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Knowing your worth 

We would like to hear 

from you. Please post 

any comments you have 

about this column on our 

message board, which is 

at www.golfcoursenews. 

com/messageboard. 

It's as simple as this: Golf course 
conditions affect revenue, and super-
intendents are responsible for course 

conditions, therefore, superintendents 
are extremely valuable to a golf facility. 
For most of you, I'm preaching to the 
choir, but how many owners, managers 
and club members aren't in this choir? 
Superintendents compete daily to prove 
their value, and sometimes they need to 
proclaim their worth, especially during 
difficult financial times. 

Getting owners and members to clearly 
understand your value starts with devel-
oping positive professional relationships 
with your employers and employees. 
Generally, building solid relationships 
will help you resolve conflict and guide 
you through difficult times. 

But you can't talk about value with out 
talking about success; and success means 
different things to different people, so 
you need to know what your employers 
want and how to give it to them. It's a 
matter of being No. 1 in their eyes. 

As you're well aware, members/golfers 
view success differently, and it's difficult 
to make all of them happy because they 
all want different things. Member/golfer 
expectations continue to rise, but budgets 
don't rise along with them. Because of 
those factors, your career can be built 
and judged on the narrowest of margins. 
Never forget it takes many years to build a 
reputation and a few minutes to ruin it. 

Golf is the main revenue generator 
for a golf club, and you're responsible 
for that main revenue generator, yet club 
managers often receive annual bonuses at 
clubs that are successful. Are you receiv-
ing the credit you deserve for that overall 
success? 

Well, you can influence the bottom 
line and how your employers view your 
contribution and value to the facility. It's 
important to know your facility's finan-
ciáis and use them to your advantage. 
Take ownership of the revenues to which 
you contribute. 

So what are you doing beyond the 
norm to remain valuable other than at-
tending seminars and networking with 
peers? One general example is focusing 
on the business management aspect of 
your job. During a seminar at the Caroli-
nas GCSA Conference and Show in No-
vember, Tommy Witt, CGCS, director 
of golf course operations at Northmoor 

Country Club in Highland Park, 111., pre-
sented many ways for superintendents to 
maintain and enhance their value. Some 
include: 

1. Use photography to your advantage 
because it's a powerful and valuable tool. 
"Carrying a camera was the best thing 
I've ever done," Witt says. Photos sell 
your value to employers in so many ways. 
Even the most difficult people can't argue 
with photos. 

2. Create the right business image. 
How do you make yourself memorable 
without compromising your integrity? 
Have principles, and live by them. Make 
it a point to be accountable. 

3. Develop a public relations program 
and tell your story - internally and exter-
nally. Nobody will know it if you don't 
tell it. Invite action to gain visibility and 
recognition. Influence what people think 
of you. 

4. Improve your communication skills. 
There are different audiences (young, old, 
male, female, ethnic) who prefer different 
modes of communication, so you might 
have to communicate differently with 
each. "The top three superintendent jobs 
in the Chicago area changed because of 
communication or a lack thereof," Witt 
says. 

5. Be visible and approachable on the 
golf course. 

6. Create a "play golf with the superin-
tendent" sign-up sheet. This can encour-
age members to get to know you more and 
provides you the opportunity to find out 
what members think about the course. 

The list goes on. This space doesn't. 
You've heard it many times before, but 

as I travel to various conferences through-
out the country, I hear many top-notch 
superintendents continue to repeat it: 
You need to further develop your business 
acumen and people skills in addition to 
your agronomy knowledge. In this day 
and age, superintendents need multiple 
skills to succeed and be valued, just like 
any other businessman. 

You play an important role in generat-
ing revenue at golf facilities, and you have 
a huge financial impact on the bottom 
line. Make sure the powers that be realize 
that, too. GCN 
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Rising to the top 
John Walsh's column ("Rising to the 
top, October, page 6) has sound advice 
for future superintendents. Here are 
four important factors superintendents 
should think about: 

1. Knowledge. No one knows it all, 
but respect those who know more than 
you. 

2. Leadership. Management skills are a 
must. Who will work with you and gain 
your respect if you don't have a sense 
of direction or a plan of objectives? To 
gain respect, one needs to show respect. 
Leadership and management practices 
take time. Some have management skills, 
others don't. They require personal and 
professional skills. Management is a big 
factor nowadays. Management compa-
nies lease or run many golf courses, and 
communicating with them is difficult 
sometimes. 

3. Mechanical knowledge. Every su-
perintendent has to have some. 

4. Common sense. This, as well as pay-
ing attention to detail, goes a long way 
with daily operations. You'd be surprised 
about how many members or public 
players notice trash cans, foot scrubbers, 
divot containers, tee markers, etc. The 
list goes on. 

Rick Douglas 
Golf course superintendent 
Harmon Golf Club 
Lebanon, Ohio 

A personal Web site 
Editor's note: GCN columnist Jim 
McLoughlin responds to inquiries about 
personal Web sites: 

Some of you have contacted me asking 
for Web site development assistance and/ 

or a completed Web site that a superin-
tendent has done well. I've been waiting, 
and now we have a model courtesy of 
Steve Renzetti, CGCS, at Quaker Ridge 
Golf Club in Scarsdale, N.Y. 

Steve's newly developed Web site (www. 
stevenrenzetti.com) is terrific. Steve paid a 
local Web-site developer $900 to produce 
the site. The cost might be closer to $500 
outside a major metro city area. 

No matter. Your job isn't to copy Steve's 
Web site but to reach for and match the 
quality of it. When you find your Web 
site developer, ask him to note the quality 
of Steve's and then be creative in mixing 
your format. Your links basically will be 
the same, but your use of photos and your 
career path will differ sufficiently to allow 
for a customized site. 

Note Steve used photos well, but he 
didn't overuse them, which many super-
intendents have a tendency to do. Steve's 
advice to every superintendent is to take 
digital pictures all the time and then use 
the best. Steve certainly has. 

Finally, because the scope of your career 
might not be as deep and broad as Steve's, 
don't pressure yourselves to expand your 
credentials artificially so you can put a lot 
into each link. Work with the credentials 
you have for the place you are now, and 
as your career expands, grow your site to 
match it. You'll note Steve has said his 
site is in constant motion. This means he 
knows he'll be constantly updating it. 

Good luck and do well. 
JMcL 

Outstanding content 
This is a brief note to let you know I find 
your magazine content outstanding. I 
receive at least six industry magazines 
every month. I typically flip through 
them quickly, looking for items I need 
to know and to increase my knowledge. 
Your magazine is less cluttered, and the 
articles are often pertinent and helpful. I 
read the October 2006 issue. Great stuff. 
Thank you. 

Bob Peterson 
General manager 
DarkHorse Golf Club 
Auburn, Calif. 

Correction 
In a letter to the editor written by Bob 
Mitchell in the October issue (page 8), 
the Franklin County Country Club 
mentioned is in West Frankfort, 111., and 
the Southmoor Golf Course mentioned 
is in South St. Louis County, Mo. The 
locations stated were incorrect. G C N 
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Education drives national show byjohnwaish 

The Golflndustry Show is nearing, 
and golf course superintendents 
are excited to partake in the big 

event. While most superintendents aren't 
necessarily there to make purchasing de-
cisions, education and networking are the 
main factors for their attendance. 

When Tom Ackley, CGCS, at Juniper 
Hill Golf Course in Northborough 
Mass., goes to the national show, he at-
tends seminars for two days to maintain 
his certification and to keep up with new 
ideas about diseases, weeds, management 
and irrigation. 

"I once tried taking four seminars one 
year, and it was very draining - now I 
take two," he says. 

Ackley has been going to the national 
show since 1991 and looks forward to 
it yearly. 

"The GCSAA is always trying to add 
new education seminars," he says. "As 
long as I've been certified, it's hard to 

find worthwhile courses to take. I'm look-
ing forward to a couple of seminars that 
haven't been offered before, and the USGA 
always has an informative session." 

Mark Storby, golf course superinten-
dent at Oneida Golf and Country Club 
in Green Bay, Wis., has been going to 
the show since 1996. Storby attends two 
one-day classes and spends two days at the 
trade show. He takes a mix of agronomy 
and business management seminars de-
pending on what issues arise during the 
year. This year he's taking financial and 
risk management classes, the latter to learn 
about liability issues to protect the club. 

Terry Boehm, CGCS, at Avon Oaks 
Country Club in Avon, Ohio, has been 
going to the national show since 1994 
and hasn't missed a year. Boehm's first 
four years attending the show were as 
an assistant, but he says he doesn't have 
it in the budget to send his assistant this 
year. 

Boehm takes one or two days of 
seminars to earn continuing education 
points, as well as other sessions. 

"There's every seminar you can think 
of," he says. "The most important as-
pect of the national is the education." 

Boehm also has been playing in the 
golf championship before the big event 
since 1998. 

"It's a great networking opportunity," 
he says. "The seminars don't stop at the 
door. The [superintendent's] job is all 
about how to do more with less. And 
what's the best way to do that? I get 
that by talking to superintendents and 
attending seminars. I also use the show 
to recharge my batteries for the coming 
year and develop a plan of attack." 

Ackley says the show provides good 
networking opportunities as well. 

"The nice thing is that you meet 
people from all over the country and 
other countries," he says. "We help 
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each other out." 
Another benefit of the event is the 

trade show, Ackley says. 
"The floor show is enormous," he says. 

"I go through the list of vendors and pick 
out who I want to see. You could spend 
two days going through the entire show. 
I look for new products - grass seed, 
equipment or chemicals; or if I had is-
sues with a piece of equipment, I look to 
get answers from technical guys." 

Ackley doesn't purchase anything at the 
show. Instead, he makes recommenda-
tions to his owner each winter and then 
the inventory is assessed. He says he ro-
tates triplex mowers every five years and 
is looking at leasing for the first time. 

"I haven't seen too much from equip-
ment manufacturers in advertising, so it 
will be interesting to see what they have," 
he says. "We re always interested in new 
equipment." 

Storby doesn't do much purchasing 
at the show either. About 2 percent 
of his total purchasing is done there, 
mostly small supplies and accessories. 

He purchases larger equipment through 
local vendors. 

Boehm isn't looking to buy anything at 
the show but uses it as an opportunity to 
talk to technical representatives. 

"There's always a better mouse trap to 
tweak your operations," he says. 

Like many superintendents, Storby's 
wife usually comes with him. 

"We socialize in the evenings, but we 
don't turn it into a vacation," he says. 

"I'm not into the political part of it," 
he adds. "Other than seeing my com-
rades from school, I see the national as 
an educational opportunity. I've never 
found a need to network with other su-
perintendents throughout the country. I 
do that locally." 

Having owners and clubs managers 
present at the show hasn't made a dif-
ference to Ackley. His relationship with 
Juniper's owner hasn't changed since the 
National Golf Course Owners Associa-
tion has been a part of the show. 

"My owner goes as a member of the 
NGCOA," he says. "I meet up with him 

and have dinner. It's nice on the busi-
ness side for owners to understand more 
about what we do as superintendents. 
It's helping them out in a positive way. 
They know more about what to spend 
on chemicals and seed." 

Storby says he goes out of his way to 
show Oneida's ownership the benefits of 
attending the show. The Oneida owner-
ship doesn't attend the show, but the 
general manager usually attends every 
other year. 

Each year, Storby says he gets more out 
of the event, especially on the show floor 
because of the solutions centers. 

"The expectation grows every year be-
cause the show gets more detailed every 
year," he says. 

Boehm says he doesn't expect the show 
to be that be much different than it has 
been in the past. 

"I'm happy for what's it's been," he says. 
"It's a great show. I don't think there's 
anything missing at the show. No matter 
what you're going for, you get a chance 
to meet those goals." G C N 
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a sistant's view 

Becoming more involved 

Its 4:30 in the morning, and I'm the 
only car on the highway. Minutes 
later, its 4:45 in the morning, and 

my footsteps are the only noise I hear in 
the shop. As I walk in, I wake up Jazz, 
our goose dog. 

Spending my early mornings and late 
afternoons checking the course have been 
some of the most tranquil times of my 
life. However, early in my career, I would 
check the course and feel very isolated 
- not because I was working alone at the 
course, but because I didn't know where 
my career path was heading. Fortunately, 
the past few years have highlighted the 
value of communication, collaboration, 
networking and a team effort. 

I'm very proud to be the third Class C 
committee adviser of the Midwest Asso-
ciation of Golf Course Superintendents. 
I've been on the committee since its in-
ception in 2003 as a committee member. 
The Class C adviser leads the committee, 
which is comprised solely of assistant golf 
course superintendents. Being a nonvot-
ing member of the Midwest board of 
directors, I'm fortunate to represent the 
130 assistants of the Midwest Association. 
The president of the association appoints 
the adviser for a two-year term, and I'm 
currently serving the second year of my 
term. The committee's purpose is to 
provide opportunities in the careers of 
assistants to help them become golf course 
superintendents. These opportunities 
include: 

• The annual assistant winter work-
shop; 

• Assistant shoptalks; 
• Contributing to MAGCS' magazine, 

On Course; and 
• Numerous opportunities 

to network with other assis-
tants and superintendents. 

The annual assistant win-
ter workshop, which began 
three years ago, is the main 
event of the year for the 
Class C committee. We've 
have had several different 
speakers talk about various topics, includ-
ing consultant Pat Jones of Flagstick LLC 
and meteorologist Phil Schwarz from 
ABC 7-Chicago. On Feb. 8, consultant 
Jim McLoughlin o fTMG Golf will pres-
ent his strategic career planning seminar 
to our assistants and superintendents. We 

look forward to McLoughlin's seminar. 
Our committee is always thinking and 
looking for new topics and speakers for 
future workshops. 

Another critical event our committee 
sponsors are assistant shoptalks, which are 
opportunities for assistants to get together 
at a specified club's maintenance shop and 
discuss the industry, club projects and 
equipment. We usually hold four or five 
shoptalks throughout the year. Besides, 
it's always fun to see other maintenance 
facilities. 

As a Class C committee, one of the 
things we focus on is 
contributing to our 
association's award-
w inn ing month ly 
p u b l i c a t i o n , On 
Course. No matter 
how big or small the 
input, giving back 
to your association 
is always important. Contributing to the 
magazine is one of the easiest ways to be-
come recognizable within the association. 
After all, not all members attend monthly 
meetings or trade shows, but all of them 
receive the publication. 

Learn from experience 
I know I'm preaching to the choir when 
telling superintendents and the veterans 
of this industry that networking is one of 
the most valuable assets of belonging to a 
professional organization. However, dur-
ing my young career, I've met peers who 
don't completely realize the importance 
of learning from others in the industry to 
gain knowledge and experience. 

A couple months ago, I gave a talk 
to turf students at a community 

college in the Chicago area. 
Most of them didn't have a 
clue about the realities of the 
job market, either for assis-
tants or superintendents. My 
goal wasn't to scare them but 
rather to make them aware of 
market conditions. Unfortu-

nately, some students have the illusion that 
once they graduate from college, jobs will 
fall at their feet. Truthfully, I thought this 
at one time as well. 

It's true only time can bring experience. 
Hard work and dedication are just a few 
prerequisites for a great career. Neverthe-

BEING A MEMBER ON 
THE CLASS C COMMITTEE 

... HAS ENABLED ME TO 
MEET PEOPLE AND FORM 
FRIENDSHIPS THAT I NEVER 
WOULD HAVE IMAGINED. 

less, some people with the best resumes 
still have difficult times. As with most 
instances in life, you must be aggressive 
and go after what you want. This is the 
message I deliver to the students I speak 
to. I'm honored people respect my opin-
ion, and when speaking, especially to 
students, I take it very seriously. 

I'm starting my 10th year in the busi-
ness, the sixth as an assistant. I know 
there are many assistants in the industry 
with much longer tenures as assistants, 
and I appreciate their dedication to 
our industry. How many years will it 

take me to get to 
my goal of becom-
ing a golf course 
superintendent? I 
don't know, but I 
believe I'm on the 
right track. Being 
a member on the 
Class C committee 

of the MAGCS has enabled me to meet 
people and form friendships that I never 
would have imagined. I look forward to 
many more opportunities to meet fellow 
professionals and learn from them. 

Communication is key 
During my last semester at Illinois State 
University in 2001,1 remember thinking 
this will be the last time I'll have to give 
a speech or write another essay. Now, 
five years later, I've learned that verbal 
and written communication is, and will 
always be, the distributor of progress. 
They're as necessary for our profession as 
sprayers, chemicals and other machinery 
or equipment. 

Verbal and written communication is 
the cornerstone on which the Class C as-
sistant committee is built. Our committee 
is dedicated to communicating informa-
tion about the industry and our profession 
with assistants and superintendents. We're 
constantly communicating in a variety 
ways via workshops, shoptalks, written 
publications and networking opportuni-
ties to provide information that will help 
support assistants on their journey to 
becoming golf course superintendents. 

No matter how isolated you might feel 
in your career, never forget your chapter 
organization is always seeking new ideas 
to help promote each other and our great 
industry. GCN 

John Ekstrom is the 
assistant golf course 
superintendent at 
Hinsdale Golf Club 
In Clarendon Hills, III. 
Ekstrom also is the head 
of the Class C Advisory 
Committee for the Mid-
west Association of Golf 
Course Superintendents. 
He can be reached at 
snapp79@aol.com or 
815-922-0587. 
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d sign concepts 

Bunker maintenance in mind 

Some golf course superintendents 
have asked me about my thoughts 
about how individual bunker de-

sign relates to maintenance. Well, I've 
been thinking about bunkers a lot lately, 
given the golf economy's downturn and 
the rising standards expected of bunker 
maintenance. 

Bunker maintenance requires time and 
money, particularly when you think about 
how golfers expect bunkers to be perfect 
playing surfaces. During the past 40 years, 
I've seen the quality of greens progress 
from bumpy to perfect, tees maintained 
to former green standards, fairways main-
tained to former tee standards, and roughs 
maintained to former fairway standards. 
Now the focus is shifting to make bunkers 
better, if not perfect, playing surfaces. The 
goal seems to be that they're groomed 
to make bunker shots just as difficult as 
fairway shots. 

But to me, a lower standard of bunker 
maintenance would save money and re-
store integrity and meaning to bunkers. 
It would be a cheaper, easier way to make 
a course more challenging, in contrast 
to the expense of earthmoving, grassing, 
irrigation, cart path construction and sub-
sequent maintenance required to extend 
tees for more length. 

The standard, preferred course of action 
seems to be to spend more on bunker 
construction and maintenance. Bunkers 
always have been considered more ex-
pensive to maintain than turf, although 
in the old days, raking them three times 
a week versus mowing rough three times 
a week shouldn't have cost substantially 
more. Nowadays, higher bunker standards 
require daily hand-raking and edging 
and weekly leaf/clipping blowing. Some 
courses deep-rake bunkers to loosen sand 
for better play when there's been too much 
rain and water bunkers to firm them when 
there's been too little rain. 

With high standards desired, bunkers 
consume a far higher percentage of main-
tenance dollars than their total and relative 
acreage would suggest. Bunkers cover no 
more than two to three acres or about 2 to 
3 percent of the 100 to 150 acres typically 
maintained. But they might consume 20 
to 30 percent of the maintenance budget 
if all maintenance actions are accounted 
for. 

To facilitate desired conditions, bun-

kers are constructed with a bunker liner 
to separate sand from subsoil and full 
herringbone tile with flush-outs or large 
clean-out boxes. Some have experimented 
with the equivalent of choker and gravel 
layers for better drainage. Many course 
managers think nothing of using sand 
from a thousand miles away because it's 
whiter or eliminates plugged lies because 
of its angular structure. Buying this type 
of sand is expensive because of the special 
screening required to make it fit USGA 
recommendations perfectly and shipping 
costs. And it's not just a one-time expense 
because the sand must be replaced every 
so often. 

Despite these higher construction stan-
dards, bunkers still cost a lot to maintain. 
Superintendents say liners reduce, but don't 
eliminate, their maintenance problems of 
clogged drains, sand that washes from 
rainfall and the need to replace sand from 
wind loss or contamination. The consensus 
is that sand needs to be replaced and bun-
ker drainage rebuilt every three to five years 
without a liner or every five to seven years 
with a liner. Perhaps some of that rebuild-
ing is because of rising golfer expectations 
as much as it is contaminated sand, which 
might still play acceptably long after it's lost 
its color from contamination. 

Changing style 
Architects are focused on bunker design 
and placement to enhance play, but I've 
changed philosophies of bunker style to ac-
commodate new expectations - and budget 
realities - to reduce bunker maintenance. 

One way is to reduce the number of 
bunkers. Given that few sites have the 
natural sandy soil, it's hard to justify bun-
kers as natural design elements. Architects 
probably have overemphasized the use of 
steep-sloped cape-and-bay-style bunkers, 
morphing them into visually dramatic and 
artistic elements that can be a signature 
design. Many golf architects prefer the 
look of cape-and-bay-style bunkers with 
sloped sand. Fabric bunkers liners were 
supposed to make these more practical, 
but they don't eliminate sand washing 
completely. 

I've flattened my cape-and-bay-style 
bunkers, reducing maximum slope from 
25 percent to 12 percent, which usually 
allows them to hold up in moderate rains. 
However, attaining the same visibility us-

ing half the slope doubles the bunkers' 
front-to-back dimensions, increasing size 
and daily hand-raking. 

We can creatively use fairway slopes, 
grass bunkers and mounds, steep banks 
and good old-fashioned depth perception 
tricks to make shots challenging. In many 
ways, using different hazards should allow 
us to make each hole a bit more unique. 
For instance, aren't there too many greens 
with bunkers left and right already? 

Another style change is to reduce bun-
ker sizes. Before, a maintenance-friendly 
bunker had 16- to 20-foot-wide mini-
mum bays to turn mechanical bunker 
rakes at the bunker ends comfortably, 
making for fairly large bunkers. Smooth 
curves and edges allowed courses with a 
tight budget to rake right to the bunker 
edge with power rakes. 

Smaller bunkers should reduce raking 
time as well. Aesthetically, this is often an 
improvement because smaller bunkers are 
often in better proportion to the greens 
and create the right aesthetic balance. 
Superintendents are finding hand-raking 
consumes as much labor as power-raking 
because they always use two-man crews 
(one riding the power rake and another 
to hand-rake edges). And while hand-rak-
ing takes more time, travel time of utility 
vehicles is greatly reduced. 

Generally, superintendents prefer flat 
sand bunkers with steep grass banks. They 
accept the regular schedule of bunker-
bank hand maintenance - or look the 
other way as employees push the limits of 
riding mowers - more than the unpredict-
ability of sand shoveling. 

In this instance, players side with su-
perintendents. In a cape-and-bay-style 
bunker, a shot missing the green by 5 
feet often plugs in sloping sand, while a 
10-foot miss finds flat sand and a better 
lie. In flat-bottom bunkers, the 5-foot 
miss deflects off the grass bank and lands 
lightly in the flat bottom, giving all misses 
better lies. 

Bunkers are placed and shaped at the 
discretion of the architect. If money is a 
factor, it makes sense to use discretion 
to build bunkers that are more easily 
maintained. If I do, my bunker designs 
will less likely be eliminated during the 
next recession, as has happened to so 
many bunkers during times when money 
is tight. G C N 

Jeffrey D. Brauer is a 
licensed golf course 
architect and president of 
GolfScapes, a golf course 
design firm in Arlington, 
Texas. Brauer, a past 
president of the American 
Society of Golf Course 
Architects, can 
be reached at 
ieff@jeffreydbrauer.com. 
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A first-time ballot 

Avicious circle can be defined as 
when one thing leads to another 
thing and then the other thing re-

verts back to the one thing. Unfortunately, 
the GCSAA election process offers one of 
the better examples of how a vicious circle 
can undermine effective governance. Over 
99 percent of all eligible votes within GC-
SAA national elections are accumulated by 
chapters in blocks, which are then used 
as tradable chips in upcoming elections. 
This happens because Article I of the 
association bylaws empowers the board 
to define the standing rules for member-
ship, which states "a members vote will 
automatically be assigned to the chapter 
unless the individual member indicates on 
an appropriate form that he/she wishes to 
vote as an individual." 

Left standing, this defaulting election 
policy will continue to increase the num-
ber of indifferent, uninformed members 
while at the same time discouraging natu-
ral leaders within the membership from 
seeking board/committee service. 

The obvious way to move away from 
chapter block voting would be to allow 
members to vote as individuals directly 
to the GCSAA via the Internet where: (i) 
eligible voters could gain access to a com-
puterized election process via their unique 
member ID numbers; and (ii) safety proto-
cols would prevent members from voting 
more than once on any single issue. 

This would appear to be the perfect solu-
tion to a serious problem. However, when 
elected association leaders are canvassed 
by interested parties — including myself 
- about this matter, they consistently state 
or imply that because members gener-
ally are indifferent to, and therefore not 
adequately informed about basic election 
issues, they can't be trusted to vote. 

HOW TO VOTE 
Please visit the bottom left-hand corner of the GCN 
home page (www.golfcoursenews.com) to vote. 

I would like to see block chapter election voting 
discontinued and individual member voting 
guaranteed via the Internet. Yes No 

There it is, the vicious circle: Individual 
members shouldn't be given the opportu-
nity to vote because they're uninformed. 
But they're uninformed because the chap-
ter block voting process dictates this. The 
obvious solution to this dilemma would 
be to educate GCSAA members about 
election issues via the Internet and chapter 
town hall meetings and then allow them to 
vote electronically as individuals directly 
to the GCSAA. But this isn't about to 
happen because it's apparent that elected 
GCSAA and chapter leaders don't want 
members voting as individuals. 

Checks and balances 
Sound, election-based government requires 
a system of checks and balances to insure 
conflicts of interest don't permeate and un-
dermine government. The best example il-
lustrating this premise is the three branches 
of the U.S. federal government. Imagine 
how the federal government would func-
tion if the executive branch served alone, 
without the counter-balancing influence 
of the legislative and judicial branches? 
The office of the president would become 
a dictatorship, and the country would be 
diminished accordingly. 

Similarly, it should be noted the GCSAA 
bylaws virtually are void of any system of 
checks and balances and the association 
is indeed being diminished accordingly. 
For example: 

1. Article V assures that chapter del-
egates will cast all votes for their chapter 
members in GCSAA elections - an ap-
proach that bypasses individual member 
voting, which is the very cornerstone of a 
system of checks and balances. 

2. Article VII grants the board of direc-
tors the sole power to appoint all members 
of the nominating committee. Regrettably, 
this: (i) fosters board secrecy because those 
with contrary thinking are denied board 
access; (ii) denies the membership the op-
portunity to hold the board accountable 
because member issue-voting can be/has 
been denied indefinitely; and (iii) creates 
a serious conflict of interest because the 
nominating committee, along with politi-
cally appointed past presidents and mem-
bers at large, serve as the board oversight 
task force every third year, i.e., the board 
is basically reviewing itself. 

3. Article VII solely authorizes the 

president to establish all standing com-
mittees of the association and to appoint 
all members to each of these policy-setting 
committees - an approach that basically 
positions the president as a monarch or 
dictator, depending on which side of the 
political fence you reside. 

To be fair and accurate, recent GCSAA 
boards of directors can't be held respon-
sible for putting these lax bylaws in place. 
The onerous policies contained within 
these bylaws were established many years 
ago. Clearly though, it's time to revisit this 
situation now. 

The obvious solution to addressing 
these lax mandates would be to amend 
the bylaws. However, this is an almost 
impossible task because a mandatory two-
thirds member voting approval is required 
to amend the bylaws and the articles of 
incorporation. (See my November 2005 
column.) 

Against this backdrop of bylaws lacking 
any semblance of checks and balances, 
it's time to sample membership opinion 
on a key democratic issue, i.e., would the 
members prefer to vote in GCSAA elec-
tions as individuals, or default their votes 
to chapters to vote for them? 

Accordingly, all classes of GCSAA 
members are invited to participate in this 
straw poll electronically (a yes or no vote) 
as indicated in the box below. Results 
will be published in a forthcoming issue. 
Granted, this is a nonscientific poll ask-
ing voting ineligible GCSAA members 
to participate, but I'm seeking the widest 
possible sampling of informal membership 
opinion at this time. 

Like it or not, this straw poll will serve as 
a referendum to measure member indiffer-
ence to voting opportunity. Light member 
participation will advance the premise that 
GCSAA members can't be trusted to vote 
because they don't care enough to be in-
formed. Clearly, the GCSAA bylaws need 
to be revised to reflect a more democratic 
process if the association is going to have 
any chance of effectively leading/serving its 
members in a demanding 21 st century. To 
the best of my knowledge, this is the first 
time the GCSAA membership has been in-
vited to provide a collective opinion about 
an associationwide issue. Cast your ballot 
as you like, but don't blow the opportunity. 
There might not be another. GCN 
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Implement a recruitment plan 

Think about the success of great 
sports coaches - Vince Lombardi 
of the Green Bay Packers, Don 

Shula of the Miami Dolphins, Mike 
Krzyzewski of the Duke Blue Devils and 
Bobby Cox of the Atlanta Braves. They're 
outstanding leaders, but they didn't win 
championships every year because win-
ning a championship requires more than 
strong leadership. An exemplary coach 
also must have gifted players and excellent 
team spirit. 

Similarly, a first-rate golf course requires 
more than a first-rate superintendent. 
It requires an excellent staff, as well as 
motivation, commitment and team spirit 
among all employees. These requirements 
are influenced greatly by, if not dependent 
on, recruitment. 

With a tightening job market in most 
parts of the country and uncertain-
ties about immigration policies, some 
frustrated superintendents and assistant 
superintendents think hiring reliable 
employees is impossible. Some resort to 
hiring whomever can be found. 

Recruiting is frustrating for almost all 
managers; however, it's crucial. Because 
of the need for excellent employees and 
a responsibility to the club, it's critical to 
excel when recruiting. Excellent recruit-
ing is more than just writing want ads. 
It starts much earlier by developing a 
recruitment plan. 

You wouldn't wait until turf showed a 
nutrient deficiency to plan your fertiliza-
tion program, or wait until you found 
weeds or insects in turf to plan your 
pesticide program. Waiting until it's time 
to recruit new employees or fill a position 
isn't much different. 

The first part of a recruitment plan is 
to consider and shape the image of your 
facility as an employer. Believe it or not, 
there are businesses, including golf facili-
ties, that don't have to recruit because they 
have a waiting list of applicants. They have 
the image of a preferred employer. Who 
are the preferred employers in your com-
munity? How did they become preferred 
employers? Here are two examples: 

1. A manager of several agricultural 
businesses, including a turf business, 
always spoke in the college human re-
source course I taught. His business was 
a preferred employer. He would often 

sheepishly tell the story of a young man 
who came to his business seeking employ-
ment. After a few minutes of questioning 
the young man, he realized, to his amaze-
ment, he had moved more than 50 miles 
for the sole purpose of working at his 
business. 

2. A business is a preferred employer for 
high school students at three local schools. 
It has mastered the challenge of provid-
ing student employees flexibility and 
knowing they'll show up when assigned 
work. It accomplished this by providing 
opportunities for the students to indicate 
work preference but then required student 
employees to honor the resulting sched-
ule. It worked. 

So how does a golf course become a 
preferred employer? It's not that differ-
ent from how a golf 
course becomes a 
preferred course for 
golfers. First, you 
must provide a great 
workplace, which 
doesn't mean ex-
cessively high com-
pensation or just 
being nice to employees. It means you 
have to have competitive compensation. 
Most importantly, you must be a great 
employer by: 

• Treating employees with respect; 
• Being relentlessly fair to employees; 
• Providing clear expectations and 

detailed feedback; 
• Creating opportunities to grow and 

advance; and 
• Developing a team atmosphere that's 

attractive to join. 
Next, you have to promote your course 

as great workplace. A good place to start 
for promoting your maintenance staff 
as a preferred workplace is members or 
golfers at your course. At many facilities, 
members look down at the maintenance 
staff and perhaps all staff. That attitude 
is detrimental to the future of the club 
or course as it makes recruitment more 
difficult. Part of your recruitment plan 
should be to reduce or eliminate that at-
titude. Here are some ideas: 

1. My wife and I exercise at the St. 
Paul Gym on the University of Min-
nesota campus. There's an information 
board just inside the door. The names 

EXCELLENT RECRUITING 
IS MORE THAN JUST 

WRITING WANT ADS. IT 
STARTS MUCH EARLIER 

BY DEVELOPING A 
RECRUITMENT PLAN. 

and pictures of every staff member were 
posted on the board so I was able to learn 
the names of the employees I interact 
with. Seeing the pictures personalized 
the staff for me and provided recognition 
for them. Why not post pictures of your 
staff in the pro shop, clubhouse or even 
near the first tee? 

2. Develop a recognition program 
where employees' accomplishments are 
highlighted with their name, accomplish-
ment and picture where all can see. The 
recognition should be for specific ac-
complishments, not overused employee-
of-the-month-type programs. 

Starting and continuing programs like 
these take time and energy. Keeping a 
program like this in place will happen 
only if you make it a priority. Making it 

a priority can come 
only from a recog-
nition that being a 
preferred employer 
is critical. 

Another key part 
of a recru i tment 
plan is identifying 
the labor pools that 

are most likely to contain excellent can-
didates for positions on your staff. Thor-
ough recruiting targets specific, identified 
labor pools rather than the general labor 
market. Some examples: 

• For years, McDonalds has been a 
master at targeting the pool of part-
time high-school students. As that pool 
shrinks, it's also targeting senior citizens. 

• One golf course that targets high 
school juniors and seniors, who in many 
cases work at the course through college, 
has a more select pool. They send a letter 
to all juniors and seniors elected to the 
honor society. 

• Other golf courses target members of 
the local school golf team or children of 
members of the golf club. 

• Many of you target the immigrant 
labor pool; however, this pool is shrinking 
in many areas of the country. 

No one pool fits all. The challenge 
for you is to develop a recruitment plan 
complete with the right labor pools and 
then earn and create an image as a pre-
ferred employer within that pool. This 
isn't easy, but if it were, everyone could 
do it. GCN 
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Planting seeds 
for the future 
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"ost super intendents f ind 
their passion working on a 

.golf course in their late teens 
or by playing on their high-school golf 
team. Ricky Heine, CGCS - soon to 
be president of the 20,000-member 
GCSAA - found his passion as a 13-
year-old sod farmer. 

"I grew up on a farm and loved the 
outdoor environment," he says. "My 
older brother, Bobby - who's almost 22 
years older than I am - was working as a 
golf course superintendent and needed 
to grow in a truckload of sod. I respected 
him a lot and wanted to be like him 
and be a superintendent from the time 
I was about 10. So, when I was about 
13, he brought me a truckload of sod, 
and I hired other kids from my class to 
help me. We planted the whole truck of 
sod by hand and turned it into a three-
acre sod-production farm. That's how I 
earned money when I was little." 

Nowadays, Heine earns his living as 
the general manager and director of 
grounds at Golf Club at Star Ranch, a 
semiprivate facility near Austin, Texas. 
He's only 43 but has been a GCSAA 
member for 23 years, joining before 
graduating from Texas A&M in 1985. 
He's one of those guys who just never 
found a reason to wander too far from 
home. His job in Hutto, Texas, is less 
than 30 miles from where he was born. 
Now, a fellow who stayed close to home 
will travel the world and mix with the 
powerful and famous as the GCSAA's 
top elected official. Here's how he'll 
handle it. 

^ H l Your year as president is 
i^SJ about to begin. Does it feel 
like the finish or starting line? 
It feels like the starting line, but it's actu-
ally been 17 years of continuous board 
service. I started out with the Central 
Texas GCSA, then the Lone Star GCSA 
and now the national. Once you commit 

to becoming engaged in the GCSAA, 
you really never finish. You just pass 
through phases. 

Do you have a theme for 
your presidency or any 

specific goals? 
I see my role as planting seeds and 
providing the direction and leadership 
that will advance the association and 
the profession. I don't have a checklist 
or agenda that I will carry with me this 
year. 

During my six years on the board, I 
don't think anyone had a set agenda, 
but I think about what past president 
Jon Maddern said: "We are a board 
of nine . . . not nine individuals and a 
president." The president has to involve 
the other eight members, including the 
newest members. Once the debates are 
over, we have to support each other and 

^ S l What's the most important 
^ ^ thing you've learned about 
the industry during your time on 
the board? 
I've learned a lot quickly. Probably the 
most important thing is that change 
doesn't happen in a vacuum. The pro-
fession is changing as we speak. The 
golf business is more competitive, and 
time is so precious for our customers. 
Facilities and superintendents have to 
understand that change is inevitable 
and manage it. 

You have to broaden your perspective 
and knowledge of the facility from turf 
only to the full spectrum - insurance, 
net income, food cost, risk management 
- you name it. Now, superintendents 
are getting those questions. Some are 
responding, and some aren't as quick 
to get on board. Successful superinten-
dents will respond. I'm not sure this 
dynamic is any different than any other 
industries or professions. Change is a 
constant in modern life. 

respect each other. 
But, that said, I identified three key 

initiatives at the delegates' meeting. 
First, we need to support our chapters 
to become more effective and efficient. 
Second, we must increase membership 
so we can have a stronger voice and 
advocate even better on its behalf. And 
third, now that our first class A group 
has met the new PDI standards of con-
tinuing education, we must effectively 
market them to employers and golfers 
like never before. 

The new PDI/certification 
requirements went into effect 

mid-year. What have the short-term 
impacts been in terms of 
membership numbers, 
classifications, etc.? 
When we first brought this concept 
forward in 1994, we knew membership 
would decline if standards were adopted. 
Plus, you've had the recession, 9/11 and 
a flat golf economy. There's no doubt 
we lost some members because of the 
standards, but we reaffirmed our com-
mitment to the concept. Some mem-
bership growth has been lost, and PDI 
implementation didn't help that, but 
once we establish our professional value 
in the marketplace, the idea of PDI will 
be vindicated. 

What do you think the impact 
will be in five or 10 years? 

The value of golf course superintendents 
will grow during the next five to 10 years, 
and even more during my lifetime. 

Has your general manager 
title presented any 

challenges for you politically? 
No. There have been a couple of cases 
when people asked about it. It's just a 
few more people to manage and a few 
more areas of expertise to keep up with, 
but it's the same philosophy: detail and 
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follow through. 
I served as a superintendent for 16 

years, and I'm still involved with our 
golf course management team. Three 
of my guys and I have been together for 
18 years. They probably know what I'm 
thinking before I even think it. 

The GCSAA wants to provide the 
tools and opportunities for members to 
become general managers if they want 
to, but we don't promote that. I didn't go 
through a formal education process and 
seek the position, it just happened. 

i ^ g l Has it given you a different 
perspective that might help 

you lead the association? 
I hope so. Golf is becoming more of a 
business every year. I've learned a lot 
about running this facility, and I've 
tried to manage it like it was my own 
these past three years. That's been a great 
experience for me. If a superintendent 
becomes involved with the success of 
the facility, it will help the business 
succeed and advance his or her career. 
Understanding produces knowledge, 
and that knowledge can lead to respect, 
appreciation, pay and tenure for our 
members. 

F H 1 What's your take on chapter 
L & J restructuring? 
I'm in Texas, and we have six chapters 
around the state. We've discussed this 
a little. We're watching, listening and 
learning. It has to do with chapter ef-
fectiveness. We have pilot programs 
in Michigan and Pennsylvania. The 
concept is the affiliated state chapter 
can provide the effectiveness and effi-
ciency while the unaffiliated local groups 
provide the networking, camaraderie 
and some education. Why do we need 
duplication of services such as Web sites, 
bookkeeping, insurance, etc.? 

We've hired two field staffers to man-
age the process. One is working more 
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on current chapter structures, and the 
other is working with Michigan and 
Pennsylvania to be a liaison to help with 
the restructuring. Eventually, this could 
lead to more in-the-field staff if the test-
ing proves productive. 

n What should members who 
grumble about board 

expenses understand about board 

service they don' t know? 
At the last delegates' meeting, there was 
solid approval for the checks-and-bal-
ances process. Once we communicated 
the business case for what we've been 
doing, the response was better. It will 
be less and less of an issue. Members 
can be assured nothing inappropriate 
is happening. No one on this board 
ran to enrich themselves. I don't expect 
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a pity party about the demands of the 
position either. We knew what we were 
getting into. The most important thing 
to know is we spend what we need, not 
necessarily what we have budgeted. 

We do our best to do what's right 
and spend the association's money as 
if it were our own. When I get off this 
board, I won't have a stockpile of unused 
logo shirts and clothes to carry me into 
retirement. That said, the association 
task group recommended ideas about 
expenses and reductions, and we'll look 
at those. We need trust and transparency. 
I'm hopeful we'll accept those recom-
mendations. They were good ideas. 

National board service has 
taken its toll on previous 

members. Do you think you could 
have survived all the way through 
had it not been for the governance 
changes put in place a few years 
ago? 
I have a great employer, so that helps. 
Also, consider average tenure for su-
perintendents was about five years, and 
now its about eight years. The change 
was evolutionary. Past boards had to 
do some heavy lifting. But - it sounds 
contradictory - we now have greater 
control even though our time and travel 
commitment has been reduced. I would 
have survived, but it wouldn't have been 
as much fun. 

How can your work load be 
less and control greater? 

It's like being a managing superinten-
dent. We have our indicators that tell us 
how the association and staff are doing. 
It's very defined, and we can measure 
performance. We tell our c.e.o., 'We 
want this done.' At year's end, when 
those indicator numbers come in, we 
can decide if we've been successful or 
not. The control comes when those 
numbers are in. That's where the rubber 
meets the road. 

^SV Given that are you 
^ ^ encouraged that more 
people are interested in serving? 
Yes, extremely. More good members 
are considering it. They're not waiting 
for the right time when their careers 
are established and they can do it. We 
also understand people are more family-
centric as well. It's all about that balance. 
You have to have a strong relationship 
with your family and employer to even 
consider it. I successfully navigated 
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those waters, and many others can do 
the same. 

^SV How many days do you think 
you'll be on the road next 

year for the association? 
I haven't done the math, but I'm plan-
ning on about 75 days. I passed on a 
couple of things this year that just didn't 
fit with the balance I mentioned earlier. 

Coming through. 
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Someone else from the board is always 
willing to fill in. If you're a board of nine, 
you can still be effective. 

What travel secrets have 
you learned throughout the 

years? 
I know exactly how long the drive is to 
the airport, and I know an airplane seat 
makes a pretty good office. 

Tell us about the folks at your 
facility who keep things 

running while you're serving the 
association. 
I have the best staff of friends anyone 
could ever imagine. My golf course 
superintendent, Travis Carlson, grew 
up on a family farm about a mile from 
my parents' farm that I grew up on. He's 
an Aggie, too. Samantha Fulford is my 
assistant manager, and we've worked 
together for about 12 years. She might 
be the smartest person I've ever met. 
Our director of golf, Rob Fulford, 
knows as much about the business as 
he does about playing the game. Megan 
Woodard, our sales manager, does a 
tremendous job with anything we ask 
of her. It is so much fun to go to work 
or to head off on GCSAA business and 
know things are going to be fine. Last, 
but not least, our owners, Tim Timmer-
man, Joe Cotter and Ray Wicken have 
entrusted everything to me, and they 
have been incredibly supportive though 
this whole process. 

Who's your hero? 
My father, Herbert, who passed 

away several months ago at age 94. He 
had an active pesticide license when he 
was 88. I helped him get to the con-
tinuing education classes he needed. I 
told him he probably could just let me 
handle anything he needed, but he said, 
"You never know, it surely won't hurt 
anything." So he attended the classes and 
renewed his license. That's commitment. 
We could all learn from that. 

How do you want to be 
remembered as past 

president? 
A few years ago, I read a book called 
"The 21 Indispensable Qualities of a 
Leader," and I focused on three Cs in 
it: character, commitment and compas-
sion. It would mean a lot to me if that's 
how I'm remembered by my family, my 
friends and my fellow members. GCN 

Ricky Heine can be reached at 
rickyheine@hotmail. com. 
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Facility operations 

Adding value 
w 

CLUBS UPDATE PRACTICE FACILITIES TO BENEFIT MEMBERS AND REMAIN COMPETITIVE 

Trends in golf are changing with 
the times. Course owners and 
operators are locked in com-

petitive races to lure players and mem-
bers and to distinguish themselves from 
other facilities. Sometimes that means 
upgrading areas of their facilities. 

Enter the driving range . . . err . . . 
make that the modern practice facility. 
Nowadays, the term "range" doesn't 
really do them justice. They're sophis-
ticated uses of available land, and facili-
ties need to make the most of them. 

In cold-weather climates, where the 
season can be six months long at most, 
heated stations or indoor buildings with 
open bay doors are springing up. Clubs 
that expand practice areas are building 
bunkers and practice fairways that allow 
players to hit shots they'll face on the 
golf course. 

Keeping an edge 
One can look no further than one of the 
North's most well-known, old-school 
private clubs as an example. When the 
2004 Ryder Cup ended at Oakland 
Hills Country Club in Bloomfield 
Hills, Mich., the members of the private 
36-hole club remodeled its antiquated 
driving range into a modern practice 
facility. 

Oakland Hills has a history of hosting 
major championships, and the PGA 
Championship will be played there in 
2008. With a high-caliber course and 
clubhouse, it offers one of the area's 
most alluring private-club member-
ships, but the practice area was always 
the club's least highlighted attraction. 

"As you look across the landscape of 
our facility, the practice area was a step 
down from the rest," says Rick Bayliss, 
the club's chief operating officer. "We 
are first and foremost a golf club, so 
upgrading the facility plays to the demo-
graphics of our members. The practice 
portion is a great part of the recreational 

enjoyment. As busy as everyone is, en-
joying 45 minutes on the practice range 
is a big part of what they join for. We 
wanted to improve our practice facility 
dramatically. Before, it wasn't that good. 
Now, it's a jewel, and our members really 
appreciate it." 

Oakland Hills contracted the architec-
tural firm Arthur Hills/Steve Forrest and 
Associates to improve the practice area. A 
short-game practice area was added, and 
the size of the teeing space in the existing 
facility was tripled from 1,800 square feet 
to 6,000 square feet. 

"We moved the swimming pool, went 
into existing property, regraded and put 
in target greens and bunkers," Bayliss 
says. "The short-game area moved to a 
quiet place on the property, and it's a real 
jewel because of its practical benefit." 

The practice facility was built in an 
area between the clubhouse and the old 
practice range, so it's useful and easy to 
access. Also, the short-game area allows 
members to replicate shots needed on 
both of the hilly courses. 

"We designed it for 60- to 70-yard 
bunker shots," Bayliss says. "We built 
two enormous greens. You can hit shots 
from the rough - all kinds of things." 

The club also installed a new indoor 
teaching facility, complete with cameras, 
computers and areas for club fitting. 

"It's a huge benefit for the member-
ship," Bayliss says. 

Even though Oakland Hills is known 
throughout the country, that doesn't 
mean members simply join because of 
its name. 

"The new practice facility further 
distinguished us in our market as well," 
Bayliss says. "The market in metro-De-
troit is very competitive. Many clubs 
are struggling and competing for the 
same membership base. Distinguishing 
yourself further at every opportunity is 
important. When it comes time to focus 
on membership service and recreation 

service, we want to make sure we don't 
have an Achilles' Heel." 

Bayliss also says Michigan has more 
public golf courses per capita than any 
other state in America. 

"So our members have options to play 
in resort areas," he says. "We try not to 
rest on our laurels." 

The short-game area of Oakland Hills' 
practice facility was part of an overall 
$4.5 million project that included up-
grades to the swimming facility as well as 
the tennis and platform areas. The driv-
ing range tee expansion and short-game 
construction cost about $1.3 million. 

"Our operational model provides 
funds on an annual basis to improve 
the facility, so there was no assessment 
to our membership," Bayliss says. "It 
certainly has given our membership the 
most benefit. In this climate, you have 
swimming and tennis only for about 
90 days." 

Bayliss says it's difficult to measure 
the return on the investment in terms 
of direct dollars. 

"But from membership satisfaction 
and a competitive standpoint, we're 
doing great," he says. "We had a full 
membership roster and still do. But our 
membership satisfaction is quite high 
because we've measured it." 

The club is fully staffed with profes-
sionals, so it didn't need to hire a new 
employee as a result of the practice-facil-
ity renovation. And the staff is teaching 
more lessons than ever, Bayliss says. 

Unlike staffing, maintenance has 
been impacted more as a result of the 
renovation. 

"The triple-row irrigation in the 
practice fairways resulted in a moderate 
increase in cost, but it's an incremental 
cost and not prohibitive by any stretch 
of the imagination," Bayliss says. 

Copying the course 
Across the country in Arizona, the 11-



Lancaster Country Club suffered from a lack of practice space, so it expanded its practice facility, which is a selling point. Photo: Lancaster Country Club 

year-old, Tom Fazio-designed Estancia 
Club felt the need to improve its practice 
area to keep up with the current trend. 
General manager Keith Underwood says 
members at the private facility often 
hold other memberships throughout the 
world and expect the best when it comes 
to every phase of the clubs operation. 

"We have to remain competitive with 
other clubs and increase our distinction 
in the market," he says. 

Also, when the club was built, the 
practice range wasn't designed to allow 
players to replicate shots they'd see on 
the course. The new area will do just 
that, and it's part of a course overhaul 
that includes a bunker redesign and 
greens renovation under the watchful 
eye of Fazio. 

"We had the capital to do this," says 
Underwood, who declined to disclose 
the price of the project. "It didn't come 
out of an assessment, but came from 
capital funds. It was money well spent 
to continually improve services to our 
members and remain one of the preemi-
nent clubs in Arizona." 

The fully staffed club needed no new 
golf professionals to work on the range. 

Estancia's director of agronomy Mike 
Mongiello, CGCS, realizes practice areas 
are an important part of modern golf. 

"Back when, it was called a driving 
range, and you didn't pay a great deal 
of attention to it," he says. "Now it's 
more popular and sophisticated. It's not 
a driving range anymore, it's a practice 
facility." 

Mongiello says the membership was 
chomping at the bit to use the new 
practice area, which was completed in 
early November. 

"I'm a fan," Mongiello says. "It's a rede-
sign by Tom Fazio's design team, and they 
took everything into consideration." 

Because the club will start remodeling 
bunkers this year, Mongiello and the 
Fazio staff used the short-game-area 
bunkers as models for what they will 
build on the course. 

"We can show the members different 
sands to choose from," Mongiello says. 
"It's a great place to wiggle your feet and 
nestle down and chunk as many balls 
as you want." 

In that same mode, Estancia built the 
chipping greens to mirror on-course 
models. 

"They're the same as they are on the 
course, so they can see how a ball reacts 
on the course," Mongiello says. "It's 
as exact as we can make it to playing 
conditions on our golf course." 

The transformation of the short-game 
area is remarkable, Mongiello says. 

"We took an existing area and ex-
panded it and built a mound between 
the driving tees and the short-game 
area," he says. "We built a new green 
and three bunkers and a regular tee for 
that area that gives them anywhere from 
40 yards out to bump-and-runs. We 
contoured around the green so they'd 
have uphill and downhill lies, flat lies 
and bump-and-runs. We took every 
shot on the golf course and duplicated 
it in this area. There's not a shot on the 
course that we don't have. We built a 
bunker on the desert edge of the course 
that's fairly flat where they can hit a 280-
yard shot out of a sand bunker." 

Estancia Club's members expect the best when it comes to every phase of 
the club's operations, including the practice facility. Photo: Estancia Club 
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And there's maintenance to consider 
in the new practice area. 

"There's always maintenance to ev-
erything if it's done properly," Mongi-
ello says. "In the short-game area, there 
won't be huge divots like there will be 
on the tee. Of course, there's mainte-
nance when you add turf or sand or 
greens. There's a dollar figure attached 
to it, but we can handle it." 

A selling point 
Clubs without national reputations are 
jumping on the practice-area bandwag-
on as well. At Lancaster Country Club 
in central Ohio, general manager Steve 
Ververis and director of golf operations 
Ed Grooms say the club's practice facil-
ity was outdated. A new one was built 

in 2001 and opened in 2002, using 
land the private club owned but never 
used before. 

Ververis says the almost 100-year-old, 
18-hole private club (nine holes of which 
were designed by Donald Ross), suffered 
from a lack of practice space. 

"Until 10 or 20 years ago, no one of 
our generation had a practice facility," 
Ververis says. "In the climate of the 
private-club sector, a practice facility is 
a drawing point. We had to retrofit the 
club with a good range as an additional 
selling point. What we had before wasn't 
cutting it. Before, our range was for a 
quick warm-up. Now the facility is a 
destination. Guys come out and practice 
for an hour." 

The new teeing ground is more than 

100 yards wide and 275 yards deep, 
uphill. It has four target greens, a prac-
tice pitching green and area, greenside 
bunkers and a fairway bunker. 

"So you can hit just about any shot 
you'd have on the course," Grooms 
says. 

The members were assessed for the 
improvement. 

"We lost a few members because of it, 
but that's been offset by new members," 
Ververis says. "Many new members love 
the idea of having a facility to practice. 
It's worked out pretty well. We don't 
charge for the use of it, it's built into 
the dues. Membership satisfaction is 
way up." 

Grooms now has a teaching spot on the 
opposite end of the range with electricity 
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facility operations 

for filming and launch monitors. 
"So our ability to teach has been 

enhanced," he says. "My lessons have 
increased considerably. Each year, I give 
more lessons." 

The club kept the older, smaller range 
for clinics and junior outings. 

"We're fortunate to have two ranges," 
Grooms says. 

On pace with the Joneses 
Like Lancaster, Naperville Country Club 
is an old-school course in Illinois that 
opened in 1921. Years later, architect 
Tom Bendelow remodeled the course but 
didn't pay much attention to the range, 
which by today's standards was much too 
short and narrow. Often, wayward shots 
flew into the adjacent maintenance area 
or onto neighboring fairways. 

"We wanted to make it a better, safer, 
bigger and longer practice area," says 
head golf professional Jim Arendt. "We 
eliminated one of the holes that ran 
parallel to the driving range. The fact 
that we made it longer is an additional 
bonus. The maintenance facility was at 
the end of the range, and that's moving 
so we can use regular range balls." 

The club also is rerouting many of the 
other holes on the course, all of which 
has been done by Arthur Hills/Steve 
Forrest and Associates. In the practice 
area, new target greens and a larger tee-
ing area were constructed. 

"We have a lot of people who get off 
the train in the evening, and they want 
to hit balls for an hour or decompress," 
Arendt says. "People get together and 
talk and set up their games for the 
weekend." 

Naperville doesn't have swimming 
or tennis, so the members are strictly 
about golf. 

"They have a much better facility than 
they did previously," Arendt says. "The 
reason we embarked on the project was 
to update our facilities and to attract 
golfers in general." 

In the area surrounding the club, there 
are three newer private clubs connected 
to housing developments. The upgrades 
to the course and practice area let Naper-
ville compete at a higher level. 

"Many good players would come out 
here and say, 'It's cute, but it's the kind 
of course where you can't see your ball 
land.' The redesign makes it completely 
different. We're hoping to attract good 
golfers and more of the regular golfers as 
well. You're moving to make progress or 
you're falling behind. You have to keep 

up with the Joneses." 
Steve Forrest, the lead architect on 

the project, says it's one of the most 
rewarding projects of his career. 

"The course will be so much bet-
ter," he says. "And if you have a good 
imagination, you could play the course 
on the practice tee." 

Forrest says the idea of replicating 
shots on a driving range derived from 
those on a course first occurred in 1996 
at a course they designed at The Lakes 
of Taylor in Michigan. They've been 
doing it ever since. 

"The practice range is much more 
visually appealing and fun," he says. 
"People will use the range, particularly 
the short-game areas. You don't just 
have to stand out there blasting balls 
with drivers all day. You need to learn to 
hit shots from 100 yards in." GCN 

T.R. Massey is a freelance writer based in 
Columbus, Ohio. He can be reached at 
trm @columbus. rr. com. 

Naperville Country Club renovated its practice facility because it was too short and 
narrow. The club is hoping to attract golfers as a result. Photo: Naperville Country Club 
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Design case study 

SAN JOSE COUNTRY CLUB REDISCOVERS ITS DONALD ROSS-DESIGNED GOLF COURSE 

b y MARK 
LESLIE 

AT A 
G L A N C E 
San Jose Country Club 

Location: Jacksonville, Fla. 

Web site: www.sjccjax.com 

Type of project: 
Restoration/renovation 

Architect: Dan Schlegel 

Builder: MacCurrach 
Golf Construction 

Superintendent: 
Clayton Estes, CGCS 

Cost: $1.7 million for the golf 
course; $3 million including 
clubhouse Improvements, 
complete pool replacement, 
tennis facilities and security 
enhancements 

Construction started: 
March 13, 2006 

Course opened: Oct. 14, 2006 

Greens: TiffEagle Bermudagrass 

Fairways and tees: 
419 Bermudagrass 

The original Donald Ross-de-
signed golf course was in its 
burial clothes, much of it liter-

ally underground, unceremoniously 
interred along with memories of past 
glory. Then, the light finally shone on 
officials at San Jose Country Club in 
Jacksonville, Fla. 

After the club decided to institute a 
long-delayed reconstruction of its dilapi-
dated greens, Ray Benson presented his 
fellow members with proof that a classic 
golf course lay unseen on their property. 
It only needed resurrection. 

Perhaps the greatest of all golf course 
architects, the Scotsman Ross walked the 
property, routed 18 holes through 115 
acres of what was planned as a resort, 
and compiled extensive hand-written 
notes and drawings of the course. 

Benson discovered and photocopied 
all this material at the Tufts Archives in 
Pinehurst, N.C. Tufts Archives main-
tains an exhaustive library of Ross's 
projects throughout the country. Mean-
while, the club possessed aerial photo-
graphs from 1928 and from the 1940s, 
'70s, '80s and '90s, showing the rapid 
"de-Rossing" of the club's course. 

Early on, most of Ross's bunkers 
were filled in to reduce maintenance 
costs because the planned resort never 
materialized. Throughout the years, 
the remaining bunkers also were filled 
in, even after the newly formed San 
Jose Country Club bought the course. 
Then, a 1988 renovation departed fur-
ther from the original design, focusing 
on aesthetics and building a system of 
irrigation ponds. 

"Back in '88, when the last renovation 
was done, people weren't interested in 
maintaining a Donald Ross-designed 
course," says the club's golf course super-
intendent Clayton Estes, CGCS. 

Sixteen years later, the members dis-
covered what they had. 

"Our members are very aware of who 
Donald Ross was, and they're proud to 

be a member of a club with a Ross-de-
signed course," says Charles Cofer, the 
club's president. 

A whole new level 
Like homeowners discovering a lost Van 
Gogh in their attic, club members took 
stock of this new-found blessing and 
decided to take their greens-renovation 
project to an entirely new level. Enter 
golf course architect Dan Schlegel of 
Edgewater, Md. The club hired Schlegel 
in the spring of 2004 to guide what had 
morphed into a total restoration and 
reconstruction. Members approved the 
project and were assessed $3 million to 
implement it. The sting of the assess-
ment was lessened by giving members 
a wide range of payment options that 
could be spread throughout as many as 
36 months. 

"Our marching orders became for 
Dan to do research and put the course 
back in place with today's technology," 
Estes says. 

Schlegel immersed himself in all things 
Rossian. He spent many hours in the 
Tufts Archives pouring over Ross con-
struction drawings and visited such Ross 
creations as Pine Needles in Pinehurst, 
N.C., Aronimink Golf Club in Newton 
Square, Pa., and Augusta (Ga.) Country 
Club that remained unchanged. They 
became Schlegel's classroom until he 
could return to San Jose feeling the Ross 
touch and strategic thinking. 

"I was able to get inside the mind of 
Ross, or at least read what he intended," 
he says. 

It was crucial to do so. Golfers familiar 
with Pinehurst No. 2 might think all 
Ross's greens were domed. Not so. He 
often designed bold contours, includ-
ing a par 5 at San Jose that features a 
2.5-feet-deep diagonal swale that runs 
away from the shot to the back of the 
green, which Schlegel rebuilt and called 
"Ross's Trough." 

Modern golfers often look aghast at 

blind shots, but writing about a par 3 
at San Jose, Ross wrote that a bunker 
fronting the green should have a back 
mound high enough to obscure the put-
ting surface. 

And even though the course lies over 
only 115 acres, Schlegel still had enough 
space to add 300 yards in length, he 
says. 

Ross also was more interested in strate-
gy than aesthetics. Thus, his bunkers flash 
sand but only high enough to be seen and 
affect how a golfer plays a hole. 

"The routing is brilliant, the way it 
flows, its sequence, the tees next to the 
greens making it a wonderful walking 
course," Schlegel says. 

Calling the project a sympathetic res-
toration, Estes says it was a tremendous 
undertaking. 

"When the 1988 renovation was done, 
everything was set up on top of the earth 
- the greens and bunkers pushed up, so 
this entailed major shifting," he says. 

On 14 holes, Ross's strategy and bun-
kering are exactly the way he designed 
them, Schlegel says. 

"There's not a single bunker on the 
course that was left over," he says. "And 
most all the bunkers we built are put out 
there the way Ross had them on his mas-
ter plan to set up the same strategies he 
wanted. Not the same distance, perhaps, 
because modern technology has added so 
much distance to the ball, but the strategy 
is the same as Mr. Ross intended." 

Schlegel used Ross' existing corridors, 
but with the bunkering and greens com-
plexes, it's visually incredibly different, 
says head golf professional Todd Bork. 

Water management 
For Estes, the renovation made life sim-
pler. Consistently layered greens, new 
turfgrasses, tree removal and an upgraded 
irrigation system all make the golf course 
more predictable, he says. Even though 
the old greens supposedly had been re-
built to USGA specs in 1988, the layer-

http://www.sjccjax.com


ing of materials was inconsistent. 
"We had some greens with 10 to 12 

inches of rock, 5 inches of choker and 4 
inches of greens mix," Estes says. "That 
made it difficult to keep a consistent 
quality product. We had done some 
coring and knew where the thick areas 
were. We had low areas in the greens 
that would dry out and high areas that 
would stay wet." 

That problem doesn't exist anymore. 
So far, the greens' layering consistency 
is much better, as evident by improved 
water percolation through the soil pro-
file, Estes says. 

"We're able to do much more spot-wa-
tering of the greens," he says. "We don't 
need to water the entire profile every 
day. The layering consistency helps with 
water management." 

Additionally, individual valve and 
head controls were installed throughout 
the irrigation system, which has helped 
manage water better because all the 
heads were individually wired back to 
the satellite in the previous renovation, 
Estes says. 

Turfgrass health 
Before the renovation, the greens featured 
Tifdwarf Bermudagrass that had been 
mutating since 1998. Elsewhere, 419 
Bermudagrass and various mutations of 

the warm-season turf covered the course. 
During the renovation, MacCurrach 
Golf Construction of Jacksonville, Fla., 
planted TifEagle Bermudagrass on the 
greens and 419 on the fairways and tees, 
blending and grading the old turfgrass 
and new together. 

Turfgrass health had become an issue 
because of excessive shade caused by a 
number of pine and maple trees that had 
been planted on the course during the 
past 80 years. 

"Dan and I went through the golf 
course and marked individual trees 
hole by hole," Estes says. "We viewed 
the trees during the day to see how the 
sunlight would hit the greens through-
out the year, then put together a map to 
get permitting." 

In the end, 171 trees were cut down, 
greatly improving sunlight and air 
movement. 

"Membership wasn't very happy about 
the number of trees removed, but on the 
first tour of the construction site, many 
people said, 'Wow!'" Estes says. "They 
were happy, and with the exception of 
several trees that were prominent, they 
couldn't tell where we had taken them 

. » out. 

To a tee 
One part of the renovation that added 

to Estes' workload was the restoration of 
the tee boxes back to the original square 
shapes Ross designed. 

"It's good for design concept and 
aesthetic value, but they require a lot 
more work," Estes says. "But it's a good 
trade-off because we have more usable 
tee surface than when we had a free-flow-
ing tee design." 

Estes' crew has returned to the old-
style mowing, that is the fairways run 
right up to and wrap around the greens. 

Consistently layered greens, new turfgrasses, tree 
removal and an upgraded irrigation system made 
the course more predictable. Photo: Dan Schlegel 
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design case study 

During the restoration project 171 trees 
were cut down throughout the course 
to improve sunlight and air movement. 
Photo: Dan Schlegel 

Throughout the property, the mowing 
design has broadened the fairway cut, 
providing golfers with huge landing 
areas. 

"That was part of the plan to institute 
the Donald Ross feel back to the golf 
course," Estes says. "In the old days, we 
used to move the tee markers off and 
mow with a seven-gang mower." 

Estes says he wouldn't know the effect 
the square tees have had on man-hours 
until next summer when the fairways 
and tees are mowed four or five times 
a week. 

Perhaps the most curious area of the 
project was the 12th green. It sits on the 
edge of what was a swamp when Ross 
designed it. In 1925, the construction 
crews laid cypress trees in a crosshatch 
pattern to create a pad so the green 
wouldn't sink into a swamp. During the 
recent renovation, MacCurrach dug out 
the cypress logs and replaced them with 
native soil. The area wasn't swampy any-
more because lakes had been created. 

Rave reviews 
During construction, the entire club, ex-
cept for the golf course, remained open. 
Bork conducted a kids golf camp and 
golf instruction on the practice range, 
and general manager Scott Irwin orga-
nized a slew of social activities, including 
outdoor dining. 

After San Jose reopened Oct. 14, 
Donald Ross - and his modern design 
associate, Dan Schlegel - received high 
marks. 

"Dan has elevated San Jose's status tre-
mendously in the area," Bork says. "The 
members' initial reaction was very favor-
able. Not only is it visually far superior, 
but its conditioning is fantastic. Clayton 
and MacCurrach Golf Construction did 
an A-plus, yeoman's job." 

Cofer says Schlegel's design work has 
transformed a good course that could be 
played without giving thought to strat-
egy, into a course where one has to give 
thought to just about every shot. 

"This really helps to engage the play-
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er," he says. "With modern technology 
and instruction, our course was losing 
its ability to challenge the younger and 
lower-handicap players. Dan was able to 
add length and difficulty to the course 
that we weren't aware would be possible. 
Even so, his design is still very playable 
for the senior and higher-handicapper." 

The renovated course has a lot of depth 
deception, Estes says. 

"There are hidden bunkers that make 
the players become students of the 
game," he says. "They have to learn the 
golf course." 

Bork agrees. 
"It makes you think your way around 

the course," he says. "It's visually more 
intimidating because of the bunkering, 
but there's still plenty of room to play 
the golf course. There are a lot of ways 
to make par. Nobody says you have to 
hit driver off a certain tee box. You can 
always lay up. You have to play to your 
strengths." 

Membership growth 
As a result of the renovation, member-
ship has grown already. Irwin and his 
staff were proactive, marketing the 
project to members in advance of the 
vote. He expected a 10-percent attrition 
of membership, but experienced only 5 
percent and replaced them right away. 

"During the renovation, especially 
during the past couple of months, we 
saw large numbers of new-member ap-
plicants each month," Irwin says. "Mem-
bership has swelled from 1,200 to 1,260 
in anticipation of the course reopening. 
It's good to see the Donald Ross Room 
and 19th hole full again. The club is 
running on all cylinders." 

The renovation sets up the club to hold 
high-profile amateur events in the future 
if the membership decides to do that. 

"We want to give the course time to 
mature, but we've talked to the USGA, 
and I think we'll get a lot of exposure and 
a lot of interest in this area for hosting 
some major amateur events like we did 
in the past," Bork says. 

Schlegel agrees. 
"Absolutely," he says. "I think that 

given notice and being able to get the 
course at tournament condition and 
green speeds, it would present all the 
challenge any tournament golfer would 
need." GCN 

Mark Leslie is a freela?ice writer based in 
Monmouthy Maine. He can be reached at 
gripfast@adelphia. net. 
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Impacting the future now 
by JOHN 

WALSH 

YOUTH PROGRAMS PLANT SEEDS TODAY TO GROW THE GAME LATER 

Spurred by a stagnant number of 
rounds played, a decline of new 
course construction and declin-

ing club membership numbers, many 
executives in the golf industry have 
been talking about the crucial need to 
grow the game, which means encourag-
ing more people (women, minorities, 
the disabled, youth, baby boomers, etc.) 
to play the game more often. 

"Our growing-the-game effort has 
been going on for a while," says Mike 
Hughes, chief executive officer of the 
National Golf Course Owners Asso-
ciation. "We've been educating owners 
about this since the '90s. It's been on 

our radar since 1997." 
But it's not just the present executives 

are concerned about. It's the future. 
There are several programs in place to 
help secure that potentially bright future. 
They include: Play Golf America, The 
First Tee, Sticks For Kids, Hook a Kid on 
Golf, Kids On Course, Link Up 2 Golf 
and Take Your Daughter to the Course 
Week, to name several. The NGCOA is 
involved with many of these programs. 
Yet, there are many more throughout the 
country at the facility level. 

"Kids are a long-term solution, but 
we also need to get people to play now," 
Hughes says. "Both have to be done." 

More than a game 
As part of securing the game's future, 
The First Tee views its program holisti-
cally, as more than just encouraging kids 
to play golf. Its business model consists 
of five components: 

1.To reach young people who nor-
mally wouldn't choose to play golf; 

2.To provide consistent and affordable 
access to golf; 

3. To promote local ownership of First 
Tee facilities; 

4.To create public involvement; and 
5.To position golf as more than a 

game. 
Now in its third phase of develop-
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growing the g a m e 

ment, most of The First Tee's growth 
was between 2001 and 2005, during 
the second phase of its development. By 
the end of 2005, the program reached 
a total of 975,000 kids, surpassing the 
goal of 500,000 kids, says Joe Louis 
Barrow Jr., executive director of The 
First Tee. The program reached 675,000 
kids at facilities throughout the country 
plus an additional 300,000 kids in the 
national school program. 

"When taking a percentage of the 
young people that participated, 75 to 
80 percent of kids had never partici-
pated in the game of golf," Barrow says. 
"At the chapter level, we have three-, 
six- and nine-hole golf facilities. The 
goal was to have 500 relationships 
with nearby 18-hole golf courses, and 
right now, we have 690. As the young 
people mature, they can graduate to the 
18-hole courses, but were not moving 
them too quickly." 

Cypress Golf Club, bos Alamitos, CA 

Tehoma Golf Club, Carmel, CA 

Varnltgetter, LLC 
130 North Main Street • Payette, Idaho 8366I 
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The hope is that kids who partake in The First Tee program eventually progress to play 18-hole 
golf courses. Photo: The First Tee 

Its well known there are three main 
deterrents the industry faces to grow-
ing the game: the time it takes to play a 
round, the difficulty playing the game 
and the cost. The First Tee address 
those by: 

1. Offering three-, six- or nine-hole 
courses so it doesn't take that long to 
play. "We're expecting the kids to play in 
less than one hour," Barrow says. "Begin-
ners are playing with other beginners." 

2.The holes are shorter and don't have 
as many hazards. "We don't make it dif-
ficult," he says. 

3.The fees are modest. "If someone 

can't afford it, he or she can work at the 
facility to earn money to play or earn a 
scholarship." 

Another component of The First Tee 
is the nonprofit organizations that run 
the program's chapters. There are 202 
chapters operating 257 facilities in 46 
states. 

"If the local community can't embrace 
The First Tee, it will never be successful," 
Barrow says. 

There's a unique relationship with 
public and private partnerships, Bar-
row says. The First Tee hasn't had to 
buy land, and most facilities are on 
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long-term leases. All the land that 
comprises the facilities is worth about 
$200 million, Barrows says. The private 
sector provides resources to improve the 
facilities. 

But now the model has shifted: 25 
percent of the facilities are stand-alone 
and the rest are part of another golf 
course or park. 

"The attached' model is what we want 
because the golf course superintendents 
who maintain the 18-hole courses can 
also maintain The First Tee facility," Bar-
row says. "We would like to see that 25 
percent go down even more. Most part-
nerships are with well-working facilities. 
We don't encourage buying poorly run 
golf properties and don't encourage our 
chapters to take on debt and challenges 
of a poorly operating facility." 

One course's mission 
One of those partnerships is with Col-
bert Hills Golf Course in Manhattan, 
Kan. Colbert Hills, which generated 
about 30,000 rounds last year, is the 
brainchild of PGA professional Jim 
Colbert and was designed to help Kansas 
State University's men's and women's 
golf teams and introduce golf to disad-
vantaged kids. The course is about a mile 
from the university. 

The Manhattan, Kan., golf market, 
like many, is competitive. There are 19 
courses in a 50-mile radius, according to 
David Gourlay, director of golf opera-
tions/general manager. 

"It's unbelievable," says Gourlay, who's 
been at Colbert Hills since it opened in 
2000. "On paper, you wonder how it 
works. You need a good marketing effort 
to bring people in here." 

Part of that marketing effort includes 
The First Tee. The daily-fee facility, 
which includes an 18-hole champion-
ship golf course and a par-3 course, 
hosts The First Tee National Academy 
each year. Annika Sorenstam's coach is 
one of many who comes to the academy 

and devotes some of her time to help 
teach the kids, Gourlay says. 

During The First Tee programs, 
Gourlay speaks to the kids about the 
various professions in the golf busi-
ness. 

"Many kids think the only job in golf 
is the golf pro, so we're enlightening 
them with the other opportunities," 
he says. "This is done so they're not 
lost when they find out that they can't 
be a golf pro." 

Gourlay says the academy is planting 
a seed. 

"We're optimistic about the future," 
he says. "The seed isn't just germinat-
ing here in Kansas because the kids go 
out all over the world. They come away 
more grounded. Today's society moves 
so fast it's easy to get lost in the shuffle. 
The First Tee helps them pursue goals 
confidently. It's a life-changing thing 
for them." 

To continue a young person's link to 
golf, Kansas State created two programs 
for high schools to keep The First Tee 
kids involved with the game. 

The program's impact 
The third phase of the program's de-
velopment started in January 2006 and 
will go through 2010. Operating the 
facilities efficiently will be the focus 
during this phase. 

"We have relationships in the queue 
and have 10 to 16 projects in the de-
velopment phase and opened about 10 
in 2006," Barrow says. "In phase three 
we want to be in all 50 states and in 90 
of the top 100 [metropolitan statistical 
areas]. We want the education to be 
consistent among all locations. We're 
focusing on quality and consistency." 

The First Tee opened 50 facilities in 
2005 and 50 in 2004. 

Even though The First Tee is in its 
third phase, there's still a need to mea-
sure the program's success. 

"We've tracked retent ion rates 

through the five levels of the curricu-
lum," Barrow says. "In 2003, there was 
27-percent retention; in 2004, there was 
34 percent; and in 2005, there was 35.5 
percent retention. We have First Tee 
kids playing high-school golf." 

Barrows says Golf 20/20 conducted 
an analysis that concluded if golfers 
came to the game through a junior 
golf program, they would be likely to 

The third phase of The First Tee program is to concentrate on operating facilities 
efficiently. Photo: The First Tee 
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growing the g a m e 

spend $1,000 on golf in one year; and 
those who came to golf from outside 
a junior golf program were likely to 
spend $600. 

"That's a $60 million impact on golf 
downstream," Barrow says. 

The key to The First Tee's success 
is positioning it as more than a game, 
Barrow says. The program is in 140 
additional school districts and 4,000 el-
ementary schools, reaching two million 
young people. The school program is 

delivered by teachers and is a mandatory 
two-week class in the physical education 
rotation. 

"Seventy-six percent of the parents 
whose kids have participated in The First 
Tee program said they saw increased 
confidence in their kids, 62 percent saw 
grades improve, and 66 percent saw an 
improvement in their kids' social abili-
ties," Barrow says. 

Additionally, the program is reaching 
a wider audience. 

"The perception of golf is that it's an 
exclusive, white game," Barrow says. 
"Fifty percent of the kids involved in the 
program are minorities, and 35 percent 
are girls. We're reaching a more diverse 
group of people than all of golf. We're 
reaching four million people through 
the participants and their friends, rela-
tives and family. More cross-sections of 
society will be involved in golf in 2010, 
2015 and 2020 because of The First 
Tee." G C N Programs such as Sticks for Kids make it easier for kids to play the game. Photo: GCBAA 
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Program puts kids on courses 
Like The First Tee, Sticks For Kids is a golf 
program gaining momentum. Started 
by the Golf Course Builders Association 
of America during the late 1970s as 
the Sticks for Kids Foundation, the as-
sociation is tweaking the program to 
make it stronger. 

The GCBAA's Web site states: The 
future of the game of golf in the United 
States depends on those young boys 
and girls interested in learning and 
respecting the game. The responsibil-
ity to secure the future of golf lies with 

The GCBAA had 30 Sticks for Kids 
programs in place throughout the 
years, and all the programs were set 
up where a member had to take 
charge, says Bill Kubly, c.e.o. of Land-
scape Unlimited and president of 
the board of directors of the GCBAA 
Foundation, the charitable arm of 
the GCBAA. 

"That was the original direction, and 
15 were still active a few years ago, 
but we discovered some programs 
weren't as successful as we'd liked 

based at the GCBAA headquarters in 
Lincoln, Neb. 

The GCBAA has partnered with US 
Kids Golf, a company that manu-
facturs golf clubs for kids, and every 
facility will receive 10 sets of clubs, 
Kubly says. 

"We'll be buying a minimum of 
1,000 sets of clubs a year," he says. 
"The clubs will be used in the class-
room, on the driving range and on 
the golf course. This is a 12-month pro-
gram. Our investment, which is about 
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those of us benefiting from golf today. 
The GCBAA established the Sticks for 
Kids Foundation to provide the tools 
and opportunities necessary to allow 
as many junior golfers as possible to 
enjoy the game. 

For golf courses that would like to 
participate in the SFK program, there 
are four requirements. Each facility: 

• Must have an active junior pro-
gram - the SFK program may estab-
lish, enhance or replace a current 
program; 

• Must have the ability to store the 
clubs for use by junior golfers; 

• Is expected to promote the pro-
gram through the use of posters and 
displays; and 

• Is expected to work with local 
media and businesses to promote the 
program. 

because we all had full-time jobs," 
Kubly says. "We needed a partner, so 
Paul Foley (executive director of the 
GCBAA) hooked up with the National 
Recreation and Parks Association, 
which has embraced golf. The NRPA 
had done this type of work with tennis, 
and there are 700 tennis programs 
now. They have 6,000 members that 
represent 10,000 golf courses. NRPA is 
connected to municipal golf courses. 
They are a major player." 

The NRPA and the SFK program was 
a good fit because the NRPA didn't 
have a golf program. The GCBAA 
Foundation is committed to starting 
100 programs a year for the next 
three years. The GCBAA is supplying 
golf clubs to these programs and is 
helping market and administer the 
program, mainly through an assistant 

a quarter of a million dollars, will touch 
at least 100 kids per program." 

Kubly says there have been 245 
course members sign up already, but 
only 100 are going to get in. 

To measure the success of the pro-
gram, Kubly says the GCBAA needs 
to know how many kids are using the 
clubs, how many times the clubs are 
used and to closely monitor the pro-
gram to see how well it's doing. 

The SFK program, like the other pro-
grams designed to grow the game, is 
about inclusion. 

"Our sport has always been a blue 
blood sport, so we wanted to reach 
kids who otherwise wouldn't play golf," 
Kubly says. "It's also important to work 
with baby boomers, women, etc. 
Every initiative to get more golfer out 
there is important." GCN 

There are 245 golf facilities interested 
in participating in the Sticks for Kids 

program. Photo: GCBAA 
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Out with the old, 
in with the new 
A COMPLETE ASSESSMENT AND PREPARATION 
ARE NEEDED BEFORE REBUILDING BUNKERS 

by JIM 
CONNOLLY ii 

"ts difficult to imagine a complete 
game of golf without 18 tees, fair-

. ways and greens. In fact, one might 
argue it wouldn't be proper golf. It's 
also difficult to imagine a game of golf 
without a few sand bunkers dotting the 
landscape. The reason for tees, fairways 
and greens is obvious, but the reason for 
bunkers isn't always so clear. 

How does one justify a bunker's 
existence? How many should there be? 
What's their purpose? What does it cost 
to maintain them? 

Golf course superintendents might 
have a difficult time answering these 
questions, which is why bunkers are a 
sore subject for many of them. Without 

a clear understanding of objectives, goals 
and standards for bunkers, superinten-
dents can spend many hours thinking 
about them and how to please members 
and golfers. It's like shooting at a fast-
moving target. Let's look at objectives, 
goals and standards. 

Bunker usage 
Bunkers are an integral part of golf course 
design and have different purposes. Some 
architects have become famously linked 
to their bunker designs. Pete Dye and 
his railroad ties are an example. Some fa-
mous golf courses have become linked to 
their bunkers. Pine Valley and its Devil's 
Asshole is an example. Conventionally, 

bunkers are used for one or more of the 
following: 

• Aesthetics; 
• Defining shot value; 
• Defining line of play; 
• Keeping the ball from a worse out-

come; and 
• Preventing errant shots from hitting 

neighbors. 
Additionally, there are several uncon-

ventional uses that might serve purposes 
indirectly related to golf: 

• For postcards and brochures, which 
affect sales and promotion; 

• To look good on TV; and 
• To better a designer's posterity based 

on unique or unusual appearances. 

Poor drainage conditions result in sand contamination 
Photo: Jim Connolly 



In rare instances, bunkers have been 
known to achieve all three unconven-
tional goals. A good example would be 
Desmond Muirhead s shark-teeth-shaped 
bunkers surrounding an island green at 
Stone Harbor Golf Club in New Jersey. 

Maintenance considerations 
Aside from design and usage, main-
tenance is another important aspect 
of bunkers. The perception of bun-
ker-maintenance cost is often inflated 
because of golfers' constant complaints 
about sand conditions. Bunkers receive 
much attention, but a good percentage 
of that attention might be mental. The 
only way to determine the exact cost is 
to document all expenses associated with 
bunker maintenance. A complete assess-
ment requires the following steps: 

1. Document all maintenance costs, 
including grass surrounds. 

2. Identify chronic problems that are 
adding to the annual maintenance costs. 
This includes washouts, sand contamina-
tion, poor drainage, sand quality and 
turfgrass quality around the bunker. 

3. Determine the necessity of each 
bunker as it relates to economics, strategy 
and aesthetics. A golf course architect, 
working with a superintendent and green 
committee, should review the design and 
its impact on the maintenance budget. 

4. Develop a long-range plan that 
includes bunker elimination and/or ad-
dition, rebuilding or renovation. 

Chronic maintenance problems, which 

usually can be traced to deficiencies in 
one or more areas, impact bunker costs, 
too. It's also important to understand 
why bunkers deteriorate to the point 
where rebuilding is wise economically. 
Knowing the cause will improve com-
munication during the presentation of 
the renovation program. Here are four 
areas: 

1. The second law of thermodynam-
ics. All things left to themselves progress 
from a state of order to disorder. It's 
unreasonable to think bunkers will last 
forever. 

2. Improper maintenance. Mechani-
cal rakes have damaged thousands of 
bunkers to the point where renovation 
is required around the edges. Some bun-
kers aren't constructed to allow bunker 
rakes to enter or exit, or are too small. 

3. Storms and disasters. Heavy rain 
and floods will wipe out even the best 
bunker, or at a minimum, remove the 
sand. In September 2003, Typhoon 
Maemi cut through Jeju Island on Korea 
with 120-mph winds and dumped four 
feet of rain in one day. At The Club at 
Nine Bridges, all 120 bunkers, which 
were constructed excellently, were dam-
aged. 

4. Chronic construction woes. This 
area can be the most troublesome and 
difficult to assess because it's a slow de-
terioration of a bunker and surrounding 
area. Deterioration is often a result of 
inferior construction methods. Chronic 
deterioration can be a result of: 

• Improper irrigation design of grass 
surrounding a bunker; 

• A lack of or faulty drainage; 
• Contaminated sand from constant 

erosion; 
• Atmospheric pollution from dust 

contaminating sand; 
• Continually adding new sand, mak-

ing a bunker too deep; 
• The surrounding area channeling 

water into a bunker; and 
• A wrong bunker design for the social, 

economic or climatic environment. 
Rebuilding or renovation is the best 

course of action when chronic bunker 
disorders are identified. Continually 
treating symptoms is costly and is part 
of the annual maintenance cost for 
bunkers. 

Superintendents also might need to 
prepare for partial or complete con-
struction that will provide long-term 
benefits and reduce yearly maintenance 
costs. The table on page 43 shows some 
construction considerations. 

Down the drain 
Drainage is an aspect that impacts bun-
ker maintenance considerably. Bunker 
design should include internal subsurface 
drainage, internal and surface drainage 
of water adjacent to a bunker, proper 
pipe size and drainage exit connections 
to overall golf course drainage. 

Water flows through bunker sand at a 
high rate, so it's important to have inter-
nal drainage pipe that receives water and 
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transports it at a rapid rate. One of the 
problems with slotted pipe with small 
openings is the inability to receive water 
through the openings. If water can t enter 
the openings, it will flow through the 
gravel surrounding the pipe, carrying 
fine particles that plug drainage gravel. 

For a drainpipe to function prop-
erly, one must consider the total area of 
surface openings in the collector pipe, 
blockage at the available surface area 
and water pressure at the interface area. 
Responding to this, many companies 
have introduced more effective methods 
of draining bunkers. All of these work on 
the principle of having bigger holes to 
receive water. Examples include Drain-
core2, ECS and EZFlow. 

The landscape surrounding the bun-
ker also is important for proper drain-
age. The area should be constructed so 
water is directed away from the sand. 
When surface or subsurface water can t 
be directed away from the bunker, an 
intercepting drain should be installed 

Sand selection guidelines 
Particle size 0.25 mm to l .00 mm 

Particle shape Angular 

Crusting potential Silt and clay less than 5% 

Chemical reaction, hardness pH test noncalcareous 

Infiltration rate 20 inches per hour 

Color Matter of taste 

Moisture holding capacity As a percentage of water holding 

Source: USGA 

four feet from the bunker edge. Install-
ing an intercepting drain too close to the 
bunker will destabilize the bunker walls 
integrity. 

Even with thoughtful design, most 
bunkers have a grass or sand side slope. 
During heavy rain or irrigation, erosion 
can occur on slope lengths of less than 
four feet of grass. Sand face erosion de-
pends on precipitation volume, velocity, 
rate and sand texture. 

Sand also affects drainage, and the best 

sand is one that drains well, has a high 
angle of repose and has some tendency 
toward compaction. See the chart above 
for factors that should be considered 
when selecting sand. The USGA publi-
cation "How to Select the Best Sand for 
Your Bunkers" is an excellent source. 

Construction sequence 
Once its determined a new bunker is 
required, advanced planning and atten-
tion to construction sequence is needed. 

"TURN BACK THE SANDS OF TIME" 
Are your bunkers suffer ing from the 
adverse effects of t ime? Are rocks, 
silts, and clays beginning to build up 
causing your bunkers to look, function, 
and play like concrete? 

Courses all over the world rely on the 
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bunker maintenance needs. The Sand 
Storm cleans and "recycles" your sand 
right in the bunker, utilizing a 12volt 
vibratory motor, saving you time and 
money. Say good-bye to the short term 
repair method of "removing and replacing" 
your bunker sand, and say hello to a more 
cost effective, long term solution. 
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Plugged drains, contaminated sand and 
damage to the golf course can result from 
out-of-order construction. The follow-
ing is one recommended construction 
sequence: 

1. Survey and stake according to a 
detailed drawing with written specifica-
tions. Determine cut, fill and soil need. 

2. Prepare enough plywood or other 
material that will support traffic and 
minimize turfgrass damage. 

3. Remove sod around the bunker. 
4. Locate drainage exit and place a wire 

mesh over pipe opening. 
3. Remove sand and old drainage. 

Stockpile contaminated sand for use sur-
rounding the bunker. 

6. Detail staking, shaping, and cut and 
fill as per the plan. Stockpile topsoil and 
import fill if necessary. 

7. Install perimeter irrigation. 
8. Stabilize bunker edge using plywood, 

sandbags or other materials. 
9. Compact and smooth bunker base. 
10. Install bunker liner following 

manufacturers recommendations. 
11. Install sand to a depth of five to six 

inches, then compact wet sand. 

Subsurface preparation 
Look at steps nine and 10 more closely. 
Before filling a bunker with sand, its 

subsurface has to be compacted. If soils 
are rocky or compaction isn't possible, 
clay soil can be used as a base. For con-
ventional bunkers with a flat bottom 
and a slim chance of erosion, compacted 
clay should suffice. Combined with 
good drainage, a compacted clay bot-
tom should maintain its integrity for 
many years. For bunkers in moderate 
to high rainfall areas with expansive or 
partial sand faces, additional subsurface 
treatments can prevent future sand 
contamination. 

Another method of stabilizing the base 
is applying synthetic polymers, such as 
liquid polyurethane, which are sprayed 
on the subsoil to help stabilize soils and 
prevent sand contamination. 

Once the base is established, liners 
are installed. Liners have been used in 
bunkers for many years. Early liners 
were plastic or woven materials that 
gave way to nonwoven geotextile liners 
such as Trevira Spunbound, a porous 
polyethylene fabric. Nonwoven, needle-
punched fabrics have questionable long-
term performance qualities, especially in 
the area of water permeability. Another 
disadvantage of nonwoven liners is their 
potential to be snagged by bunker rakes. 
Older liners helped prevent contamina-
tion but did little to prevent erosion or 

Bunker construction considerations 
Area of concern Action 

Drainage and water issues Diversion of surface flow area from sand 

Irrigation Install perimeter irrigation to maintain 
turfgrass health 

Sand selection Color, texture, particle size distribution 

Surrounding grass areas Reduce slopes and need for hand mowing 

Sand slope stabilization 
and protection from 
contamination 

Install geotextile bunker liner 

Bunker rake access Modify surrounds to allow for easy entry/exit 
of mechanical rakes 

sand slipping. 
Recently, a number of geosynthetic 

bunker liners have been introduced. The 
liners come in various thicknesses, from 
about 0.25 of an inch to thicker than 1 
inch, and are manufactured from man-
made materials. Bunker liners serve two 
important purposes: 

1. To prevent contamination from 
underlying soils by forming a physical 
barrier between the sand and subsoil; 
and 

2. To reduce erosion on steep sand fac-
es. Water flows through the liner, to the 
subsoil, reducing sand slipping/erosion. 
Liners provide a rough surface, increas-
ing the sand's angle of repose, allowing a 
steeper sand face without erosion. 

All sands have an angle of repose. 
When sand is piled on the ground, 
there's a maximum angle of the pile 
that can't be exceeded. One factor that 
affects the angle of repose is the coef-
ficient of friction at the base. Sand piled 
on glass will achieve a lower angle than 
sand piled on a rough surface. Another 
factor is moisture. Sand with the correct 
moisture-holding capacity will achieve a 
higher angle than very dry or very wet 
sand. Angular sand will also achieve a 
higher angle. 

Get control 
It would be nice if we could return to 
the days of yesteryear when bunkers were 
primitive and feared greatly. Nowadays, 
bunkers are tame and domesticated, and 
superintendents are expected to groom 
and care for them. As a result, bunkers 
require money. This year, superinten-
dents should make it their goal to reduce 
mental stress by getting control of those 
costly bunkers. G C N 

Jim Connolly is president of JCC, Ltd. A 
former USGA agronomist, he's a consultant 
andean be reached at jim@jcctiirf.com. 
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Utility vehicles 

Making the switch 
SOUTH CAROLINA SUPERINTENDENT GRADUALLY CHANGES UTILITY VEHICLE FLEET 

by JOHN 
WALSH 

Mike Fabrizio, CGCS, 
receives input from the 
mechanic, general 
manager and 
maintenance staff before 
purchasing equipment. 
He's in the midst of 
switching his fleet from 
Jacobsen to Club Car. 

A fairly new trend regarding util-
ity vehicles has been to convert 
them from gas to electric, 

mainly because of noise and gasoline 
prices. However, that trend wasn't what 
drove Mike Fabrizio, GCCS, director of 
grounds and golf maintenance at Daniel 
Island Golf Club in Charleston, S.C., to 
change his utility vehicle fleet. Instead, 
Fabrizio is gradually switching his fleet 
from Jacobsen to Club Car. 

Daniel Island, which has about 500 
members, is a sizable 12-month opera-
tion. The facility features two 18-hole 
golf courses: the Tom Fazio-designed 
Beresford Creek Course (7,293 yards), 
which opened in 2000, and the Rees 
Jones-designed Ralston Creek Course 
(7,446 yards), which opened in 2006. 

Fabrizio has more than $2.5 million 
to spend to maintain the golf courses 
and grounds — 230 acres of irrigated 
Bermudagrass and 500 total acres, 
including low-maintained and no-
maintained areas. He says the club tries 
to keep the capital expenditures budget 
between $100,000 and $200,000 a 
year. 

Along with his budget, Fabrizio has 
45 full-times employees and three to 
five seasonal employees during the sum-
mer to help him maintain the courses 
and grounds. 

Generally, Fabrizio purchases most of 
the equipment he and his staff use, with 
one exception - the Toro Reelmaster 

5500 D series fairway mowers, which 
he leases for a 36-month period. 

"Fairway mowers are the lifeblood 
of the operation," he says. "They are 
high-tech pieces of machinery, and I 
don't want to get into replacing reels 
and other parts. I don't want to rebuild 
them. I like the philosophy of getting a 
new fleet every three years. A reasonable 
life span for everything else is five years 
or more." 

With utility vehicles, Fabrizio is in 
the midst of slowly changing the fleet 
from Jacobsen to Club Car's Carryall 
Turf 2, which is primarily used to move 
people and tow greens mowers across the 
course. This change has been an ongoing 
process that started about three years 
ago. The 36-vehicle fleet consists of 19 
lightweight vehicles (Jacobsen and Club 
Car), 10 mid-weight vehicles (Cushman, 
Toro and Club Car), five heavy-duty 
vehicles (Toro and Cushman) and two 
sprayers (Toro). 

"Throughout the past three years, 
we've been switching three to five ve-
hicles a year, costing between $20,000 
and $30,000 a year," Fabrizio says. 

The reason Fabrizio is making the 
switch is partly because Jacobsen hasn't 
had a stable distribution system in the 
eastern part South Carolina, he says. 

"They have had several different dis-
tributors during the seven years I've been 
here," he says. "But now Vereens seems 
to be making a dedicated effort for the 
long haul." 

The other reason Fabrizio is making 
the switch is because Daniel Island's 
general manager, Greg Keating, decided 
to switch from E-Z-GO golf carts to 
Club Car models, and he would like to 
see all vehicles at the facility be Club 
Car branded. Club Car also gave Daniel 
Island an incentive to switch. 

"I like trying to stick with the most 
economic and simplistic utility vehicle 

when they're just used for moving people 
or towing greens mowers," says Fabrizio, 
who's been at Daniel Island since April 
of 1999. "You need to have heavy-duty 
vehicles, but there's no need for an 
$11,000 utility vehicle to be pulling a 
greens mower across the course." 

Fabrizio considers his maintenance 
operation to be normal and utility ve-
hicles should last five to eight years. He 
says the Jacobsen utility vehicles he's 
been phasing out didn't last that long 
and had engine failure because they 
were used during the construction and 
grow-in of the courses and took more 
abuse than normal. 

Fabrizio also says utility vehicles gen-
erally take a beating because they tend 
to be used by younger workers who are 
less responsible than older workers and 
by people who turn over quickly. 

But before Fabrizio makes a purchas-
ing decision about equipment, such as 
utility vehicles, he receives input from 
the mechanic, the general manager and 
his maintenance staff. 

"The service of the distributor and 
the timing of the delivery of the parts 
are important," Fabrizio says. "The ser-
vice aspect is the No. 1 consideration. 
The general manager provides input 
because he would like to see Club Car 
carry over to the maintenance side of 
the operation." 

Overall, purchasing utility vehicles 
nowadays is much different than 30 
years ago. 

"There are definitely a lot more 
choices than there used to be," Fabrizio 
says. "Back then, your choices were 
Cushman, Red Rider or modifying a golf 
cart. Now, because there are so many 
choices, you can make a better educated 
decision." G C N 

Mike Fabrizio can be reached at m_ 
fabrizio @danielisland. com. 



Around for a while 
SUPERINTENDENT IN OREGON USES EQUIPMENT LONGER THAN MOST 

Bud Lisac doesn't have a nice fat 
budget to work with while main-
taining the 18-hole Sah-Ha-Lee 

Golf Course in Clackamas, Ore. In fact, 
Lisac doesn't have a set budget at all. 

"We run on a shoestring budget," 
Lisac says. "We buy what we need when 
we need it." 

Because of this limitation, Lisac uses 
his golf course maintenance equipment, 
including utility vehicles, much longer 
than most golf course superintendents. 

Lisac and his brother, Steve, own Sah-
Ha-Lee. They own a total of 65 acres, 
35 of which comprise a par-3 golf course 
and 15 of which comprise a driving 
range. Lisac and his brother built the 
public golf course, which is located in an 
urban area on the outskirts of Portland, 
and opened it in 1990. 

Lisac considers the course a learn-
ing center that caters to family and 
seniors, yet accommodates everybody 
from scratch golfers to those with a 36 
handicap. The seniors and ladies leagues 
are the biggest at the course. Green fees 
range from $7.50 for seniors to play nine 
holes up to $19 for golfers to play 18 
holes on weekends and holidays. 

The course's maintenance staff, in ad-
dition to Lisac, consists of two full-time 
workers and three part-timers. 

Because of his shoestring budget, 
Lisac doesn't lease any equipment - he 
purchases everything. 

"I keep equipment a lot longer than 
most," he says. "For example, we had 
our first two greensmowers for 10 years. 
Other superintedents will typically lease 
some equipment for three years. Because 
our green fees are so low, I need to keep 
my equipment a lot longer than the big 
boys." 

The utility vehicle fleet consists of 
four John Deere vehicles, enough for 
everybody to run around the course 
during the summer, Lisac says. He has 

two lightweight 4x2 Turf Gators and 
two heavy-duty ProGators. The two 
lightweight Gators are gas powered, and 
the two ProGators are diesel powered. 
Lisac says he'll stick with the gas-pow-
ered vehicles because he's not keen on 
the electric-powered ones. He has an 
electric golf car that he uses as a bever-
age cart, but he's not happy with the 
maintenance it requires. 

"You get more years out of the diesel 
engine with the big stuff," he says, refer-
ring to the heavy-duty utility vehicles. 

Lisac purchased his Gators separately. 
He says he and his brother will review 
the course's inventory at year's end and 
determine what needs to be purchased, 
if anything. Lisac's newest Gator was 
purchased this year, replacing an old 
Toro Workman that he had for 10 
years. Lisac says the main reason for the 
switch is because Sah-Ha-Lee is eight 
city blocks away from a John Deere 
distributor and because he doesn't have 
a full-time mechanic, he needs to take 
equipment to a nearby dealer when a 
major repair is needed. 

"This is something I take into con-
sideration when purchasing equip-
ment," he says. "I look at every type 
of equipment the same way. We own 
everything. We've got Toro greensmow-
ers, four Ford tractors and a Bush Hog 
tow-behind rotary deck for mowing 
the rough." 

Lisac says utility vehicles are just as 
imported to maintain as mowers. 

"You can't throw shovels and buckets 
on the backs of your employees and ex-
pect them to walk all over the course," 
he says. 

Flexibility is an important quality of 
utility vehicles as well, Lisac says. One 
of the Gators he uses has a hitch on it 
so a golf ball picker can be attached to 
clean up the driving range. 

Durability is another important qual-

ity of utility vehicles because they take 
more abuse than other types of equip-
ment, Lisac says. In the past, he has had 
issues with employees treating a utility 
vehicle like a race car. 

"But I still paid $8,000 for it," he says. 
"Sometimes employees don't treat utility 
vehicles as their own, but they tend to 
treat mowers differently because they're 
cutting grass at an eighth of an inch and 
realize mowers are more technical pieces 
of equipment." 

Overall, Lisac says the Gators have 
held up well and he's pleased with their 
performance. G C N 

by JOHN 
WALSH 

Bud Lisac (sitting in the driver's seat) has just enough utility vehicles for him 
and everybody on his staff to run around the course during the summer. 
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V 
Terry Buchen, CGCS, MG, is 
president of Golf Agronomy 
International. He's a 35-year 
member of the GCSAA 
and can be reached at 
terrybuchen@earthlink.net. 

Globetrotting consulting 
agronomist Terry Buchen visits 
many golf courses annually 
with his digital camera 
in-hand. He will share 
helpful ideas relating to 
maintenance equipment 
from the golf course 
superintendents he visits 
- as well as a few ideas of 
his own - with timely photos 
and captions that explore 
the changing world of golf 
course management. 

t r a v e l s 
w i t h TERRY 

Easy come, E-Z-GO 

i 
n the midst of replacing the golf cart fleet at Congress Lake Club in Hartville, 
Ohio, Scott Frase, CGCS, and Mike Florea, equipment manager, kept one - a 
1989 gasoline-model E-Z-GO with a 2-cycle, oil-injection 1-cylinder engine 

- and turned it into a functional mechanic's cart. 
Florea made no modifications to the cart's engine, but he removed the bag rack and 

built a 74-inch-thick angle iron frame to support the aluminum diamond-plate bed he 
built using a local fabrication shop. Two aluminum tool boxes were placed on either 
side of the bed. A hinged aluminum tailgate is held in place on the top end with a 
flat piece of aluminum and removable lynch pins. 

At the bottom of the cart, where the bag rack used 
to be, Florea installed a 5-gallon air tank for use on 
the course. The tank is protected with an aluminum 
cover, which is bolted to the back panel. The back 
panel houses a pressure gauge and male and female 
air-hose quick connects. 

A 2-inch receiver hitch was welded in place to pull 
utility trailers, which have turf tires. The windshield 
that came with the golf cart was reduced to 6-inches 
high to act as a wind deflector. The vinyl seats were 
painted with a charcoal-gray, automotive metallic 
enamel paint. The oversize wheels and tires were ac-
quired from Cart Parts (www . c a r t p a r t s . c om ) , and a lift kit was made in-house and 
installed to raise the carts height by 3 inches so the cart wouldn't be centered too 
high. 

Florea even took a piece of aluminum, put his first name on it and put it next to 
the ignition switch. 

Material list 

Aluminum tool boxes (2) $100 

Aluminum bed (local 
fabrication shop) 

$180 

Lift kit (built in-house) $30 

Tires and wheels $300 

Air tank (5 gal.) $35 

Fittings $35 

Paint (supplies) $55 

Total cost $735 

A heavy-duty hauler 

The trailer pictured transports sod pallets throughout the course at The Old Collier 
Golf Club in Naples, Fla. It was conceived and designed by Todd Draffen, golf 
course superintendent; Mike Koopman, equipment manager; and J.W. Stidham, 

assistant equipment manager, under the auspices of Tim Hiers, CGCS, director of golf 
course operations. 

Koopman ordered a 4,000-pound-capacity utility wagon that had a solid axle, no sus-
pension, wheels with no brakes and 35-psi tires from Northern Tool & Equipment Co. 
{www.northerntool.com) for about $500. 

Four 8-feet-long pieces of 2-inch-square tubing 74-inch thick ($110) was welded and 
bolted in place and spaced equally on top of the running gear, which has a telescoping rod 
connecting the front and rear axles set on the shortest setting. The tie rods were beefed 
up to handle the weight of the steel plate and about 2,000 pounds of sod. A 4-feet-by-8-
feet steel plate ($200) 74-inch thick was purchased locally and cut to fit where the front 
wheels articulate back and forth by the tongue. The steel plate was painted with a rust 
protector ($20). 

The trailer is pulled by a Toro Workman utility vehicle to prevent cracking or damaging 
the cart paths. 

Instead of placing a pallet on the ground in one location, the trailer can be moved any-
where the sod is being laid. The trailer also can be retrofitted with 5-feet-high wooden side 
boards to haul bales of pine straw or other supplies. G C N 
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classifieds 

BUSINESS OPPORTUNITY 

PROBLEMS AT YOUR PRIVATE CLUB? An 
analysis from 50-years in golf. $1,975.00 plus 
expenses. 3-days w/travel. Golfmak, Inc., Web: 
www.golfmak.com. 941-739-3990. 

FOR SALE 

FROM THE 
GROUND 

UP 
Controlling Thatch 

Just Got Easier! 

Contact: 
John Wynne 
Phone: 860-729-7639 

or 304-624-3844 

Email: owynne@comcast net 
Visit: www i-mol com 
611 Baltimore Ave 
Clarksburg WV 26301 

TECH SALES 
Golf Course Division 

REPLACEMENT: 
Bearings, Oil Seals, V-Belts 

> Nation's Leading Supplier 
> Most Competitive Pricing In The Industry 

> Same Day Shipping On Most Parts 

1-800-373-6002 
www.techsales-golfcoursedivision.com 

ADVERTISE TODAY! 
For further information or to place an ad, 
contact Bonnie Velikonya at 216-925-5075 

or bvelikonya@giemedia.com. 

HELP WANTED 

Country Club Services is currently seeking ex-
perienced Project Managers, Superintendents, 
Shapers, Foreman, and Operators. Management 
applicants must have strong communication, 
organizational, and computer skills. Competitive 
salary, and compensation package. Please send 
resumes to countryclubsvcs@aol.com or Fax to 

561-862-0447 

Employment 
Golf Course Company currently seeking expe-
rienced qualified Shapers for International and 
Domestic projects. Resumes can be e-mailed to 
frank@intergolfinc.com, faxed to 914-693-9506 
or call 914-693-2024. 

Aspen Corporation is a certified golf course 
builder based in West Virginia. Aspen provides 
full scale golf course construction services within 
the southeast and mid-Atlantic regions. We are 
looking for qualified Construction and Irrigation 
superintendents and assistant superintendents. 
Aspen provides a full benefits package and 401K 
retirement plan. Please forward all resumes to 
lfreeman@aspen-golf.com or call 304-763-4573. 

CONSTRUCTION SHAPER/FINISHER/SU-
PERVISOR: Must be able to shape and finish 
grade golf course features with a bulldozer and 
tractor/boxblade. Must be able to shape and build 
bunkers, tees, greens with a skidsteer and miniex-
cavator. Must be able to hand shape with rakes and 
shovels. Oversee and coordinate up to 25 workers 
daily. Must interact with owners and architects 
in a professional capacity and speak English and 
Spanish fluently. Requires long hours and week-
ends, 100% travel. About 50% of work is labor 
and 50% is equipment operating. Must be able 
to read and understand blueprints and construc-
tion documents and pass a drug test. Valid drivers 
license a must, CDL a plus. Two positions open. 
Wage DOE. Send inquires or resume to P.O. Box 
11981, Casa Grande, Arizona 85230. 

Wadsworth Golf Construction Company 
Seeking Project Superintendents, Irrigation Fore-
men, Site Work Foremen, Shapers and Equipment 
Operators for Projects in the Mid Atlantic region 
and other areas of the country. Great opportunity 
for candidates with golf course experience willing 
to learn, travel and grow with the country's Premier 
Golf Course Builder. Competitive compensation 
package including travel allowance, health insur-
ance and profit sharing opportunities. 

Visit us at www.wadsworthgolf.com 
Fax a resume to 610-361-7805 

or e-mail to wgccmw@wadsworthgolf.com 
attn: Human Resources 

Territory Sales Opportunity 

We are currently interviewing for sales 
positions in various states. 

Prior Irrigation, Landscape or Golf Course 
Industry experience with strong 

relationship selling skills essential. 
Please send resume to: hr@watertronics.com 

or fax to: 262-367-5551 

ad index 
COMPANY PAGE RS 
Arysta LifeScience 7,8-9... 12.13 

www.arystalifcscicncc.com 
Bayer Environmental Science 21, 26-67* 

www.bayer.com 
Champion Turf.......................... 11... . 14* 

www.cturf.com 
Cover All Building Systems 33 24 

www.coverall.net 
Exaktime 5 11 

www.jobclock.com 
Fioratine 51 36 

www.floratine.com 
Iseo Industries 22 19 

www.isco-pipc.com 
Lawn Solutions 38 28 

www.LawnSolutionsCP.com 
LESCO 13 15 

www.Iesco.com 
Liquid Fence 4 7 34 

www.liquidfence.com 
Mateo Norca 4 9 35 

www.matco-norca.com 
Montco Products 2 9 , 3 2 . 2 2 , 2 3 
Nufarm Turf & Specialty 52 37 

www.nuiarm.com 

COMPANY PAGE RS 
Organic Growing Systems 28 21 

www.organicgrowingsystems.com 
PBI Gordon 17 17 

www.pbieordon.com 
Precision Laboratories 37, 3 9 , 4 1 , 4 3 

2 7 , 3 0 , 3 1 , 3 3 
www.prccisionIab.com 

Professional Turf Products 35 25 
www.proturfjjroduas.com 

Roots 15 16 
www.rootsinc.com 

Standard Golf Co 23 20 
www.standardgolf.com 

Subair Systems 3 8 29 
www.subairsystems.com 

Tee-2-Green 2 10 
www.tee-2-green.com 

Varmitgetter 3 6 26 
www.varmitgettcr.com 

Ventrac 2 0 18 
www.ventrac.com 

Z Screen 4 2 32 
www.zscrccn.com 

* Denotes regional advertisment 

Delays dormancy i 
Ideal winter blank« 
Best for quick turf 
Available in anjjr si; 
3 or 7 year warran 

For details call 1-800-387-5808 toi 

covermaster.com 
E-MAIL: info@covermaster.com 

COVERMASTER INC., REXDALE, ON, M9V 5C3 TEL 416-745-1811 FAX 416-742-6837 
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p rting shots 

Don't forget to check out 

Pat's Digital Coffee Shop 

column that appears 

twice a month in GCN's 

weekly e-newsletter. 

To subscribe to the 

newsletter, visit the GCN 

home page and click on 

the "news" drop-down 

menu. 

Pat Jones is president of 
Flagstick LLC, a consult-
ing firm that provides 
sales and marketing 
intelligence to green-
industry businesses. He 
can be reached at 
psjhawk@cox.net or 
440-478-4763. 

Are you a predator or prey? 

A couple of months ago, I expe-
rienced one of those gorgeous 
Indian Summer days that helps 

carry me through the cold, nasty winters 
up here on the North Coast. I was visit-
ing a course outside Dallas and playing a 
fun but mediocre round. I had my feet 
propped up on the dash of a golf car and 
was nursing a warm beer while killing 
time waiting for the group in front of us 
to clear a nasty little par 3. The moment 
didn't suck. 

As our foursome chatted, I spotted a 
huge red-tailed hawk turning lazy circles 
in the azure Texas sky above us. It was 
an incredibly peaceful scene that made 
me feel slightly better about being forced 
to sit behind some boneheads who were 
convinced they each needed 10 minutes 
to line up their critical double-bogey 
putts. 

Suddenly, the majestic bird broke its 
slow, smooth glide and rocketed straight 
down toward the native area to our right. 
At the last second, she spread her wings 
and slowed just enough to lower her tal-
ons and expertly snag something small, 
brown and furry that had - up to that 
moment — been minding its own business 
in the tall grass. She screamed that cool 
hawk victory cry and slowly flapped off 
into the distance to enjoy her snack. 

It was a very bad day for that pitiful 
little varmint, but just another fast-food 
meal for one of Mother Nature's kick-ass 
predators. 

That moment got me thinking: In 
the great outdoors, every day is life or 
death for that deadly killer hawk and for 
the cute little ground squirrel that had 
the misfortune of twitching a muscle at 
exactly the wrong moment and catching 
her attention. In the circle of life, you're 
either the predator or the prey. 

Is our industry any different? 
We have 16,300 golf courses each try-

ing to get their share of a revenue pie 
that just doesn't seem to grow from the 
500-million-round plateau it's been stuck 
at for a decade. Every course is different, 
but each has to hit a number that makes 
it economically viable to survive or even 
prosper. When it comes to hitting that 
number, are you the sharp-eyed, hungry 
hawk or the unsuspecting little fuzzy 
mammal? Are you the predator or the 
prey? 

Take this quiz 
Here's a quiz based on Jeff Foxworthys 
"You know you're a redneck if . . . " rou-
tine to help you gauge which category 
you fit in. 

• You know you're a predator if you have 
a well-though-out player development 
plan to attract and retain golfers at your 
facility. 

• You know you're prey if you just as-
sume people will show up and plop down 
money to play at your place. 

• You know you're a predator if you're 
almost 100 percent focused on the golf 
course as your primary source of busi-
ness. 

• You know you're prey if you're spend-
ing all your time worried about choosing a 
new wallpaper design for the clubhouse or 
hiring a new pastry chef for the kitchen. 

• You know you're a predator if you're 
aggressively finding ways to improve the 
golf course and keep up with modern club 
and ball technology and offer something 
new to players. 

• You know you're 
prey if you think the 
course is just fine 
as it is and there's 
no need to consider 
any upgrades or im-
provements. 

• You know you're 
a predator if you 
show up for work every day feeling like 
Conan the Barbarian, with a strong desire 
to crush your enemies, see them driven 
out before you and hear their women la-
ment. 

• You know you're prey if you think your 
competitors are pretty nice guys and you 
wish them the best of luck. 

• You know you're a predator if you're 
driving around every Saturday morning 
to check how full the parking lots are at 
other courses in the area. 

• You know you're prey if you're happy 
to fill half the tee sheet every Saturday. 

• You know you're a predator if you've 
brought your management team together 
to do a SWOT (strengths, weaknesses, 
threats and opportunities) analysis of your 
facility. 

• You know you're prey if you're just 
working off a bunch of unexamined as-
sumptions about your course and your 
competition. 

• You know you're a predator if you have 
a carefully developed marketing strategy 
that sets you apart from everyone else 
based on a unique selling proposition. 

• You know you're prey if you think your 
course speaks for itself. 

• You know you're a predator if you're 
investing in radio, print, TV and online 
advertising to bring new customers to your 
course. 

• You know you're prey if you think 
word of mouth is all you need. 

• You know you're a predator if you 
understand player retention programs, like 
coupons and frequent-player cards, are a 
cheap way to generate revenue. 

• You know you're prey if you're not 
making attempts to keep players coming 
back for more. 

• You know you're a predator if you're 
convinced a great superintendent is the 
most critical member of your staff and 
you're doing everything you can to find 
and keep a world-class professional for the 

job. 
• You know you're 

prey if you think a 
new food-and-bev-
erage manager will 
solve all your prob-
lems by lowering 
food cost or creat-
ing a new menu. 

•You know you're 
a predator if you walk or ride your course 
at least once a week and critically analyze 
conditions based on how golfers perceive 
the course. 

• You know you're prey if think green 
is good enough and have fairways full of 
clover. 

• You know you're a predator if you have 
an Internet site that compels Web-sawy 
golfers to give you a try and makes it easy 
to find directions to your facility. 

• You know you're prey if you still be-
lieve Web sites are a silly waste of money. 

So, how did you score? Is your facility a 
razor-clawed raptor or just another item 
on the appetizer menu? If you're a true 
predator, congratulations. You're likely 
to survive the tough business challenges 
during the next few years. If you're merely 
prey, you might as well go lie down and 
find a nice comfortable place to wait in the 
tall grass because that big red-tailed hawk 
is coming. G C N 

EVERY COURSE IS 
DIFFERENT, BUT EACH HAS 

TO HIT A NUMBER THAT 
MAKES IT ECONOMICALLY 

VIABLE TO SURVIVE OR 
EVEN PROSPER. 
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Patented Chemistry. University Tested 

.fiorati 

7/We are the keepers of the green, and it's my 
job to ensure that what is underneath sustains what is 

growing on top. Floratine products 
help me do that. So, if you call that science, 

great, but I just call it doing my job." 

Gerry Byrne 
Golf Resort Superintendent 

The K Club, Straffan, County Kildare 



I N S E C T I C I D E 

Introducing the new 
imidacloprid option that can't miss 

Mallet™ is Nufarm's newest insecticide using the proven technology of imidacloprid to provide 
residual control of a wide variety of insect pests, such as white grubs, cutworms and billbugs in 
turf and aphids, beetles and other troublesome pests in ornamentals. 
While others have rushed out the door to take advantage of off-patent opportunities, we have 
taken time to ensure that our supply source is secure, that our registrations allow us to be 
innovative and that our formulations have been extensively tested, ensuring that you get the 
premium quality and service that you've come to expect from Nufarm Turf & Specialty. 
• Mallet M 2F is a 2 lb. flowable concentrate containing 21.4% imidacloprid 
• Long-term curative and preventive action with just one application 
• Available in 2.5-gallon or 60 ounce jugs 

800.345.3330 • us.turf.nufarm.com 

™ Mallet is a registered trademark of Nufarm Americas Inc. 

Always read and follow complete label instructions. 


