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RESOURCES

A [Jhat will you do differently next
\w/\j year? What will you be doing in 10
¢ or 20 years? What will you be able
to do in retirement?

I've worked closely with golf course
superintendents for almost 20 years, and
during that time, I've gained great respect
for what you do and how you do it. I've also
learned there are some unique opportuni-
ties and threats for you.

One opportunity is the myriad educa-
tional materials and seminars offered by
the GCSAA, universities, state and regional
member organizations, and the many
companies selling products and services.
These opportunities are unparalleled in
other industries, so you should be proud of
your market.

These opportunities are also a threat —
that you won’t use them effectively, and
thus, find yourself unprepared for the next
10 to 20 years or even for retirement. The
threat is real. I've talked to many super-
intendents who seek advancement or a
career change but don’t have the necessary
knowledge, skills and experiences to move
into upper-level management or other
rewarding positions.

Other unique aspects of a superinten-
dent’s position make this threat more real.
First, many superintendents don’t have a
supervisor or mentor to guide them with
their career development because many
clubs don’t have a traditional organiza-
tional structure. Second, there are many
superintendents who don’t have an obvious
next step in their career, which also is influ-
enced by the lack of structure at a club.

I hope you're asking, “What does this
mean for me?” It means you must be
thoughtful and proactive about your
educational choices. If you're like most
superintendents, when you get the course
roster for the GCSAA conference at the
Golf Industry Show or a regional event,
you look at the offerings and select a few
to attend. Although these selections will be
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beneficial, they'll likely focus primarily or
exclusively on your short-term needs, and
the lost opportunity will contribute to the
aforementioned threat.

You're in charge of your professional
development. As a correlation, you'd never
think of applying fertilizer or pesticides
without a plan. Similarly, you should never
decide what offerings to take based only on
what you see today. The offering selection
should be based on a carefully thought out,
professional development plan.

A superintendent in one of my seminars
told me he takes two seminars each year at
the Golf Industry Show — one for his course
and one for himself. The seminar for the
course focused on what he’ll do differently
next year. The seminar for him focused on
what he’ll be doing during the next 10 to 20
years and, perhaps, in retirement. He had a
plan. Below is a three-step process for you
to develop a plan.

Step 1
Think about and visit with family, mentors,
friends and acquaintances in other roles and
even industries to discuss what you want to
do and accomplish with the remainder of
your career. Consider these questions:

* Do I want to continue in my current or
similar position until I retire?

* Am I driven to strive to be a superin-
tendent at a prestigious course?

* Do I want to advance
to a position
such as director
of golf covering
multiple courses
or leading all of the
services of a facility?

+ Am [ interested in a differ-
ent position within the golf business,
such as a position in the many companies
that provide goods and services to superin-
tendents and golf courses?

+ Am [ interested in a career change to
another industry or occupation?

Outline or write your observations and
conclusions.

Step 2

Determine the knowledge, skills and ex-
periences you'll need to excel in what you
seek to accomplish during the rest of you
career. This won’t be easy and will require
research and conversations with people in
positions you seek. Be proactive and talk
to individuals in these positions. You'll be
surprised how willing people are to talk to
you.

Step 3

You're now ready to lay out your profes-
sional development plan. The following
should help:

1. Focus on topics beyond the normal
turf management courses — leadership,
sales training, supervision, strategic plan-
ning, team building, interpersonal skills,
customer orientation and marketing.

2. Move outside your comfort zone.
Your training could move outside offer-
ings specifically for superintendents. Look
to local chambers of commerce, colleges
or universities, or executive educational
programs.

3. Don't restrict yourself to traditional
courses and seminars. The Internet offers
almost unlimited opportunities for learning.

Armed with your professional improve-
ment plan, your seminar selections for the
GCSAA conference at the Golf Industry
Show and other educational events will be

thoughtful, proactive and planned. 6CI
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