone by new entrants 
into the utility vehicle marketplace, 
several existing manufacturers have 
introduced new or tweaked models 
this year. 

Club Car has rolled out its Trans-
porter 472 utility vehicle that offers 
seating for four or an extra-long cargo 
bed. Broyhill has unveiled the 
TerraSport that offers a segmented 
cargo area. Toro has upgraded its 
Workman 3000 and 4000 series utility 
vehicles by adding new engines. 
The company has also added front 
hydraulic disc brakes to its Work-
man 2110. 

ROOM FOR FOUR 
Club Car's new 472 utility vehicle 

is a four-passenger version of its 
existing 272 utility vehicle. The 472, 
however, has a bigger 13-hp en-
gine, a heavy-duty transaxle and 
bigger gears. The new features also 
carry over into the 272 model, but 
the 13-hp engine is optional. 

The four passenger seating is also 
optional on the 472. Instead of the 

also gives us a niche. No one else has 
anything like it." 

Packer added that Club Car is work-
ing on adapting its electric motor and 
IQ platform to utility vehicles. "We 
believe there is an opportunity with 
electric motors and IQ to do some-
thing similar on the utility vehicle side. 
But it will obviously have to be more 
heavy-duty." 

THE ONE-THIRD, TWO-THIRDS BED 
Broyhill, an admitted niche manu-

facturer, has taken its marketing con-

Club Car's new 472 utility vehicle 

extra seating, superintendents can opt 
for a larger six-foot bed, although the 
total cargo capacity remains 1,200 
pounds. The 472 will cost around 
$8,995. 

"This provides the superintendent 
with a crew vehicle or a mobile work 
station," said Mike Packer, vice presi-
dent of utility vehicles for Club Car. "It 

TerraSport has a unique segmented cargo area 

cept one step fur ther with its 
TerraSport, a new version of its exist-

ing TerraForce unit. 
The TerraSport, however, has a 

unique segmented cargo bed that 
allows a tool box, sprayer tank or 
paint tank to sit between the seats 
and the separate 1,000 pound ca-
pacity cargo bed. The unit has a 
total cargo capacity of 1,500 pounds 
and features upgraded four-wheel 
hydraulic brakes, full suspension 

and a 16-hp Briggs and Stratton gas 
engine. Pricing for the vehicle starts 
at $8,850. 

"The bed configuration allows for a 
more versatile vehicle that can handle 
a sprayer or a cooler without inter-
rupting the usage of the cargo box," 
said Broyhill's sales manager Myron 

Continued on page 12 

to increase the payload capacity to 1,400 
pounds." 

Kemmerling also said Cub Cadet made it 
a point to include more standard features 
such as manual dump bed, a class-one hitch, 

Cub Cadet's Big Country utility vehicle 

a front bumper, built in storage areas and a 
12-volt power point. The unit will cost 
around $8,500 and be available from the 
company's network of 1,700 dealers. 

FACING THE COMPETITION 
The top manufacturers, however, said 

the two new entrants to the market have 
their work cut out for them. 

"They say it is a growing market for 
them because they have never been in it," 
said Neil Borenstein, Toro's marketing 
manager for vehicles. "We have set our-
selves apart because we concentrate on 

the golf and turf market. We don't build a 
derivative of an ATV or a golf car or an 
agricultural machine." 

At the same time, Toro and other manu-
facturers including Club Car and E-Z-GO 
are looking to expand into the consumer 
side of the business where they see 
growth - and also competition from Po-
laris and Cub Cadet. 

"I look at Polaris and Cub Cadet and 
see good companies, but they don't 
have the relationships with golf courses 
and it is questionable that they under-
stand the needs of the superintendent," 
said Mike Packer, vice president of 
utility vehicles for Club Car. "Now in 
the consumer markets like hunting and 
recreation, they will be a force to con-
tend with." 

Both Polaris and Cub Cadet remain 
undaunted, however. Cub Cadet is plan-
ning to introduce another utility vehicle 
this fall and Polaris' Memmo wouldn't 
rule out further expansion into the golf 
course industry. 

"We are going to look at any opportu-
nity out there that might grow our divi-
sion," said Memmo. "We want to make 
our name as synonymous with work as it 
is with recreation." • 

custom bed rail rack system 
By A N D R E W O V E R B E C K 

WEST PALM BEACH, Fla. — Green 
Touch Industries is attacking the utility 
vehicle market with the full-scale roll out of 
its new bed rail rack organizing system 
that can be adapted to most 
utility vehicles on the market. 

The company, which has 
been in business for 12 years, 
got its start in the golf industry 
as an allied partner with John 
Deere distributors. Last year 
Green Touch unveiled its bed 
rail rack system that allowed it 
to more easily expand beyond 
the John Deere partnership. 
They now offer packages for 
Club Car, Toro, E-Z-GO and 
Cub Cadet. For the most part, 
the rail systems are installed 
by superintendents as an after-
market accessory. 

"Before we had a compli-
cated inventory with a different rack for 
each brand," said Green Touch's David 
Sargent. "Now we offer a bolt-on system 
that requires little drilling. We have a bolt-
on rail on each side and they are connected 
in the front of the bed with a torsion bar, 
which eliminates any chance of damaging 
the bed by bending or twisting. 

"With the more heavy duty models, the 
rails are set into the stake pockets. That 
allows superintendents to slide the rack 
in and out as necessary," he added. 

According to Sargent, the benefits of 

Green Touch Industries' rack system organizes equipment 

organizing racks are numerous. 
"Crews can go out to the job site with 

backpack blowers, line trimmers and hedge 
trimmers thrown in the back and still have 
room to pick up debris and throw it in the 
back," he said. "They also don't have to take 
all the equipment out just to get to one thing, 

Continued on next page 



Make presentations more 
effective with Photoshop 
By K E V I N J . R O S S , C G C S 

Even the best superintendents 
can have a hard time expressing 
ideas to their board of directors 
and greens committees. While 
we may think our point is clear, 
there is a good possibility that 
those on the other side of the 
table may be envisioning some-
thing totally different. 

To increase the effectiveness 
of presentation, it is helpful to 
use picture-editing software, 
such as Photoshop, to manipu-
late a photo to illustrate an idea. 
The full version of Photoshop is 
an extremely powerful and com-
plex software program that is 
not truly needed by the non-pro-
fessional. Photoshop LE (limited 
edition) is a popular version that 
is included in most scanner soft-
ware bundles, and also can be 
purchased through computer 
stores and catalogs. 

One of the most useful 
Photoshop tools offers the op-
tion to delete and add certain 
features in a photo. By using this 
option, golf course presentations 
can be enhanced tremendously. 
For example, if an architect is 
proposing the removal of a tree 
from an area on the golf course, 
you can easily show the before 
and after (see example above). 
Since removing a tree is a highly 
debated subject among the 
greens committee and/or board 
of directors, this can allow for a 
more educated decision before 
embarking on any changes/ 
renovations to the golf course. 

Many other golf course fea-
tures can also be added to or 
deleted from photos to aid pre-
sentations and decision-making. 
Besides trees, some other popu-
lar features could be bunkers, 
cart paths and mounding, just to 
name a few. 

The powerful ability to view 
before and after photos for pre-
sentations can be a great help in 

Green Touch 
Continued from previous page 

so productivity is greatly increased." 
Sargent also added that having 

everything secured to the rack 
system reduces equipment dam-
age and improves worker safety. 

Since the introduction of the 
new bed rail line and exhibiting 
at the Golf Course Superinten-
dents of America Show in Or-
lando, Green Touch has experi-
enced strong growth. 

"We have gone from never set-
ting up entire courses, to doing 
six in the last three months," he 
said. "It is a big market [opportu-
nity] and we are making a push to 
make sure that we provide the 
organization solution. We see 
nothing but room for growth." • 
GOLF COURSE NEWS 

today's golf course 
management world. 
Learning the basics 
of Photoshop is 
easy and can allow 
for more effective 
management and 
decision-making. Tree? What tree? There was never any tree on that hole...' Photoshop can help superintendents get approval for tree removal. 

prevents motor failure ^ ^ ^ m g ^ ^ ^ w ^ a r c u l f i y 
burnout with soft switching from network when not 
and elimination of power actually in operation greatly 
supply spikes and low volt- reducing risk of lightning 
age conditions. strike damage. 

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

Two Strokes Ahead 
of the Competition 



Dealing with diving raptors 
Continued from page 8 

raptors (hawks, owls, and their 
talon-footed relatives) dive at 
golfers, and what can and should 
be done, and by whom? 

Misunderstanding, fear, irri-
tation and rarely minor injury, 
such as scratched scalps, have 
occurred in hundreds of inci-
dents. Consequently, a lot of 
kites, nests and their contents 
have been "removed," some-
times fatally, illegally and unnec-
essarily. This human/kite con-
flict is not going to go away, and 
could expand to other states. 
Plus, diving by other raptors is 
similar to that of kites in most 
respects, except other species 
are not colonial or as numerous 
as kites, nor are they as likely to 
nest on or near golf courses. 

Since I began my kite studies in 
1968, I've found towns with more 
than 40 pairs of nesting kites, town 
roosts of more than 50 kites, and 
several golf courses with about 10 
pairs. One, the Altus, Okla., Air 
Force base golf course, hosted 27 
nesting pairs in summer 2000. In 
the late 1980s the management 
there established a positive, toler-
ant approach to the diving behav-
ior. More recently, the approach 
has been more adversarial, result-
ing in the removal of dozens of 
nests and the killing of dozens of 
eggs. 

RAPTOR FACTS 

Diving occurs only when nest-
lings are present or when eggs 
are near hatching from mid/late 
June through July. A majority of 
nesting kites do not dive, a kite 
often prefers to attack certain 
people (color of clothing, smaller 

size, etc.) or golf cars, and only 
rarely will more than one kite at a 
particular nest dive. Most dives 
are into the wind, and from be-
hind a person. Only in a minority 
of cases will a person be hit on the 
head or shoulders. Kites have 
small toes and feet and weigh only 
225-350 grams (about a half-
pound) , so they usually do no more 
than punch a person, knock off a 
hat, or disrupt a putt. Larger rap-
tors could potentially inflict larger 
lacerations or punctures. 

In most states Mississippi kites 
are not considered an endangered 
species, but are protected by both 
state and federal laws. Manage-
ment should only be attempted by 
those with both knowledge of kite 
biology and the proper state and 
federal permits. For help with div-
ing problems, one should contact 
local, state, federal or other wild-
life biologists or game agents/ 
wardens. 

PEOPLE MANAGEMENT 

Education efforts should be 
strong, with much of the above 
kite biology being explained to 
citizens and organizations. Kites 
have the admirable quality of 
being able to adapt to how hu-
mans have changed habitat, and 
common sense, tolerance and 
simple solutions should be used. 
Often, reasonable people simply 
need to know enough about the 
kites to realize that adapting 
one's behavior eliminates virtu-
ally all real danger. 

For changes in behavior ad-
vise people to: become aware of 
the location of the nest and the 
usual flight paths of the kites; 
wear sturdy hats; carry, but do 

not wave an object, such as a golf 
club near and above the head; 
watch the kite as it dives and 
wave arms vigorously when the 
kite gets close; and most impor-
tantly, reroute one's walking as 
much as possible to avoid the 
nest tree. 

Don't bother with nets, noise-
makers, or other "repellents," in-
cluding models of large owls or 
nesting kites placed in trees; these 
require too much time and trouble, 
and are usually ineffective. 

KITE MANAGEMENT 

Rarely, active management is 
required only if it appears that 
diving is unusually problematic 
or that illegal citizen action to 
stop diving is likely to result. If 
all else fails, nestling (s), prefer-
ably at least one-week old, can 
be removed from a nest by le-
gally authorized professionals, 
and the nest destroyed. Nest-
lings should be transferred to a 
nest of another kite pair in a 
location where diving will not be 
an issue, or to a suitable wildlife 
rehabilitator. Kites will accept 
foster nestlings and, with proper 
regard for nest and nestling 
sizes, will usually be able to raise 
three nestlings, sometimes four. 
It is best not to remove eggs 
because kites at such nests will 
likely renest very quickly, some-
times nearby.H 

James W. Parker, Ph.D. is a raptor ecolo-
gist and ecological educator who has 
studied Mississippi kites since 1968. He 
operates Aerie East Environmental Edu-
cation Programs and Foundation in 
Maine, and has published both popular 
and scientific manuscripts and book chap-
ters on the kite, other raptors and diving 
by raptors. He can be contacted at 207-
778-9437 or aerieast@somtel.com. 

New utility vehicle offerings 
Continued from page 10 

Sargisson. "The TerraSport will 
be a good fit for the golf and 
sports turf market." 
UPGRADED POWER AND BRAKES 

While Toro does not have any 
brand new products 
this year, the company 
has made significant 
improvements to two of 
its existing models. 

Toro is now offering 
the Heavy-Duty Work-
man 3200 and 4200 
models with 31-hp gas 
Briggs and Stratton 
Daihatsu engines and 
the 3300 and 4300 mod-
els with 26.5-hp diesel engines. 
The 3100 now comes with a 23-
hp Kohler engine. 

"The new engines increase its 
ability to tow and pull loads," 
said Neil Borenstein, Toro's 

marketing manager for vehicles. 
"The total payload is now up over 
2,700 pounds." 

The Workman 2110 also fea-
tures extra cargo capacity thanks 
to new hydraulic front brakes 

Toro added hydraulic front brakes to the 2110 

and a more powerful 16-hp 
Briggs and Stratton Vanguard 
engine. "The unit can carry 1,200 
pounds, where in the past it could 
just take 800 pounds," said 
Borenstein.• 

SurfRax 
Continued from page 8 

and $80,000 to install and are 
more costly to maintain. 

Harry Hansen, superinten-
dent at Miles Grant Country 
Club in Stuart, installed the 
SurfRax system last fall after 
hearing about the one Terra 
kinetics put in at Fort. Lau-
derdale (Fla.) Country Club. 

"I had a finite amount of 
money and was upgrading my 
chemical mixing and loading 
and wash rack area. We de-
cided to go with SurfRax be-
cause I could get a lot more for 
the money than I could with a 

recycled system," said Hansen. 
According to Hansen, the 

simplicity was a driving factor 
in the decision, but more im-
portantly, he was attracted be-
cause the system meets all of 
Florida Department of Environ-
mental Protection's (DEP) 
guidelines. Akre is working 
with the DEP to gain compli-
ance certificates for each sys-
tem that Terra kinetics installs. 

"Before we had no system 
other than to just go outside 
and wash it off. No one is forc-
ing us to do this, but if you have 
a complaint then you have prob-
lem," Hansen said. "I wanted 
to stay ahead of the game." • 

Color, density, rigidity - if they 
cue 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! 

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 ^ S l 
2615 Meadow St., San Luis Obispo, CA 93401 ysgjggr. 

FAX 805-541-6149 www.epaeration.com ' 

Golf Shirts 

with your logo 

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

CHESTNUT 
IDENTITY APPAREL 

800-336-8977 
w w w . c h e s t n u t i d . c o m 

GOLF SHIRTS • CAPS 
JACKETS • PANTS* RAINSUITS 

1801 Falmouth Avenue 
New Hyde Park, NY 11040 

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

www.magmmresearchcorp.com 

mailto:aerieast@somtel.com
http://www.epaeration.com
http://www.chestnutid.com
http://www.magmmresearchcorp.com


Cahoon Plantation achieves 
Audubon certification 

CHESAPEAKE, Va. —The Isles 
Golf Club at Cahoon Plantation, 
maintained by International Golf 
Maintenance, has achieved des-
ignation as a Certified Audubon 
C o o p e r a -
tive Sanctu-
ary by the 
A u d u b o n 
C o o p e r a -
tive Sanctu-
ary System. 

"For inte-
grated pest 

Tyler Minamyer m a n a g e - J 

ment, our focus was to improve 
soil and turf health, which pro-
duces a plant that is better able 
to withstand stress," said Tyler 
Minamyer, superintendent. "To 
do this, we instituted the use of 
slow-release fertilizers and cre-
ated no-spray zones." 

To meet the other Audubon 
requirements, Minamyer re-
duced irrigated turf area by in-
stalling part-circle heads and 
using wetting agents; reduced 
run-off by installing vegetative 
buffers; increased wildlife habi-
tat by naturalizing a 10-acre area; 
and started an education pro-
gram with Tidewater Commu-

Drought 
Continued from page 8 

will be the number one issue for 
golf courses this summer. 

"Last year the Northeast had 
the worst winter damage ever, 
and this year we are having the 
ear l ies t spr ing ever," said 
Skorulski. "But we are also set-
ting records for some of the dri-
est weather ever. Although we 
have had some good precipita-
tion recently, many places are 
still far behind." 

Oatis said regulators are al-
ready checking up on golf 
courses and that superinten-
dents need to follow the law or 
risk damaging the industry's 
image. "The legislation during 
the last drought in 1999 was 
poorly written but this year 
many states understand golf 
course needs," he said. "Regu-
lators have already gone out 
and seen major violat ions, 
which is embarrassing. It is 
imperative that we follow these 
restrictions." 

In light of this, Skorulski urged 
courses to take water conserva-
tion steps such as raising the 
height of cut and refraining from 
planting any new trees or annu-
als. 

Of the superintendents in at-
tendance at the Maine meeting, 
none admitted to having severe 
water problems, but many said 
they had already put water con-
servation plans in place in prepa-
ration for a tough summer. • 
GOLF COURSE NEWS 

nity College. 
Cahoon Plantation, a public 

course designed Ault, Clark and 
Associates, Ltd. of Kensington, 
Md., is the eighth course in Vir-
ginia and the 376th course in 
the world to receive certifica-
tion. 

Clopyralid use protected 
Continued from page 8 

the state assembly to protect golf 
course use. According to Jim 
Husting, the association's gov-
ernment relations chairman and 
superintendent at Woodbridge 
(Calif.) Golf and Country Club, 
bill AB 2356 has been signifi-
cantly watered down since its 
introduction and will probably 

not threaten golf courses. 
"We took our lead from Wash-

ington state [on the clopyralid 
ban]. They rallied first and gave 
us a bookmark on where to start," 
Husting said. "The language of 
the bill has been amended and 
many of the clopyralid refer-
ences have been removed. We 
have made the case that golf 

courses do not compost grass 
clippings, so it looks like we will 
still be able to use the product." 

While clopyralid use in Cali-
fornia and Washington appears 
secure for now, Hamlin said su-
perintendents should heed the 
label. "If superintendents are 
using clopyralid and sending 
cl ippings off site or are 
composting clippings on site, 
they need to be aware of the 
label restrictions," he said.B 

PROFMSStOMi Pendulum herbicide consistently controls 
WRF — 7 

crabgrass better than other preemergent 
herbicides/ What more can we say? How about 
Pendulum controls a broader spectrum of weeds 

than any other preemergent—more than 40 grassy and broadleaf 
weeds, such as oxalis and spurge, in all. It also controls costs, to 
offer you greater value. Plus, Pendulum comes in granular and 
liquid formulations, and BASF pendimethalin is available on fertilizer 
from Scotts and Helena, for maximum application flexibility 

With Pendulum, there's just so much more to talk about than 
crabgrass. To learn more about why everyone's talking about 
Pendulum, call 1 -800-545-9525 or visit www.turffacts.com. 
Always read and follow label directions. 

W E D O N ' T M A K E T H E T U R F . W E M A K E IT B E T T E R 

O T H E R P R E E M E R G E N T S T A L K A L O T A B O U T C R A B G R A S S . 

W I T H PENDULUM, IT NEVER COMES UP. 

http://www.turffacts.com


Lehman renovation dose to home 

BRIEFS 
THIRD-GENERATION AULT 

PROMOTED TO PARTNER 

KENSINGTON, Md. — Ault, Clark 
and Associates Ltd. has promoted Eric 
Ault to partner. Ault follows his father, 
Brian Ault, who is currently president 
of the firm, and grandfather, Edmund 
Ault, who founded the firm in 1958. 
Eric Ault joined the firm a little more 
than 10 years ago, and has participated 
in the design of many projects, includ-
ing Worthington Manor Golf Club in 
Urbana, Md., and two courses for the 
State of Kentucky Parks Department. 
He is currently working on projects in 
China, Costa Rica and Honduras. 

STONERIDGE RE-OPENS REVAMPED NINE 

BLANCHARD, Idaho — In early 
May, semi-private Stoneridge Country 
Club reopened nine of the 18 holes it 
had under renovation as part of a $3 
million project. The course had been 
closed for 13 months, after the new 
owners decided the course needed 
major renovation of its tees, greens, 
bunkers and irrigation systems. Three 
new holes have been constructed and 
the course has been lengthened 
slightly. At press time, the club ex-
pected the remaining nine holes to re-
open by Memorial Day. 

CROWN TO RENOVATE NORTHDALE 

TAMPA, Fla. — The Northdale Golf 
Club closed in early May for renova-
tion, which includes the rebuilding of 
all 18 greens, numerous bunkers and 
the repaving of cart paths. Weather 
permitting, Crown Golf Properties, 
which manages the club, hopes to re-
open the course by Oct. 1. The total 
cost of the improvements should be in 
the neighborhood of $750,000. While 
the course is shut down, members will 
be able to play for a discount at one of 
two local clubs, and Crown has sus-
pended monthly dues and extended 
prepaid memberships. 

DYE BREAKS GROUND ON PRESERVE 

JUPITER, Fla. — In early May, ar-
chitect Pete Dye broke ground on The 
Dye Preserve, which he called the 
"chance of a lifetime." In less than 
seven months, the Cypress Links 
course, which Dye designed in 1988, 
will be transformed within its existing 
routing plan. The 175-acre Dye Pre-
serve will reside in a park-like setting 
30 minutes from Palm Beach. 

B y D E R E K R I C E 

SCOTTSDALE, Ariz. — PGATour golfer 
Tom Lehman's latest project as an archi-
tect hits close to home. Lehman's firm, 
John Fought-Tom Lehman Golf Course 
Architecture, is renovating DC Ranch, 
where Lehman lives off the 10th green. 

While Lehman 
admitted that the 
firm's hiring prob-
ably had much to do 
with marketing, his 
familiarity with the 
course played a big 
part in the decision. 

"I've played the 
course so many 
times, I have a re-
ally good idea of John Fought and Tom 
what its strengths 
and weaknesses are," Lehman said. "The 
owner would like the course to be a little 
stronger, and it's really fun for me to be a 
part of making it that way." 

The renovation at the course, which 
opened in 1997, is being performed by 

B y D O U G S A U N D E R S 

FOLSOM, Calif. — Empire Ranch Golf 
Club, the most recent entry into the pub-
lic golf market in 
California opened 
in May after seven 
years of fits and 
starts to bring a 
public venue to one 
of the last under-
served regions of 
the state. Not sur-
prisingly, the 
course will be very 
different from its 

Stoneleigh 
completes 
improvements 
B y D E R E K R I C E 

LOUDON COUNTY, Va. — Stoneleigh 
Golf Club has completed most of the $1 
million capital-enhancement program it 
began last fall. All that remains, accord-
ing to Joe Cieri, the club's general man-
ager, is the retagging of sprinkler heads 
and some bridge and cart path work. 

Among the enhancements were 
adding 13 new sand bunkers, construct-
ing new tee boxes, adding a four million-
gallon pond that s tores water for 
irrigation and expanding the irrigation 
system to the practice facility landing 
area and several areas in the rough on the 
course. 

Stoneleigh sought the improvements 
after polling its members on their desires 
for the club, said Joe Goodrich, vice presi-
dent of Viena, Va.-based Billy Casper Golf 
Management, which has managed the 
facility since it opened 11 years ago. 

"We surveyed the members, and these 
were the things they said would enhance 

Continued on next page 

Landscapes Unlimited. It centers on the 
course's greens and bunkers. Lehman 
said the greens "really were not function-
ing well" and were in poor condition most 
of the time. The bunkers, he said, were 
nearly invisible because the tall, wispy 
prairie grass that had been planted to 

mark them had to 
be removed. 

"It's both good 
and bad," Lehman 
said. "It's bad in the 
fact that the course 
is so new and it's a 
shame to have to 
redo them so 
quickly, but it 's 
good in the fact that 

hman at DC Ranch. there were some 
things that weren't 

working and will be better in the future. 
"It had nothing to do with previous 

architecture," Lehman added. "It was 
strictly a function of the greens failing for 
whatever reason." 

Continued on page 19 

original plans. 
Those plans for the 1,800-acre Empire 

Ranch called for an upscale master-planned 
community with 
two golf courses 
surrounded by 
3,500 home sites. 
The original devel-
opers commis-
sioned Ron Fream 
of Golf Plan to de-
sign and build the 
courses. But as the 
plan went through 
Continued on page 17 

Pellucid hopes 
to challenge 
rounds numbers 
B y D E R E K R I C E 

BUFFALO GROVE, 111. — The tradi-
tional way of looking at golf rounds num-
bers, which are put out by the National 
Golf Foundation, Golf Datatech and oth-
ers, doesn't tell the real story, according 
to Jim Koppenhaver of Pellucid Corp., 
because grouping metropolitan areas by 
geography ignores many important fac-
tors. The result, he said, is that no one 
knows for certain how many rounds of 
golf are played in the United States. 

"It fascinates me that we work in a golf 
industry where no one can tell you how 
many rounds were played last year. That's 
bizarre, and we're going to try to fix that," 
Koppenhaver said. 

Koppenhaver said the major fallacy is 
to group metropolitan areas like San An-
tonio, Texas, the proposed home of a 
PGA Village that has caused controversy 
in that city (see page 1), by geography, 
rather than economic factors. 

"If you use the Texas numbers for San 
Antonio, you get this humongous rounds 
potential number," he said. "But what we 
know about San Antonio doesn't seem to 
suggest that it should be a raging market 
for golf courses." 

Another issue Koppenhaver has with 
the NGF's numbers is that they are based 
on consumer survey responses, which he 
said he has shown to be traditionally 15 
percent to 20 percent too high. 

What Pellucid does is group cities into 
metropolitan statistical areas (MSAs), 
which are based not on geography but on 
rounds per household. 

"What we found is that there are MSAs 
Continued on page 20 

ACE brings corporate golf to Philly 
Gary Player-designed course to serve as marketing tool 

Long-delayed course set to open 

Folsom, Calif.-based Empire Ranch opened in 
May, seven years after its original planning. 

B y D E R E K R I C E 

LAFAYETTE HILL, Pa. — As more and 
more corporations look for ways to set 
themselves apart 
from their com-
petitors and mar-
ket themselves 
uniquely, many 
are turning to cor-
porate-oriented 
golf courses as a 
means to accom-
plish those goals. 

One of those 
corporations is 
ACE INA Hold-
ings Inc., a Phila-
delphia-based insurer, which is currently 
developing The ACE Club, a Gary Player-
designed course 25 minutes from down-
town Philadelphia. Slated for a mid-2003 
opening, the club will serve a valuable 
purpose in the company's marketing ini-
tiatives, said Dominic Frederico, chair-
man and CEO of ACE INA. 

"Golf has proven to be a critical and 
effective component of our company's mar-
keting initiatives," Frederico said. "In the 

Warren Henderson and Gary Player on-site at the ACE 
Club. 

insurance business, like most others, cus-
tomer relationships are key factors in busi-
ness success. We believe the ACE Club 

will serve as a tool 
for members to 
use in strengthen-
ing those relation-
ships." 

While this will 
be the company's 
first golf course 
ownership ven-
ture, it is not ACE's 
first foray into the 
golf business. For 
the last five years, 
the company has 

sponsored the ACE Group Classic, a Senior 
PGA Tour event held in Naples, Fla. 

Player, who collaborated on the work 
with senior design associate Warren 
Henderson, said because of the course's 
setting, the ACE Club will be a "testa-
ment to strategic design" that will "con-
sistently capture every golfer's interest." 

Playing surfaces will include bentgrass 
tees, fairways and greens, with bluegrass 

Continued on page 17 
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WHEN YOU'RE RESPONSIBLE FOR THE MOST IMPORTANT ASSET ON THE COURSE, 

You NEED A PARTNER YOU CAN COUNT ON. 

JOHN DEERE 

NOTHING RUNS LIKE A DEERE 

Architect Ian Scott-Taylor is transform-
ing the former Saddle Hill Country 
Club in Framingham, Mass., into a 
more traditional layout for Triad De-
velopment and Management. The 
course should re-open later this 
summer. 

In drawing up plans for reno-
vation, Scott-Taylor said he 
looked to turn a 40-year-old func-
tional course situated squarely 
in the Boston market into a mod-
ern classic in the vein of those 
designed by Donald Ross, 
Alister Mackenzie and A.W. 
Tillinghast. 

"It's a big thrill for me to have 
a club ask me to do what comes 
naturally," Scott-Taylor said. 

Eighty-five bunkers, as well 
as contouring and all-new tee 
complexes, will be added to the 
course. Those bunkers, Scott-
Taylor said, are designed in the 
early style of the great archi-
tects. 

"It's what I've always wanted 
to do in the States — get a golf 
course and turn it back to that 
era," he said. 

Scott-Taylor is also reversing 
the course's existing routing, 
similar to how Augusta National 
changed its original fourth and 
fifth holes to what are now the 
famous 12th and 13th "Amen 
Corner" holes, he said. 

The new Hopkinton CC will 
present unique challenges that 
the existing course doesn't of-
fer, and it will take a few rounds 
to adjust to those changes, Scott-
Taylor said. 

"Most of the members who 
come out and play will call me 
Lucifer the first couple of 
rounds," Scott-Taylor said. "But 
once they start discovering how 
to play the course and learn its 

Hopkinton CC gets facelift here and is established," Gor-
don said. "The Boston area 
has seen a lot of new courses 
open in the last five years, 
but we didn't want to be a 
'me too.' The tradition is what 

it's all about. It's what everyone 
loves." 

Planned construction also 
includes added amenities like 
a swimming pool, tennis courts 
and a full-service clubhouse. 

Stoneleigh 
Continued from previous page 

their enjoyment of the club," 
Goodrich said. 

Cieri said despite the attrac-
tion of the course, the improve-
ments were needed for 
Stoneleigh to remain competitive 
in the Washington, D.C. area. 

"I think we needed to do some-
thing to enhance the golf course, 

rather than resting on just a great 
layout that's very picturesque," 
he said. "You've got to keep up 
with the Joneses to a certain ex-
tent." 

Kensington, Md.-based archi-
tecture firm Ault, Clark and As-
sociates designed the layout 
changes for Stoneleigh, 
while T.A. Construction Services 
Inc. of Gaithersburg, Md., took 
on the construction.• 

For every job on your course, there's a John Deere made especially 

for it. A full-line of quality equipment, born out of the suggestions 

m >f- I and critiques of thousands of superintendents and technicians. From 

HHHHIbM quality mowers and tractors to aerators and utility vehicles. But it 

doesn't end there. We supply you with the industry's best operator manuals, tech literature, 

and support hotline. We deliver quality parts 365 days a year, with a 99.5% fill-rate overnight. 

And we offer the JDC™ MasterLease, the most cost-effective way to acquire golf and turf 

equipment. To see how John Deere can make a difference on your course, call your local 

John Deere distributor or 1-800-537-8233. 

FRAMINGHAM, Mass. — 
Triad Development and Man-
agement LLC has undertaken 
a "dramatic transformation" of 
the former Saddle Hill Country 
Club here into a new private 
club. 

Architect Ian Scott-Taylor 
is overseeing the project 
for Triad, which was determined 
to turn the property into 
a more traditional golf course. 
Tim Gordon, general manager 
at Hopkinton, said Scott-
Taylor should transform the 18-
hole track into "something spe-
cial." 

Construction is underway, 
and Gordon said he expects the 
renovated course to open for 
play in July or August. 

intricacies, they will start to play 
better." 

Gordon said that regrassing 
the primary and secondary 
roughs with various kinds of 
fescues will help create the 
old-style look the club is seek-
ing. 

"The idea is that it looks, 
feels and smells like it has been 



Establishing priorities key to long-range plan 
Editor's note: This is the second 

in a series of articles outlining the 
renovation process at Willoughby 
Golf Club in Stuart, Fla. 

By K E V I N D O W N I N G 

STUART, Fla. — Every golf 
course needs a facelift every once 
in a while to keep pace with 
new turf trends or to stay in 
touch with member or golfer 
needs. No matter what changes 
are d i scussed the though t 
process needs to be comprehen-
sive enough to take into 
cons idera t ion all levels of 
golfers and the eventual cost of 
the reconstruction programs. 
Assembling a document that 
clearly def ines these goals 
and object ives is in effect 
the long-range plan for a golf 
club. 

Most long-range plans can 
be coordinated to s t ructure 
a program that can be imple-
mented in a three- to five-year 
t ime f rame . At Wil loughby 
Golf Club, we chose to create a 
plan that could condense major 
projects and expenditures into 
a two-year window to minimize 
interference for the member-
ship. Once again, since the 
club has experienced a great 
deal of consistency with the 
members and management , 
this process of planning and 
prioritizing truly became an 
enrichment program for the 
course. The first two green 
committees generated the direct 
feedback and this included 
my ongoing comments and 
reports suggest ing potential 
course enhancements. We estab-
l ished two important a reas 
in which to identify course 
adjustments: 

• Course improvements : 
Any work performed on the 
course had to be recommended 
by the g r e e n s commit tee , 
approved by the board of direc-
tors and supported by the oper-
ating budget . This included 
tee regrassing, drainage, path 
repairs or rerouting, landscape 
changes or bunker refurbish-
ment. 

• Course Modif icat ions: 
These changes had to be recom-
mended to the greens chair-
man by either the golf course 
manager or the commit tee 
and approved by the board 
of directors. The funds for these 
projects came from capital bud-
gets and included as greens 
modification, additional bunker-
ing and/or substantial redesign 
work. 

Once we developed these 
categories, we were able to 
establish priorities and focus on 
the goals and objectives for 
future projects. At this phase of 
the planning p rocess we 
16 JUNE 2002 

approached the Arthur Hills de-
sign firm and had them begin 
the process of analyzing the 
course and evaluating our prior-
ity list. 

Most courses should utilize 
a golf course architecture firm 
to assist in this process since 
the planning can be related 

to updated standards in the 
design and construction indus-
try. Establ ishing needs for 
a rchi tec tura l drawings or 
budget parameters can legiti-
mize the entire project and 
should help the eventual 
approval p rocedures . The 
American Society of Golf 

Course Archi tects provides 
a wonderful booklet (Remodel-
ing Your Golf Course), that 
helps determine the usefulness 
of retaining a golf architect. 

SELL ING TO THE M E M B E R S H I P 

For us, cost analysis quickly 
became an issue in establishing 

Continued on page 19 

Arthur Hills on-site with Willoughby 
GC's greens committee. 

BUNKER RENOVATION: CASE STUDY # 2 7 

Jack used to st ruggle wi th his main tenance budget. He always looked for ways to 

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

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

Af te r mos t s to rms , he would spend $ 1 , 8 0 0 to $ 2 , 5 0 0 on labor, 

repair ing wa te r damage on his bunkers. Jack was looking for answers to 

his bunker prob lem and found a solution t ha t works. 

TOUGH DECISIONS ... 
He tu rned to an advanced technology f r o m IVI-GOLF. 

Sandt rapper™ lines the bunker and ends the rout ine of sand t r ap maintenance. 

It prevents washouts, sand contaminat ion and el iminates shor t renovat ion cycles. 

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

This keeps the course owners satisf ied and leaves room in 

the budget for o ther impor tan t i tems. He's happy to have found a ser ious 

solution to his costly bunker problem. 

Stop struggl ing wi th tough decisions. Take contro l of your 

labor budget wi th Sandt rapper by IVI-GOLF. 

C o n t a c t IVI-GOLF t o d a y a n d we ' l l s e n d y o u a p r o d u c t i n f o r m a t i o n g u i d e . 

Tol l F r e e ( 8 8 8 ) 9 7 0 - 5 1 1 1 % 
GOLF 

w w w . s a n d t r a p p e r . c o m 

Ask about the NO-RISK product t r ia l for Sandtrapper!! 

http://www.sandtrapper.com


Empire Ranch 
Continued from page 14 

the approval process, wetland 
mitigations and environmental 
challenges forced the develop-
ers to reconsider and work out a 
land transfer to the city of Folsom, 
effectively giving the city a 185-
acre site for a public course while 
the developer retained the hous-
ing sites. 

The city searched for some-
one to take on the construction 
of a public course, but suitors 
were few because of the chal-
lenges to building and the lease 
structure proposed. After two 
years of trying to build the 
course itself, the city decided it 
didn't want to be in the golf 
course building business. By 
this time, the property had seen 
four different owners. The city 

returned the land to the develop-
ers with the stipulation that a 
public course be built. 

"We first looked at the site five 
years ago when of one the new 
developers, BGP Group of Texas, 
brought it to our attention. The 
concept of doing a golf project 
within a housing development was 
very different from the course de-
velopments we have done so we 
were apprehensive. We also like to 

have control of the courses that we 
build and then lease out their op-
eration," said Jim Zurbuchin, a part-
ner at B and Z Property, which 
developed the site. 'We were con-
tacted again and given the oppor-
tunity to purchase the site, which 
would give us more control. We 
took over ownership and built the 
course in less than two years." 

The infrastructure for the 3,000 
home sites was already in place, 

leaving only the original course 
routing as an option for the course. 
Architect Brad Bell had to deal 
with building the course on a site 
where so much housing was al-
ready finished, which added to the 
difficulty of installing infrastruc-
ture such as irrigation lines and 
working out cart paths in certain 
areas. The poor soil and rocky out-
crops in some sections dictated 
the need to plate the fairways. For-
tunately, there was a stockpile of 
soil left from the home-site devel-
opment from which the Wadsworth 
Construction crew could screen 
out soil for fairway fill. 

The course is a par-71 layout 
that plays to 6,668 yards from the 
back tees and has the challenge of 
several forced carries off of the 
tees over wetland areas. The site 
has 135 acres of maintained fair-
ways using Dominant Blend bent 
for the greens, GQ ryegrass for 
the fairways, and fescues and natu-
ral grasses in the rough areas. 

"We changed our approach 
here at Empire with an eye to 
having to service a large com-
munity. We have constructed a 
very large clubhouse that can 
double as a meeting place for 
community activities as well as 
service the golf operations. Now 
that the course is ready to open 
I am very happy with how it has 
turned out after all of this time," 
Zurbuchin said. 

The course will be the fourth 
B and Z course to be managed 
by ClubCorp. General Manager 
Kevin Williams said he plans to 
do 60,000 rounds a year once the 
facility is in full operation.® 

ACE Club 
Continued from page 14 

roughs and fescues in out-of-play 
areas. 

Members of the club will be 
able to walk the course with a 
caddie or take a golf car equipped 
with a global positioning system. 

The 35,000-square-foot club-
house, designed by Hillier with 
interiors by Dick Diedrich, will 
house a corporate boardroom with 
a view of the 18th green, as well as 
a private dining room that can 
double as a second, smaller meet-
ing space. An additional 18,000 
square feet of meeting space and 
120 overnight accommodations 
will be available on-site at ACE 
Center, a conference facility for 
business meetings, executive re-
treats, training and management 
development programs. 

Frederico said the facility will 
serve a growing need in the Phila-
delphia area. 

"We see an unmet demand 
for a corporate-oriented facility 
in this marketplace," he said. 
"Many of the private-equity 
clubs in greater Philadelphia are 
traditionally family-focused, and 
the most prestigious have wait-
ing lists for membership." • 



'The Skept ical Envi ronmenta l is t ' documents w o r l d ' s imp rov ing state 
Golf industry could learn from alternative perspective 

Bjern Lomborg 

B y J O H N S T R A W N 

Inspired in part by a plan to 
refute the optimistic environmen-
tal views of the late American 
economist Julian Simon, a young 
Danish political scientist named 
Bjorn Lomborg set out 
in 1997 to assess the 
scientific basis for the 
more familiar gloomy 
scenario. He expected 
to prove that the envi-
ronmentalists' "litany" 
predicting a future 
dominated by over-
population, resource 
depletion, accelerating 
rates of species extinction, defor-
estation, air pollution and mass 
starvation-catastrophes that, 
taken together, had inspired an 
overwhelming popular sense of 
impending cataclysm-was based 
on scientifically reliable data. 

What Lomborg discovered in-
stead, he reports at length in 'The 
Skeptical Environmentalist," is a 
world which sustains more and 
more people in longer, healthier, 
better lives, especially those of us 
living in the developed world. In 
Lomborg's view, we're not rush-
ing pell-mell toward the apoca-
lypse, but instead are learning to 
deal with the effects of the pres-
sures we've placed on the envi-
ronment, in part by public policy, 
in part by the use of new technolo-
gies. The green revolution in ag-
riculture-which has had major 

transfer effects in the turfgrass 
industry-has produced enormous 
increases in crop yields. Despite 
its growing population, for ex-
ample, India is now a net exporter 
of grain. Better crop breeding com-

bined with inexpensive 
fertilizers has dramati-
cally increased yields, 
which in turn reduces 
pressure on marginal 
land. 

Most episodes of 
mass starvation in the 
modern world are the 
result of political crises, 
not shortages of food. 

Lomborg's data, gleaned mainly 
from official documents of na-
tional governments and United 
Nations agencies, show that the 
total calories available per capita 
have grown rather than dimin-
ished even as the total world popu-
lation has increased. 

In short, the "litany," while 
pointing toward real problems, 
does not fairly or accurately sum-
marize the state of the world. 
Chapter by chapter, subject by 
subject-energy depletion, food 
production, global warming, 
toxic pollution, water u s e -
Lomborg presents a summary of 
the state of the environment that 
is far less pessimistic than the 
standard view. And this is from 
someone who describes himself 
as an "old leftwing Greenpeace 
member"-not an ideologue from 
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a conservative think tank. 
Lomborg's analysis is not easy 

to summarize, especially given 
how thoroughly most people be-
lieve the premise of the litany. He 
is not claiming that there are no 
environmental problems, but 
rather that the way we perceive 
short-term trends effects our po-
litical judgements and the solu-
tions we will seek. Anyone work-
ing on land development in the 
United States knows that public 
policy based on the litany can stop 
even the most environmentally 
appropriate project in its tracks. 
In the phrase of a previous writer 
on these topics, Greg Easterbrook, 
it is as if the only solution to con-
tinued deterioration of the global 
environment is to stop the world 
at "a moment in time," despite the 
fact that the natural world is in a 
constant state of flux. 

Lomborg's views have been fe-
rociously attacked by both the en-
vironmental movement and scien-
tists who specialize in problems 
such as global warming and 
biodiversity, whose work Lomborg 
had the audacity to evaluate and 
question. Scientific American 
magazine, for example, recruited 
four specialists to refute Lomborg. 
Stephen Schneider, a Stanford Uni-
versity professor whose expertise 
is global warming, expressed his 
fear that "laypeople and 
policymakers ... could well be 
tricked" by Lomborg's scholarly 
apparatus into thinking that he's 
right and the specialists are wrong. 
But Schneider also acknowledges 
that "we could be lucky and see a 
mild effect or unlucky and get the 
catastrophic outcomes" of global 
warming, so his crystal ball isn't 
quite so clear either, and arguing 
from authority-"I know more than 
you.. .."-isn't the same as refuting 
the facts. Schneider's argument in-
stead smacks of self-serving elit-
ism. 

In the golf industry, despite the 

efforts of groups such as the Golf 
Course Superintendents Associa-
tion of America and Audubon In-
ternational, we face both the bu-
reaucratic version of the litany 
during permitting processes, and 
the popular version in general. A 

have not come to pass, yet some-
how retains his credibility. In 
1974, for example, Ehrlich pre-
dicted widespread scarcities due 
to excess consumption by 1985. 
Instead, every raw material 
Ehrlich predicted would be in 

Bj0rn Lomborg, "The Skeptical 
Env i ronmenta l is t : Measur ing 
the Real State ofthe Wor ld . " ISBN 
0 521 01068 3. 515 pages. 
Originally published in Danish in 
1 998. Revised English edition pub-
lished by Cambridge University 
Press, 2001. 

recent Sports Illustrated article on 
golf development in the Carolina 
low country quotes an opponent 
of development who says that the 
coastline is heavily polluted and 
that "golf courses and their chemi-
cals are the biggest culprits," with-
out attempting to assess the truth 
of that claim. Everyone "knows" 
that golf courses pollute. The anti-
golf version of the litany says that 
golf courses make excessive use 
of pesticides and herbicides, that 
they pollute groundwater and 
stream runoff, that they use too 
much water, and so on. The facts 
don't sustain this view, either, but 
when, as representatives of the 
golf industry, we make these 
claims, we're regarded too often 
as self-serving. 

Lomborg has, I believe, sup-
plied a plausible alternative point 
of view to the litany. He does not 
deny that serious problems ex-
ist, but rather asserts that we are 
better equipped to cope with 
them than the environmental 
movement will acknowledge. 
What's most compelling about 
Lomborg's analysis is its caution 
and its refutation of some famous 
predictions of impending doom. 
Paul Ehrlich, author of "The 
Population Bomb," has consis-
tently prophesized disasters that 

short supply is readily available 
and cheaper than it was in 1974. 

Lomborg, on the other hand, by 
suggesting that the world is actu-
ally improving in many respects, 
such as air quality and the effi-
cient use of resources, is de-
nounced as a shameless partisan. 
This is unfortunate, since my read-
ing of Lomborg convinces me that 
he is neither partisan nor attempt-
ing to speak for a special interest 
or a political constituency. I be-
lieve that he was convinced against 
his own instincts by what his analy-
sis revealed. I also think 
Lomborg's hopeful views can help 
guide us toward a realistic future, 
which in turn can accommodate 
development that is sustainable, 
responsible and environmentally 
appropriate-that his views can 
help us shape a future that most 
people in the golf business clearly 
desire, as they have shown by 
their willingness to adopt best 
practices in resource use and pres-
ervation. We just need to learn 
from him how best to frame a 
story that is hopeful rather than a 
prelude to global disaster. 

John Strawn is the author of 
"Driving the Green"and a member 
ofthe golf course design firm Robert 
Trent Jones II in Palo Alto, Calif 

PGA V i l l age 
C o n t i n u e d f r o m p a g e 1 

means," said Enrique Valdivia, a 
spokesman for the Smart Growth 
Coalition. "We've been assuming 
we need to have that threshold 
number at that time." 

However, the groups could 
have as much as 65 days, or until 
June 7, to come up with the total 
number, provided some signa-
tures are submitted by May 13. 
At press time, Valdivia said he 
was optimistic that the issue 
would be put to referendum. 

"It's going to be tough, but I 
think it can be done," he said. 
"It's not impossible." 

The groups' opposition is two-
fold. Because the proposed site 
sits atop the aquifer recharge zone, 
which is where additional water 
from sources like rain and runoff 

re-enters the aquifer, there is con-
cern that chemicals from the golf 
course could find their way into 
the city's drinking water. 

However, that hasn't been the 
main sticking point, Valdivia said. 
What has rankled a lot of people is 
the city's creation of a special tax 
district for the property. Accord-
ing to Valdivia, that makes public 
funds available to Lumbermen's 
for the project, to the tune of more 
than $50 million. 

"That area of San Antonio is 
booming and has seen a lot of 
development over the last 20 
years," Valdivia said. "The no-
tion that you need to offer some-
one an incentive to build there is 
pretty counter-intuitive." 

On the tax issue, the city's 
hands may be tied. Under state 
law, the city had to approve the 
special tax district that will allow 
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Lumbermen's to recoup money 
for roads, water, sewer and other 
improvements to the land. 

While some have argued that 
San Antonio doesn't have the 
demand to support another golf 
course (see story on page 14), 
Valdivia said his group doesn't 
think that argument is relevant. 

"The PGA would be the crème 
de la crème of golf courses na-
tionally," he said. "Before we 
reached this point, a number of 
us felt that we don't want to be 
put in a position to say we don't 
want the PGA. It's really a con-
cern that we don't want the PGA 
over our recharge zone." 

The planned resort will include 
three golf courses, two luxury 
hotels and more than 3,000 resi-
dential sites. A spokesperson for 
Lumbermen's was not available 
for comment.B 
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Fought-Lehman 
Continued from page 14 

DMB Golf, which developed 
and owns the club and surround-
ing community, recently opened 
a second course not too far from 
DC Ranch. Lehman said one of 
the motivations to improve DC 
Ranch was to prevent DMB's two 
properties from competing with 
one another. The company real-
ized that in its current state, the 
course would run a distant second 
to the new property, Lehman said. 

"If you want to be able to com-
pete with the other clubs in the 
area, you have to have greens that 
are going to be as good, as firm 
and as fast as possible," he said. 

Because of his touring sched-
ule, Lehman said this project, as 
well as the firm's other projects 
— three in Arizona, one in Cali-
fornia and two in Minnesota — 
are convenient for him. 

"Having these projects at 
home is extremely convenient 
because I can spend three or 
four hours a day making sure 
the bunkers are being done right 
and I can spend the afternoon 
practicing," Lehman said. "The 
other projects work out well be-
cause I usually visit them either 
when I'm leaving to go to a tour-
nament or I'm coming from a 
tournament. So I'm visiting those 
places either once a week or once 
every two weeks." 

Lehman said he prides him-
self on being very involved in 
each project the firm takes on, 
which is one reason he and 
Fought have limited the number 
of their projects. 

"This isn't a hobby or some-
thing I do in my spare time, this 
is my second career. I've been 
extremely involved in every 
project that we have done," 
Lehman said. "We don't do many, 
only enough where I feel I can 
continue to work on my game 
the way I want to." 

Lehman said he got into archi-
tecture because it was something 
that interested him, and that the 
thrill he gets from watching his 
conceptualizations become reality 
matches that of sinking a long putt. 

"I just love watching a guy get 
in a 'dozer and shape a bunker," 
he said. "I could sit there all day 
long watching them build a big 
bunker." 

Lehman said his firm brings a 
unique perspective because both 
have been professional golfers 
and architects, with Fought 
bringing a deep knowledge of 
architecture as well. 

"He's very skilled and profi-
cient not only in playing but in 
design," Lehman said. "We have 
somebody in our office who un-
derstands completely all the 
phases of design and all the nuts 
and bolts, yet is a great player. 
That's such a nice blend, and I 
think that's the strength our of-
fice offers." • 
GOLF COURSE NEWS 

Establishing long-range priorities 
Continued from page 16 

funding requirements. This 
tricky phase can sometimes 
sink a project, so be cautious 
to use conservative numbers 
that can be justified with realis-
tic quotations. Setting up bid 
specifications that will provide 
the best turf in a short time-
frame is essential to a renova-

tion project. With all the basics 
in place, the task of selling 
the membership on protecting 
their "investment" became the 
main focus of the golf course 
management team and the 
greens committee. 

We chose to initiate small 
focus group gatherings and 
added another series of small 

general membership meetings 
to explain the entire process, 
because technical questions 
about tur fgrasses and soil 
mixes cannot be absorbed 
by most golfers in a quick 
newsletter or memorandum. 
The ultimate communication 
phase of the program began 
with the smaller meet ings 
which allowed members to 
ask intelligent questions in 

an informal setting. We were 
able to personally address the 
quest ions and concerns of 
approximately 20 percent of 
the membership during this 
year-long "marketing" phase. 

In the next issue of Golf Course 
News, we will focus on some of 
the bumps in the road we en-
countered and how the bidding 
process became the final sales 
tool.« 



NGF revamps project report 
JUPITER, Fla. —The National 

Golf Foundation has replaced 
its Course Construction Activ-
ity Report, which was issued 
monthly, with its Web-based 
Golf Project Report. The rede-
sign now includes search func-
tions on golf course-related con-
struction projects in the United 

States and is updated daily, 
rather than monthly. 

Additionally, the categories 
have been expanded and the re-
port redes igned to show 
proposed projects, projects in fi-
nal planning, projects under con-
struction and completed projects. 
Golf Course News will include the 

new numbers in its Databank sec-
tion each month (see page 31). 

Lane Henderson, member ser-
vices manager, said the NGF 
changed its reporting procedures 
to give its members access to 
more timely and accurate data, 
which she said is critical in any 
business. She added that the 
searchability of the data will add 
to the value of the service.• 

Pellucid 
Continued from page 14 

that are very similar to each other 
but they don't share any geo-
graphic correlation," Koppen-
haver said. "San Antonio behaves 
more like Birmingham, Ala., but 
nobody in their right mind would 
think of sticking San Antonio and 
Birmingham together." 
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Some MSAs share similar ge-
ographies, while others contain 
metropolitan areas across sev-
eral states. For example, in the 
cluster with the highest rounds 
per household, 12 of the 21 mar-
kets are in Florida. In San 
Antonio's cluster, there are 21 
markets in 17 states. 

Pellucid has been working on 
its numbers and methodology 
for about a year now, and only 
went public with its bi-weekly 
newsletter in late April. The first 
issue addressed breaking down 
geographical barriers in looking 
at rounds played. 

At press time, a future issue 
was slated to take on the differ-
ence in Pellucid's and the NGF's 
rounds played numbers for 2001. 

"When we run the rounds data 
from last year, the number comes 
out to 508 million. The NGF's num-
ber, and my own number when 
we do it from consumer surveys, 
is between 602 million and 603 
million," Koppenhaver said. 

Jim O'Hara, vice president of 
research at the NGF, said the 
organization refutes Koppen-
haver's claim. He said the NGF 
does report consumer-based num-
bers on a macro level, but that its 
consulting division relies on facil-
ity-based numbers for its research. 

"We don't rely on the volume 
of consumer based rounds to do 
our consulting work," O'Hara 
said. "The NGF golf demand in-
dex is a model that was built on 
93,000 households throughout 
the United States, validated on 
an independent sample of over 
70,000 households. We coupled 
that with our facility-based 
rounds played information to do 
our consulting work." 

O'Hara also said that 
Koppenhaver himself relies on 
consumer-based numbers for 
some of his research. 

"We would put our demand 
model up against his demand 
model any day of the week," he 
said. 

Koppenhaver also plans to 
tackle the way the NGF and oth-
ers segment golfers, which has 
traditionally been by rounds 
played. He said he will advocate 
using economic values instead. 

"What I'm going to show is 
that just because somebody 
plays frequently, that doesn't 
necessarily mean they're of high 
value to us," he said. "At the end 
of the day, a guy playing 300 
rounds and buying a $1,000 mem-
bership is not as valuable to us 
as somebody who's playing 10 
rounds and paying $300 a round." 

No mat ter what happens, 
Koppenhaver said he hopes to 
turn the industry on its ear and 
make people take notice that the 
traditional way isn't the only way 
to look at the industry. 

"If you can't gather by now, 
we're going to try to write the 
whole book here," he said.B 
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Chris Martin 

EMERALD GOLF LINKS NAMES NEW GM 

EGG HARBORTOWNSHIP, N.J. — 
Golf course owner and operator Billy 
Casper Golf has 
named Christo-
pher Martin gen-
eral manager at the 
Casper-managed 
Emerald Golf 
Links, a new 18-
hole public course 
near Atlantic City. 
Martin is currently 
managing final 
preparations for the Stephen Kay-de-
signed course, which is scheduled to 
open in July. Prior to joining Emerald 
Links, Martin was general manager at 
The Bridges Golf Club and Guest Quar-
ters in Abbottstown, Pa., and general 
manager at the Links at Challedon in 
Mt. Airy, Md. 

UPLINK SIGNS WITH THREE COURSES 

AUSTIN, Texas — UpLink Corp., 
which provides global positioning sys-
tem (GPS) technology to golf courses, 
has signed three more golf courses to 

use its GPS-based 
distance mea-
surement, com-
munication and 
golf course man-
agement system. 
The courses are 
White Hawk in 
Crown Point, 
Ind.; Ogle Bay 
in Wheeling, 
W.Va.; and 

Oakmarsh in Oakdale, Minn. The ad-
ditions bring to nearly 
50 the number of courses currently 
using the UpLink system. According 
to Jeff Connally, UpLink's founder 
and vice president, at the end of 
June, the company will have signed 

up more courses in a six-month 
period than at any other time in its 
history. 

CRESTLINE TO MANAGE ROCKY GAP 
LODGE AND GOLF RESORT 

MCLEAN, Va. — Crestline Capital 
Corp. has signed an agreement with 
the Maryland Economic Development 
Corp. for Crestline Hotels and Resorts 
to manage the 218-room Rocky Gap 
Lodge and Golf Resort in Flintstone, 
Md. Built in 1998, the property fea-
tures a resort and a Jack Nicklaus-
designed course located in the foot-
hills of the Appalachian Mountains. 

The UpLink system 
installed in a Club 
Car golf car. 

Troon looks to continue 
strong growth in 2002 
By D E R E K R I C E 

SCOTTSDALE, Ariz. — Troon Golf 
hopes the momentum it gained during a 
strong first quarter in which it added 10 
new management contracts will carry over 
into the remainder of 2002, said Dana 
Garmany Troon's chairman and CEO. 

"We're a little bit ahead of where we 
should be, and we hope we can continue," 
he said. "We think we'll pretty much do 
what we've projected in our budget, which 
is similar to what we did last year and the 
year before." 

The only thing that will stand in the 
way, Garmany said, is if Troon decides it 
doesn't have the personnel to take on the 
project. 

"Growing for us is really a matter of 
growing where we think we have the 
people to support those jobs," he said. 
"If we stop growing it will be because 
we can't staff the jobs or don't have 

the people to do it." 
Garmany said a 

large part of his 
company's growth 
can be attributed to 
the slow economy. 

"For now, things 
are moving in a good 
direction and we've 
seen that the 
economy moving 
slower has, if any-

thing, only speeded up the number of 
requests we've gotten to take a look at 
deals," he said. 

With its management contract at New-
port National in Newport, R.I., along with 
contracts in the Boston and New York 
areas, Troon is moving into the North-
east, a region where it hasn't had a strong 
presence. However, Garmany said, the 

Continued on page 23 

Dana Garmany 

CLUBCORP UNVEILS MACQUARIE LINKS 
DALLAS — Golf course management company ClubCorp, which has had its share of financial 
troubles of late, has opened its newest international property, Macquarie Links International 
Club in Sydney, Australia. The Robin Nelson-designed course is a blend of links-style golf with 
heathland, or bush, character. The result is a combination of traditional Scottish Courses and 
Australian sand belt courses, complete with an Outback-themed clubhouse. 

Redstone retains Houston flavor 
By D E R E K R I C E 

HOUSTON — Two years ago, if you 
asked Evan Johansen, the new CEO of 
Redstone Golf Management, where his 
company would be today, he probably 
would have told you Redstone would be a 
national golf course management com-
pany. Today, however, that goal is much 
different, with the company hoping to 
keep its management contracts close to 
its Houston home base. 

Aside from the five-course Bear Trace, 
a track of Jack Nicklaus-designed courses 
in Tennessee, all of the 13 courses the 
company owns or manages are within a 
few miles of headquarters, Johansen said. 

"We just decided we don't want to be 
absentee managers and owners," 
Johansen said. "We're 20 minutes from 
all our projects - with the exception of the 
Tennessee properties - so if something 
comes up and we need to go out and take 

a look at a green, our guys can be there in 
a short period of time. We just feel at this 
time this is our best strategy." 

That strategy appears to be paying off 
for Redstone, which recently signed a 10-
year agreement to host a PGA event, the 
Shell Houston Open. That opportunity 
came almost by accident, Johnansen said. 
The PGA and the Houston Golf Associa-
tion wanted to move the event out of The 
Woodlands and into the city itself, and 
had targeted the city-owned Memorial 
Park. That didn't sit too well with some in 
the community, who were unwilling to 
give up their park for the few weeks the 
tournament would have required. 

"As that deal fell through, it became an 
option for us to host that tournament on 
one of our courses," Johansen said. 
"Redstone Golf Club (formerly El Dorado) 
is where we will host the tournament in 

Continued on page 23 

Acordia expands 
golf division 
By D E R E K R I C E 

SACRAMENTO, Calif. — Based on its 
success in the Northern California mar-
ket, Acordia Insurance Services has ex-
panded its division dedicated to serving 
the golf course industry on a nationwide 
basis. 

Because there are so many opportuni-
ties for liability at golf courses, owners 
should be sure they are insured correctly, 
said Bill Connor, a commercial property 
and casualty account executive with 
Acordia. 

"Coverage is very complex on a golf 
course, including pollution liability," 
Connor said. "Liability lawsuits are tear-
ing people down if they're not covered 
correctly." 

For the last 15 years, Acordia has of-
fered its packages tailored specifically to 
golf course owners and operators. The 
company offers flat liability rates with no 
yearly audit or additional payments. 

However, he added, Acordia will not 
insure everyone. 

"Some people aren't going to fit our 
program based on their claims, kind of 
like someone's driving record," he said. 
"We've priced this very competitively, but 

Continued on next page 

VGM teams 
with First Tee 
By D E R E K R I C E 

WATERLOO, Iowa — VGM Club, a 
golf buying alliance, has extended com-
plimentary membership and buying 
power to The First Tee chapters as part of 
its initiatives to grow 
the game of golf. 

The relationship is 
beneficial for both 
parties, said D. Jay 
Ellis, president of 
VGM Club. 

"They saw an op-
portunity for their fa-
cilities to be able to D- J°y E l l i s 

save money, and we saw an opportunity 
to be able to contribute to golf for a good 
cause," he said. "It's a win-win opportu-
nity." 

The First Tee is a five-year-old World 
Golf Foundation initiative dedicated to 
providing affordable golf access to every-
one, especially children, who otherwise 
might not have an opportunity to play. 
Each of The First Tee's 85 golf learning 
facilities will be able to take advantage of 
VGM Club's relationships with 150 mer-
chants and manufacturers to save money 
on everything from paper supplies to 
maintenance contracts, Ellis said. 

"Our alliance can save member clubs 
an average of five to 10 percent on their 
bottom line if they use us just a little bit," 
he said. "They can save a lot more if they 
pay attention to the manufacturers we 
have relationships with." 

Ellis said VGM Club sees growing the 
game of golf as part of its mission, and the 
relationship with The First Tee will allow 

Continued on next page 
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MANAGEMENT 
InVicta alliance provides marketing tool for owners 
B y D E R E K R I C E 

SAN CLEMENTE, Calif. — 
The InVicta Club World Alliance, 
an alliance of owners of golf, 
business, yacht, athletic and spa 
facilities, has signed a partner-
ship agreement with Strachan 
Management LtcU Under the 
agreement, Strachan will be al-
lowed to market and expand the 

InVicta Club program in Canada 
and the northeastern United 
States. 

Under the InVicta alliance, 10 
to 20 golf course owners are 
teamed in a local alliance and 
tied into the worldwide alliance. 
InVicta Club members receive 
reciprocal playing privileges at 
private clubs as well as preferred 

pricing and advanced booking 
privileges at daily-fee clubs. 

"The alliance was designed for 
owners to drive members to their 
facilities," said Jim Hoppenrath, 
president of InVicta Club Inc. 
"So now you've got a competi-
tive advantage over those guys 
who aren't a member of this alli-
ance." 

The alliance currently com-
prises 50 member clubs, with 50 
more agreements in various 
stages of negotiation, 
Hoppenrath said. The goal is to 
have 1,000 clubs in the alliance, 
which he said will not add any 
administrative costs, based on 
the Web-based nature of the 
InVicta program. 

"The key to this is creating a 
Web-based database to tap into 

so that as a member, you can 
show up at any InVicta facility 
and be verified and know your 
privileges at that facility within a 
half-second," he said. 

If InVicta tried to do this using 
a traditional call-center model, 
Hoppenrath said, the costs would 
quickly become prohibitive. 

"With as many as 1,000 mem-
bers, you could probably man-
age that, but if you're going to 
scale up to a million members, 
which is our goal, it's an admin-
istrative nightmare," he said. 
"You can't hire people fast 
enough and the cost is going to 
go through the roof." 

A key feature to the InVicta plan 
that should be attractive to club 
owners, Hoppenrath said, is that 
they don't have to give up any con-
trol at their clubs, and they can 
continue with business as usual. 

"We're not just a third party 
trying to line our pockets," he 
said. "We're trying to help these 
guys gain a competitive advan-
tage in the marketplace today. 
This is just another tool in their 
belt to be able to sell." 

The major challenge Hoppen-
rath faces in trying to sell the 
idea of this alliance is the tradi-
tional nature of golf and golf 
course owners. 

"These guys are fiercely inde-
pendent," he said. "It does take a 
while to get them to realize 
they're part of a bigger group. 
You can break a single pencil, 
but if you put 50 of them to-
gether, you can't break them. 
They're much stronger together 
than they are by themselves." 

Golf insurance 
Continued from previous page 

you have to fit our program." 
Because Acordia was acquired 

by Wells Fargo Inc. last year, 
Connor said, it is able to offer 
its customers more than just 
insurance. 

"We are currently developing 
relationships with our bankers 
at Wells Fargo so we can say to 
the golf course owner, 'You know 
all that maintenance equipment 
you lease? I know a few bankers 
within Wells Fargo you might 
want to talk with,'" he said. "We 
won't be too aggressive about it, 
but if you don't want to shop all 
over, we have it all." • 

VGM/First Tee 
Continued from previous page 

the company to pursue that. 
"We feel The First Tee pro-

gram is an excellent program. 
We felt that their goals and ac-
complishments met our require-
ments for a partnership or rela-
tionship, namely is it good for 
the game of golf?" he said. "We 
believe they are in it for the right 
reasons." • 

• 

"We've done our homework. We've looked at all 
the other magazines serving the golf course 
industry, and we're advertising with Golf Course 
News. You are the most professional 
book in the market, and it is professionals 
who will buy our product." 

David Sargent 
Green Touch Industries 

The phone has been ringing off the 
h o o k since you did the story on compost tea. 
Many thanks for the coverage!" 

Tina Woo I vert on 
Earthworks 

"I 'borrow' our superintendent's copy of Golf 
Course News when it arrives so that I can read it 
before he does. It really keeps me up to 
d a t e on what's happening in the industry." 

Roger Densmore Ilk Head Golf Professional 
Nonesuch River Golf Course 

"As soon as I read the article in this month's Golf 
Course News about the IRS allowing the depre-
ciation of greens, a l ight went on. I immedi-
ately sent the information out to my potential 
renovation and new construction clients to make 
them aware of the new 
tax advantages." 

Andrew Crouch, head of business development 
ASL Golf Course Construction 

"Golf Course News is my best source for news 
about the golf course industry. I go through it cover to 
cover as soon as I pull it out of my mailbox. Keep up 
the good work keeping us informed!" 

Eric von Hofen, Director of Agronomy 
Calusa Pines Golf Club 

"I am a raving fan of your publication 
Thanks for keeping us in the loop on what's 
happening in the industry." 

Ken Oehlers, Corporate Communications Manager 
Arnold Palmer Golf Management 

"Golf Course News - a most respectable 
publication in an age of creeping 
meatballism." 

Robert Oeschle 
Montco Products Corporation 

"Thanks for the great story about our renovation 
project. As always, you guys are fa i r a n d 
a c c u r a t e in your reporting and tell a good 
story, too." 

Ed Esgar, Course Superintendent 
Ravisloe Country Club 

"You guys work at Golf Course News? That 
magazine has the freshest news!" 

Scott Anderson, Area Manager 
United Horticultural Supply 

The industry's #1 source 
for news and information. 
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Redstone's 
Houston flavor 
Continued from page 21 

2003 and 2004." 
For the remainder of the 10-

year agreement, Johansen said, 
the tournament will be held on a 
new Rees Jones-designed course 
that will begin construction in 

early 2003. 
" W e ' v e 

got some 
mit igat ion 
issues to 
sort out be-
tween now 
and then," 
J o h a n s e n 
said. "There 
are a few 
nice wet-
lands on the 
p r o p e r t y 
that we need 
to make sure 
we're taking 
care of." 

W h e n 
completed, 
the facility 
a par-three 

course for junior golf, also de-
signed by Jones. 

Johansen said he sees one 
reason Redstone can afford to 
remain local is that the Houston 
golf marketplace presents many 
opportunities, mainly because of 
heavy development in recent 
years. 

"There's been an awful lot 
of golf developed in Houston 
over the last four or five years," 
Johansen said. "It was clearly 
underdeveloped five years ago, 
when we started our courses, 
and it's probably been a little bit 
overdeveloped." 

With the exception of the 
Jones-designed course, Jo-
hansen said, Redstone will 
probably not be doing any devel-
opment in the near term, al-
though that is something the 
company may look to in the fu-
ture. 

"Certainly if there 's some 
distressed properties or some 
third-party management con-
tracts that become available, 
that's where we see our growth 
coming from in the next couple 
of years," he said. "We would 
love to get back into the develop-
ment at some point because 
we enjoy that part of it and 
we enjoy the relationships 
we have with some of the archi-
tects." 

Johansen said, ideally, 
Redstone will add six to eight 
courses to its portfolio in 
the next four or five years. 
Whether Redstone will take 
on these courses in an owner-
ship capacity or as a third-
party maintenance company 
remains to be seen, although 
the company is equally equipped 
for both, he added.• 
GOLF COURSE NEWS 

Rees Jones, who de-
signed Redstone's 
Shadow Hawk Golf 
Club andHoustonian 
Golf Club, is design-
ing the future site of 
the PGA's Shell Hous-
ton Open for the com-
pany. The course is 
scheduled to break 
ground next spring 
and open in 2005. 

will also include 

Troon's growth 
Continued from page 21 

company's slow movement into 
the region has more to do with 
the red tape that accompanies 
any development than anything 
else. 

"If anything it's primarily be-
cause the stuff we've been look-
ing at in that region has been 
development-related," he said. 

"We're very happy with what we 
have and we certainly want to 
focus on the Northeast as well as 
the Northwest." 

Signs point to a recovery in 
Troon's group division, Garmany 
said. Because the division 
handles corporate bookings, it 
has been most impacted by the 
slowing economy. 

"My people are telling me 
that in the third and fourth quar-

ters of this year, our group 
business is going to be coming 
back in a big way, so that's a 
positive sign," he said. "The 
corporations that we booked a 
lot of golf with just cut back on 
what they were doing, which is 
understandable." 

Garmany said the golf course 
management industry could 
use some good news on the 
economic front, particularly be-

cause the news from competi-
tors like American Golf Corp. 
and ClubCorp has hurt the 
management industry as a 
whole. 

"It's a shame for us to see the 
bad news that is out there be-
cause it spoils the environment," 
he said. "You get bankers and 
financing sources down on golf, 
so it's very difficult to do differ-
ent things." • 

An organic based fertilizer 
specifically designed for fairways 



Owner settles ADA complaint 
WASHINGTON—The Depart-

ment of Justice has reached an 
agreement with Sun City 
Summerlin Community Associa-
tion Inc., a Las Vegas-based owner 
and operator of three golf courses, 
to make its courses accessible to 
golfers with disabilities. 

Under the agreement, the as-
sociation will adopt a new policy 

to prohibit discrimination on the 
basis of disability and to allow 
power carts on paths, walkways 
and greens whenever one is nec-
essary to allow someone with a 
disability to play on the course. 

The settlement resolved a 
complaint filed by a golfer who 
requested a modification of the 
rules that restricted golf car use 

in areas of the courses where 
carts of any kind are prohibited, 
including greens. The complaint 
filed with the Department of Jus-
tice sought a modification of the 
policy, which resulted in limit-
ing access to people who could 
walk some distance. 

The golfer alleged that prior to 
the department's investigation, 
Sun City had refused the request 
for modification of the policy. 

Sun City has established and 
will maintain a written policy that 
modifies certain golf car and cart 
restrictions to allow access for 
golfers with disabilities. The policy 
covers all three Sun City 
Summerlin golf courses, includ-
ing Eagle Crest, Highland Falls 
and Palm Valley. The policy also 
retains golf car restrictions to ar-
eas only upon showing that safety 
is a concern or that the physical 

integrity of 
the golf 
course is 
t h r e a t -
ened. 

Recent 
advance-
ments in 
golf car technology and horticul-
ture have made it possible to pro-
vide access to most areas of golf 
courses without fear of damage. 
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Conservation 
easement 
Continued from page 1 

conservation authority, such as 
Ducks Unlimited, and grant 
them a conservation easement 
across the property. 

"That easement basically says 
that's what the property can be 
used for, as a golf course, and if 
it's not used as a course, it be-
comes natural terrain," Kahn said. 

Where the financial benefit 
goes to the golf course, Kahn 
said, is that the land is re-ap-
praised at the highest and best 
use, allowing fairways to have the 
same value as subdivided lots. 

"So you can wind up with a golf 
course that will have a tax write-
off of about half a million bucks, 
and they're allowed approxi-
mately 30 percent of that a year to 
write off against taxes on earn-
ings," he said. "So it can become 
very substantial, particularly for 
golf courses that are quite profit-
able and paying a large tax." 

The strategy is the result of a 
1997 IRS decision that made it 
possible for recreational lands 
to qualify for conservation ease-
ment tax write-offs. Until that 
time, the program had been re-
served for historical sites, farms 
and other types of properties. 

Kahn, who is also a licensed 
Florida real estate transactor, did 
a valuation for a course he is 
familiar with and came up with a 
developed land value of more 
than $12 million after deducting 
things like infrastructure costs 
and present value. Based on that 
valuation, the owners could claim 
a $12 million write-off over a six-
year period. When converted to 
tax savings, that amounts to hun-
dreds of thousands of dollars 
over that period, Kahn said. 

Through strategic planning, 
owners can conceivably extend 
the length of their write-off pe-
riod by writing off groups of six 
holes and practice facilities in 
different years, Kahn said. 

The one drawback to the plan, 
Kahn said, is that the easement 
is forever and can't be rescinded. 

"Once it's granted, it's in place 
until the sun burns out," he said. 
"Although we all know that if 
O.J. Simpson can get off, anyone 
who wants to throw enough 
money at it can probably get it 
reversed." • 

http://www.cgcsa.org


Bayer AG one 
step closer to 
Aventis buyout 
By A N D R E W O V E R B E C K 

BERLIN — After getting the go-
ahead from European Union (E.U.) 
antitrust officials for its purchase of 
Aventis CropScience in mid-April, 
Bayer AG is now waiting for ap-
proval from the U.S. Federal Trade 
Commission (FTC) for final clear-
ance on the buyout. According to 
Bayer spokesman Guenter 
Forneck, a decision by the FTC was 
expected sometime in May. At press 
time, further information was not 
available. 

As part of its approval of the pro-
posed 7.3 billion euro ($6.4 billion) 
purchase of Aventis CropScience, the 
E.U. is forcing Bayer to divest several 
insecticides. According to Bayer, the 
divestiture of fipronil, ethoprole and 
acetamaprid (anewneonicitinoid) will 
lead to 600 million euros ($522 million) 

Continued on page 27 

DíMíno: Leseo must improve 
sales and distribution 
By A N D R E W O V E R B E C K 

CLEVELAND — Four months after join-
ing the company as chief operating officer, 
Michael DiMino has taken over the top 
spot as CEO of Lesco (GCN 
May 2002). In that short time, 
DiMino has grasped the ma-
jor challenges facing the be-
leaguered fertilizer manufac-
turer, supplier and distributor 
and has implemented a multi-
step plan to bring the $500 
million company back into the 
black. At press time, Lesco's 
stock had risen 25.7 percent 
from $8.75 to $11.00. 

DiMino's strategy is 
simple: leverage the huge amount of capi-
tal that Lesco has invested in manufactur-
ing facilities by improving the company's 
selling and distribution capabilities. 

'The bottom line is almost anyone can 
get a lot of our molecules from almost 
anyone," DiMino said. "So it really comes 
down to technical expertise and delivery." 

With that in mind, DiMino and his team 

are revamping the company's distribu-
tion, sales force and point of sale system. 

HUB-AND-SPOKE DISTRIBUTION 
In a move to beat local and regional 

distributors and formula-
tors, DiMino said the com-
pany will dismantle part of 
its existing distribution net-
work in favor of a hub-and-
spoke system over the next 
18 to 24 months. 

"We have a national pres-
ence, but we are getting 
hammered by these little 
guys and we have to be able 
to deal with them," he said. 
"Instead of making product 

at the factory and then storing it nearby 
and shipping it out when we need to, we 
are going to eliminate that step and bring 
inventory closer to the market." 

Of the company's 16 distribution facili-
ties, 10 to 12 will be relocated. In addition to 
improving customer service and product 
availability, DiMino expects the cycling of 

Continued on page 27 

Michael DiMino 

BRIEFS 
DOW PROMOTES PRETZER 

counts manager 
covering the 
Western United 
States. Based in 
the Dallas/Ft. 
Worth area, 
Pretzer will be re-
sponsible for mar-
keting, sales coor-
dination and new product 
implementations. Pretzer has held vari-
ous sales positions throughout his 23 
years with the company. 

TGT&SP NAMES VICKERS 

CHARLOTTE, N.C. — Michael 
Vickers has been appointed president 
of engineering- turf products, for 
Textron Golf, Turf and Specialty Prod-
ucts. In his new capacity, Vickers will be 
responsible for all turf and lawn care 
product engineering at all company fa-
cilities. He will be heading up an effort to 
implement common platforms, common 
parts and supplier relationships and co-
ordinated engineering product manage-
ment for all products. 

TURF-SEED LAUNCHES NEW SITE 

HUBBARD, Ore. - Turf-Seed Inc., 
has launched a new business-to-busi-
ness Web site dedicated to selling turf 
and forage seed products direct to 
distributors and commercial end us-
ers. The site, www.turfsource.com, 
offers a varied selection of products 
that are accompanied by the "Report 
of Seed Analysis." 
GOLF COURSE NEWS 

FMC reorganizes 
specialty business 

PHILADELPHIA — FMC Corp. has re-
organized its specialty products business 
in order to prepare for growth over the 
next two years. The specialty products 
business, maker of Talstar, has joined ef-
forts with FMC's agricultural products 
group to strengthen customer satisfaction 
and unify the company's branding. 

Under the reorganization, Laurie 
Tieckelmann will oversee combined cus-
tomer service functions for the two busi-
ness units as customer service manager. In 
addition, Maureen Thompson has been 
named turf and ornamental sales manager 
and Kim Watson has been appointed glo-
bal development manager. 

"The changes we have made in our staff-
ing structure will enable us to unlock the 
synergies among various FMC busi-
nesses," said Don Claus, director of FMC's 
specialty products business. 

BASF APPOINTS YORK 

RESEARCH TRIANGLE PARK, N.C. 
— BASF has appointed Bob York as 
sales specialist for the turf and orna-

mental group 
based here. York 
will be respon-
sible for all sales-
related activities 
in northern New 
Jersey, New 
York, Connecti-

—-r—: , cut, Rhode Is-
Bob York i i a vt i 

land, Massachu-
setts, Vermont, New Hampshire and 
Maine. York has more than 12 years of 
experience in the turf products indus-
try including stints with Syngenta and 
ProSource One. 

NEW PRODUCT OF THE MONTH 

THE GREENSGROOMER GREENSSLICER SPRING TINE RAKE 

GreensGroomer WorldWide is ready with the GreensSlicer Spring Tine Rake that allows fast, 
efficient dethatching of tees, fairways, and greens. The unit attaches to the GreensGroomer and 
combs through the turf pulling up thatch and removing runners. The GreensSlicer consists of three 
rows of28 tines spaced seven-eighths of an inch apart for complete coverage. Each row has infinite 
adjustment allowing the unit to be set at varying degrees of aggressiveness. For more information, 
contact 1-888-298-8852. 

INDIANAPOLIS — Fred Pretzer, a 
senior sales specialist for Dow 
AgroSciences, has been promoted to 
technical ac-

Fred Pretzer 

Fairway Golf Cars zeros in on adaptive car market 
B y A N D R E W O V E R B E C K 

WAUKESHA, Wis. — A year after introducing the latest 
version of its Spirit adaptive golf car, Fairway Golf Cars has 
rolled out a full line of vehicles. 

New president Cole Braun, who came on board in January, 
said the company is fo-
cusing on getting its sales 
force into action this year 
and aggressively attack-
ing the golf market. 

"Last year we finalized 
the product and this year 
we need to get out there 
and educate the custom-
ers," said Braun. "We 
want to have a course per 
region put in a fleet of our 
cars when they open." The Spirit weighs in at 330pounds 

Fairway Golf Cars has eight salesmen in 20 states who are 

targeting new golf courses 
and national accounts. 

The company, which 
used to be a division of 
medical scooter maker 

Ortho-Kinetics, is 
now a completely 
separate entity. 
While they still 
share manufac-
turing space and 
purchase compo-
nents from Ortho-
Kinetics, Fairway The Single Rider 8000 

Golf Cars has its own board of directors and its own 
investors. 

"They developed the product and we can still 
draw on their talent and experience," said Braun. 

Continued on next page 
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SUPPLIER BUSINESS 

Geary chooses Leseo for Endorse launch 
DAYTON, N.J. — Cleary Chemical 

has signed an exclusive national distri-
bution deal with Lesco and has autho-
rized several other independent regional 
distributors to launch its new Endorse 
fungicide. 

"Lesco and the other leading distribu-
tors we chQse are all well positioned to 
market Endorse," said Cleary Chemical 
general manager Don Breeze. "They 
have a high level of customer service 
and pay special attention to fulfilling 

customer needs. Both are critical for the 
launch of a new 
product." 

Endorse , the 
first translaminar, 
systemic antibi-
otic fungicide for 
turf, is a consis-
tent, broad-spec-
trum tool to con-
trol diseases in warm- and cool-season 
grasses. 

NEW PRODUCTS 

GreenSaver keeps it cool 
Broyhill has introduced the GreenSaver 

fan that is designed to dry greens quickly 
and prevent disease and root-zone burning. 
The dual-speed, high-velocity fan has a tem-
porary silencer button for constant quiet 
operation. The pole-mounted and portable 
models can be installed as far as 50 feet 
away from the green with maximum undis-
turbed airflow up to 200 feet. For more 
information, contact 1-800-228-1003 or 
www.broyhill.com. 
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Broyhill's GreenSaver fan 

Next generation bentgrass 
Lebanon Turf Products has introduced 

Independence creeping bentgrass that was 
bred for improved turf quality and overall 
dollar spot resistance. Independence fea-
tures traffic tolerance, improved mowing 
qualities and brightness of color. It devel-
ops a medium dense, fine-textured turf 
without excessive thatch, allowing for 
easier topdressing. The bentgrass is an 
upright, aggressive variety that establishes 
rapidly and recovers quickly from ball 
marks and divots and can be used on fair-
ways, tees and greens. Independence will 
be available Sept. 1. For more information, 
contact 1-800-233-0628 orwww.lebturf.com. 

Fairway Golf Cars 
Continued from previous page 

"But we have the product expertise in the 
golf market." 

In addition to its 330-pound Spirit adap-
tive car with hand controls, the company 
has introduced its Single Rider 8000 one-
passenger car and its Freedom Walk 
power caddy. 

The Single Rider 8000 weighs in at 480 
pounds and looks and drives like a two-
passenger golf car. Braun said the vehicle 
is geared toward the mildly disabled golfer, 
but also expects in the long-term that the 
single rider concept will catch on as a golf 
course fleet vehicle. The company has al-
ready installed a fleet of Single Riders at 
The Village at Lady Lake in Florida. 

"Over time we think this car can speed 
up the game and help retain those three 
million people that leave the game of golf 
because it takes too long," said Braun. 

The Freedom Walk power caddy is 
geared toward golfers who still enjoy walk-
ing, but don't have the stamina to carry a 
golf bag for 18 holes. It operates via handle 
controls or has a cruise control mode that 
allows for hands-free operation. 

Since the Justice Department has yet to 
directly force golf courses to supply adaptive 
cars as part of the Americans with Disabilities 
Act, Braun said the market is limited to golf 
courses that are being proactive. 

While the company has already signed 
exclusive contracts with the Waukesha 
and Milwaukee park systems, Braun said 
the marketing job is just beginning. 

"If the car just sits there all summer 
unused, then people will say that they 
don't need the product and that will make 
it harder to develop the market," he said. 
"Our job is to promote the product and 
make sure that they use it." 

The Spirit retails for $4,495, the Single 
Rider 8000 for $3,700 and the Freedom 
Walk for $2,495.« 

http://www.broyhill.com
http://www.golfcoursenews.com
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SUPPLIER BUSINESS 

YGC readies certified 
pre-owned program 

PEACHTREE CITY, Ga. — In 
a move to reach a lower price 
point with its golf cars, Yamaha 
Golf Car (YGC) has opened a 
reconditioning facility here near 
its headquarters in Newnan to 
handle its new certified pre-
owned vehicle program. 

"If price is selling golf cars, 
we are telling our customers 
that we save them money in 
the price of maintenance and 
upkeep," said Jon Bammann, 
division manager of new busi-
ness development and off fair-
way vehicles. "Our car has 
many of the same parts that 
come from our ATV line so they 
last a long time. Our certified 
pre-owned program takes ad-
vantage of that longevity." 

The program, which was de-
signed for the commodity buyer, 
involves a full factory recondi-
tioning of the golf car. 

"We will take it through a 50-
step process, add a warranty and 
we will sell it directly or re-lease 
it to golf courses," Bammann 
said. "We see this as a new busi-
ness opportunity because it gets 
us to a price point where have 
never been before." 

Ideally, the new program 
would roll out whole fleets of 
certified pre-owned cars, and 
with that in mind, YGC will start 
the program by reconditioning 
cars from its factory direct 
courses that are rolling over 
fleets. 

— Andrew O v e rb e c k 

DiMino tackles Lesco's challenges 
Continued from page 25 

distribution centers to reduce 
transportation costs dramatically. 

The sales force has also been 
realigned to operate more effi-
ciently. Lesco has combined its 
golf and lawn care operations to 
better serve all 
the people in a 
region and to 
eliminate idle 
s a l e s p e o p l e . 
DiMino has 
also separated 
the sales and 
service depart-
ments so that individual roles 
are better defined. 

"With sales and service over-
lapping we had people who en-
joyed selling who were restock-
ing shelves," said DiMino. "Now 
we there isn't any confusion about 
what they are supposed to be do-
ing. The sales people can now con-
centrate on selling." 

DiMino said the changes in 
distribution and sales will allow 
for same store growth of five to 
six percent this year. 

SHIFTING INTO REAL TIME 

To better track sales from its 
distribution centers, Lesco has 
partnered with AT&T, Microsoft 
and IBM to improve its existing 
reporting system. 

"Right now the stores are not 
in real time," DiMino said. "Fix-
ing that will allow us to get a 
jump on replenishing stock, 
manufacturing product and fore-
casting sales growth." 

Combining these new changes 
with organic growth like the ex-
pansion of its independent mar-
keter program, which now has 
four members, DiMino said that 
going forward Lesco could ap-
proach eight to 10 percent 
growth in year-to-year same 
store sales. 

According to DiMino, Lesco 
GOLF COURSE NEWS 

'Novex is a great 
product, but it is 

expensive to make. ' 
— Michael DiMino 

is already seeing the benefits of 
the changes that have been 
implemented to date. While they 
have raised prices one to two 
percent to increase margins, the 
new CEO reported modest sales 
growth and lower than expected 

f i rs t quar te r 
losses. 

"We have 
seen a recovery 
towards profit-
ability because 
of our efforts to 
concentrate on 
productivity and 

efficiency," said DiMino. 
However, Lesco still faces sev-

eral challenges, the most press-
ing of which is saving its under-
performing Novex specialty 
fertilizer brand. 

"It is a great product, but it is 
expensive to make," admitted 
DiMino. "On a return on invested 
capital basis, it is not in the sweet 
spot at all. Novex by itself will 
probably not be a $20 to $25 mil-
lion product line." 

Lesco will be mixing it with its 
PolyPlus fertilizer to create 10-
to 60-percent blends, giving its 
regular fertilizer the slow-release 
qualities of Novex. The move is 
expected to offset production 
costs while also improving 
PolyPlus profits. 

Lesco is also watching exter-
nal issues such as golf sales, 
which have remained flat be-
cause resort courses are still fac-
ing low levels of play. Sales from 
national accounts also dropped 
nearly five percent during the 
first quarter as large accounts 
like American Golf are in finan-
cial trouble. 

"We are going to be a little 
more careful about the custom-
ers we are choosing," said 
DiMino. "We are not going to 
chase unprofitable business." • 

$31 million Yamaha facility to improve productivity 
Continued from page 1 

stand-alone, high-tech manufacturing facility has 
many in the ultra-competitive golf car and utility 
vehicle industry wondering what the company has 
up its sleeve. 

The concept is simple, according 
Horlak. "We aim to decrease costs, im-
prove quality and reliability and add 
manufacturing flexibility," he said. 

"Number one was cost and flow im-
provements," Horlak continued. "We re-
ally focused on productivity improve-
ments because we need a low-overhead, 
low-cost facility." 

Workers from the old factory competed 
with other applicants for the 100 spots in 
the new factory. Horlak said the low num-
ber of employees was made possible by 
automation, training and product simpli-
fication. "We will reduce the number of 
man hours per vehicle by 50 percent as a 
result," he said. 

Quality and reliability were two other 
target areas. 

"We have installed new welding sta-
tions with a new tooling scheme that 
reduces the number of transfers and in-
creases the amount of robotic welding on 
the frame," said Horlak. 

In addition to the 17 robotic welding 
stations, Yamaha also invested $5 mil-
lion in a multi-step frame coating sys-
tem that includes immersion cleaning, 
immersion corrosion protection and 
powder coating. 

"The cars have gotten even better," 
said Horlak. "The frame has more corrosion pro-
tection and better integrity through robotic weld-
ing. If we can deliver a better car, in a better 
manner at the same or better cost, we are going to 
start beating them [the competition]." 

In addition to these investments and product 
improvements, Horlak said the factory will have 
greater flexibility to handle custom batches and 
options and produce vehicles on a just-in-time 

schedule for dealers. 
EXPLORING OTHER MARKETS 

The new factory, however, was not just built to 
handle products for the golf market. YGC has 
created a new off-fairway vehicles division to 

The production line at YGC's factory just weeks before the grand opening 

handle the development of new products for the 
company. 

"We want to maintain existing customers, build 
our business and expand into the utility vehicle 
market," said Bammann. "That's why we have 
expanded into off- fairway vehicles and looked at 
it as a separate business. We are looking at where 
we can grow the business from a commercial, 
recreational and industrial standpoint." • 

Bayer 
Continued from page 25 

in lost sales. 
"It was to be expected 

that insecticides [would be 
divested] as Bayer already 
has a strong position in 
this segment , " said 
Forneck. "Bayer maintains 
two neonici t inoids -
imidacloprid and 
thiacloprid." He added that 
Bayer's primary motiva-
tion in purchasing Aventis 
CropScience, especially in 
the U.S. market, was gain-
ing access to its strong her-
bicide product line and bio-
technology research. 

Once the deal goes 
through, Bayer will be the 
second ranked agrochemi-
cal manufacturer behind 
Syngenta AG. However, 
the company's first quar-
ter opera t ing profit 
dropped 46 percent to 493 
million euros ($442 mil-
lion), and Bayer officials 
warned that 2002 was go-
ing to be a tough year. • 

Trior) Directs 
fT 

Givee> You 

a S t r a igh t 

Approach 
Equipping your shop with the best turf equipment lift is 
incredibly easy. When you work with a factory direct 
sales consultant at Trion, you'll quickly get all the infor-
mation you need: 

Brand comparison data 
Referral contacts 

Technical assistance 
Maintenance planning help 

• Lift accessory information • Real budget numbers 
• Shop floor plans • Custom lift option 

With Trions factory direct sales and service, you make 
the right choice — we'll take care of the rest! 

Call Today! 
8 0 0 * 4 2 6 * 3 6 3 4 

ATRION 
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News Poll 
Continued from page 7 

requiring extensive and expensive 
renovations to retrofit existing fa-
cilities. New courses will need to 
accommodate these advancements 
by being lengthened, and that will 
certainly increase expenses. Mak-
ing the game easier doesn't neces-
sarily equate to more people play-
ing, either. Keeping golf affordable 
is more of an enticement. 

Another important aspect that will 
be affected is the heritage of the 
game. Innocently enough, Bobby 
Jones spoke no truer words when 
he said of Jack Nicklaus, 'You play 
a game with which I'm unfamiliar.' 
How much did that have to do with 
technological advances? I just hate 
to see tradition and history take a 
back seat to technology when we're 
dealing with any of our favorite 
pastimes." 

— G. Steven Hupe, general man-
ager and director of golf operations, 
Marriott Golf, Stone Mountain Golf 
Club, Stone Mountain, Ga. 

• 'There is no doubt improve-
ments in club and ball technology 
will result in longer courses, and 
longer courses will require more 
land and cost more. It may be that 
the game should be played on two 
levels, a super-championship course 
circuit where courses are 9,000 yards 
and players can use whatever tech-
nology has to offer; the other level 
being the championship circuit as 
played today, where club and ball 
technology is controlled. Think of it 
as the NASCAR approach." 

— Garrett Gill, president, Gill 
Miller Inc., Golf Course Architects, 
River Falls, Wis. 

GOLF COURSE 
MARKETPLACE 

To reserve space in this section, call 
Anne Washburn 207-846-0600 x.230 

IRRIGATION i FINISH WORK 

» 

AVAILABLE NATIONWIDE 
80Q-491-9344 * 

www.irrigdtiortsystem.com 

EAGLE GOLF & LANDSCAPE PRODUCTS 
EAGLE INTERFACE FOR GREEN CONSTRUCTION 

s m s 

Ftqerrai 

jP i 

EAGLE 
f INTERFACE 

PLEASE CALL 

FOR A COMPLETE CATALOG 

-800-21-EAGLE 
WWW.EAGLEGOLFANDLANDSCAPE.COM 

© Nyloplast 

l^S SYNTHETIC HDUSTRES 

TREVI RA® 

J * 

When Service Matters 

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: 
rBRIDGEEEEEE 

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

Pedestrian • Overpass • Industrial • Skywalks 

A COWTKH COMPANY 

Salvaran/ 
1-888-327-3031 

FOAM MARKERS FOR: 

SPRAYER 
DROP SPREADER 

FERTILIZER 
ATV'S 

PUSH SPREADER 
PUSH SPRAYER 

SMALL FOAM DISAPPEARS IN 5-15 MINUTES 

PLACE YOUR ORDER TODAY I 
Email joseph@salvarani.com 

Fax:1-888-326-5225 

Quality Rotary Mowers 
For A 
World That 

Isnt Flat 

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

Call 317-808-0707 to locate 
the LASTEC distributor or 
dealer nearest you. 

http://www.irrigdtiortsystem.com
http://WWW.EAGLEGOLFANDLANDSCAPE.COM
http://www.continentalbridge.com
mailto:joseph@salvarani.com
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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 

SO2 GENERATORS 
11838 Tammy Way Grass Valley, CA 95949 

(530)271-0915 aquaso2.com 

ORDER ONLINE WWW.PRECISIONUSA.COM 

GET OUR NEW 
FREE 

2002 CATALOG 
Engines • Equipment 

Fiymo • Parts • Safety 
Reels • Tools • Trailers 

And Much More! 

PRECISION 
1-800-345-1960 

FAX 888-973-8032 

MARKERSJNC. , O°NRHE[I0ODACYLN 
Fax: (440) 933 7839 T ~ 1 "800-969-5920 

Take a Closer Look at 

• 48 inch Wood Handle 

• L o n g & Short Tines 
24 month Head Guarantee 

DISTR./ 
REPS NEEDED 
IN SOME AREAS 

ONLY 
Ì - 0 0 / 

(Regular $76.80/doz.) 
$ ^ 0 . O O / d o z . 

HARCO DUCTILE IRON 
FITTINGS FOR GOLF COURSE 

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

P.O. Box 10335 
Lynchburg, Va 24506 

434-845-7094 Fax 845-8562 

EXCEL 
BRIDGE MANUFACTURING CO. 

12001 Shoemaker Avenue 
Santa Fe Springs, CA 90670 
Phone: 562*944*0701 
Fax: 562*944*4025 
www.excelbridge.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) 

MARK 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 I 188, Greenwich, CT 06831 
203-972-9131 • Fax: 203-972-9132 

JUNE 

16-17 Birds & Backya rds 
Industry Expo in 
M a die on, Wis. 
Contact: 1-800-324-3337. 

20-22 Independent Turf & 
Ornamental Distributors 
Association 2002summer 
meeting in Los Gatos, 
Calif. Contact: 
810-229-9405. 

JULY 

17-18 OPE Dealer Convention 
& University in 
Louisville, Ky. Contact: 
800-558-8767. 

17-19 TPI Summer Convention 
& Field Day in Ft. Collins, 
Colo. Contact: 
847-705-9898. 

18 Iowa State University 
Field Day in Ames, Iowa. 
Contact: 319-286-5596. 

19-21 2002 International 
Lawn, Garden & Power 
Equipment Expo in 
Louisville, Ky. 
Contact: 800-558-8767. 

23-25 TPI Summer Convention 
& Field Day in Dayton, 
Ohio. Contact: 
847-705-9898. 

30-31 Turf and Landscape Field 
Days at Virgina Tech 
campus, Blacksburg, Va. 
Contact: 540-231-9738 

AUGUST 

13 2002Mich iga n Tu rfgrass 
Field Day in Lansing, 
Mich. Contact: 
517-321-1660. 

Periodicals postage paid at Yarmouth, Maine, 
and addi t ional mail ing off ice. Golf Course News 
(ISSN 1054-0644) is published monthly by 
United Publications, Inc., 106 Lafayette St., 
P.O. Box 9 9 7 , Yarmouth, ME 0 4 0 9 6 . 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 i ona l at 2 1 2 - 2 2 1 - 9 5 9 5 or by e-mai l at 
Unitedreprints@parsintl.com. Back issues, when 
available, cost $7 each within the past 12 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 distr ibuted in the U.S. 
without charge to qual i f ied personnel of golf 
course facil it ies and to golf course builders, 
developers and architects. Non-qual i f ied 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 subsc r iber 
serv ices, p l e a s e call 2 1 5 - 7 8 8 - 7 1 1 2 Send 
address changes to Golf Course News, P.O. Box 
3047 , Langhorne, Pa. 19047-3047. 

800 662-5021 
www.blrd-x.com ^ 
BIRD-H»»»^| 

300 N. Elizabeth St. Dept. C 
Chicago, IL 60607 
Tei 3 12 BAN BIRD 
Fax 312 226-2480 

REPEL GEESE, HERON & OTHER PESTS 

Realistic • Eyes flash in the sun 

• Moves & bounces in the wind 

• Environmentally fr iendly 

• Can be anchored 

(4 or more $65 each) 

http://WWW.PRECISIONUSA.COM
http://www.excelbridge.com
mailto:Unitedreprints@parsintl.com
http://www.blrd-x.com
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E M P L O Y M E N T SERVICES SERVICES SERVICES 

Golf Course Irrigation Personnel 
and Golf Course Shapers 

WANTED 
Willing to Travel. 

Fax resume to 808-930-2924. 

Club Executive Search 

DD 
Derba & Derba Company 

Personnel Consultants Since 1969 
7 Whispering Pines Drive Andover, MA 01810 

978-470-8270 Fax 978-4704592 
www.ShoppersWorld.com/derba 

SEASONAL WORKERS 
Groundskeepers, F & B staff, club 
house workers available. Reliable, 
Hard-working, legal, international 
workers. Enghsh Speaking, hospital-
ity trained. Call us now! 

International Hospitality Resources 
605-745-5204 

ihresources@hotmail.com 
GOLF COURSE DESIGN DRAFTSPERS0N 
Position Requirements: BS in Landscape 
Architecture or Civil Engineering,Experience in 
AutoCAD 2000 and golf course construction. Full 
benefits included. Send Resume to: 
Carroll Engineering Corporation 
Human Resources Department 
949 Easton Road 
Warrington. PA 18976 
Fax:215-343-0875, 
resumes@carrollengineering.com 

MID-AMERICA GOLF & LANDSCAPE: 
Golf Course construction projects in 
Midwest. Seeking experienced, con-
struction superintendents, shapers, fin-
ishers and irrigation personnel. Quali-
fied individuals send resume to: 
Mid-America Golf & Landscape, Inc., 
1621 SE Summit Ave., 
Lee's Summit, MO 64081-3291 
or fax to (816) 524-0150 

GOLF COURSE BENCHES 
Free or Purchase Programs. Recycled 
Plastic & Aluminum. Small family 
owned company. We do it right! Eagle 
Image, LLC. 507-348-9841. 

NORTHEAST BASED golf course con-
struction company now seeking appli-
cants for positions including Construc-
tion Superintendent, Ass't. Construction 
Superintendent, Shapers, Foreman and 
Operators. Please Tax resume to 
(518) 399-7302. 

Sign up 
tor the 

Golf Course NewsWire, 
a weekly e-mail 

newsletter 
covering the industry's 

hottest topics. 

info@golfcoursenews.com 

s e e p ö i g e 

C 3 o n " t r » o L i n c . 

We'll Seal Your L a M 
Empty or Full! 

1-800-214-9640 
ESS-13 Seals Existing Lakes, 

Also Ideal for New Construction 
Since 1958 

www. seepagecontrol. com 

A Decision that 
Lasts! 

CONCRETE CART 
PATHS & CURBING 

Endebrock-White Company, Inc., a 
worldwide company specializing in 
the removal of existing cart paths 
and the 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 

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 

s 
CÛ/crodc ¿¿una-

i inmiiim 
www.coloradolining.com 

o 690 Sprinkler Repair 
Call for a free sample 

1-877-267-2370 
Cut Your Grass And 

Your Budget! 

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

Coveside Conservation Products 

E Q U I P M E N T 

WANTED: OLD MOWERS 
The Reel Lawn Mower History & Pres-
ervation Project is always looking for 
those old reel mowers, metal grass 
boxes, old handles, parts and pieces 
hiding under the work bench or in the 
rafters of the back shed. Also, don't 
light the fire in the stove with your old 
turfgrass equipment literature. Please 
stick a stamp on it and send it to The 
Reel Lawn Mower History & Preser-
vation Project. 
Call or e-mail Jim Ricci at 413-268-
7863; jricci@reellawnmower.com. 

REAL ESTATE 

SEEKING PROPOSALS 
The City of Fairfield is seeking pro-
posals to manage and operate two 
premier 18-hole municipal golf 
courses located in the City of Fairfield 
California, Paradise Valley and Ranch 
Solano. Fairfield is a growing city with 
a population of 100,500, located along 
Interstate 80, aproximately 40 miles 
from San Francisco and Sacramento. 
Proposals are due Friday, June 28, 
2002 by 5:00pm. A Pre-Proposal Con-
ference will be held Friday May 28th 
at 11:00 am. For further information 
or to request a bid package, contact 
Ron Collins, (707) 428-7676 

Golf Course News online Buyers' Guide at 
www.golfcoursenews.com 

H O W T O O R D E R A C L A S S I F I E D A D 
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 

• Logo 

City/State/Zip _ 
Daytime Phone 
Email 

Fax 

• Blind Box 
• Payment enclosed, or 
• Charge to my credit card 

• Visa/MC 
• Am Ex 

Signature 

Exp. date 
Exp. date 

http://www.ShoppersWorld.com/derba
mailto:ihresources@hotmail.com
mailto:resumes@carrollengineering.com
mailto:info@golfcoursenews.com
http://www.coloradolining.com
http://www.coveside.com
mailto:jricci@reellawnmower.com
http://www.golfcoursenews.com


NATIONAL GOLF ROUNDS PLAYED* 1 
REGION MARCH Y.T.D. 

NEW ENGLAND «.mvi.MAJi.ca. 134.6% 185.5% 

MIDDLE ATLANTIC INV.NI mi 73.5% 86.4% 

EAST NORTH CENTRAL MI QU n j u m j -19.0% -14.3% 

WEST NORTH CENTRAL mJA.MO,KS,NUD.M>] -8.9% -3.9% 

SOUTH ATLANTIC ttÄYA, « , . N C , SC..SA, FIJ 6.2% 2.4% 

EAST SOUTH CENTRAL .w.IN,ALmi -16.7% -12.4% 

WEST SOUTH CENTRAL AUA OK m -8.9% 4.6% 
í 

MOUNTAIN imi, id, wv, co, nm, az, uj .nvi -7.6% -0.1% 
< 

PACIFIC iWA 08 CA. AK HE -3.6% 2.1% 
* The percentages above represent the difference in number of rounds played in the month of \ 
March 2002 to the number of rounds played in March 2001. 

Golf Course News Stock Report (5/2) 
Company(Symbol) Price Change(%) 

4 / 4 / 0 2 
52-wk range 

Aventis (AVE) 7 0 . 3 5 5 . 6 6 4 . 0 5 - 8 0 . 4 5 
Bayer A G (BAY) 3 2 . 7 6 -4.5 2 8 . 9 0 - 3 6 . 0 0 
BASF (BF) 4 2 . 3 9 2 .9 2 7 . 1 5 - 4 4 . 2 4 
Century Garden and Pet (CENT) 1 2 . 0 0 10.1 5 . 9 4 - 12 .99 
Deere & Co. (DE) 4 4 . 2 0 -6 .4 3 3 . 5 0 - 4 9 . 9 8 
Dow Chemical C o . ( D O W ) 3 1 . 9 9 3 .0 2 3 . 6 6 - 3 9 . 6 7 
Gol f Trust of Amer ica (GTA) 5 . 3 5 -13 .8 4 . 0 1 - 8 . 8 0 
Ingersoll-Rand (IR) 4 9 . 9 6 3 .5 3 0 . 4 0 - 5 4 . 1 5 
Lesco Inc. (LSCO) 1 1 . 0 0 2 5 . 7 6 . 1 0 - 12 .74 

Monsanto Co. (MON) 3 1 . 2 3 -4 .7 2 8 . 6 0 - 3 8 . 8 0 
Nat iona l Gol f Properties (TEE) 7 . 6 4 3 1 . 0 4 . 3 0 - 2 7 . 7 0 
Syngenta A G (SYT) 1 2 . 5 7 -2.2 8 . 5 0 - 13 .20 

Toro Co. (TTC) 5 7 . 9 9 -1 .4 3 9 . 0 0 - 6 2 . 7 5 

Textron Inc. (TXT) 4 9 . 4 6 A .8 3 1 . 2 9 - 6 0 . 4 7 

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

PROPOSED 
IN PLANNING 
UNDER CONSTRUCTION 
COMPLETED 

NEW 
382 (+7) 
415 (-15) 
443 (-1) 
30 (+15) 

ADDITIONS 
66 (NC) 
83 (-2) 
199 (-9) 
16 (+11) 

TOTAL 
448 (+7) 
528 (-17) 
642 (-10) 
46 (+26) 

Source: National Golf Foundation 

NGF definitions 
Proposed: The project is contem-

plated and the owner is ident i f ied. 
In p lanning: The project is expected 
to start const ruct ion w i th in six 
months. Under construction: The 
general contract and subcontracts 
have been awarded . Completed: 
The course is open and ready for 
play. 
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Continental Bridge . 
En wood Structures . 
Excel Bridge Mfg 

.. 28 800-328-2047 320-852-7067 www.continentalbridge.com / conbridg@continentalbridge.com 

..28 800-777-8648 919-469-2536 www.enwood.com / mikee@enwood .com 

.. 29 562-944-0701 562-944-4025 www.excelbridge.com / excelbridg@gte.net 

I Adver t i se r 
COURSE ACCESSORIES 

Page Phone Fax Emai l /Webs i te 
Green Touch Industries. 
Markers, Inc 
Markers, Inc 
Salvarani 

.28.. 

.29.. 

.28.. 

.561-659-5525 . 

.800-969-5920 . 

.800-969-5920 . 

.888-327-3031 . 

.561-659-5995 . 

.440-933-7839 . 

.440-933-7839 . 
.. 888-326-5225 . 

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

. www.markersinc.com 

. www.markersinc.com 

. joseph@salvarani.com 

[ A d v e r t i s e r Page 
CHEMICALS. FERTILIZERS AND AMENDMENTS 

Phone Fax Emai l /Webs i te 
BASF. 
BASF 
Dow AgroSciences 
Dow AgroSciences 
Harrell's * 
Magnum Research Corp. 
Roots, Inc 

. 13. 

. 2 

„ 19... 
.4-5 . 
.22... 
.. 12... 
.23... 

.800-545-9525 . 

.800-545-9525 . 

.800-255-3726 . 

.800-255-3726 . 

.800-282-8007 . 

.800-729-0561 . 

.800-342-6173 . 

.919-547-2410 . 

.919-547-2410 . 

. 800-905-7326 . 

.800-905-7326 . 

.816-254-1408 . 

I Adver t i se r Page 
IRRIGATION AND PUMP STATIONS 

Phone Fax 

vvww.turffacts.com 
www.turffacts.com 

. ww.dowagro.com/turf 

. ww.dowagro.com/turf 
www.harrell's.com 
www.magnumresearchcorp.com 

. www.rootsinc.com 

Emai l /Webs i te 
Aqua S02 . 
E.R Aeration 
Eagle Golf & Landscape Products . 
Flowtronex PSI 
Harrington/Harco Corporation .... 
ISM Golf 
SyncroFlo., 

.29. 

.12. 

.28. 

. 18. 

.29. 

.28. 

.11. 

.530-271-0915 ... 

.800-556-9251 ... 

.800-21-EAGLE.. 

.214-357-1320 ... 

.434-845-7094 ... 

.800-491-9344 ... 
.. 770-447-4443 ... 

.530-271-0591 . 

.805-541-6149 . 

.714-524-6195 . 

.214-357-5861 . 

.434-845-7443 . 
.. 207-846-6736 . 
.. 770-409-3292 . 

. www.aquaso2.com / jwebb@aquaso2.com 

. www.epaeration.com / mike@epaeration.com 

. www.eaglegolfandlandscape.com / eagleglp@exo.com 

. www.flowtronex.com 

. www.harcofittings.com / sales @harcofittings.com 

. www.irrigationsystem.com 

. n u MOWERS, TURF GROOMING EQUIPMENT AND ACCESSORIES 
1 Adver t i se r Page Phone Fax Emai l /Webs i te 

John Deere 
LasTec, Inc 
Precision Small Engine . 
Trion Lifts 

.15.. 

.28.. 

.29.. 

.27.. 

.919-850-0123 . 

.317-808-0707 . 

.800-345-1960 . 

.800-426-3634 . 

.919-954-6343 . 

.317-808-0706 . 

. 954-973-8032 . 

.970-339-5369 . 

www.deere.com 
www.lastec.com 
www.precisionusa.com / andym@precisionusa.com 

. www.trionlifts.com / mail@trionlifts.com 

SEED AND SOD 
1 Adver t i se r Page Phone Fax Emai l /Webs i te 

Sealsle I Growers Association * 16-17 888-584-6598 706-227-7159 www.seaisle I .com / gsdc@negia.net 
Sealsle 2000 Growers Association * 16-17 888-584-6598 706-227-7159 www.seaisle2000.com / gsdc@negia.net 
Tee-2-Green 32 503-651 -2130 503-651 -2351 tee-2-green.com 
TifEagle Gowers Association * 16-17 888-584-6598 706-227-7159 www.tifeagle.com / gsdc@negia.net 
TifSport Growers Association * 16-17 888-584-6598 706-227-7159 www.tifsport.com / gsdc@negia.net 

• — • MISCELLANEOUS 1 1 1 • 1 
1 Adver t i se r Page Phone Fax Emai l /Webs i te 

Bird-X 29 312-226-2473 312-226-2480 www.bird-x.com 
Carolinas GGSA .....24 800-476-4272 864-843-1 149 www.cgcsa.org 
Chestnut Identity Apparel 12 831-336-8977 831-336-8977 — 
Mark Eliot Design 29 203-972-9131 203-972-9132 — 
Sandtrapper by IVI-GOLF * 16-17 888-970-51 I I 607-729-5158 www.sandtrapper.com / info@sandtrapper.com 

When requesting information, please mention Golf Course News 6/02. * Appears in regional editions. 
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"Playing Barefoot's More 
Fun Because Of Penn A-l" 
"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 

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." 

Penn A - 1 is a t o p p e r f o r m e r i n t h e USGA/GCSAA/NTEP 
1997 O n - S i t e B e n t g r a s s Tr ia ls ! 

LSD Value 0.4 . .1 .2 . .0 .2 . .0 .8 . .0 .3 . .0 .6 . .0 .6 . .0 .6 . .0 .3 . .0 .5 . .0 .6 . .0 .5 . .0 .3 . .0 .2 
C.V. (%) 3.6 .12.0 . .1 .8 . .7 .0 . .2 .3 . .5 .4 . .5 .6 . .5 .2 . .3.1 . .4 .8 . .5 .8 . .4 .5 . .3 .4 . .5 .4 

1/To determine statistical differences among entries, subtract one entry's mean from another entry's mean. 

Statistical differences occur when this value is larger than the corresponding LSD value (LSD 0.05). 

2/ C.V. (Coefficient of Variation) indicates the percent variation of the mean in each column. 

"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." 

MeanTurfgrass 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 C02 IL3 IN1 KY2 M04 NY2 TX1 VA7 WA5 MEAN 

PENNA-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 
PENN 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 
PENN 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 
PENN 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 

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 D a v i d E- ¿e id le r 
Love and Norman Courses Golf Course Superintendent 
Barefoot Resort and Golf F a z i o / n d C o u r f n

s „ 
Barefoot Resort and Golf 

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 

Penn A-l is distributed exclusively by 

TURFSEED.INC. 
® 

Your Success Depends on Seed / Satisfaction Guaranteed. 

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

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 

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

