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BIOLOGICAL SOIL MANAGEMENT

What do you know about 
the biological miracle taking place 

inches beneath your turf?

Underfoot, there are millions of helpers in every cubic inch of soil, working 
to ensure the health and vitality of your turf. They are microscopic organisms relentlessly 

dedicated to sustaining ideal playing surfaces on your property.

Without salary or benefits, these miraculous organisms will save you time, water and 
unnecessary labor. You just need to provide them good working conditions by following 

the principles of Biological Soil Management. We'll help you, with a comprehensive line of 
carbon fertility products that enable them, and you, to do your best work.

Get the whole story in our white paper: Biological Soil Management Puts 
the Soil to Work for You at httg^/www earth works turf com/bsm
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TEEINGOFF

YOUDONE 
SPOILED ME!

Mike Zawacki
Editor

T
got into journalism because I craved 
the rush of chasing down breaking 
news and covering the sexy beats like 
cops and community politics for the local 

daily newspaper (You remember those, 
right?).

But fate intervened in my career path, and 
I got an offer to serve as the editor of the 
paper’s business desk. At the 
time, the business desk was 
an editorial graveyard typi­
cally populated by burned- 
out reporters who had seen 
too much for too long. The 
only thing alluring about the 
beat to a 20-something kid 
like myself was the few extra 
bucks in my paycheck.

Luckily for me there was 
this thing called the Internet 
that was suddenly all the rage.
It was the first time I’d heard the word “en­
trepreneur” associated with 20-somethings 
like myself who were either overnight IPO 
millionaires or chasing that dream. The tech 
bubble’s meteoric rise and eventual explosion, 
and the impact it had on local, national and 
global markets, was an incredible time to 
cover business. Those experiences made me 
into the writer and editor I am today.

That foundation landed me with GIE 
Media, where I was brought on to help build 
a fledgling B2B publication focused on com­
mercial snow and ice management. You see, 
the mantra of “make money, save money” is 
applicable in nearly every industry, and I con­
tinued to rely on it when I was reassigned to 
contribute to and manage sister publication, 
Lawn & Landscape.

When I was promoted in March 2009 to 
manage GCI’s editorial mission, quite frankly, 
I was thrown for a loop. I really didn’t know 
much about the game beyond an affinity for 
Carl Spackler and “Caddyshack.” Worse yet, 
superintendents didn’t seem to follow the 
“make money, save money” formula that I 
was used to covering. In fact, you attempt 
to spend all the maintenance budget you’ve 

been allotted, and then you may go back to 
your board to fund a capital project.

What I soon learn about you - and would 
come to admire and appreciate - is that a 
golf course superintendent is a sort of hybrid 
entrepreneur. I imagine somewhere a mad 
scientist distilled the best traits of a farmer, 
botanist, chemist, hydrologist, mechan­

ic, accountant, electrician, 
teacher, coach and bazaar 
trader, and injected them into 
an entrepreneur to create the 
template for the modern golf 
course superintendent.

Never have I met and en­
gaged with a community of 
professionals who are not 
only passionate about what 
they do, but who also truly 
care about the professional 
and personal well-being of 

their fellow superintendents, whether they 
reside down the road, across the country or 
half-a-world away. Over the years, this colle­
giality has made my job extremely easy, and 
it’s been an honor to have the opportunity to 
tell your stories over the last decade.

Unfortunately, October is my last issue 
for GCI. I have the opportunity to devote my 
full attention back into the commercial snow 
market and take a leading role on helping to 
build something really special and impactful 
for that industry. Sort of like what you’ve 
established for the golf community, but with 
more snow and sub-zero temps.

As The Bard eloquently penned, parting 
is such sweet sorrow. I will truly miss all of 
you whom I’ve met and worked with over the 
years in every aspect of this industry. Closer 
to home, you’re being left in some pretty good 
hands. Pat Jones and Guy Cipriano continue 
to devote their energies to growing and en­
hancing GCI and its offerings. I know for a 
fact they’ve got a few tricks up their sleeves 
for 2019.

I’ve never been one for long goodbyes, 
so until we meet again - thanks for the 
memories. GCI
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It's why East Lake Golf Club counts on us for the TOUR Championship.
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"Golf with a purpose." That's the motto that drives this historic and 
philanthropic club, located just five miles from downtown Atlanta. 
And what drives Ralph Kepple, Director of Agronomy, and his staff 

is a commitment to excellence. According to Ralph, John Deere has 

helped in that endeavor. "In the twenty-plus years East Lake has 
partnered with John Deere, I am always impressed by their commitment 

to improve and enhance their equipment. The quality of cut on their 

mowers has always been outstanding.”

Q John Deere

Give your course the quality of cut it deserves. Contact your local John Deere Golf distributor today.

Trusted by the Best
JohnDeere.com/GOLF

74253

JohnDeere.com/GOLF


NOTEBOOK
Tartan 
Talks 
No. 27

I'm a golf nut," he s 

sleep it. I dream it. I

Brandon John­

son isn't shy 

about declaring 

his zest for golf.

"I would say 

rs. "I eat it. I 

ink it."

THE
AFTERMATH
Tim Moraghan offers a few observations 
about what to expect after Hurricane 
Florence and future storms.

BE COMPASSIONATE. 
Your staff has family and 
property to care for and 
worry about, as do you. 
And, when the governor 
issues an evacuation 
order, you are in no 
position to counteract 
this directive.

PLAN AHEAD. Take 
a serious look at your 
maintenance facility 
and envision what it 
would look like under 3 
to 5 feet of water. What 
would be lost and where 
would you move your 
assets to? Besides check­
ing the stability of your 
systems and features,

what is the evacuation 
plan for your equipment, 
chemicals and tools?

INSURANCE. What 
is the level of property 
and flood insurance that 
your club holds? Does 
it replace what is lost? 
What is the deductible? 
Remember, it takes 
a long time to get in 
line for the insurance 
inspector, to file claims, 
to negotiate and most of 
all, to receive payment 
from your insurance 
company.

WEATHER WATCH­
ERS. In the case of

Florence, the National 
Hurricane Center was 
totally accurate as to 
where the storm would 
make landfall. Be care­
ful who you listen to and 
study your geography. 
Much of South Carolina 
came out unscathed and 
yet, Weather Channel’s 
frequent mentions of 
the Carolinas coast get­
ting hammered wreaked 
havoc on businesses 
and lives throughout 
South Carolina. Find 
a local weather station 
and follow them. Find &
out which meteorologist §
is most accurate on an 
ongoing basis. °

That zest has made Johnson an ideal 

fit for a position at one of the world's 

most recognizable golf course archi­

tecture firms. Johnson joined Arnold 

Palmer Design in 2006. The position 

allowed him to flourish alongside 

one of the biggest golf nuts in 

history. Since Palmer's death in 2016, 

Johnson has worked with partner 

Thad Layton to continue a legacy of 

providing options for all golfers.

The firm has stayed busy in the last 

two years and Johnson discusses 

projects in multiple places, including 

Florida, California and Minnesota, in 

a Tartan Talks podcast. Johnson also 

describes his introduction to the busi­

ness, how past experiences with The 

First Tee applies to his current work 

and the lessons he learned from 

Palmer. "He got on us a lot about 

making sure our designs, our features 

and our thinking was catered to the 

everyday person," Johnson says.

Enter https://qoo.gl/BVaiFzi into 

your web browser to the hear the 

energetic podcast.
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TAKE THE FIGHT
TO THE FUNGUS

PUT PBI-GORDON FUNGICIDES 
IN YOUR CORNER.

• NEW Pedigree™ Fungicide SC: The same performance and turf safety as granular flutolanil 
in an easier-to-handle, easier-to-mix liquid formulation!

• Tekken™ Broad Spectrum Fungicide: 1 application rate controls 21 diseases for up to 28 days

• Kabuto® Fungicide SC: Excellent control of Spring dead spot and dollar spot; Can be applied up to 
eight times a year as part of a resistance management program

• Segway® Fungicide SC: Proven control of Pythium root dysfunction, blight, damping-off, and root rot

Be ready for anything 2019 throws at you: Make Segway, Kabuto, Tekken, and 
new Pedigree part of your turf disease defense plan.

Visit eop.PBIGordonTurf.com for information on the PBI-Gordon Early Order Program!
Always read and follow label directions. Tekken™ is a trademark of PBI-Gordon Corporation. Kabuto® and Segway® are registered trademarks of Ishihara Sangyo Kaisha, Ltd. 
Pedigree™ is a trademark of Nichino America, Inc. 9/18 05058

pbi /GORdon 
coRpoRation

Employee-Owned

eop.PBIGordonTurf.com
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RULES OF
THE ROAD

Tim Moraghan, principal, ASPIRE Golf (tmoraghan@aspire- 
golf.com). Follow Tim’s blog, Golf Course Confidential at www. 

aspire-golf.com/buzz.html or on Twitter @TimMoraghan

olfers can get an awful 
lot of instruction in the 
game. How to swing, 
how to think, how to 
follow the Rules (hey,

just because they CAN get it doesn’t 
mean they DO). But one critical skill 
that no one teaches is how to drive a 
golf cart — or more correct, a golf car.

Put a golfer in a golf cart and he 
thinks he’s Mario Andretti or Dale 
Earnhardt Jr. They get just as inter­
ested in making donuts as 
making birdies, and pay little 
attention to one another let 
alone the golf course and its 
maintenance.

I recently read an article 
that quoted golf course archi­
tect Gil Hanse saying that he 
abhors the use of golf carts 
and feels strongly that ours 
is a walking game. While I 
subscribe to this philosophy — 
golf is best played and enjoyed 
on foot — I also understand 
the revenue opportunities that 
carts offer and that there really 
are people who couldn’t play 
the game without a cart and 
need to be accommodated.

I’m good with all that. But 
it still doesn’t explain why 
otherwise good, smart golfers 
lose their mind and their 
manners when they get be­
hind the wheel of a golf cart.

So this is one of those col-

umns that isn’t as much information 
for you as a message to your golfers. 
Maybe you want to tear it out and__
post it in the locker room or else­
where around your club, or pull out 
the points below that most fit your 
situation. Please, be my guest. If we 
can help stop the scourge of terrible, 
and dangerous, cart driving on golf 
courses, we’ll all be better off.

Start with this: No matter where 
you are, chances are you had a pretty

lousy summer in terms of weather. 
Excessive rain, generally crappy 
conditions, heat, humidity, torrential 
storms, even fires ... almost no one 
was spared. Golf courses everywhere 
had to put up with a lot: Damage, 
unintentional or not, from golf carts 
was salt in the wound of a very tough 
few months.

And while we’re on the subject of 
carts, here’s something golfers might 
want to take up with their clubs. Why 
is it, whether I’m playing by myself or 
with a friend, we’re both charged the 
same rate for the cart? Courses should 
have a “shared rate” that is favorable 
to players. Not doing so leads to more 
and more single carts zooming around 
out there, contributing to all the prob­
lems outlined above.

Love ‘em or hate ‘em, carts are here 
to stay. And now they’re being outfit­
ted with music, phone chargers, GPS 
systems and more. Fine with me — as 
long as you drive them with care and 
show respect for other golfers and the 
course. GCI
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What
Should
Know
About
DRIVING a
GOLF 
CART

ICart paths are there for a rea­
son. There is no need to drive 

or park anywhere other than on the 
path when conditions warrant.

2 Pulling off the path approach­
ing tees and greens wears 

out the turf close to the paths. 
The more the turf declines, the 
more drivers creep closer to areas 
where carts do the most damage.

3 If you belong to or play at a 
course that is part of a com­

munity, obey traffic signs. A stop 
sign means just that: Stop! A 
400-pound plastic golf cart meet­
ing a 3,000-pound metal automo­
bile is not a pretty sight.

Even if you're the only one 
out on the course in the ear­

ly evening, even if there’s no one 
else around, it’s still not OK to 
drive wherever you want. No one 
might see you, but the turf will still 
be affected.

5 Ropes and stakes are not 
there to create an obstacle 

course for you to have fun driving 
over, around and through. They are 
there to keep you safe and keep 
the turf healthy.

6 Same with speed bumps, 
curbs and rumble strips. They 

are there to get your attention and 
keep you safe. And stone-risers on 
a curve and by the greens are not 
there to tell you when it’s time to 
leave the path and go closer!

7go degrees means go de­
grees! Golfers who drive on 

the course after aerification, Fraze 
mowing, a rain event or other 
anomalies are asked to go straight 
over and straight back for a rea­
son. No meandering, no venturing 
into a "cone of uncertainty." And in 
case you've forgotten your high 
school geometry, go degrees is a 
right angle, a straight line to your 
ball and back. Right angles are not 
70 degrees or no degrees.

8 Having a special flag on your 
cart does not give you per­

mission to drive across the putting 
green or through puddles and na­
tive areas. It's supposed to mean 

you have a Legitimate disabili­
ty, which allows you some special 
privilege and leeway. How much is 
simple common sense. Don't roll 
over the flower beds or take a tour 
of the bunkers. Don't park with one 
tire on the green and don't drive 
through the fine fescue. Stay as 
close to the paved surface as pos­
sible and do not venture into any 
protected areas.

9 Water is going to collect in low 
spots, but that doesn't mean 

you have to drive through ev­
ery body of standing water on the 
course. Steer carefully around the 
puddles and the cart, the course, 
and you are more likely to be OK. 
And just because you see some­
one else pretend he's on the 
flume ride at the amusement park, 
doesn't mean you have to make 
your own waves.

Signs that ask you to “Enter 
Here" and "Exit Here" along 

the cart paths are there for a rea­
son. Yes, the superintendent is try­
ing to make his life easier, but he's 
doing that so the course doesn't 
take the brunt of bad driving.

Driving over sprinkler heads 
and next to fairway bunkers 

can cause a Lot of damage, which 
means repair and maintenance, 
with the costs ultimately passed 
on to you, the golfer.

If you're looking for a ball, 
don't park the cart at the 

furthest point and walk back, aban­
doning the cart and ignoring play­
ers behind you. If there are two of 
you in the cart, one of you should 
get out and walk while the oth­
er searches in the cart. And when 
you do find the ball, Leave your cap, 
towel or head cover close by so you 
don't have to search all over again 
after getting a club. Not only will 
you do less damage to the course, 
but you'll help speed up play.

Keep your legs and feet 
in the cart. You’d be sur­

prised how many Legs and ankles 
are broken every year by getting 
caught between the cart and the 
curb. Watch out for overhanging 
branches, too.

golfcourseindustry.com OCTOBER 2018 9
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Control Dollar Spot
On the Spot
Immediate knockdown. Long residual. Spotless
fairways. That’s the power of Xzemplar® fungicide.
The most effective way to control dollar spot is to stay ahead of it. With Xzemplar fungicide as the cornerstone of your 

spray program, coupled with other BASF fungicides, you’re equipped with one of the industry’s strongest lines of 

defense against dollar spot.

Start Early.
Treat your fairways with one application of Emerald® fungicide in the early 

spring for superior disease control on most major turfgrass species. Follow 

with one application of Xzemplar fungicide in late spring.

Stay on Course.
Apply Honor® Intrinsic® brand fungicide mid-summer for long-lasting control 

of dollar spot and other target diseases in addition to other plant health 

benefits like longer, stronger roots and greater stress tolerance. Follow in 

late summer with one application of Xzemplar fungicide for control of dollar 

spot, brown patch and summer patch.

Finish Strong.
In early fall, apply Xzemplar fungicide for continued dollar spot control. Later 

in the fall, apply Emerald fungicide to help maintain championship conditions 

all season long.

Just six critical applications of BASF fungicides will help protect your turf from dollar ’spojrbrowrT patch, summer patch and fairy ring.

Tinning Rate/1,000 sq ft Disease Target Application VolumeApp # Product

n Emerald fungicide April 15 0.18 fl oz Dollar spot 1-2 gals/1,000 sq ft

2 Xzemplar fungicide May 15 0.26 fl oz Dollar spot, summer patch 1-2 gals/1,000 sq ft

3 Honor Intrinsic
brand fungicide

June 15 1.10 fl oz Dollar spot, brown patch, 
summer patch, fairy ring

1-2 gals/1,000 sq ft

4 Xzemplar fungicide July 15 0.26 fl oz Dollar spot, brown patch, 
summer patch, fairy ring

1-2 gals/1,000 sq ft

5 Xzemplar fungicide Sept 15 0.26 fl oz Dollar spot 1-2 gals/1,000 sq ft

6 Emerald fungicide October 15 0.18 fl oz Dollar spot 1-2 gals/1,000 sq ft

Start date to be determined by making first application when soil temps are 50°F and turf has been mowed a minimum of three times. 
For improved fairy ring control, apply a soil wetting agent 1-2 weeks prior to beginning fungicide applications. Apply Xzemplar m 
fungicide in a program alternating or tank mixing with other registered fungicides that have a different mode of action. Follow Xzemplar „ 
fungicide label instructions on sequential use specific to target pathogens and other Group 7 products.

Always read and follow label directions. *
Emerald, Honor, Intrinsic and Xzemplar are registered trademarks of BASF. 
©2018 BASF Corporation. All rights reserved.



□■BASF
We create chemistry

Simply Spotless Fairways
Why spray your fairways every two weeks when you don’t have to?

Control dollar spot with Xzemplar® fungicide that provides immediate 

knockdown plus long residual for up to 28 days. See the difference for 

yourself by including Xzemplar fungicide in your spray program three 

times per year. It’s that simple.

For more information visit betterturf.basf.us

, t Always read and follow label directions.
Emerald, Honor, Intrinsic and Xzemplar are registered trademarks of BASF. 

© 2018.BASF Corporation. All rights reserved.
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ROSS
GOING
FOR WARD...
A golf course with a major championship pedigree 
molded by Donald Ross in its infancy, Columbus 
Country Club is relying on throwback tactics to attract 
a multi-generational membership.

By Guy Cipriano

T
of refreshment and history. It’s a 
rare golfing perch on Columbus’ 
relatively flat east side - the bulk 
of the booming Ohio city’s other 
prominent courses are on other 
sides of town - with a patio over­
looking parts of five holes.

Staring below the bluffs in 
the first half of the 20th centu­
ry, a member might have spot­
ted Tom Bendelow, Donald 
Ross and H.S. Colt inspecting 
the land adjacent to Big Wal­
nut Creek. Similar glances in 
the second half of the century 
would have yielded glimpses 
of Dick Wilson and Geoffrey 
Cornish analyzing the course. 
From July 16-19, 1964, the 
course hosted the PGA Cham­
pionship, Bobby Nichols’ lone

he halfway house at Co­
lumbus Country Club 
sits at the confluence

• • • •
major championship triumph, 
making the area a delightful 
spot for spectator indulgence. 
There’s Arnie on No. 5! Is 
that the hometown boy Jack 
approaching the 12th green?

The club has indulged in 
consultation with at least 12 ar­
chitects in its 111 golfing years. 
Ross shimmied the course in 
multiple directions from 1915- 
40; others shifted away from 
his intent, altering greens and 
planting trees on generous 

bluffs abutting multiple holes.
Anybody resting at the half­

way house from 2016-17 saw a 
symbolic occurrence: Colum­
bus’s oldest private club using 
its past to preserve its future. 
On its greatest asset, a golf 
course with a major champion­
ship pedigree Ross molded in 
its infancy, Columbus Country 
Club is relying on a restoration 
to attract a multi-generational 
membership. “We want to be 
the best family oriented private 
club in Central Ohio,” general 
manager Jay Frank says.

Trending in that direction 
involved selecting an outside 
company, Troon, to manage 
the club, followed by three 
straight years of construction, 
beginning with a clubhouse 
renovation in 2015. Kevin 
Hargrave, a Louisville, Ky.- 
based associate of restoration 
guru Keith Foster, oversaw 
work to the golf course. Foster 
and Hargrave’s involvement 
with Columbus Country Club 
commenced in 2011, two years 
before Troon’s arrival at the 
club. Foster and Hargrave

created a master plan as the 
club mulled its options. Foster 
then moved from Kentucky to 
Virginia, handing the project to 
Hargrave, who guided Colum­
bus Country Club through two 
construction phases, beginning 
with front-nine work from fall 
2016 until spring 2017. Work 
on the back nine started in 
September 2017 and a golf 
course featuring two restored 
nines reopened this past spring.

Hargrave’s first impressions 
of Columbus Country Club 
had thousands of obstructions. 
“When we first got there, they 
had so many trees,” he says. 
“You couldn’t see anything. 
There were so many trees that

12 OCTOBER 2018 golfcourseindustry.com
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it was choking out the turf 
underneath.”

The club removed more 
than 1,500 trees during the 
two phases. A lukewarm re­
sponse from some members, 
a commonality in private club 
restorations, greeted the initial 
tree work, a necessity if Co­
lumbus Country Club wanted 
to return the Ross flavor via 
fairway expansion. Working 
for Foster ingrained into Har­
grave the importance of using 
an original architect’s intent to 
guide a modern project.

Although it started later 
than expected, the first round 
of significant tree removal 
represented a breakthrough 

in Columbus Country Club’s 
restoration. Members of the 
renovation committee wanted 
trees cleared from bluffs on 
three separate parts of the golf 
course: left of the first hole, be­
tween the fifth and 10th holes, 
and between the 12th and 14th 
holes. Proponents of thinning 
the bluffs, Hargrave says, con­
vinced the club to increase its 
budget for the project.

Among the lauded projects 
where Hargrave assisted Foster 
is Moraine Country Club, 95 
miles to the west of Colum­
bus Country Club. Moraine, 
coincidentally, also has a PGA 
Championship pedigree (Byron 
Nelson won his final major 

at the Dayton-area course in 
1945) and removing thousands 
of trees opened vistas between 
holes, exposing indelible golf 
land. Moraine reopened in 
June 2016, a few months before 
work at Columbus Country 
Club commenced.

The similarities between 
Columbus Country Club and 
Moraine extended to many 
of the people working in the 
dirt, as GCBAA member TDI 
Golf served as the builder on 
both projects, increasing Har­
grave’s comfort level as the 
Columbus work headed in a 
bold direction. Other objectives 
at Columbus Country Club 
included lifting the fronts of 

12 greens to enhance drain­
age on approaches, returning 
bunkers to a flat-bottom style, 
thus improving drainage and 
playability, and repositioning 
multiple tees. The course now 
plays anywhere from 5,400 to 
7,200, providing flexibility to 
attract a variety of players.

Columbus Country Club 
boasts a nine-hole, par-3 course 
at the front of the property. The 
land where the short course 
sits served as a parking lot 
during the PGA Championship. 
The club used funds from the 
tournament to construct the 
par-3 course, a forward-think­
ing move five decades before 
adding short courses became

golfcourseindustry.com OCTOBER 2018 13
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vogue. The presence of the course allowed 
members to play a form of 18-hole golf as 
it closed alternate nines during the resto­
ration. Upgrading the short course, along 
with the 18-hole course’s irrigation system, 

WATER STAR® QUALIFIED GRASS SEED 
REQUIRES UP TO 40% LESS WATER*
Water Star® Qualified grass seed combines excellent turfgrass quality 
with industry leading drought tolerance.

• High quality cultivars with outstanding turfgrass characteristics
• Stays green for weeks without water while other lawns go brown
• Over 25 qualified varieties across turfgrass species

To learn more about our selection of Water Star” Qualified products:
CALL 1.800.588.0512 | EMAIL proturfsolutions@penningtonseed.com

Pennington is a trusted manufacturer and distributor of grass seed since 1945 
waterstarqualified.com 

*SeJect Varieties. Data on file. Pennington with design and Water Star are registered trademarks of Pennington Seed, Inc. ©2016 Pennington Seed. Inc. PT32_v6

is part of the club’s long-range plans.
With two phases of construction com­

pleted and the 18-hole course in service, 
enthusiastic superintendent J.R. Lynn 
and his team are now working to provide

PENNINGTON^ 

the family friendly playing conditions club 
leaders are seeking. Lynn assigned four 
members of his Columbus Country Club 
team each day to assist construction crews 
with nettlesome tasks such as locating and 
relocating drainage and irrigation points. 
His team also sprayed more than 60 acres 
with Roundup, as the club proceeded with 
transforming the bluffs and other wayward 
spots into fescue areas.

Establishing playable fescue areas rep­
resents one of Lynn’s biggest post-construc­
tion challenges. The initial fescue planting 
this year included using ryegrass as a 
nursegrass. By early June, the ryegrass had 
reached three feet and produced thick spots 
near the surface. Over time, the fescue will 
thin out, creating visually appealing areas 
surrounding primary turf.

The bluffs promise to be a feature unlike 
anything in Columbus, with Lynn and 
Hargrave envisioning a wispy, colorful 
appearance. Golfer education and patience 
are critical parts of the fescue establish­
ment process.

“The fine fescue that’s planted looks real­
ly good and healthy underneath,” says Lynn, 
who previously worked at Crooked Stick. 
“We will start to eliminate the ryegrass and 
encourage the fine fescue growth and turn 
irritation off in those areas as we need to. If 
we need to dump some sand in some spots, 
we will do that to get that thin, wispy get 
in and find your golfball feel. We will keep 
pushing for that. We are going to be man­
aging to not manage those areas so hard.”

Lynn adds he wants members to “not 
feel like they are in the Columbus zip code” 
while on the course. An unimpeded view of 
Big Walnut Creek on the third hole’s uphill 
approach shot provide wildlife watching 
opportunities; simple tee box presentations 
featuring markers and wooden benches 
amplify the early 20th century vibe crafted 
through the restoration. This spring and 
summer proved soggy, but producing firm 
conditions, which becomes obtainable 
because of wider fairways and fewer trees, 
ranks high on Lynn’s ways of blending the 
past with the future. “From a management 
standpoint and maintenance standpoint, 
over the next three to five years, we’re going 
to hone in on how we manage the course in 
the most family friendly way,” he says. GCI
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SIGN UP OCTOBER 1ST FOR AQUATROLS APPROACH THIS EOP SEASON

Approach is the all-new Early Order Program (EOP) from Aquatrols that will allow you to commit your EOP with ease. 
The Aquatrols Approach EOP lives in a free, easy to use application available online and on Apple iOS and Android OS. 
Aquatrols Approach members can earn Approach Points for committing and purchasing qualifying brands from 
authorized Aquatrols Distributors.

Sign up for Aquatrols Approach at www.aquatrols.com/approach

Available online and on smart phones.
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INNOVATE. IMPROVE. INSPIRE.
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...ROSS IN REVERSE
The former Acacia Country Club is a living 

example of how an ecological plan can return 
land to space where wildlife plays.
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n a hazy, humid August day when the landscape 

at the former Acacia Country Club golf course in 
Lyndhurst, Ohio, might have been dotted with golf 
balls and players focused on the game, a couple sits on a picnic 
bench and admires swaths of wildflowers. A bicycler pedals 

on a path originally designated for carts. An excited golden 
lab bounds across wild grasses, his own leash in mouth—a 
portrait of pure, good ‘ole outdoor fun that bucks the refined 
history of a club that opened in 1921 and was designed by the 
esteemed Donald Ross.
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Acacia, today, is a reservation — not 
reservations-only.

The 155-acre urban greenspace 
across from a high-end shopping 
mall, along a heavily populated cor­
ridor in a desirable Cleveland sub­
urb, is now home to more than 460 
different plants, animals, birds and 
insects. The branch of Euclid Creek 
that rolls through the property has 
10 times as many fish. More than 
1,000 trees have been planted and 
today the space is evolving back to 
upland forest, marsh and meadow.

“It’s amazing just how fast na­
ture is really taking over,” says 
Cleveland Metroparks CEO Brian 
Zimmerman, who is experienced 
in golf course turf management as a 
25-year GCSAA member. “The land 
looks natural, the juxtapose of a golf 
course that is pristine, manicured 
and not a blade of grass out of place.”

People are attracted to the new 
Acacia.

The newly acquired reservation 
generated more than a half-million 
visitors in its first five years, even 
while the bulk of the park was 
closed for restoration activity. It’s 
safe to say that few of those guests 
would have had access to the gated 
country club before its purchase by 
Virginia-based The Conservation 
Fund, which paid $14.75 million

• •••••••

and then gifted the property to the 
Metroparks, which serves as a stew­
ard upholding a deed that outlines 
sustainable specifics. For example, 
the park can contain no more than 
two acres of impervious surface.

The Conservation Fund had its 
eye on the property for a good year 
before the purchase in 2012. Devel­
opers did, too, including the City of 
Lyndhurst, which countered with 
$16 million fronted by a developer. 
The plot was prime for economic 
development. Instead, it preserves 
a legacy in a surprising way.

In spring 2018, the last fencing 
was removed from inside the Acacia 
Reservation as the Metroparks con­
tinues an ecological restoration mas­
ter plan. “It has been received with 
huge, positive public response,” 
says Jennifer Grieser, senior natural 
resources area manager, urban wa­
tersheds for Cleveland Metroparks. 
Grieser adds that her colleague who 
removed the course’s drain tile and 
installed a diverse native plant mix 
fields questions from visitors who 
want to know how to create the look 
in their own backyards. “They’re 
asking, ‘Which mix did you use?’ 
and, ‘What plant is that?”’

It’s likely the 400 Acacia Coun­
try Club members standing when 
the course was sold did not expect 

billowing grasses to replace mani­
cured greens. The transformation 
makes Acacia Reservation a national 
success story of not only how urban 
land can be restored to its natural 
state, but also how golf courses 
can capture opportunities to work 
ecologically-minded plans into their 
own courses.

“We are still able to offer a high 
level of play while our golf course 
managers work with our natural 
resources managers to determine 
how to handle roughs more natu­
rally,” says Grieser, relating that 
the Metroparks operates eight golf 
courses on its various reservations 
in Northeast Ohio. “Our golf course 
managers really do try to be mindful 
of environmental impacts.”

LETTING THE LAND GO
The gradual process of transforming 
Acacia into a reservation is one 
lesson superintendents can take 
away from the project. Creating 
natural spaces takes time, planning 
and a mindset shift. David Donner, 
the course manager at Metroparks 
Seneca Golf Course and a beekeep­
er hobbyist, admits that not every 
golfer is thrilled to see wild grasses 
in the roughs. But do spaces where 
errant balls collect really need to be 
mowed?

golfcourseindustry.com OCTOBER 2018 17
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At Seneca, a 27-hole facil­
ity in suburban Broadview 
Heights, the team is looking 
at the “roughs outside of the 
roughs” and areas that separate 
the property’s three courses. 
“While golfers tend to get bent 
out of shape about natural 
areas, we are trying to explain 
why we have those places,” 
Donner says.

The benefit of no-mow zones 
on the course: “We’ve saving 
fuel, saving man-hours, saving 
inputs like herbicides and giv­
ing more places for wildlife to 
go,” Donner says.

His pro tip: “Look at areas on 
the course that are not being 
used. If you are manicuring a 
space that isn’t in play, take a

■ flU Ctevelar-t Metroparks

S PROTECT
■ OUR PARKSlook at turn­

ing that into a 
more natural 
situation.”

That could 
be as simple 
as letting the 
land go.

Donner 
points to Acacia’s newfound 
wild landscape and how quickly 
the land “repaired” itself fol­
lowing generations of careful 
turf management. “It’s amaz­
ing and interesting that a few 
months after letting the course 
go, how fast nature moved back 
in,” he says. “You saw maple 
trees sprouting in the fairways 
right away.

“There have been many

Have unused worms? 
Putthem in the trash.
Earthworms are invasive species. 
YOU can help protect the health of 

our forests and waters.
Toss unused worms in the trash, 

NOT on the ground or in our lakes, 
rivers and canals.

Practices at Acacia Reservation are helping course managers 
at the eight Cleveland Metroparks golf courses.

courses in the area that have 
closed,” he continues, support­
ing Zimmerman’s remark that 
the region simply has more golf 
courses than players these days, 
which built an even stronger 
case for converting the urban 
land back to nature. “It’s amaz-

ing to see the transition even if 
nothing is done to the land.”

Meanwhile, at Acacia Res­
ervation, there were detailed 
plans in place to turn the land 
back over to nature. The pro­
cess began the year after the 
sale closed, in 2013, with a

i

Billy Weeks
Golf Course Superintendent

• ~ Houston Country Club

912.790.3004
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& Wiedenmann
North America, LLC

wiedenmannusa.com

I've been using Wiedenmann equipment for 
over 12 years. The quality reliability, and 
superior performance has helped many of my 
operations produce great playing conditions. 
I recently became superintendent at Houston 
Country Club and I knew Wiedenmann equip­
ment had to be a part of my new equipment 
package. My equipment fleet wouldn't be

complete without Wiedenmann!
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DRAIN | RETAIN | SUSTAIN

FINANCIAL SOLUTIONS

YOU DON'T PAY 
UPFRONT FOR YOUR 
MOWING EQUIPMENT

... SO WHY DO SO 
FOR YOUR BUNKERS?



GAIN A COMPETITIVE EDGE
TURN YOUR BUNKERS INTO AN ASSET, NOT A LIABILITY

Competition within the golf 
industry has never been more 
intense. Golfers expectations 
are higher than ever. Capillary 

Concrete can help you to gain 
that competitive edge required 

to succeed:

■ Capillary Concrete is unlike any 

other material, documented and fully 

insured by Lloyd's of London

■ Capillary Concrete offers a financing 

program with terms ranging from 

2-7 years

■ With Capillary Concrete's unique 

quality, technical advantage and 

lifespan, it is the only bunker liner 

with 100 percent financial backing

FLEXIBLE AND 
CONVENIENT 
FINANCING

Eligible projects begin at $25,000

■ Lease or finance capital is available 

for all hard and soft costs

■ Fixed rate / fixed term / unsecured 

financing with no collateral required

■ Progress payment programs available

■ HOA finance programs available

■ Public funding programs with tax 

exempt rates and non appropriation 

documentation





PROGRAM FEATURES

■ Contract Types - Equipment

Finance Agreement & Capital 

Lease (nominal purchase option) 

Amounts - Minimum finance 

amount of $25,000

■ Term - Tailored to meet the cash 

flow and/or tax objectives of the 

individual customer. Term range 

from two to seven years

■ Downpayment - Not required.

A club can prepay as much or as 

little of the transaction as they 

would like

Structure - Standard monthly 

payments, seasonal payments, 

annual payments and deferred 

payments are all available

■ Rate - Rates are based on current

GETTING STARTED 
IS EASY

■ Work with your Capillary Concrete 

representative to determine the 

general dollar amount of your 

project and timing of installation 

Discuss Financial Solutions

with your Capillary Concrete 

representative to learn about 

the flexible and convenient 

options available

■ With your permission, our 

lending partner will contact 

the appropriate people within 

your organization to discuss 

financing options and obtain 

the required credit information

market indicators at time of credit 

review and approval



Program Covers:
■ Capillary Concrete

■ Bunker sand

■ Drain pipe (where applicable)

■ Drain rock (where applicable)

■ All labor

■ Other project related costs

Credit Package 
Requirements:
■ One page credit application

■ Financial disclosure on club 

depending on project size

■ Vendor proposal / quote

Credit Review Process:
■ Complete package submitted 

to credit group for review

■ 24-48 hour turnaround

■ Decision will be communicated

to sign off & term verification



RETAIN SUSTAIN

CAPILLARY CONCRETE'S NEW BUNKER FINANCING PROGRAM OFFERS A CHOICE OF EQUIPMENT 
FINANCING AGREEMENT OR CAPITAL LEASE OPTIONS. MINIMUM PROJECT VALUE $25,000. 

NO DOWNPAYMENT REQUIRED. CONTACT YOUR CAPILLARY CONCRETE 

REPRESENTATIVE FOR MORE INFORMATION.
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A better world starts with

CLEAN WATER.

Your waterscape deserves the same 
detailed maintenance as your turf. 
Air-O-Lator's eco-friendly, 
high-performance products keep your 
ponds healthy and sustainable while 
being easy to install and maintain.

As a leader in pond and lake 
management for over 40 years, our 
aerators and fountains provide a 
powerful and efficient solution to 
water management while accentuating 
your turf landscape.

airolator.com
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bioblitz to take inventory of 
the land. “We recruited ex­
perts and our in-house staff 
to document anything living 
that was out there, from 
plants to insects to mammals 
and birds,” Grieser says.

Two bioblitzs were con­
ducted at Acacia that year — 
one in spring, and another in 
late summer. “Those bioblitz­
es along with vegetation 
monitoring plots, and stream 
and lake surveys, really paint­
ed a good picture of what 
was the near-term after golf 
cessation,” Grieser says.

Next came efforts to find 
out what was underneath the 
course: the infrastructure.

“We reached out to the 
course’s previous managers 
and past superintendents to 
inquire about how it had been 
managed — if there were 
any drain tile maps, irriga­
tion maps or other nuanced 
information that could help 
us understand the landscape 
more,” Grieser says.

There wasn’t much infor­
mation available.

So next came some test 
pits of the soil. “It was in­
dicative of wetlands, and we 
really hadn’t anticipated that 
because there were no wet­
lands on the property — and 
that was largely because of 
the unnatural ways that water 
was being managed with the 
drain tiles,” Grieser says.

Indeed, the property was 
intended to include marsh­
land: wetland smack dab in 
traffic-jammed suburbia.

Taking a cue from this, 
superintendents and golf 
course managers can take an 
extensive look at irrigation 
practices and how to water 
spaces on the course that do 
not get play. Donner relates 
how the Metroparks’ Seneca

There 
have been 

many courses 
in the area that 
have closed. It’s 
amazing to see 
the transition 
even if nothing 
is done to the 
land.”

—David Donner, 
Seneca Golf Course

course renovated its irriga­
tion system to single-row 
irrigation — with a double 
row here and there. “We are 
being more considerate of 
our water,” he says.

Seneca ended up “rescu­
ing” some of the irrigation 
heads from the former Acacia 
to use. Donner can’t say exact­
ly how much water the course 
saves with the new irrigation 
system, but the point is that 
efforts are in progress to min­
imize the course’s impact on 
nature. That includes install­
ing more drought-tolerant 
turf types that require less 
watering, he says.

BUZZING WITH 
SUSTAINABILITY EFFORTS 
Acacia Reservation has been 
busy with citizen scientists 
and volunteers, Zimmerman 
says. “We are most proud of 
the fact that it’s a living lab­
oratory — an evolution of a 
restoration project,” he says. 
Zimmerman adds, “It will 
take 40 more years before we 
have mature trees.”

But every year — and every 
month — the reservation 
(continues on page 28)

20 OCTOBER 2018 golfcourseindustry.com

airolator.com
BuffaloTurbine.com
golfcourseindustry.com


Testing programs for maintenance, 
renovation and construction. .
Our services provide insight and

Kfildance for:
• Bunkers "
• Greens

J • Rootzone Mixes flMM. /
• Topdress Sands . . ;
. Fairway Capping
• and much more

Turf & Soil Diagnostics
Contact us at 855-769-4231 or
Visit our website at www.turfdiag.com

www.turfdiag.com

http://www.turfdiag.com
http://www.turfdiag.com


U.S. BATTERY SPONSORED CONTENT

Information Shows
How FLA Batteries
in Electric Golf Cars Are
BEST FOR THE 
ENVIRONMENT

U.S. BATTERYS

M
any industries are 
now taking steps 
to be more envi­
ronmentally conscious. Some 

look towards minimizing waste 
and using sustainable ma­
terials, others try to recycle 
more and find ways to use 
less energy. While this is a 
popular movement, battery 
manufacturers such as U.S. 
Battery Manufacturing in Co­
rona, California, have known 
for decades that the electric 
golf car industry and industries 
that utilize golf cars, such as 
resorts and retirement com­
munities, have been a forpe 
for one of the biggest and best 
environmental successes in 
U.S. history.

Most golf courses would 
agree, that flooded lead-acid 
batteries (FLA) remain as the 
most cost-effective power 
solution for their fleets. The 
advantages to using FLA 

batteries also extends to them 
being one of the most recy­
cled product in the world, ac­
cording to the Battery Council 
International (BCI) and other 
environmental agencies. The 
facts are that FLA batteries 
are recycled at a rate of 97 
to 99 percent, from which 
the recycled lead and plastic 
from the battery cases are 
re-manufactured back into 
new golf car batteries within a 
closed-loop system.

The idea of recycling lead 
doesn’t seem like an environ­
mentally friendly process, but 
lead recyclers have had to 
operate and maintain under 
extremely restrictive emissions 
regulations and standards. 
The results, over the years, is 
a process that has reduced 
emissions from lead recycling 
and is now far below EPA 
standards. According to the 
BCI contamination in the air 

has dropped by 99 percent 
since 1980, and a recent 
study it conducted suggests 
that the U.S. lead battery 
industry enables more than 
95,000 jobs for American 
workers and contributed more 
than $28 billion in total eco­
nomic output to the national 
economy in 2016.*

For golf courses who are 
maintaining their fleet of FLA 
battery-powered vehicles, it’s 
gratifying to know that they 
are contributing, perhaps 
unknowingly, to one of the 
highest recycling successes 
that are far beyond aluminum 
and paper recycling methods. 
This is one of the reasons 
why battery manufacturers 
and the battery industry in 
general, maintain that proper 
battery recycling and disposal 
is key to keeping up the high 
environmental standards. The 
introduction of Lithium-ion 

batteries into the FLA battery 
recycling process has caused 
fires and explosions, so orga­
nizations like the U.S. Society 
of Automotive Engineers (SAE) 
and the International Electro­
technical Commission (IEC), 
are proposing to develop a 
more standardized labeling 
system with color coding, in 
an effort to minimize and stop 
lithium-ion battery contamina­
tion within the FLA battery lead 
recycling process.

For more information on 
flooded lead-acid batteries 
specifically manufactured for 
electric vehicles and more, 
visit www.usbattery.com.

*Lead Battery Industry Provides 
Billions in Economic Benefit, Pro­
vides Gateway to Middle Class 
- Battery Council International 
February 1, 2018
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Rochester Golf & Country 
Club is undergoing a multi­
year enhancement of its 
A.W. Tillinghast-designed 
golf course.

By Guy Cipriano
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Rochester Golf <£ Country Club embarks on an ambitious 
project to honor its renowned architect while modernizing 

what lurks below the surface.
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Family brought Tillinghast to Rochester. His daughter, 
Elsie, married Mayo Clinic physician Dr. William P. Finney 
and Tillinghast agreed to design an 18-hole golf course in 
the region. His fee was an unusual one in any era: lifetime 
memberships for Elsie and her husband.

Securing Tillinghast’s services represented a major 
triumph for Rochester Golf & Country Club members. 
Tillinghast had designed dozens of East Coast punchers, 
including exactas at Winged Foot Golf Club and Baltusrol 
Golf Club. By the end of his Hall of Fame career, Tilling­
hast’s portfolio included just two Upper Midwest designs: 
Rochester Golf & CC and Golden Valley Country Club in 
the Twin Cities. Both clubs hired Tillinghast in 1926, with 
Rochester Golf & CC debuting its course in 1927.

Had Elsie married somebody who worked elsewhere, 
Minnesota, a golf-crazed state with a participation rate 
surpassing 10 percent, might lack a Tillinghast layout. 
Today, Rochester Golf & CC members hold events, 
conduct meetings and raise glasses in Winged Foot I and 
II Ballroom, Baltusrol Boardroom, Cricket Club Room, 
Tillie’s Bar & Grill and Shawnee Dining Room. “There’s a 
sentiment here that Tillinghast kind of reigns supreme,” 
superintendent Nick Folk says.

That sentiment has guided one of the biggest renova­
tions since the current construction wave reached the 
Upper Midwest.

Using funds from a sizable Imprelis settlement, Roch­
ester Golf & CC has entered its second straight fall of golf 
course construction. The multimillion-dollar, multi-phase 
project will rekindle the Tillinghast flair while modernizing 
irrigation, drainage, bunkers and practice areas. All aspects 
of the course have already been enhanced by the removal of 
2,000 trees over the past five years as part of the master plan. 
The club is working with multiple parties, including Tom 
Doak-led Renaissance Golf, Minnesota-based GCBAA mem­
ber Duininck Golf and drainage specialists XGD Systems.

The tree removal has uncovered little change to key 
parts of the course since Tillinghast completed his work 
on the hilly land, which includes 185 feet of elevation, a 
hearty total for the Upper Midwest. The biggest alteration 
in the last 91 years involved removing the 13th and 14th 
holes from play and adding two holes on adjacent property 
purchased by the club. The club never stopped maintain­
ing the holes and the original 13th and 14th returned to 
play less than a decade after they were removed from the 
scorecard. A young Doak, coincidentally, was consulting 
for another Minnesota club and visited Rochester Golf & 
CC around the time of the change.

A1926 Tillinghast blueprint and black-and-white aerial 
from 1937 are among the materials aiding the Renaissance 
Golf work being directed onsite by associate Brian Slawnik. 
Folk worked closely with the green committee to select 
an architect motivated by restoring Tillinghast’s work. 
Folk arrived in 2013 after stops at multiple classic gems, 

including Minikahda Club, Olympia Fields, Janesville 
Country Club and Oakland Hills. Rochester Golf & CC is 
Folk’s first head superintendent job. Although engrossing, 
the project presents a rare opportunity for Folk, a super­
intendent who relishes Golden Age architecture, to play 
a major role in a restoration.

“It’s like uncovering a gem that has been hidden for a 
long time,” he says. “There’s not too many of those around. 
A lot of other courses that have been renovated have been 
touched by a few people over the years and it becomes 
more difficult to do true restoration work.”

Surrounding Folk are professionals with a similar enthu­
siasm for classic golf, including Slawnik and shaper Angela 
Moser. Duininck Golf division manager Judd Duininck says 
the company tries to assign golf enthusiasts to restorations. 
In addition to Rochester Golf & CC, Duininck Golf s home­
state workload this year includes projects at Minikahda 
Club (Donald Ross) and Minnesota Valley Country Club 
(Seth Raynor). “There’s a group of our employees who are 
really golf nuts and take great pride in being able to work 
on those projects, and we work pretty hard to get the right 
people on those projects,” Duininck says. “When work is 
fun, we all have fun and do good work.”

Slawnik, a former Oakland Hills greenkeeper approach­
ing his two-decade anniversary with Renaissance Golf, also 
served as the lead design consultant during the restoration 
of Somerset Hills Country Club, one of Tillinghast’s re­
nowned New Jersey designs. Tillinghast worked at Som­
erset Hills nearly a decade before he arrived in Rochester, 
but Slawnik says similarities between the courses exist. 
Experience gained at Somerset Hills has helped Slawnik 
make decisions on how to restore distinctive features such 
as greens, mounds and bunkers at Rochester Golf & CC.

“You can see in the ground where the greens wanted to 
be and where they had been at one point,” he says. “We 
didn’t need the aerial photos to figure it out. It was right 
there in the ground. One of the things I like about Till­
inghast’s work and a lot of those Golden Age guys was the 
sort of purposeful way they built their features. They aren’t 
natural features, but they fit naturally into the ground. 
There’s an intent there and it’s born of the methodology.”

The second phase of significant golf course construction, 
which commenced Aug. 6, addresses course features and 
what Folk calls “non-infrastructure” parts of the project, in­
cluding widening fairways, expanding greens to original fill 
pads, revamping tees, rebuilding cart paths and returning 
bunkers to a Tillinghast style protected by a modern liner. 
Construction on a new maintenance facility begins this fall.

To prepare for the greens expansion, Folk and his team 
aerified last summer and created a 17,000-square foot nurs­
ery using the cores. The nursery allowed Folk to establish 
Poa armua/bentgrass sod matching surfaces on the existing 
greens. Folk estimates Rochester Golf & CC’s greens will 
be around a half-acre larger than the surfaces members
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played this past season. Crews are installing 
an XGD System - a method to improve 
subsurface drainage of existing greens - to 
help meet conditioning demands. XGD turf 
drainage consultant Mark Luckhardt lauds 
Folk and the Rochester Golf & CC team for 
the steps taken to ensure uniform greens.

“It’s about consistency and trying to 
match up everything, not just what’s above 
ground,” he says. “We talk about transitions 
and expansions from Poa/bent to pure bent 
on the expansions. That kind of looks odd 
as well. I like it when you take a little bit of 
your existing Poa plugs, create a nursery and 
do all the expansions of taking the club back 
to their old days with the Poa/bent sod. That 
way you are matching your rootzone and 
drainage down below, and you’re matching 
up the visual on top with everything. That’s 
what they have done at Rochester.”

Crews worked on parts of the course 

members rarely see last year, installing a 
new pump house, advanced irrigation sys­
tem and a 1^-acre irrigation pond behind 
the renovated practice facility. Parts of eight 
holes rest on a geological anomaly called the 
Decorah Edge, an impervious shale forma­
tion that yielded chronically wet spots. The 
club installed a highly engineered drainage 
system to shift lateral water to the irrigation 
pond. A sensor in the pumphouse triggers 
the recharge system when the pond reaches 
a low level. Recycling water via the pond 
allows Rochester Golf & CC to reduce its 
groundwater usage. An efficient irrigation 
system pumping water at 1,500 gallons per 
minute reduces irrigation windows and 
further decreases water usage.

Water isn’t the only reused resource:
• A 1/2-inch layer of sand harvested from 

old bunkers helps prepare floors for 
sprayed polymer

• Dirt from old bunkers and tees covers 
exposed tree roots

• Limestone rock from the old swimming 
pool fills a drainage valley between the 
first and second holes, thus limiting 
dirt erosion

• Course benches are being created using 
wood from removed white pines

• Old cart path surfaces are crushed onsite 
and reused as a base layer for new paths 
It’s likely Tillinghast would appreciate

the ingenuity. In addition to designing golf 
courses, Tillinghast was a writer and ardent 
USGA Green Section supporter. Among his 
articles, he authored a short piece titled, “A 
Plea For Greenkeepers,” writing, “The true 
greenkeeper is not an ordinary laboring 
man but a highly specialized thinker, - and 
brains have always been worth something.” 

Folk, only the fifth superintendent since 
Tillinghast designed the course, has added 
significant brainpower to the project de­
voting countless hours to helping the club 
document Imprelis damage, researching 
club and Tillinghast history, studying and 
interviewing architects, and serving as a 
liaison between the club and contractors. 
“Nick has done an excellent job of commu­
nicating on that project and keeping things 
moving along really well,” Duininck says.

Participating in the transformation en­
ergizes Folk, who endured vast agronomic 
challenges at the beginning of his tenure, 
including Pythium and brown patch caused 
by a lack of air movement and damp con­
ditions, and a nearly 70-year-old cast iron 
hydraulic irrigation system. A Wisconsin 
native who started his career at 124-year- 
old Janesville CC, Folk often finds himself 
watching in amazement as the Renaissance 
Golf team sculpts Tillinghast features. 
The result should make two straight falls 
of construction worthwhile and position 
Rochester Golf & CC for a prosperous era.

“It’s pretty unreal,” Folk says. “If you 
would have told me when I got hired 
five years ago, I would be involved in a 
multimillion-dollar, multi-phase project 
with a new practice facility, new irrigation 
system, and a renovated golf course led 
by Tom Doak and company, I’d probably 
would have called you a liar. It’s humbling 
that in my first five years as a superinten­
dent that I get to do something like this.” GCI
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(ROSS IN REVERSE... continued from page 20)

grows more steps away from its 
former golf course self. “What’s 
unique about this is that it’s 
going to grow with the gen­
erations of Clevelanders from 
what it was as a private country 
club to what it will become 
as a high-quality Metroparks 
reservation,” Zimmerman says.

Grieser says the team was 
careful not to “overpromise a 
biological response” to its res­
toration efforts right off the bat. 
But significant watershed resto­
ration activities have resulted 
in measurable positive impact. 
Acacia Reservation is part of 
the Euclid Creek Watershed, 
but the stream in its golf course 
days ran deep and straight. Ero­
sion was a problem. A portion 

Accredited labs providing 
performance testing for greens 
tees, bunkers and fairways

www.turfdiag.com
855-769-4231
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of the creek was buried by a 
culvert and ran under land.

“We dug a new channel with 
shallow banks and curves, so it’s 
more of a natural habitat with 
pools and riffles, and it’s very 
connected to the floodplain,” 
Grieser says. “The whole goal 
was to reduce downstream ero­
sion and improve water quality, 
because when a stream can get 
out on to a floodplain, it can set­
tle out the pollutants — and it 
also settles out its own energy, 
so that is how it reduces that 
downstream bank erosion.”

The culvert was removed in 
a “stream daylighting” effort. 
“We were able to recreate a 
more natural stream bed,” 
Grieser says. The impact: Fish­

ery biologists 
report 10 times 
the amount of 
fish.

On a small­
er and simpler 
scale, courses 
that include 
no-mow areas 
in roughs and 
unused spaces 
can help “clean” 
stormwater by 
giving it natural 
spaces to settle 
out pollutants. 
On other Met­
roparks cours­
es, Grieser says, 
“We are also 
being more mind­
ful applying only 
what chemicals are 
needed and being aware that 
they aren’t putting fertilizers 
out that are just going to get 
washed off a couple minutes 
later.”

And, some golf course man­
agers in the Metroparks system, 
including Donner, have taken 
up beekeeping on the courses. 
“We have been installing pol­
linator plots alongside some 
fairways, too,” Grieser adds.

Donner maintains a beehive 
outside his shop, by a pond on 
the course. It produces honey, 
which can be used at the restau­
rant. And aside from the bees, 
the course is incorporating 
nesting boxes and Donner ex­
pects people will eventually find 
bluebird trails on the property. 
All of this is in effort to improve 
sustainability. But, Donner ac­
knowledges, “We are doing this 
strategically so we don’t slow up 
play on the course.”

Indeed, the key is to have a 
plan — and begin working it.

Nature, when allowed, will 
do its thing.

Today at Acacia Reservation,

Golf architects found the 
LK/ topography of Acacia to t» 

ideal for golf with rolling hills to 
challenge the players combined 

HMM with fiat places to catch their breath.
The Acacia golf course was designed 

' by the prolific designer and golf pro,
Donald Reas.

Today, the I SS-acre Acacia Reservation will be nurtured back to a natural setting. 
Following the wishes of the generous donors, the Park District will restore the former 

golf course to wetlands, woodlands and meadows. Tire restoration process will happen 
In many phases that wfiI take many decades. Please enjoy walking the trails

Signage at the entrance of Acacia 
Reservation makes visitors aware of the 
land’s golf history.

the land is a welcome respite 
in a highly populated urban 
setting. Grieser likes to walk 
along the northern end of the 
property, where the old cart 
pathway comes to a V. “You can 
see the wetland meadows and I 
love looking at the various flow­
ers that are in bloom during the 
seasons,” she says.

Another “hidden spot” she 
enjoys is along the Acacia 
treeline on its western end, 
where it overlooks Euclid 
Creek. “You can peer down over 
the floodplain and see Dillard’s 
[department store] off in the 
distance,” she adds. “It’s a fun­
ny reminder of the setting, yet 
you’re in this maturing forest.”

In many ways, golf courses 
built in natural spaces are also 
providing players with that fun­
ny reminder. While the grass is 
greener on the fairway, they are 
borrowing space from the great 
outdoors. GCI

Kristen Hampshire is a Cleve­
land-based writer and GCI con­
tributor.
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A
s the leader in soil modifica­
tion and erosion control solu­
tions, Profile Golf offers the 
proven products and expert 
consultants to help course 
superintendents generate healthier 

root zones, enhance nutrient uptake, 
increase air porosity and optimize 
growing conditions on greens, tees 
and fairways.

One of our most sought-after prod­
ucts is Profile Porous Ceramics (PPC) 
Greens Grade. Trusted by more super­
intendents than any other inorganic 
soil amendment, it has been proven 
to outperform peat in sand-based 
root zones and generates optimal 
long-term growing conditions while 
fighting dry spots, drought stress and 
disease.

Superintendents often ask the Pro­
file team about the best method for 
incorporating Greens Grade into their 
greens and other course areas, so they 
can maximize their results and ROI. 
Here are three popular techniques:

#1, BACKFILL AFTER AERIFICATION
I ■ This is the most common Greens Grade application method. Simply work 

our Greens Grade topdressing down into the soil after aerification to enhance your 
root-zone mix. Use straight Profile Greens Grade or blend it with your existing sand 
to get the custom results you need. As an added cost-saving benefit, Profile Greens 
Grade helps dry down sand for easier application, allowing superintendents to 
avoid the higher cost that comes with using kiln-dried sand.

#O.DRYJECT
k ■ The Dryject method uses high-pressure blasts of water to fracture the soil, 

relieving compaction and allowing you to work our Greens Grade product down 
into the new spaces opened up by the fracturing process. Best of all, you can en­
hance your foundational mix while creating minimal disruption to greens surfaces, 
allowing your course to stay open throughout the process.

#O. DRILL AND FILL®
w ■ Drill and Fill is an efficient way to get a large quantity of Profile Greens 

Grade and other amendments into the root-zone, to quickly improve the soils nu­
tritional profile. Drilling and filling holes up to eight inches deep, its an ideal solu­
tion for chronically undernourished soils or soils especially heavy in clay, but also 
can be used for traditional sand-based greens aerification.
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K With superior products, expertise and customer support, 
Profile Golf delivers the total solution for all of your needs: 
In the ground, on the ground, and by your side. Learn more 
about Profile Greens Grade and our complete product portfolio 
and get more tips at www.profilegolf.com. Solutions for your Environment'
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Henry DeLozier is a principal in the Global Golf Advisors 

consultancy. DeLozier joined Global Golf Advisors in 2008 

after nine years as the vice president of golf for Pulte Homes. 

He is currently Chairman of the Board of Directors of Audubon 

International.

0 f all the career counsel­
ing advice given over the 
years, Abraham Lincoln 
probably nailed it when 
he said: “The best way to

predict the future is to create it.” With
one more grass-growing season under 
your belt, maybe you’re reflecting on 
your career and wondering where it’s 
going. Maybe you’re worried it’s not 
going in the direction you hoped or that 
it seems stuck. Maybe it’s time to take 
charge of your career and start creating 
your future. Here are nine capabilities 
that must be developed and improved
upon to advance your career:

LEADERSHIP/COMMAND SKILLS
Are you the person to whom others 
look in times of difficulty or crisis? 
John Cunningham, who began his 
career as a golf course superintendent 
and is now the general manager at 
Aronimink Golf Club, views career 
paths as a four-lane highway rather 
than the one-lane road many see. 
“Do not pigeonhole yourself as just 
an expert in one area. Once I started 
learning about the entire club busi­
ness, I realized that the leadership 
and management skills that I had 
been working on in one area of the 
club business were transferable to 
many other career opportunities.”

PROFESSIONAL SELLING SKILLS
Those who understand the science of 
professional salesmanship have a dis­

tinct advantage when trying to move 
someone to their point of view. For 
them, persuasion is a process of de­
scribing both the features and benefits 
of the course of action they advocate.

BUSINESS ACUMEN
Do you understand how the busi­
ness you manage works? Are you an 
accomplished financial manager? 
Countless programs are available 
through CMAA, GCSAA and the PGA 
of America to help aspiring managers 
understand the business necessities of 
their clubs and employers.

LEARNING ON THE FLY
Many lessons in club management 
are learned on the fly without time 
for rehearsal or in-depth preparation. 
This requires that a manager be open 
to change and comfortable when deal­
ing with unexpected problems. Mark 
Bado, the GM at Myers Park Country 
Club in Charlotte, says, “Aspiring 
managers should be patient and hun­
gry to learn and to stretch themselves. 
We all experience setbacks and get 
knocked down. Surround yourself 
with people who have been there also 
and will you get back up on your feet.”

STANDING ALONE
The people who make major career 
moves are often those willing to 
explore new concepts and find new 
solutions to complex problems, ones 
such as labor shortages and escalating 

personnel costs. Often it is the cham­
pion for new concepts who reverses 
operational losses and plots a new 
course for a club’s growth.

ORGANIZATIONAL AGILITY
“Take a chance and ask for help,” 
Cunningham advises. “The relation­
ships that I have developed in the club 
business have afforded me so much 
perspective and insight. We all have 
blind spots and being collaborative 
and reaching out to others regarding 
your career will be invaluable.” De­
velop your own list of go-to experts in 
various aspects of the business and re­
member to pay their kindness forward.

DEALING WITH AMBIGUITY
Those who advance their careers 
function effectively in a state of 
continuous learning. Paul Levy, the 
current president of the PGA of Amer­
ica, has learned great lessons “in the 
heat of battle,” as he calls it. “Work on 
improving your communication skills 
(because) it’s often not what you say 
but how you say it that matters.”

PERFORMANCE MANAGEMENT
“Today we live in a world where 
most people respond best to positive 
direction and motivation,” Levy says. 
’’When you must give feedback on 
performance or behavior that needs 
adjusting, it must be done positively 
and with a plan you both agree on for 
improvement that benefits both par­
ties.” Every leader is held to account 
for his or her results; knowing how to 
track and measure ongoing perfor­
mance yields improved results.

HANGING TOUGH
Adversity finds each of us. As the 
Navy SEAL saying goes, “The only 
easy day was yesterday.” Leaders 
are admired for their unwillingness 
to give in to problems. Your next 
promotion may come as a result of 
showing the determination to find a 
solution for which others have given 
up searching. GCI
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SHADOW HAWK AND 
BLACK HA WK GOLF 
CLUBS RELY ON 
PROVEN FIRE ANT 
PRODUCTS TO CONTROL 
A POST HURRICANE 
INFESTATION

By Ron Furlong

T he twin Rees Jones-designed courses 
of Shadow Hawk and Black Hawk 
Golf Clubs in Richmond, Texas, about 
25 miles southwest of Houston, sit in 
an area that was hit hard by floodwa­
ters from Hurricane Harvey in late

Schilhab
August of 2017. According to the director of agronomy for
the two courses, Brent Schilhab, fire ants have become an
issue since the flooding, and he attributes their elevated 
population directly to the Class-4 hurricane.

“Of course, I tend to want to blame everything now on Harvey,” 
Schilhab jokes. “But seriously, I believe because of the massive flooding 
we experienced on both courses our soils have undergone some subtle 
changes. These changes have definitely affected the fire ant population.”

32 OCTOBER 2018 golfcourseindustry.com

golfcourseindustry.com


A reliable agronomic program helped Shadow Hawk and Black 
Hawk provide solid conditions followng Hurricane Harvey.

Applying the proper insecticides and herbicides are elevating 
all surfaces at Shadow Hawk and Black Hawk.

CONDITION
As with any pest issue on the 
properties, Schilhab and his 
two superintendents (Danny

©
 B

R
EN

T 
SC

H
IL

H
AB

Condition. 
Perform. 
Recover. Your 
body.
A variety of critters, including 
numerous harmful to workers, 
lurk on a golf course. Here are 

six ways to protect prevent little 
species from producing big 
personal health issues.
1. Recommend employees 

wear pants, socks and long- 
sleeved shirts when working 
in areas where biting insects 
reside in abundance.

2. Provide insect repellents that 
contain DEET or Picaridin.

3. Get rid of standing water 
from the course and remove 
debris from ditches. Wear 
heavy gloves when removing 
debris from the course.

4. Avoid disturbing or working 
near fire ant mounds.

5. Seek immediate medical 
treatment if a bite produces 
an abnormal reaction such as 
nausea, chest pains or loss 
of breath.

6. Encourage your staff to check 
for ticks when working in 
tree lines or tall grasses.

White at Shadow Hawk and 
Glen Murray at Black Hawk) 
tend to first turn to Syngenta 
products for the solution. The 
sudden increase of their ant 
population was no exception.

“We’ve always had success 
with Advion Fire Ant Bait in 
the past,” Schilhab says. “Typi­
cally, we make two applications 
per year. This year, in the 
aftermath of the hurricane, 
we have applied the Syngenta 
product quarterly, and with 
great success.”

Schilhab’s reliance on Syn­
genta products for the two 
courses certainly does not end 
with Advion and ant control. 
In the annual battle against 
weeds, Brent favors multiple 
Syngenta herbicides, including 
Pennant Magnum, Barricade 
and Monument.

“Our weed pressure has 
increased over the past couple 
of years,” he says. “Sedge and 
doveweed being the biggest 
problems. My Syngenta rep, 
Bart Fox, suggested a program 
based on some successful trials 
Syngenta had conducted.”

PERFORM
Schilhab decided to try the 
Syngenta herbicide program 

on Shadow Hawk but not Black 
Hawk. They did a first applica­
tion in late February of Barri­
cade, then came back with a 
second application mid-April of 
a Barricade + Pennant Mang­
um combo. A third application 
around June 10 was done at 
Shadow Hawk of a Pennant 
Mangum + Monument combo. 
All products were applied at the 
labeled rates.

At Black Hawk, they applied 
some competitor products, as 
well as a Monument applica­
tion (minus the Pennant) in 
mid-June.

“The results on Shadow 
Hawk were fantastic,” Schilhab 
says. “Really burned down the 
sedge. We got about 95 percent 
control. On Black Hawk (with­
out the Syngenta program) the 
sedge came back pretty heavy. 
I’d say we only got about 15 to 
20 percent control tops. We 
had to come back with some 
post-emergent applications at 
Black Hawk, where we didn’t 
need to do this at Shadow 
Hawk.”

RECOVER
Schilhab mentioned the plan 
for 2019 is to give Black Hawk 
the same “Syngenta” treatment 

Shadow Hawk got this year. 
Another issue Schilhab and his 
superintendents fight utilizing 
a Syngenta product is the battle 
at the two courses versus grubs.

“We use Meridian for grub 
control,” he says. “Not so 
much because of the damage 
of the grubs themselves, but the 
damage done by the varmints 
trying to get at the grubs. The 
varmints in question being 
hogs, skunks and armadillos. 
Again, this product works great 
for us.”

Another Syngenta prod­
uct Schilhab has experienced 
success with is the insecticide 
Acelepryn.

“We band our trees lines 
with Acelepryn,” he says. “The 
control we receive is exception­
al. It’s a staple of our summer 
program.” Acelepryn is applied 
in July for five months control 
on fall armyworms, which are 
currently eating non-Acelepryn 
treated turf throughout Texas.

Safe to say Schilhab and the 
twin courses of Shadow Hawk 
and Black Hawk have discov­
ered the benefits of utilizing all 
of Syngenta’s industry-leading 
plant protectors, not just their 
fungicides and plant growth 
regulators. GCI
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Brian Vinchesi, the 2015 Irrigation Association Industry 

Achievement Award winner, is President of Irrigation Consulting, 

Inc., a golf course irrigation design and consulting firm with 

offices in Pepperell, Massachusetts and Huntersville, North 

Carolina that designs golf course irrigation systems throughout 

the world. He can be reached at bvinchesi @irrigationconsu It ing. 

com or 928-433-8922 or followed on twitter @bvinchesi.

o, it’s time to install a new 
irrigation system and your 
knee deep in the planning 
process. You have a design, 
a contractor, the chosen 

manufacturer and supplier, and the 
money. So, your all set to go? Well 
maybe not. Have you thought about 
permits?

People believe a permit is re­
quired for an irrigation system when 
it is part of a golf course renova­
tion project because that requires 
earth-moving permits and irrigation 
is covered in that permit. But a 
system-only installation may require 
a permit or two, or possibly several. 
Some permits may be obvious, some 
a little obscure and others that make 
no sense at all. Required permits are 
broken down into several categories.

ENVIRONMENTAL
Wetlands always need to be dealt 
with and in most states all you need 
to be doing is working within the 
vicinity of the wetlands to require 
a permit. There are saltwater and 
freshwater wetlands. If you are go­
ing to disturb them, you will need a 
permit. But even if you are working 
in the buffer of a wetland, which 
can be anywhere from 25 to 100 feet 
or more, you may need a permit. In 
addition to federal and state wetland 
regulations, you may have a local 
wetland restriction in the form of 
a bylaw. These are usually much 

more restrictive than state or federal 
wetland regulations.

If you have to go over or under 
a stream or creek, you will need a 
permit. This most likely will be part 
of the wetlands permitting, but not 
always. Even if you are attaching 
pipe to a bridge, you will require a 
permit as you are breaking the bank 
on each side and are technically in 
the wetland or its buffer.

If your water source is a pond, 
or will be a pond, you will need a 
permit for the land disturbance of 
the pond construction. If you have 
a pond and are constructing a new 
pump station intake, you will need 
a permit for breaking the bank into 
the pond. Again, this may be part of 
the wetland permit. If the existing 
pond is being drained or significant­
ly lowered, you may need a permit 
for moving/disturbing the fish.

BUILDING
If you are building a new pump 
house, then it will require significant 
permitting. You will need a build­
ing permit in most jurisdictions. If 
the new pump house is close to the 
pond, it most likely is in the wetland 
buffer. Or if you’re pumping out of a 
river, there may be a river protection 
act that you will be required to deal 
with. Rivers and streams also have 
floodplains, so if your pump house 
is in the floodplain, it will have to be 
permitted for that.

If the pump house is new or on a 
different place on the golf course, 
then it may have to go through local 
site-plan review. If you’re unlucky, 
you may need to seek approval from 
the zoning commission or board.

ELECTRICAL
An electrical permit will be re­
quired for an irrigation system with 
a conventional control system for 
the 120/220-volt wire. If you are 
powering fans, drinking fountains or 
anything that requires 120 or higher 
voltage wiring, then it will require 
an electrical permit and an electri­
cian. The pump house/station work, 
if new, will require an electrical 
permit, which is usually separate 
from the building permit. Recently, 
a course had to get a permit for a 
project just for the grounding. For 2 
-wire systems, you may or may not 
need a permit depending on how 
that state handles low-voltage wir­
ing. Technically, a permit is required 
to install the wiring, regardless of 
the voltage in most states.

PLUMBING
If you are using potable water, 
you will possibly need a plumbing 
permit, but definitely a permit for 
the backflow prevention device. This 
makes sense. What about a plumbing 
permit for an irrigation system that 
uses water from a well, lake or pond? 
It depends where you are. I have 
had two projects where a plumbing 
permit was required even though the 
water source was not potable water.

MISCELLANEOUS
If your piping system is crossing any 
private roads, they may require a road 
crossing permit. If they are public 
roads, you will most likely need a 
road crossing permit. These crossings 
will be required to be constructed per 
the authority having jurisdiction’s 
standards and requirements. These 
can be quite varied depending on the 
golf courses location. GCI
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FASHIONABLY

Most turfgrass managers stop using soil 
surfactants in early autumn when the summer 
stress period is over. However, a late season 
application of REVOLUTION or DISPATCH 
just before you blow out your irrigation 
system can provide many important turf 
benefits before the ground freezes in winter 
and after the ground thaws in early spring.

BENEFITS INCLUDE: Rev' lution8
• Late Autumn: Ensure maximum penetration of any rainfall or 

snowmelts that occur and improve soil moisture levels before 
the ground freezes.

• Winter: Prevent crown hydration injury by ensuring free water 
drains off of the surface during snowmelts.

OAquatrols’

Dispatch
a a

Spring: When the rootzone thaws in early spring, Revolution or 
Dispatch will still be present in the soil, improving soil moisture 
levels and maximizing photosynthesis and root growth.

TRY A LATE SEASON APPLICATION THIS FALL!

OAquatrols Contact your local Aquatrols distributor today 
or visit www.aquatrols.com for more information.

http://www.aquatrols.com
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GINGER OR
MARYANN?

Jeffrey D. Brauer is a veteran golf course architect 

responsible for more than 50 new courses and more than 100 

renovations. A member and past president of the American 

Society of Golf Course Architects, he is president of Jeffrey 

D. Brauer/GolfScapes in Arlington, Texas. Reach him at jeff@ 

jeffreydbrauer.com.

uestions about cart paths 
are often as ubiquitous 
as the paths themselves. 
A frequent question is 
“Should we use asphalt or

concrete for our cart paths?” The answer 
is ... obviously... hoverboards.

The concrete/asphalt divide follows 
the Mason-Dixon line. Down south, as­
phalt can get hot enough to soften up 
and stick to tires, so concrete is typical. 
Up north, asphalt is typical, but con­
crete is rocketing up the charts with a 
bullet. For what it’s worth, there are 
other options. Sometimes clients re­
quest gravel for its lower cost, but in 
limited experimentation, I have not 
found them practical. A few environ­
mentally minded clients ask about per­
meable pavement, which is common 
in urban landscape architecture, used 
to reduce runoff, often a requirement 
under sustainability guidelines. How­
ever, at over twice the price, the cost 
deters even the most environmentally 
minded golf course owners, and archi­
tects can reduce run off using the de­
tention capacity of golf course ponds.

The choice between asphalt or con­
crete pits the longer-term durability 
of concrete against the typically lower 
initial cost of asphalt. Typically, those 
with the “long view” favor concrete, 
while those with shorter horizons can 
opt for asphalt in northern climates. 
Additionally, concrete is price com­
petitive with asphalt when oil prices 
rise, affecting asphalt directly. It pays 

to bid both. You may decide that con­
crete is worth the extra expense when 
the price difference is narrow.

For either material, correct speci­
fications and quality installation are a 
must. If your owner’s representative, 
architect or engineer don’t understand 
material and installation requirements, 
some contractors will cut corners. You 
should bid “apples to apples,” with an 
independent specification, rather than 
let various pavers provide a price on 
their standard methods. All asphalts 
and concretes aren’t always equal.

While each pavement will vary at 
each site, requiring individual design, 
these are typical golf path guidelines:

Asphalt Paths typically require:
• A compacted sub-grade, at least 95

percent on the proctor. On new golf 
courses, the paths are usually used as 
circulation routes well before paving 
and the constant equipment traffic 
usually compacts the base quite well. 
In renovations, you should expect to 
use a roller on new locations.

• Occasionally a stabilization fabric, 
depending on soil moisture and sta­
bility.

• 4 to 8 inches of a base gravel, de­
pending on soil stability.

• 2 to 4 inches of asphalt, sometimes 
laid in one pass, and others with a 
base course overlaid with a finer fin­
ishing course. Experienced own­
er’s reps know that asphalt machines 
place thinner lifts when going uphill, 
which leads to more cracks later on.

• A custom designed asphalt mix, 
which usually follows local guide­
lines for bike paths, driveways, or 
sometimes, even roads.
One problem in retrofitting an ex­

isting course is matching the old pave­
ment, which is now cracked and fad­
ed. If budget allows, you should repave 
the entire system, but you will want 
to at least “top” the old path (at about 
half the full new price) for a consis­
tent look. In most areas, disposing of 
asphalt now requires special handling, 
and you can’t simply dig a hole and 
bury it on site somewhere.

Concrete Paths typically require:
• Compacted sub-grade, (gravel bas­

es have been eliminated unless sub­
grade is unstable)

• 4 to 472 inches of 3000 to 4000 PSI 
concrete, often thickened on the 
edge for greater strength.

• The long time standard of 3000 PSI 
for sidewalks, driveways and similar 
concrete uses is now 4000 PSI. Cart 
paths were typically specified as “5 
sack concrete,” but 5.5 to 6 sack con­
crete is required to increase strength 
accordingly. Sometimes, suppliers 
propose “a better value” of 5 to 5.5 
sack with additives, and can get 3500 
PSI or more, but you will have to be 
the ultimate judge of the strength 
you want to hold up under mainte­
nance equipment and truck traffic.

• Formed with wood forms, with no 
use of so-called “slip form” machines 
which spread unevenly. Also note,
a 2 by 4 piece of lumber isn’t actu­
ally 4-inch deep/wide. If you want 
4-inch paths, the contractor needs to 
rip larger lumber to an exact 4 inch­
es or leave the forms a half-inch off 
the ground, which rarely happens.

• Reinforcement, like 4x4 steel wire 
mesh, or steel rebars. Any steel rein­
forcement should be set on “chairs” 
in the path’s top half, ideally above 
mid height to help surface strength. 
Many contractors will merely lay re­
inforcing bars/mesh on the ground 
to save time, but the result is 0 per­
cent effective. GCI
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2019 ARE YOU READY?

including anthracnose, dollar spot, and brown patch, for up to 28 days with the same rate.

didn’t think I’d let you go without talking about a couple products, did you?).

to mix with other products.

SPONSORED BY

OCTOBER 2018 37

Ok, it s almost over. 2018, that is. And what a year it was, with ooding in some regions, drought
in others, and some places got a little bit of both. As crazy as the year was, it highlighted the
importance of planning. My fellow employee-owners of PBI-Gordon and I are proud to once
again be a part of this Fall Turf Planning Guide to help you be ready for anything next year.

All this crazy weather can mean crazy fungus problems, and PBI-Gordon has you covered (You

KABUTO® FUNGICIDE SC delivers both preventative and curative control of dollar spot,
and can be applied up to eight times a year as part of a resistance management program.

SEGWAY® FUNGICIDE SC is a proven performer for consistent and rapid control of
Pythium root dysfunction, blight, damping-o, and root-rot.

TEKKEN BROAD SPECTRUM FUNGICIDE oers dependable control of 21 diseases,

NEW PEDIGREE FUNGICIDE SC is the rst liquid utolanil formulation! Pedigree oers
the same performance and turf safety as granular utolanil, but it’s easier to handle and easier

Again, the employee-owners of PBI-Gordon are honored to join Golf Course Industry in bring­
ing you this Fall Turf Planning Guide. We hope it’ll help you prepare for 2019!

SPECIAL EDITORIAL SECTION

pbi /GORdon

eindustry.com
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THAT BUDGET
INCREASE
Overcome these three common 

setbacks and get your ownership 

to invest in your program, rather 

than resist

By Anthony L. Williams, CGCS

T
here is an old saying that goes like this: The owner of our 
course has deep pockets (a lot of money). Unfortunately, 
his pockets are so deep he can ’t reach the money! Every 
golf course superintendent has encountered a few setbacks 

when asking for a budget increase. It seems there are many 
reasons to cut a budget, but there are relatively few reasons to 
increase one. To earn a budget increase, a superintendent must 
overcome the initial reasons for rejection. These obstacles must 
be systematically removed and replaced with the benefits of 
choosing to properly invest in the program rather than resist. 
Let’s take a look at three common budget increase obstacles.

EMPTY-WALLET SYNDROME
The first obstacle to earning a budget increase is there is no 
more money. You can overcome this by simply qualifying the 
actual ask. Is it a budget increase or is it a reallocation of funds, 
perhaps connected to a Return on Investment (ROI)? It is al­
ways easier to sell the reallocation of funds without decreasing 
the bottom line profit. Owners evaluate a healthy business by 
profit not productivity. Justification of an ROI or reallocation is 
critical to earning the financial trust to make a budget change. 
You must create an easy to understand Return on Investment 
(ROI) or reallocation plan that shows the bottom line impact 
of the change. Can you show that by spending the money now 
that you will actually recoup the money in the future? For

38 OCTOBER 2018 golfcourseindustry.com

golfcourseindustry.com


2018 FALL PLANNING GUIDE

example, if an application of plant growth 
regulator costs $1,000 but it is not currently 
in the budget. However, the application will 

save labor in mowing and blowing costs 
as well as improve the 
playing conditions while 

B reducing the wear and 
tear on the fairway mower.

These savings equate to $1,000 
within the use period effectively 

having an ROI of one month as well 
as the added benefit of better playing 

conditions. It is a no-brainer, simply prove 
the value and its impact on the operation and 
consistently deliver the projected results and 
you can have more control over the budget.

PROFIT BUSTER
The second obstacle to earning a budget 
increase is the negative impact the action 
has on bottom line profit. This is a big one 
because unlike an actual ROI or reallocation
now we intend to impact the bottom line 
profit. Sometimes the way to approach this 
obstacle is by asking for a budget increase, but 
go beyond the simple accounting equation to 
show the need and value of extra expense. 
Let’s say you ask for $4,000 dollars for a crit­

ical fungicide application to greens or an 
irrigation pump repair in mid-summer

and the answer is, no, we cannot 
afford the expense. However, the 
same request posed as an insur­
ance policy to protect the greens 
valued at $400,000 may open 
closed minds. The philosophy is 
that there are times when expenses 

are beyond profitability (no budget 
increase) and then there are times 

when expenses are critical to the survival of 
the core product (budget increase approved). 
By not repairing the irrigation pump during 
the critical watering season or forgoing a 
fungicide application while disease pressure 
is high, you risk certain large-scale expense 
(turf loss/replacement). It is the proverbial 
lesser of two evils and even the toughest 
owner can see the clear choice: spend the 
money even if it seems as much an insurance 
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policy as an agronomic practice. Your ability 
to communicate the criticality of a need ver­
sus a want is key to earning a critical budget 
increase.

ROB PETER, PAY PAUL
The last obstacle is robbing Peter to pay Paul 
obstacle. In short, if you ask for and receive 
the $4,000 in the above example for irrigation 
pump repair, then you are asked to recover 
the money by year end from other line items 
such as labor, sand or fuel (the actual obsta­
cle). The fact is that something must suffer for 
something to be repaired. In fact, the current 
critical issue is usually an item that previously 
suffered from the lack proper financial/me- 
chanical maintenance. Perhaps the regular 
irrigation pump maintenance expense had 
been overlooked to offset a previous fungicide 
or fertilizer expense. Do you see how robbing 
Peter to pay Paul sets in motion an inevitable 
day of reckoning that is often more costly 
than the initial need had it been addressed in 
a timely manner? Do you think the owner or 
financial manager sees the correlation? The 
key to overcoming this obstacle is to show the 
true cost of deferring the other items. Sure, 
we could save on fuel, we just cannot mow to 
the established standard for a few months or 
maybe no one will notice if we do not topdress 
greens this summer. I have found that giving 
owners and financial managers the cause 
and effect of taking away resources to cover 
other needed expenses is effective in earning 
a budget increase. You will need real numbers 
and quantified scenarios that are presented in 
a professional manner. Persevere, never stop 
teaching the wisdom of an ounce of preven­
tion is worth a pound of cure, especially on 
a golf course.

There is nothing easy about earning a bud­
get increase, but these strategies have helped 
many superintendents overcome the obstacles 
and reap the rewards of a bigger budget.

Anthony Williams, CGCS, is the director of 
golf course maintenance and landscaping 
at the Four Seasons Resort Club Dallas at 
Las Colinas in Irving, Texas.
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BEFORE YOU
SPRAY IT

Review important safety guidelines with your crew to 
ensure the most impactful fall chemical program.

By Mickey McCord

P
reventative and preemergent pesticide spraying is an 
important part of a turf manager’s fall program. And just 
as an ounce of prevention pays off big dividends in the 
condition and quality of spring turf, so does reviewing important 

safety guidelines with your crew about the proper application of 
those chemicals.

Here are three important safety issues to consider before spray­
ing pesticides this fall. ©
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A systemic fungicide for control of 
Basidiomycete diseases on turf.

Pedigree controls:
• Brown patch
• Fairy ring
• Leaf and sheath spot

Introducing Pedigree™ Fungicide SC - 
The First Liquid Flutolanil Formulation 
The disease control that made the granular flutolanil an industry 
standard is now available in a liquid! Pedigree™ Fungicide SC offers the 
same performance and turf safety as granular flutolanil, but it's easier 
to handle and easier to mix with other products.

• Brown ring patch
• Red thread
• Pink patch

• Yellow patch
• Gray snow mold
• Large patch

Protect Your Turf with The New Star in Fungicide: Pedigree!

EHgibie for ^OP Rebates /
EJ

PBIGordonTurf.com
Always read and follow label directions. Pedigree™ is a trademark of Nichino America, Inc. 9/18 05493

pbi /GORdon 
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RIGHT PRODUCT FOR 
THE TASK
I don’t know if you’ll change 
anyone’s mind if they are al­
ready convinced that pesti­
cides are dangerous, but if 
you explain how you only use 
products that have been thor­
oughly tested and approved 
for use on golf courses, at least 
they’ll know you’re doing your 
due diligence in selecting the 
safest products. Following 
pesticide labels is not only the 
law, it is the only way to assure 
the product is safe to use, not 
only for the plant, but for your 
employees, golfers and the en­
vironment. You may be tempt­
ed to “bump the rate up a little,” 
but as a major manufacturer 
of golf course pesticides re­
minded me, their products are 
designed to work best at labeled 
rates and application intervals. 
Furthermore, it is difficult for 
manufacturers to support ap­
plications of products outside 
of label recommendations. 
They’ve done a lot of research 
to make sure their products do 
the job they are intended for.

PROPERLY MAINTAIN 
AND CALIBRATE YOUR 
SPRAY EQUIPMENT
One of the key factors in han­
dling pesticides safely is con­
trolling your exposure to the 
concentrated product and the 
spray solution. In the court 
case mentioned above, the 
groundskeeper claimed that 
once, while spraying, a hose 
broke, covering him with 
Roundup spray solution. This is 
the kind of accident that could 
be prevented if your equipment 
is properly maintained. You 
should regularly check your 
spray equipment for worn hos­
es, cracked or loose nozzles, and 
leaking seals or fittings. Also, 
make sure your pump is oper­

ating at the correct pressure for 
the nozzles you are using.

A boom sprayer is the most 
accurate and efficient way to 
apply pesticides to large turf ar­
eas. But to safely and effectively 
spray pesticides with a boom 
sprayer, it must be properly 
calibrated, and you should be 
working within the manufac­
turer’s recommended spraying 
parameters. Most of today’s 
spray rigs have controllers that 
automatically adjust pressure to 
maintain a consistent, predeter­
mined spray rate (gallons/1,000 
feet or acre).

Assuring the chemical goes 
where you want it, and not 
where you don’t want it, re­
duces exposure to other people 
and non-targeted areas. Nozzle 
selection, pressure and speed 
all affect droplet size and spray 
drift. Catalogs from nozzle 
manufacturers have all the 
information you need to select 
and use the right nozzle for your 
situation. Look for a nozzle that 
produces the largest droplet 
(to reduce drift), but still pro­
vides the coverage you need 
for the product to work. Some 
products need to cover (and 
stick) to the entire leaf blade, 

while others need to get down 
to the crown or be watered in. 
Regardless of nozzles, pressure 
and speed, you should always 
avoid spraying in high winds.

Using a boom skirt that sur­
rounds all the nozzles is a great 
way to control drift and keep 
your application on target. For 
ultimate control of your spray 
solution, you should consider 
taking advantage of the most 
recent innovations in sprayer 
technology. GPS-guided sys­
tems turn individual nozzles on 
and off automatically based on 
previously mapped areas on the 
golf course. This helps guaran­
tee your pesticides are applied 
only to the target turf areas as 
well as potentially reducing the 
total amount of product used.

HANDLE PESTICIDES 
CORRECTLY AND 
SAFELY
When OSHA adopted the Haz­
ard Communication Standard 
in 1983, golf course turf man­
agers started putting togeth­
er MSDS books and added 
hazardous materials training 
to their safety programs. The 
stated purpose of the Hazard 
Communication standard was 

to provide employees access 
to information about any haz­
ardous materials they may be 
exposed to at work, and train 
them to recognize the release 
of these material into the work 
area. Properly training your 
crew to work with and around 
pesticides goes way beyond 
that notion.

Before an employee begins 
work, they should be informed 
that potentially harmful pesti­
cides (and other hazardous ma­
terials) are used on the course. 
Every crew member should feel 
safe with the pesticides they 
work with and around. That 
means training your employees 
to have an awareness of the 
potential health hazards and 
understand the precautions 
necessary to reduce or elimi­
nate those risks. If you’re not 
holding a pesticide/hazardous 
materials training class for 
new employees and an annual 
refresher for the full crew, you 
should put one together now. ®

Mickey McCord is the found­
er of McCord Golf Services 
and Safety, providing safety 
training for superintendents 
and turf maintenance crews. ©
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EOP
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Early Order Programs allow superintendents to do more with less 
and stretch their purchasing power into the next season.

By Anthony Williams
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I
t’s that time of the year again when the mail hits 
your desk with notices of early order programs 
(EOPs). These programs are not new, and they 
have actually spread to many manufacturers as 

there is value from all sides of the equation. Do 
your homework to see if an EOP makes sense for 
your business.

Facilities that will benefit most from utilizing 
an EOP are those that have been managed like a 
business and kept good track of purchases and 
usage over time. Knowing your needs for fertility 
as well as pest control products allows the super­
intendent to align products with potential usage.

Volumes are going to be dictated by history on 
that particular golf course. A typical golf course 
would and should have an agronomic program 
established by calendar year or fiscal year, because 
it allows for a correlation of product needs with 
costs that will fit into the budget.

Doing more with less has been a theme for 
the last decade. Costs of materials increase along 
with new products that rarely are more affordable 
than what we used a decade ago. Taking that 
into consideration, it is an absolute necessity 
for golf courses to find the best values to provide 
optimal plant health and adequate coverage of
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potential pest problems. If a 
superintendent could save as 
much as 40 percent by using 
an early order program, then it 
makes sense to do so. While it 
seems like a no-brainer, there 
are actually several things the 
superintendent must take into 
consideration.

EOP'S
While EOPs vary by manufac­
turer — and some are even 
distributor-driven — they have 
several main points.
• Fall is the time of the year 

they are mostly offered
• It is not always all the prod­

ucts in the manufacturer 
line but some high-volume 
products along with some 
slower moving products

• There are deadlines
• There may be terms for 

payment
• There may be terms for 

delivery
• Discounts are driven by the 

amount you purchase

PROS AND CONS
While EOPs may not be for 
everybody, they surely will 
work for most golf courses and 
make a lot of sense. It will take 
some selling to the financial 
side of the club to establish 
the process. Know that similar 
programs are in effect for mer­
chandise purchases for the pro 
shop as well.

Something to keep in mind 
is not just the budget of your 
department, but also the bud­
get of the overall club. An 
often-overlooked term is cash 
flow and knowing when EOP 
payments are due will establish 
whether or not your club has 
the cash flow or would need to 
borrow money to pay for goods. 
If the cost to borrow money 
is greater than the discount 
received, then it doesn’t make 

a lot of sense to do it. Most 
EOPs do not require pay­
ment until spring or sum­
mer when most facilities 
are up and running and 
the cash register is ringing.

Another consideration 
is whether or not you have 
the facilities to store your 
EOP purchases. Some dis­
tributors will take care 
of this for you, but they 
only have so much space 
in their warehouses so 
be sure you fully under­
stand when the product 
would be delivered. There 
is economy in volume, so 
most distributors would 
want to move your product in 
bulk once it comes from the 
manufacturer. This will vary 
but be sure you have the room.

SELLING THE EOP TO 
YOUR GOLF COURSE 
Have a full understanding of 
your EOP before approaching 
the general manager or the 
club controller. Realize that 
there are multiple programs 
and it will surely take some 
paperwork to process these 
orders. Laying it out on paper 
will help to prove the value of 
an EOP.

The potential of a 10 to 40 
percent savings on $80,000 
worth of product would mean 
$8,000 to $32,000 in savings. 
Surely some courses would be 
buying more than that, but 
using that example would be 
enough to get the interest of 
management and owners.

Due to the scientific nature 
of our business, it is rare that 
decision makers really under­
stand the products that we use 
but they surely understand 
their expense. After labor, 
benefits and water, the next 
largest expenses in the budget 
are normally fertilizers and pest

u
The potential 
of a 10 to 40 

percent savings 
on $80,000 

worth of 
product would 
mean $8,000 
to $32,000 in 

savings.

u

control products. Show man­
agement your business acumen 
by matching your agronomic 
plan with your business plan 
for the golf course.

HOW MUCH SHOULD 
I PURCHASE ON THE 
EOP?
There must be a good business 
reason for the manufacturer to 
offer an EOP. As we know, it is a 
competitive business. Once one 
manufacturer has had success 
in increasing its market share, 
others evaluate it and get on 
board. However, it must make 
good business sense as well.

WHAT ADVANTAGE 
IS THERE FOR THE 
MANUFACTURER?
When a manufacturer can plan 
out their runs of product, it 
creates efficiencies in their op­
eration. When shipping is done 
efficiently, it also reduces costs. 
Manufacturers want to lock in 
your business for the year if 
possible. Most manufacturers 

are not only in the turf 
business, but they also sell 
in ornamental and agricul­
tural markets. Forecasting 
for the year ahead helps 
all those that produce our 
products.

WHAT 
ADVANTAGES ARE 
THERE FOR THE 
SUPERINTENDENT?
Most EOPs come out in 
September or October. 
For our northern superin­
tendents, the heat of the 
summer is over and it is 
a good time to reflect on 
your programs from the 

prior year. Many courses have a 
fiscal year that ends Sept. 30, so 
you will know how you finished 
the preceding year by the time 
you order. It allows you to show 
your skill in creating savings 
for the facility as well as your 
department.

WHAT ADVANTAGES 
ARE THERE FOR THE 
FACILITY?
I can’t imagine a facility not 
wanting to save money. This 
is a great opportunity. Seldom 
are there any new products 
coming out that would change 
an agronomic plan. And if 
there are, you can save up to 
20 percent of your purchases 
for purchase during the fiscal 
year. Check your cash flow 
and maximize your discounts 
taking ability to pay based on 
the terms offered you.

WIN-WIN
Taking all the above into con­
sideration it sure looks like 
a win-win situation for golf 
courses and those who man­
ufacture our products. It will 
take some planning, but the 
benefits will be seen immedi­
ately and in years to follow. ®
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Travels
with

Terry

Terry Buchen, CGCS, MG, is president of Golf Agronomy 

International. He’s a 41-year, life member of the GCSAA. He can 

be reached at 757-561-???? orterrybuchen@earthlink.net.

CART PATH
CURE RAMPS

Globetrotting consult­
ing agronomist Terry 
Buchen visits many 
golf courses annually 
with his digital cam­
era in hand. He shares 
helpful ideas relating 
to maintenance equip­
ment from the golf 
course superinten­
dents he visits - as well 
as a few ideas of his 
own - with timely pho­
tos and captions that 
explore the changing 
world of golf course 

management.

J he Stock Farm Club in Hamilton,
> Mont., has a large main driving 

. > range tee that is used by the mem­
bership and receives little wear and tear. 
It is also used as a staging area for the golf 
carts for shotgun-start tournaments. The 
wooden cart path curb ramps are used for 
transporting the golf carts, the ball picker 
turf vehicle, and by the golf maintenance 
staff for their mowing and other equip­
ment. Each 7V^-foot long ramp is made from a 4-inch by 8-inch beam with 
a notch placed in it for the %-inch thick plywood to be screwed into it with­
out the need for glue. The ramps are cleaned-up each winter. Ryan Knapp is 
the golf course superintendent.

LARGEST 
GOLF 
COURSE 
TOOLROX

# .R. Wilson, equipment manager, at the
> Noyac Golf Club in Sag Harbor, Long 

CX Island, N.Y., has been collecting tools 
since he was 15 years old. A NASCAR technician 
would be envious of Wilson’s toolbox and tools 
that he has collected over many years. The main 
tool box measures 142 inches by 29 inches by 
70 inches and the four-shelf cabinet measures 
48 inches by 24 inches by 6 feet. Wilson’s tools 
include every impact gun with attachments and 
every other high-end specialty tool imaginable. 

“If I do not have a particular tool, I will get it,” 
he says. “There is a tool for every job and it’s 
only as good as the person using it.” The toolbox 
was accumulated from retiring mechanics and 
fabricating was done for the drawers, totaling 
about $20,000. The cabinet was free and 
donated from a local mechanic. Wilson’s total 
cost for the toolbox, cabinet, and new and used 
tools was about $175,000. Collecting tools 
is his hobby. Brian Goleski is the golf course 
superintendent. GCI
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TORO. Count on it.

MATTERS Lower operating cost.

MOST Hello, making budget.

What Matters Most to You Matters Most to Us.

The Reelmaster 5010-H Fairway Mower. Because fuel cost is a significant portion of your operating budget, 

Toro developed the industry's first and only true hybrid drive system, saving up to 30 percent on fuel expense*,  

which lowers your operating cost, your carbon footprint, and your blood pressure.

EdgeSeries Reels
©2018 The Toro Company. All rights reserved.

‘Compared to conventional fairway mowers.
** V? i X
\S 'V ‘•1

Call: 800-803-8676
Visit: toro.com/RM501 OH

toro.com/RM501
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BUSINESS OPPORTUNITY MERGERS & ACQUISITIONS

BRANCH ENTREPRENEUR 
- Natural Lawn Care 

Partnership 
Interested in partnering with an 
established Natural Lawn Care 
Company to provide clients in 

your city with Natural Lawn and 
Landscape Care?

Contact Alec McClennan today to 
start the conversation 

Alec@whygoodnature.com or 
216-570-5346 (cell).

FLORIDA
Florida Golf Resorts/ 

Courses & Developments

BUYING OR SELLING?
Leaders in Exclusively Marketing and 

Selling Golf Real Estate

- NATIONAL-
Golf MARINAPROPERTIES GROUP™

FOR SALE

Gregory M. Oehler, mba 
gregory.oehler@flcomml.com 

716-308-2834

Discount 
Small Engines & Parts 

Small engines & parts 
from Briggs & Stratton, Kohler, 
Tecumseh, Robin and more. 
www.smallenginesuppliers.com
Also, look up your own parts 

and buy online at 
www.smallenginepartssuppliers.com

r 1 COLDWELL 
I Hl I BANKER |L 1 COMMERCIAL

FNGC0AMH
CORPORATE 

MEMBER

MILLER MANAGEMENT 
ASSOCIATES

The Carolinas and TN brokerage leader 

WE NEED GOLF COURSES FOR 
SALE & HAVE QUALIFIED BUYERS 

www.mmagolf.com 
brett@mmagolf.com 

828-775-7765

• Patented IMPERMEABLE Reinforced Winter 
Cover Turf Protection System.

• PERMEABLE Reinforced Grow-in Covers 
increase healthier turf growth.

SEEDS

NATIVE SEEDS
Largest producer of native seeds 
in the Eastern U.S. Hundreds of 
species of grass and wildflower 

seeds for upland to wetland sites. 
Bioengineering material for riparian 

areas and erosion control.
Contact ERNST SEEDS today. 

www.ernstseed.com - 800/873-3321

Find out how the Green Jacket System 
can make a difference for your turf.

Call 888-786-2683 or email info@Preenjacket.com 
See Research at 6reenJacKet.com

READ THE DIGITAL EDITION 
OF GCI TODAY!
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INDUSTRY
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TAKE YOUR COURSE TO THE NEXT LEVEL WITH GREENTRUST 365.
Maximize your budget and your turf quality when you order between Oct. 1 - Dec. 7 
of 2018. With the broadest branded portfolio, the GreenTrust® 365 program offers new 
ways to save, includes new products, pallets and more. GreenTrust365.com/Golf

syngenta

©SyngentaTurf #GT365 #Time4Savings

©2018 Syngenta. Important: Always read and follow label instructions. Some products may not be registered for sale or use in all states or counties 
and/or may have state specific use requirements. Please check with your local extension service to ensure registration and proper use. GreenTrust® 
the Alliance Frame, the Purpose Icon and the Syngenta logo are trademarks of a Syngenta Group Company. All other trademarks used herein are the property of 
their respective company. MW 1LGG8101 -Golf-AGP1 08/18

GreenTrust365.com/Golf
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Pat Jones is editorial director and publisher of 

Golf Course Industry. He can be reached at 

pjones@gie.net or 216-393-0253.

irst, just a quick story 
behind our cover 
story about two very 
different fates for 
Donald Ross courses.

The Columbus Country Club story is 
a great behind-the-scenes look at one 
of the many Ross restorations and 
renovations going on out there during 
the Great Rebuilding Era we’re going 
through right now. But, the other story 
is very, very different.

Ross’s Acacia Country Club was a 
local favorite in Cleveland for nearly 
a century. It was one of a handful of 
top clubs on the east side of town. It 
was also in the middle of a fast-grow­
ing commercial area and developers 
were throwing huge offers at the 
membership to sell. The club was torn. 
Eventually, the property was acquired 
by a land conservancy group and hand­
ed over to the Cleveland Metroparks 
with two provisions: it had to remain 
greenspace and it couldn’t be a golf 
course anymore.

That was four years ago. Since then, 
the property has been slowly decon­
structing itself from high-end club to 
wild pollinator plants, walking trails, 
sapling nurseries to replant trees in 
other area parks, and a home to coy­
otes and other wildlife. I’ve document­
ed a lot of the gradual changes there 
on Facebook and the response is often, 
“Oh that’s terrible that we let a Donald 
Ross course die like that.” Frankly, 
there are hundreds of Ross courses and 

we just can’t continue to ignore eco­
nomics and keep every one alive. The 
best thing is that it’s still greenspace 
and that beats the hell out of another 
shopping mall or condo complex. Plus, 
it’s the world’s only Ross-designed dog 
park. I love the place.

Second, with our annual Con­
struction & Renovation issue comes 
the GCBAA auction challenge we 
offer every year. The GCBAA is an 
awesome organization. It’s not big but 
its members are incredibly loyal and 
very engaged in the market. There 
meetings are chock full of education, 
networking and (dare I say it?) fun.

Part of that fun is raising money - 
lots of money - every year for Sticks for 
Kids, the association’s terrific charity. 
We always auction off a package that 
includes a page of advertising in the 
issue and a little bit of fun here in my 
column. This year’s winning bidder? 
Our good friend Sam Ferro of Turf & 
Soil Diagnostics. He’s been a leader in 
testing services for superintendents for 
decades, but I wanted to learn more 
about him as a person.

What was the hardest lesson you 
learned? “Not sure about the hardest 
lesson, but the most important lesson 
has been that “people are people.” 
We’ve had the good fortune to work 
with turf professionals from around 
the world. I find that no matter 
background, experience or education, 
professionally we all want our jobs/ 

projects to be successful, and person­
ally we want to be happy and to be 
able to provide a quality life for those 
who are most important to us. Pretty 
simple, but also pretty powerful.”

Why is GCBAA important to you? 
“GCBAA has provided us with a venue 
to solidify our relationships with lead­
ing builders and suppliers to the golf 
and sports turf industries. It’s a great 
organization where people - who are 
often competitors - come together in 
support of the golf construction and 
maintenance industry.”

If you could wave a magic wand over 
our industry, what one thing would 
you change? “My magic wand would 
be somewhat selfish. I would make 
putting green cutting heights higher to 
allow coarser topdressing sands to be 
easier to work in to the turf.”

Thanks, Sam! And thanks for sup­
porting GCBAA.

Finally, it’s with mixed emotions that 
I tell you Mike Zawacki, who served 
brilliantly as editor of GCI for the past 
decade, is leaving our team to go full- 
time with our Snow industry magazine 
group. Mike was the grownup on our 
team, always keeping magazine produc­
tion and endless digital products going 
while Guy and I were out gallivanting 
around the country. The quality of GCI, 
its amazing production values and its 
consistent rankings at the top of edito­
rial studies are all because of Mike.

And he did it all while producing 
Snow Magazine and helping to orga­
nize a trade show and other events 
in that market. He’s always been a 
leading voice in the snow and ice 
management business and now he’ll 
have the chance to solidify that role. 
He might even have a bit more time 
to focus on his real passion ... playing 
that rock ‘n’ roll music with his band, 
Hoodoo BBQ.

Thank you, Mike for all the great 
stories you’ve told and, mostly, for 
being a turfhead at heart. GCI
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Turf (micro)management
Just got a whole lot easier.

hi PERFORMANCE
TURFGRASS PROGRAM

No two greens are created equal. Staying on top of your game means knowing 
every condition. Country Club MD granular with Emerald Isle liquid products offer 
proven results customized to your course. Backed by independent university 
research to manage stress, this unique putting green management program 
delivers the nutrients your greens need—for all microclimates and conditions.

Now you can create your custom turfgrass 
program and save up to 10%*

* learn more at LebanonTurf.com

Bestof all Worlds® 
www.LebanonTurf.com 1-800-233-0628 

ooo

LebanonTurf.com
http://www.LebanonTurf.com


CUSHMAN
LET’S WORK?

TAKE YOUR OFFICE WITH YOU.

Only Cushman® Hauler® Vehicles Are Loaded With The Functionality You Demand.

Sure, your facility can hold a lot of stuff, but how well does it handle? Cushman Hauler vehicles were 
designed by Superintendents to make your workday easier and more productive. With 75 percent more 
storage than the competition, a fully customizable bed and plenty of stamina to handle long days, every 
Hauler is ready to tackle any challenge with ease. And now, with the new Hauler 4x4 and 4x4 Crew, the 
family is complete. Load 'em up, and move 'em out.

Explore the line at Cushman.com/Hauler

HAULER 800 HAULER 800X HAULER 1200X

HAULER PRO HAULER PRO-X

HAULER 1200

HAULER 4x4 HAULER 4X4 CREW

TEXTRONGOLF © 2018 Textron Specialized Vehicles Inc.

Cushman.com/Hauler

