©INSIDE: Wharton: Are we siill having fun2 /12 © A heck of a career in the Heartland / 39

JUNE 2019 | golfcourseindustry.com

GOLF COURBE

B ¥
! SRS £
i |
1 4 W
N S {
. e
& |
¢ S e

= : %

=y R Ve

i — e A

5

/4 3 »
2 i o
2 o
y i T A o
¥ |
S, o A ‘ : |
- S |
- § ! 5L

{

-THEY LEFT. THEY RETURNED.
INDUSTRY PROFESSIONALS
‘DESCRIBE WHAT LED THEM
BACK TO DAILY LIFEONA
GOLF COURSE.


golfcourseindustry.com

3 awwm::.u@ MANAGEMENT ¢

Most foliar sprays are meant to give your turf

a tune-up. Ours rebuild the whole engine.

Foliars+ liquid fertilizers endow your turf with Over 30 active ingredients supercharge
microbes to digest thatch and other

a deeper vitality as they beautify it.

By nurturing and supporting organic matter, turning it into

trillions of soil microbes bioavailable fuel for your
beneath the surface of your plants. You get an immediate
plants, they fortify your root boost now, and a long-lasting

systems for improved nutrient benefit into next season.

IRt L pEsin. Call 800-732-8873 to learn

That's why our Foliars+ liquids more about EarthWorks'’
don't stop at the plant level, as Foliars+ programs. Because turf
other spray fertilizers do. They infuse with beauty and vitality comes from a
your soil with a rich mineral mix and advanced deeper respect for the soil—as well as

humic acids to stimulate its microbiology. the work you do.

Protein Plus

Foliars+

Ask us about Foliars+ liquid fertilization programs

EarthWorks)/

A Deeper Respect

©2019 EarthWorks Turf | earthworksturf.com | 800-732-8873
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LONG ISLAND
LESSONS

A few observations after spending 80 hours on Long Island last month ...

Persistence pays

This journey to a golf-rich region for the PGA Championship started with a stop at Meadow Brook
Club. Dick Wilson, one of the more overlooked figures in golf course architecture history, designed a
course for the club on a rolling piece of Jericho, N.Y., land following New York City power broker Robert
Moses's decision in the 1950s to route a parkway through the club’s previous site.

Superintendent John Carlone has the architectural history memorized and uses a map in his office to
explain the evolution of Meadow Brook. Along with architect Brian Silva and golf author and historian
Bradley Klein, Carlone ushered the club through its most recent renovation in 2016-17.

Carlone is a golf enthusiast — “I don’t know how you can do this job and not play golf,” he says — in
his 23rd year as Meadow Brook’s superintendent. Even on the soggiest of Sundays, he offered a high-en-
ergy tour of the course, explaining the history, maintenance and strategy behind holes. The renovation
ensures Meadow Brook will remain competitive in an ultra-competitive private club market.

Long Island lesson: Play golf and stay connected to what's happening at neighboring facilities. The
combination can help a superintendent strengthen a golf course for future generations.

Marvelous in May

New York State officials agreed in 2013 to host a PGA Championship at Bethpage State Park in August
2019. The PGA of America significantly altered the plan, announcing in 2017 it would be moving the
championship to May beginning in 2019.

Led by director of agronomy Andy Wilson and Black Course superintendent Mike Hadley, the Beth-
page turf team flawlessly handled the change. They adjusted programs, most notably the aerification
schedules and native grass management, to provide terrific early-season conditions and aesthetics.

Instead of dwelling on potential pitfalls such as winter damage or cool temperatures stalling a spring
green-up, they emphasized how May is a great time to putt on Poa annua greens in the Northeast. A
mild winter increased optimism as the tournament approached, although Bethpage experienced a
few 30-degree scares in late April. Decisions made before this spring set the foundation for Bethpage
presenting a robust Black Course to the world.

Long Island lesson: Reinforce positives when the schedule changes and don’t cram for the big event.

Shinnecock Hills savvy
The terrain and people who maintain Shinnecock Hills Golf Club are inspiring,

From signage on the exterior urging proper visitor protocol to meticulously stacked laundry shelves,
the maintenance facility exudes professionalism. The facility also exudes pride, evidenced by walls
filled with annual team pictures, images of crew members using equipment, and flags of universities
represented on superintendent Jon Jennings’s talented team. The spectacular upkeep of the facility
promotes camaraderie and creativity.

The maintenance facility rests on a prominent spot of a storied property. Visitors of all ilk pass it.
Anybody who enters the building quickly realizes Shinnecock Hills is a place where employees are
driven to provide a world-class experience.

Long Island lesson: Maintaining an organized workspace and taking team pictures boost profes-
sionalism, morale and productivity. Neither tactic requires a Hamptons-sized budget. GCI
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NOTEBOOK

4 The Black Course at Bethpage State
Park blends championship golf with
natural characteristics of the park.

Island. High-energy, high-productivity
personalities such as Azzaretto are
entrusted with doing what they

deem fit to lure visitors to the park.

A Long Island native, Azzaretto
worked as a teenager in Bethpage’s
clubhouse, then joined the golf course
maintenance crew, and later earned

a horticulture degree from nearby
SUNY-Farmingdale. His bosses created
the horticulturist title, satisfying
Azzaretto’s desire to work with plants

while boosting golf course and park
aesthetics. “This is a nice hidden gem,”
he says. “You can learn a lot here.”

A hidden gem? In a county with
1.3 million residents? At a major
championship venue? The rise of the
Black Course as a fabled American

golf venue represents a small sliver of
Bethpage’s busy existence.
Daily green fees and PGA

Championship tickets come with

Guy Cipriano learns about Bethpage State Park’s Visvial gt arehilly Ciliiveradiing the
greater purpose from the people responsible Bethpage staff. Broomsedge adds fire
for managing its golf courses, plant species and and color to the golf courses, with the

plants being grown by the thousands

eCOSyStem' each spring in a greenhouse Azzaretto
ello. Great to meet you. Let’s start walking and talking, manages near the Green Course. The
H Bethpage State Park horticulturist Victor Azzaretto and I dash periphery of the Black Course boasts
through the maintenance facility and down a steep hill referred to dozens of birdboxes, providing audible
as “Pike’s Peak.” We stop briefly at a spot called escapes from subway

rumbles, car horns
and jet engines.
Park ecologist
Yael Weiss says
tree swallows,
bluebirds, warblers,
red-tailed hawks
and great horned

“Victor’s Valley,” a former dump-turned-garden parallel to the
Black Course’s fourth fairway.

Azzaretto talks excitedly, waving his arms and hands
describing how his role managing plant species fits into the
greater mission of the five-course park. A gallery marches
along the right side of the hole and Dustin Johnson, the world’s
top ranked golfer, struts between the gallery and the temporary
stopping point. Neither of us has much to discuss about
Johnson’s prospects at the 101st PGA Championship. iy : owls are among the

Bethpage fascinates because if offers 1,368 acres of public A Biraiboros are place throughout ~ birds spotted on
greenspace — including a major championship golf course the five golf courses at Bethpage  the Black Course
and four other soothing tracts — within a crowd slice of Long State Park. each spring. The

6 JUNE 2019  golfcourseindustry.com
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4 Victor Azzaretto is the enthusiastic
and longtime horticulturist at Bethpage
State Park.

park collects data on its wildlife

as naturalist Jim Jones serves as a
part-time employee responsible for
studying hawk and owl activity. Weiss
hopes golfers are inspired to become
citizen-scientists and contribute to
the digital community of photos and
observations.

“Before I got this job, I didn’t even
know Bethpage State Park had a public
area that people could go to,” says
Weiss, a graduate of nearby Hofstra
University. “I thought it was only for
golf. It was a new world. It's an open
classroom and there’s so much that
you can learn here. If this golf course
wasn't here, this would be developed. It
would be a mall or something. People
will say it’s a golf course and they use
pesticides and all of that, but there’s
so much untouched area between all
the wooded areas and all the pollinator
gardens and rough areas that serve
as wildlife refuge. There’s so much
greenspace here. It’s an important part
of Long Island.”

The Black Course starter’s hut,

a spot thousands of spectators pass
during a major championship, displays
signage promoting Bethpage’s status

as a Certified Audubon Sanctuary. An
extensive study with Cornell University
examining reducing inputs makes
Bethpage a frequent topic in industry
research papers and conference

presentations. But the park’s best
ambassadors and educators are its
employees, many of whom are self-
starters such as director of agronomy
Andy Wilson and Black Course
superintendent Mike Hadley. Even
well-traveled tournament veterans such
as PGA of America chief championships
officer Kerry Haigh notice employees’
zest for the park. “Their passion for this
venue, for their golf courses,” he says,
“is second to none.”

Creating repeatable course
conditions over the years has allowed
Bethpage to extend its outreach
efforts, and Wilson and Hadley openly
talk with anyone willing to listen
about their maintenance practices
and management philosophies.
Wilson, who grew up in Bethpage,
and Hadley, a western Pennsylvania
native entrenched on Long Island for
two decades, maintain turf that takes
a pounding (the five courses combine
for more than 225,000 annual
rounds) yet keeps flourishing. Their
team includes multiple employees
who migrated from Bethpage only to
return, a sign of the park’s enduring
pull on talented people seeking lasting
fulfillment.

State bureaucracy, golfers of all
skill levels, taxpayer money, ecology,
horticulture, Northeast intensity,
televised tournaments and predatory
birds could be a toxic mix at some
places. But it all meshes at Bethpage.

Azzaretto continues our walk,
stopping in the woods twice, including
once on the way up “Pike’s Peak” to
showcase blooming pink lady’s slipper,
the only orchid found in the park. The
people who care deeply about Bethpage
are always moving, stopping and
explaining. Creating connections to a
park, whether it’s via golf, horticulture
or ecology, requires unyielding
enthusiasm.

It’s a major undertaking.

NOTE 2 BOOK

TARTA

TALKS

No. 35

DREW ROGERS

Tartan
Talks
No. 35

Drew Rogers
restores classic
courses in
cool-weather
regions. He
also enhances
modern courses
in South
Florida.

- Rogers

Rogers joined the Tartan Talks
podcast to discuss a busy decade
executing projects in divergent
regions. His growing portfolio

since launching his own firm JDR

in 2010 includes steady work in
Florida snowbird meccas such as
Naples and Palm Beach. Closer to
his Toledo, Ohio, home, Rogers has
executed work on courses designed
by Golden Age architects such as
C.H. Alison, Harry Colt, Donald

Ross and Willie Park Jr. Rogers
often finds himself wondering how
the venerable architects would
handle Florida's flat terrain and
demanding club memberships. “I
think they would be forced to be
very responsive in very similar ways
as we are today,” he says.

If you listen to the podcast closely,
you'll also receive tips on the art
of listening from Rogers and hear
him offer thoughtful praise to
superintendents everywhere.

Enter bit.ly/2HGVhAw into your
web browser to hear the podcast.

golfcourseindustry.com JUNE 2019 7
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THE (RELATIVE) CALM BETWEEN THE STORMS

or 30 glorious minutes, Shane
Omann reclines in a plastic
folding chair inside the grounds

crew meal tent at Quail Hollow

eyes as director of green and grounds
Keith Wood explains the rigors of
championship golf to dozens of guests.
The industrial air conditioner in the

Club in Charlotte. His sunglasses
provide him with a shield to rest his

corner is blowing enough of a gust in his
direction to chill a glass of sweet tea.

4 Shane Omann and Keith Wood lead
S o s the golf course maintenance team at

Quail Hollow Club in Charlotte.

THENEXT

GENERATION

OF HIGH QUALITY BERMUDAGRASS

If you liked Pennington® Princess®77

Bermudagrass Seed, you will love Pennington®

Arden 15 Certified Hybrid Bermudagrass Seed:
* Excellent turf quality

¢ Significant cold tolerance
(great for transition zones)

* Early spring green-up
* Fine leaf texture

After this rest, he is ready for
another long afternoon of work.

Omann is the golf course
superintendent at Quail Hollow
Club, which is famous for playing
host most springs to the Wells Fargo
Championship. That would be more
than enough responsibility for most
clubs. Two years ago, though, it also
provided the backdrop for the PGA
Championship, and two years from
now, it will open its gates to the
Presidents Cup. Championship golf
runs through its history.

Quail Hollow Club will likely never
double up in the same calendar year —
the Wells Fargo Championship moved
across the state in 2017 to Eagle Point
Golf Club in Wilmington, and it will
head north in 2021 to TPC Potomac
at Avenel Farms in Maryland — but
that clustering of headline events still

Revered turf-grass researcher and
* scientist Dr. Arden Baltensperger
bred this cultivar to deliver a quality
stand at a reasonable price—all
backed by research and confirmed

ﬁ with NTEP data.

Dr. Avden
Baltensperger

g

provides professional and personal
challenges for Wood, Omann and the
grounds crew filled with 20-somethings
just out of turf school. Long hours.

pennington PR Demanding players. Tens of thousands

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

mnm of fans trampling their art.

CERTIFIED HypRip BEAMUDAGBRASS

“We don’t get much of a break in how
we work,” Omann says. “We're going to

8 JUNE 2019 golfcourseindustry.com
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Maximum
Productivity
from Billy Gos

emlrse clean-up
just got easier!

X
627,

13000: 8
993cc Vangd

Zero Turn Stand On Blower

From parking lots fo cart paths, areas around the clubhouse and
course clean-up, the Hurricane™ doubles down on productivity.

MV Multi-Surface Vac
for versatile clean-up!

29" gobbler door adjusts between hard surfuce,
turf or hose applications. 40-gal. top-oading bag

Billy Goat Hydro Drive
Sod Gutter offers
effortiess operation! For more informafion call

® Set & Forget™ blade depth adjustment to 2.5" 1 800 776 7690

® |aser clad cutting blade for precision cut and or visit www.bilygoat.com
3x blade life

* Knobby wheels for shallow cut, softer touch
bont grass <0 el R S e

WiilGlusw FHFONDA.

www.hillygoat.com


Iygoat.com
orvisitwww.billygoat.com

BERNHARD

TURF HEALTH SOLUTIONS

SPORTS
SURFACES

Bernhard and Company is a specialist in sports turf
technology, committed to providing leading turf care
solutions to golf course and pitch care specialists
worldwide. From blade sharpening systems, sports
surface air movement and moisture control to
supplementary lighting, we will provide you with the

solution to achieve the best turf quality and playability.

bernhard.co.uk

NOTE 2 BOOK

4 The maintenance facility at Quail Hollow Club during Wells
Fargo Championship week.

grind all the time.”

How does a club so tied to an annual PGA Tour event
shift gears? How do Wood and Omann keep morale high
during the inevitable valleys between the weeks when
cameras and crowds fill the grounds?

For more about how the Quail Hollow crew handles

events of all sizes, enter bit.ly/2X [ into your web

browser.

INDUSTRY buzz

Jan Bel Jan is the new president of the American Society of Golf
Course Architects, the second woman elected to the position

after the late Alice Dye. Bel Jan is a registered landscape architect,
certified arborist and former assistant superintendent with dozens
of projects in her portfolio. Bel Jan says she wants to carry on

the mission of the office: “Thoughtfulness for our clients so we
may continue providing the best product, helping show a better
economic way fo do things and greater recognition for the work of
ASGCA members.” She will serve through fall 2020.

The Toro Company recently finalized an n-year equipment and
tournament support agreement with Hazeltine National Golf Club
in Chaska, Minn., extending a working relationship that started
when the club opened for play in 1962. The deal will include sup-
port for the 2019 KPMG Women's PGA Championship, 2020 USGA
Junior Amateur, 2024 USGA Amateur and the 2028 Ryder Cup. Toro
distributor MTI Distributing is also a part of the deal.

More than 300 industry leaders gathered in Washington, D.C.,

for the 12th annual National Golf Day — a banner event for the
industry highlighted by a record-high 244 meetings with members
of Congress. “We are here to educate our elected officials that the
golf industry is made up of many small businesses that contribute to
our national economy,” says Jay Karen, CEO of National Golf Course
Owners Association and Chair of the WE ARE GOLF Board. “The
importance of fair and good taxation policies is paramount to the
success of our businesses.”

© MATT LAWELL
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PUTMORE MUSCLEIN
YOURDISEASE CONTROL.

Make Manzate Pro-Stick your tank mix partner, and boost performance from tee to green.

Make your golf course stronger and healthier with Manzate’ Pro-Stick” from UPL. When  pmwr o
used as a tank mix partner, Manzate Pro-Stick enhances your disease management M t :
program by providing broader spectrum disease control. Manzate Pro-Stick is effective anza e
against a wide variety of diseases, including brown patch, gray leaf spot, and dollar spot, Pro-Stick T&O
as well as algae. And, with its multi-site activity, there is very low risk of building disease lm
resistance. So, this year, put Manzate Pro-Stick to work for you. To learn more, contact

your UPI distributor or sales representative. Visit us at upi-usa.com.

f Always read and follow label directions and pt A ® and UPL logo are trademarks of UPL NA, Inc.
©January, 2019. UPL, 630 Freedom Busmess Cantsr King of Prussia, PA 19406. www.upi-usa.com.
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Sall Having Fun?

The other day I bumped into someone at my club. No, he’s not

someone any of you would know. He’s a former member who
dropped his membership a few years back when his family
moved farther outside the city. He’s still close friends with a
few regulars and they invited him to stop by for lunch. I was
happy to see my old friend and we hugged it out like guys do.

His background is in engineering. He graduated from Geor-
gia Tech and he owns a construction company. He was trying
to entice me to join the group for lunch, but I mentioned I had
other things to do, plus I was scheduled to meet a young man
about a job working for us. My friend uttered, “Good luck with
that!”

It was the tone of his voice that turned me around. You too,
I exclaimed. He said, “Matthew, I am a general contractor. I
cannot hire subs right now be-
cause the subs do not have any ‘ ‘
qualified laborers. Business
is awful. If you don’t believe
me, ask one of the members in
commercial real estate, they’ll
tell you.”

I shared with him how
difficult it has been to find, let
alone successfully hire help,
and with the seasonal staff’s
arrival still in delays it was
getting dire. I told him about
my recent trip to Capitol Hill for National Golf Day and how

that was a major talking point in all my meetings with congres-
sional legislatures. I then jokingly suggested he share his plight

['ve enjoyed every minute
of my 30-plus years in this
business, and ['ve earned a
good living while providing
for my family. But [ can also
say I've witnessed a lot of
change in those years.”

with his friends over lunch,
and to feel free to not keep his
voice down. I figured if others
overheard maybe they would
better understand the labor
issue is not a Carolina Golf
Club issue, or a Charlotte area
golf course issue, or a golf
course issue in general; it is
an issue affecting all parts of
society.

A few days later, I read
the piece in last month’s Golf
Course Industry by Rick Woel-
fel describing how a couple
of courses in Maryland are
getting creative to attract and
retain help. And it got me to
thinking: Are we still having
fun? What I mean by that is
when I first started in this
business, I was told I could
play all the free golf I wanted.
In fact, it was not uncommon
for my boss to come find me
on the course and stop me
from working because I was
late for the afternoon game.
“You can finish that tomor-
row,” he would say. “We're
waiting for you on the tee.”

Fast forward 30 years, and
those days are very distant
memories. The
business has
evolved with
the ever-rising
expectations and
now we're all too
busy, or perhaps
fearful to take a
few minutes to
enjoy the fruits
of our labor.
Which gets me
to thinking, if
we’re not having fun, how can
we expect newcomers to find
what we’re doing appealing

and consider being a golf
course superintendent as a
viable career option?

I asked that very question
to two elder statesmen of
the business at a recent local
meeting. When interviewing
potential interns, AITs or as-
sistants, I always ask how they
got interested in turf because
I didn’t go straight from high
school to university to pursue
turf. I found my way there a
little later down the road by
primarily having fun working
at Lake Bonaventure Country
Club.

I don’t have the answers.
I'm merely pondering aloud.
I've enjoyed every minute of
my 30-plus years in this busi-
ness, and I've earned a good
living while providing for my
family. But I can also say I've
witnessed a lot of change in
those years. From my vantage
point, this is as difficult a time
as any.

But I also know golf course
superintendents are the most
resourceful and creative
people on the planet. I have
faith in each of us to continue
our evolution and adapt to
the new normal, whatever
it ends up being. I just want
to remind you golf is a game
and games are supposed to
be fun, and so is being a golf
course superintendent. Caring
for Mother Earth and God’s
creation is something special
with way more pros than
cons, so let’s all see if we can
show the next generation how
much fun it can be. In fact,
like a good friend with the
GCSAA told me, “some people
get to call this work!” GCI

MATTHEW WHARTON, CGCS, MG, is the superintendent at Carolina Golf Club in Charlotte, N.C., and President
of the Carolinas GCSA. Follow him on Twitter @CGCGreenkeeper.

12 JUNE 2019  golfcourseindustry.com
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24-0-11 Mini

A family of products that are designed to offer a wide
range of performance solutions, meeting the most
A » : : NUTRIFENSE®
diverse and demanding requirements of professional
turf managers. Nutrifense® technology includes
the latest plant health components
available that helps reduce turf
0-0-16 8-8-8 16-0-11 24-0-11 decline from drought, high heat,
P 75 SGN 75 SGN 75 SGN disease, poor water quality and
s, Dispersible | Dispersible | Dispersible 190 SGN even prolonged ice coverage.
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managers.
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Contact us to learn more | info@target-specialty.com
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- THEY LEFT. THEY RETURNED. |
INDUSTRY PROFESSIONALS DESCRIBE WHAT LED
THEM BACK TO DAILY LIFE ON A GOLF COURSE.

By Matt LaWell

galfcourseindustry.com JUNE 2019 15



galfcoilfseindustry.com

16 JUNE 2019

COVER STORY

tacy Baker caddied his first round when he was
13 years old. Since then, he has worked a couple
Colorado summers at Boulder Country Club
and a couple seasons at Wellshire Golf Course
in Denver. He has designed a tee, a green and
a trio of par-3 holes for a wealthy South Korean
business owner. For years and years, he has tra-
versed the Pacific Northwest, first climbing the

proverbial ladder at Riverside Golf & Country Club in

Portland and Tumwater Valley Golf Club near Olympia,

then heading down to California’s Table Mountain Golf
Club in Oroville and Peach Tree Golf & Country Club in
Marysville. Until January, he worked as the director of

agronomy for Morton Golf, overseeing all maintenance

of the MacKenzie Course and Arcade Creek at Haggin

QOaks in Sacramento.

And for much of this year, he has
rolled out of his Northern Cali-
fornia bed as early as ever to walk
Amber, his beloved Chesapeake
Bay Retriever, and Sadee, his
rambunctious Labradoodle-Ger-
man Shepherd, before embarking
on another day.

These days, though, are not filled
with course work. Not right now,
at least.

After Baker returns home with
Amber and Sadee, he instead heads
back out for some more miles, run-
ning seriously for the first time in his
life. Then he practices yoga. Then he
sits down and writes another thou-

golfcourseindustry.com

sand or so words of his novel — a
not-all-that-autobiographical story
about a golfer and her relationship
with a greenkeeper-turned-caddie
whose wonderful working title is
Off the Green — first by hand in the
mornings, then pounded out in the
afternoons on a 1950s Smith-Corona
typewriter he discovered at an an-
tiques store. He’s even carving out
time to finally earn his pilot’s license.

Baker is living his best
life, exercising his mind
and body, spending more
time with his girlfriend — a
high school English teacher

named Sherry Fortner who’s

editing his manuscript — and

pressing the refresh button on a turf

career creeping toward the end of its
third decade.

“You have to be able to find some-
thing away from the golf course,” says
Baker, 48, who previously stepped
back from the industry in 2012, when
he opted to play golf and bass fish for
the better part of a year, and for three
years early in his career, when he op-
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erated a division of his father’s
Eagle Snacks company before
Anheuser-Busch peddled it off
to Frito-Lay in October 1995.
He says he plans to return to
the fold — he might be back
already by the time you’re
reading this story — but his
sabbaticals are a sort of neces-
sity and a benefit.

“I always tell people, you
never know if you're going
to make it to retirement,”
Baker says. “You have to take
these little breaks, and then
have faith that somebody’s
going to give you another
chance.”

Baker’s story is anecdotal,
of course, but it’s far from an
anomaly. Eight superinten-
dents and directors across
the country shared their ex-
periences of time off the turf
for this story. A couple were
fired, but the rest walked
away on their own. Some cit-
ed family as the driving force
behind their decision, others
said salary and benefits were
the keys. More than a cou-
ple mentioned differences
with leadership — though
they requested details and
attribution not be included
here, for obvious reasons of
keeping bridges sturdy rath-
er than incinerated. Mental
health popped up again and
again.

No two experiences are
the same. The one constant,
though, for Baker and every-
body else, is the lure of the
turf. You could be gone for
a week, a month, a year, a
decade, and it’s still there,
somewhere deep inside, all
but impossible to shake.

“It’s nice to at least have
ayear of retirement,” Baker
says. “Then you get the bug
again, pulled back into this
crazy industry.”
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According to a 2016 survey
published by the nonprofit
Families and Work Institute,
more than half of all American
employees reported feeling
“overworked or overwhelmed
at least some of the time” and
almost three-quarters said
they “often dream of having
a different job.” Few if any of
those surveyed likely worked
in turf, and there aren’t any
firm numbers for the indus-
try — we here at Golf Course
Industry have asked about
firings in recent State of the
Industry surveys but not about
what prompts somebody to
leave — but plenty of folks
have walked away.

Kevin Sunderman, for one.
Currently the golf course su-
perintendent at Isla Del Sol
Yacht & Country Club in St.
Petersburg down in Florida
and a member of the GCSAA
board of directors, he shifted
from sunrises to stocks, work-
ing as a broker for Edward
Jones for about two years to
better financially support his
young family.

Jeff Eldridge, too. The di-
rector of agronomy at the
Clubs of Cordillera Ranch
near San Antonio and Aus-
tin, he stepped out for about
three-and-a-half years, first
for “a great opportunity” to
become an H&R Block fran-
chise partner, then to enter

golfcourseindustry.com
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the sales fray for Bayer to get i

back closer to golf.

And Adam Deiwert. An
assistant superintendent at
The Cliffs Mountain Park
near Greenville, S.C., and a
recent assistant at PGA Tour
stop Trinity Forest Golf Club
in Dallas, he pressed pause
early in his career because of
a handful of challenges, in-
cluding the strain long hours
placed on his young marriage,
switching gears to work for a
local lawncare company, then
the third shift at a warehouse
distribution center.

“Coming home, just not
seeing each other, we kind of
expected that,” Deiwert says.
“But she also wasn’t expecting
that complete shift in attitude
over to how I was acting. It
was taking a pretty good toll
on our marriage and we’'d
only been married for three
years at the time, so we were
still kind of getting used to
each other.”

That early stop out of turf
school “wasn’t really working
out,” Deiwert says, “but there
weren’t any other openings
in the area, so I was sticking
it out as long as I could. It
finally got to the point that
we were getting ready for the
second summer and I told my
wife, Acey, I don’t care what
it is, I'm just going to start
applying for everything turf
in the area.”

Eldridge wrestled with the
transition from spending his

days almost exclusively out-
doors — he had

COVER STORY

most recently worked as the
superintendent at Nicklaus
Golf Club at LionsGate near
Kansas City — to almost ex-
clusively indoors, and while
the course did share more
traits with tax preparation
than you might imagine, “it
just wasn’tagood fit,” he says.

“That whole period of time,
from January through April
15, is fairly similar to what you
can expect from a golf course
in the Midwest June through
August, a lot of hours and all
that,” Eldridge says. “I don’t
mind that. It was just different
getting used to it at that time
of year. But the stresses are
equal. I think I started realiz-
ing when the weather started
turning nice again that first
year, that, ‘Man, I want to be
out there.”

Sunderman arrived in Flor-
ida around the turn of the
century with his wife, Melani,
their toddler son and their
soon-to-be-born daughter,
only to find that his new em-

]

ployer had not approved his
promised salary. Instead, he
received about two-thirds of
what had been quoted. “We
had bought a house based on
that amount,” he says. “We
did it for a while, but we were
struggling to make ends meet.
Now we had two kids and a
mortgage, and not seeing any
great golf opportunities on
the horizon, I said, ‘Man, I
need to do something

>

else.”
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THIS WAS
RIGHT AFTER
THE TECH
BUBBLE
BURST, SO

A LOT OF
PEOPLE HAD
JUST LOST

A LOT OF
MONEY. I
HAD DOORS
SLAMMED IN
MY FACE. I
WAS CALLED
A CROOK. I
WAS BITTEN
BY A DOG.
THERE WERE
TIMES 1
WOULD PARK
MY CAR AT
THE END OF
THE STREET
AND THROW
UP ON MY
SHOES.”

— Kevin Sunderman

20 JUNE 2019

After talking with his brother, Mike, a fellow
agriculture buff who landed with Edward Jones,
Sunderman interviewed with the company, learned
the finance industry and started walking neighbor-
hoods to establish face-to-face conversations. “This
was right after the tech bubble burst, so a lot of
people had just lost a lot of money,” he says. “I had
doors slammed in my face. I was called a crook. I
was bitten by a dog. There were times I would park
my car at the end of the street and throw up on my
shoes.” Sunderman pushed through and was on
track to earn close to $100,000 his second year —
more than three times his last turf salary — but he
missed being on the course and building things with
his hands. He missed the sunrises.

MARDER THAN AL
[0 GET BAGK 1Y

Americans switch jobs about a dozen times over
the course of their working life, according to the
Bureau of Labor Statistics, and the median tenure
checks in at a whopping 4.0 years for women and
4.3 years for men. Eldridge has eight stops under
his belt. Baker has seven. Sunderman has six. So
does Deiwert. Some of them might hit a dozen
professional changes, but if they do, every new job
will almost definitely be in the turf industry.

They’ve ventured out, tested the waters and
returned to what they love.

Sunderman scoured classified sections — still
relatively robust back in 2004 — then leaned on
what he describes as his “meager network” to land
an interview at TPC Prestancia in Sarasota. “I ba-
sically laid it all out for them,” he says. “I miss it
desperately, I want to get back into this business,
and I'm giving up a lot to do it, but I like getting

my hands dirty.” And the

thing that got me
the job is that they
had a terrible
irrigation
system. In

golfcourseindust, ;

an interview, you say whatever will get you the job,
so I said, ‘Oh, yeah, I love irrigation’ — which I did,
but I had no idea the extent of the irrigation work
on that property.”

Eldridge loved his two years as an area sales
manager for Bayer, but the travel proved too large
a hurdle to continue, every week on the road, espe-
cially with a 10-year-old son and 14- and 16-year-
old daughters at home. He landed at Lake Quivira
Country Club near Kansas City, where he worked
for about five years as the superintendent and
grounds manager, armed with new appreciations
for chemistry and sales. “You're spending a lot of
time with Ph.D.s with that Green Solutions Team,”
he says of his work with Dr. Frank Wong, Dr. Rob
Golembiewski and Laurence Mudge, among others
at Bayer, “and their knowledge is at a different level.”

Deiwert says he could have established a career
at the warehouse distribution center — “The people
were great people,” he says. “Great job, paid well,
the benefits were fantastic” — but after about a year
out of turf and about two years out of golf, he want-
ed back in. He landed at Trinity Forest Golf Club,
working under director of grounds Kasey Kauff for
just shy of the next four years before returning to
South Carolina last year for family reasons.

After a couple years outside golf, Deiwert says
he started to focus more on “just finding the good
things about each day. I didn’t do a good job of that
earlier. I just focused on the negatives and all the
things I didn’t like about each day. ... Find even
the tiniest thing that’s good about getting to work,
even if it’s just the five minutes you happen to be
on a hole by yourself.”

Perhaps reading this story has sparked your
desire to step away for a stretch. “Before you make
that move,” Eldridge says, “you have to realize it is
harder than hell to get back in.” One reason is that
your course is your resume. “If you don’t have that
for them to go physically look at, that’s a challenge.
‘I was the greatest grass-grower in the world two
years ago. You're just going to have to take my word
on it.” ‘Well, what are you doing now?””

Or perhaps you're already outside the industry
and ready to return. “Lean on your network and the
(GCSAA),” Sunderman says. “Those are the opportu-
nities you have to meet the people who can help open
doors for you. The GCSAA will provide you all kinds
of educational opportunities, especially if you've
been out of it for a number of years. All of a sudden,
if you can somehow find a way to take advantage of
some of the webinars they offer, or the certificate

programs, these are ways to maybe increase your
current knowledge base.” And yes, the GCSAA

© MAT HAYWARD | ADOBE STOCK
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THAT WHOLE PERIOD

OF TIME, FROM JANUARY
THROUGH APRIL 15, IS
FAIRLY SIMILAR TO WHAT
YOU CAN EXPECT FROM

A GOLF COURSE IN THE
MIDWEST JUNE THROUGH
AUGUST, A LOT OF HOURS
AND ALL THAT.IDONT
MIND THAT. IT WAS JUST
DIFFERENT GETTING USED
TO IT AT THAT TIME OF
YEAR. BUT THE STRESSES
ARE EQUAL. I THINK 1
STARTED REALIZING WHEN
THE WEATHER STARTED
TURNING NICE AGAIN THAT
FIRST YEAR, THAT, ‘MAN, I
WANT TO BE OUT THERE.”

— Jeff Eldridge

does offer an inactive membership for
reasons of unemployment, illness or
other adversity.

“We want to be inclusive,” Sun-
derman says. “We want to look for
ways to help people in these types of
situations.”

T 0 A GROWER

A couple years ago, a Spanish travel
company called eDreams surveyed
more than 12,000 people in the Eu-
ropean Union and the United States.
More than half of the American
respondents said that a planned stra-
tegic pause in their working life would
improve their mental health. Few
companies anywhere in the country
offer sabbaticals, either paid or unpaid
— about a quarter of Fortune’s 100
Best Companies to Work For offer a
sabbatical, and McDonald’s, believe
it or not, is credited with starting the
country’s first corporate sabbatical
program in 1977. Not many clubs
can offer a break from the grind. If
you want a sabbatical, you'll probably
need to schedule it yourself.

You need to take care of yourself,
too. Not long after Frito-Lay pur-
chased Eagle Snacks from Anheus-
er-Busch and pushed him toward un-
employment on a Friday afternoon,
Baker realized there is little loyalty
in business.

“Things can just change like that,”
he says. “I've always been a little

leery of security, and knowing this
business, no matter how good you
have the golf courses looking, man-
agement or ownership or member-
ship, they can turn on you overnight.
That’s what I learned at Eagle Snacks.
Nobody seems to have any loyalty
in this business. There are very few
guys I know in this industry who have
been a superintendent at their same
course for 30 years. It’s not that type
of an industry. Superintendents are
expendable.”

A couple weeks after Baker em-
barked on his current sabbatical, his
girlfriend, Sherry told him she didn’t
care how he filled his days, “but you
have to do something.” He started his
novel days later, then added running
and yoga, then started the pursuit
of his pilot’s license, inspired by his
father’s and grandfather’s past aerial
exploits.

According to that same 2017 sab-
batical survey, the reasons cited most
often by Americans dreaming of an
extended career pause are an escape
from the stresses of working life (53
percent of more than 2,000 U.S. re-
spondents) and the aforementioned
improved mental health (52 per-
cent). Improved physical health (40
percent), family travel (39 percent)
and learning new skills (19 percent)
check in third, fourth and seventh on
the list, respectively. Baker has them
all covered. He keeps his phone in a
drawer until at least noon most days
and spent two weeks with his family
back in February.

“Inever would have had those op-
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portunities to just spend that much time
back home if I was working crazy hours
every day,” he says. “I did that the last
time I took off, too. Spent about three
weeks at home, got to golf, fish, spend
some real quality time with my dad. You
never know how long he’s going to be
around, you know?”

When Baker interviewed superinten-
dents or assistant superintendents, he
would always ask, whether they were
a grower or a mower. Responses were
split about down the middle. “Some
guys would say, ‘Oh, I can stripe up a
fairway,” Baker says. “I don’t care about
stripes on a fairway. I care that there’s
grass out there we can mow. The mow is
the hassle part of it. I'm a grower.

“That’s what I'm kind of doing now,
whether it’s just in my back yard with
my tomatoes and peppers and all the
plants that I'm growing, whether it’s a
few landscapes I'm working on for other
people. It’s just that whole mentality, I
just want to continue to grow. Thatll
never leave me.”

There are no guarantees in this life,
of course. Paychecks and benefits can
vanish in an instant. Hearts pump blood
for only so many years. The prospect
of retirement remains just that until
that last walk on the course. In the
end, business will remain business and
loyalty will remain a mirage far more
often than not.

The thrill of the turf, though. No
matter how long or how far you wander,
the thrill of the turf will almost always
pull you back. €I

Matt LaWell is GCI's managing editor.
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In our business there’s sure to come a time when an upgrade to
the golf course, maintenance facility or something else on your
watch becomes necessary. Which means you’ll soon be hearing
the “A-word” — assessment. The dreaded A-word causes hackles
to rise and chatter to run rampant. And it puts you in the cross-
hairs as members wonder why you’re putting your hand into their
pockets.

Face it: You are. But if your club has come to realize that work is
necessary (and, consequently, money needs to be found to pay for
it), your job is about to change. Understand that early and get out
in front of the project or else your job won’t only change, it could
disappear.

Here’s how to turn a pain-in-the-assessment situation into an
asset.

First and foremost, remember that you are the expert. You
manage the property, you know it best, you are the person most
concerned with making sure it’s in tip-top condition. The members
get to play the course — expecting it to always be in great shape —
but they have no idea how that happens. You do and, without being
arrogant, you need to make sure they remember that.

Always know exactly what needs to be done, why, what it should
cost, how long it should take, and be able to articulate this informa-
tion to members whenever they ask. And trust me, they’ll ask.

Their first questions will be about two things — money and ego,
which are really the same things: What if we don’t do this? What
if we do? Will the grass grow back? What’s in it for me? Can we
wait a few more years? Will this make our club better than the one
down the street? You get the drift.

While it might seem logical that residents/members should
know that an assessment is a responsibility of living in a golf

community or belonging to a
club, it never ceases to amaze
me how much resistance arises
whenever there are questions
regarding the care, mainte-
nance and improvement of the
very amenity that brings them
the most enjoyment.

Mention assessment and old-
er members become even more
money-sensitive (“Hey, I'm on
a fixed income!”) so it’s harder
to make the case to secure
the club’s future for the next
generation. Younger members
will tell you how expensive it is
to send Junior to college, or the
price of a new Lexus.

I strongly advise not getting
into financial discussions
with these people. Let other
members, especially those on
the committees that put the
proposal in front of their peers,
deal with that. If someone com-
plains to you about the costs,
gently suggest they talk to the
committees. Remind them your
job is to make sure they have
the best course possible.

Sad truth? Many members
would happily go as long as they
can without fixing the problem.
They’d rather wait for the roof
to cave, the kitchen to catch
fire or the irrigation system to
flood the property. They think
that if they wait long enough,
someone else will pay for it.

Again, you don’t want to be
in those discussions. So, devel-
op some stock, yet nice, polite,
tactful responses. And suggest
they talk to someone else.

Depending on the work that
needs to be done, anticipate
another problem: Members are
less annoyed if the assessment
is going to something they

can see, like the clubhouse,

landscaping or bunker sand.

Unfortunately for us, it’s the

things that members neither

see nor fully understand that
are often the most expensive
and hardest to fix.

Infrastructure isn’t sexy,
but irrigation and pumping
systems, drainage, cart paths,
maintenance facilities and so
on are vital to the well-being
of the golf course. A clubhouse
renovation? That’s a different
story, something you can brag
about. But even though the
sub-surface profile of a green
or a new bunker-liner method
can really improve their playing
experience, it’s going to take
them a while to get it. No
“artist’s renderings” are going
to help. And unless you can
honestly say that it’s what they
did at Augusta National, don’t
say anything.

Also be prepared for the
fish-eye from the chef, tennis
pro and dining-room manager,
all of whom can think of much
more important ways to spend
the assessment — and for a
lot less money, too. What you
can say, to anyone who will
listen, is that this is what the
golf course needs and why. My
suggestions:

+ Don’t be arrogant. Do not
have the attitude, “This stuff
is for me so I can do my job
better.”

+ Do be a good advocate for
your course. Don’t get into
fights but be ready to stand
up and explain the why, how,
when, where and how much.
Your job is to keep their
course current, attractive,
continues on page 56

fae s v g SRR
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
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Managing Stress in
the Heat of Summer

By Paul Giordano, Ph.D.,
Green Solutions Team
Specialist, Bayer

ummer’s here, and it’s brought the toughest time

for golf courses — and superintendents — across

the country. For many, the tolls of summer stress
on turf are already apparent. Whether general chlorosis,
poor vigor, reduced density, diminished root systems,
increased disease activity or overall inferior turf quality, the
symptoms of stress won't let up anytime soon.

Most superintendents take the necessary steps months
in advance to protect and prepare turf from summer heat,
drought, and the most difficult to manage stresses like
shade and traffic. However, even the best preparation
can’t fully prevent the inevitable effects of biotic and
abiotic stresses.

So how do you manage the stress once it’s arrived? The
good news is, it's not too late.

Cultural Practices

There are several cultural tactics that help mitigate the
most challenging mid-summer stressors. Encouraging
sufficient air movement by pruning/removing trees and
installing/using fans, spoon feeding nutrition, reducing
moisture extremes (too wet or too dry), and directing foot
and mechanical traffic away from vulnerable areas can all
help mitigate abiotic stress.

There are also measures that can help turf bounce
back faster. These include raising the height of cut and
alternating mowing and rolling to accomplish the effective
increase in mowing height while still maintaining green
speeds. Raising mowing height is one of the single most
helpful strategies for improving turf quality by encouraging
more leaf surface area to drive photosynthesis, carbon
metabolism, cellular development and root growth.

More Than Disease Management

Most turf diseases are opportunists that take advantage
of a compromised plant. Disease can often be the “final
straw” that takes a stressed plant to the point of no return.
A robust, preventive fungicide program that covers the
bases of both fungal and oomycete pathogens can help
combat disease and ensure better survival during times of
elevated stress.

However, in the brutal heat of summer, superintendents
need more than disease management. Stressgard®
fungicides from Bayer deliver benefits that extend well
beyond disease control, as they’re specifically designed
to increase turf’s tolerance to, and recovery from:

e Heat
e Drought
e Traffic

e Shade issues and light quality
e Oxidative stress

These benefits are evident in recent research on heavy
shade and traffic stresses. The research, conducted by
Dr. Bingru Huang at Rutgers University, studied the
impact of Signature™ XTRA Stressgard from Bayer, which
includes the active ingredient (a.i.) fosetyl-Al. Over the
course of 3 months, Signature Xtra Stressgard showed
significantly improved turf quality under high stress
conditions compared to a generic fosetyl-Al and fosetyl-Al
tank mixed with a pigment.
700 A

650
600
550
500
450
400
350
300

Cumulative Turf Quality (AUTQPC); June-Sept

UTC Signature XTRA  Fosetyl-Al Fosetyl-Al+Pigment
w/ stress tressgard w/ stress w/ stress
w/ stress

All treatments were applied at commensurate labeled rates (4 oz per 1000 sq ft.)
on a 14 day interval. Means followed by different letters are significantly different
according to statistical analysis.

The Bottom Line

An ounce of prevention is worth a pound of cure. The
best way to combat summer stress is to implement
cultural and chemical practices aimed at improving root
growth and photosynthesis throughout the year.

Combined with the versatility, consistency and
satisfaction that Stressgard brings, superintendents
can feel confident their turf can survive the dog days of
summer. That may mean less hand watering or lower
run times, less scouting or babysitting problem areas, a
higher comfort level when using plant growth regulators,
greater peace of mind during heavy periods of play, and
more time to do things other than worrying about summer
turf stress. Bottom line: your summer just got better with
Stressgard.

For additional guidance, visit es.bayer.us/stressgard or
send me an email at paul.giordano@bayer.com.
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Stressgard

When you can count on your turf to be at its best, others can count on you to be at yours.

Your golfers want a greener course. You want a little more time in your day. Stressgard goes beyond disease
control to deliver both — allowing you to maximize your potential on and off the golf course. So whether that
means finding time to be a better Superintendent, or to spend time with your best friend — Stressgard delivers.
For turf you and your golfers can count on in conditions you can’t, look to Stressgard.

See the science behind the extraordinary at es.bayer.us/stressgard

ALWAYS READ AND FOLLOW LABEL INSTRUCTIONS
Bayer Environmental Science, a Division of Bayer CropScience LP. 5000 CentreGreen Way, Suite 400, Cary, NC 27513. For additional product information, call toll-free 1-800-331-2867. environmentalscience.bayer.us. Not all products are
registered in all states. Bayer (reg'd), the Bayer Cross (reg'd), Stressgard®, Signature™, Interface®, Tartan®, Exteris® and Fiata® are trademarks of Bayer. ©2019 Bayer CropScience ES-219-SGFT-50-A-R1
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By Guy Cipriano

PLEASANT

Maintaining appealing shades of green add to the
unique vibe at Shelter Harbor Golf Club.

now masked splendor
when Mike Dachowski
first visited Shelter Har-
bor Golf Club. Dachows-
ki knew something special rested
beneath the white blanket. But how
opulent was this slice of Charles-
town, Rhode Island, golf land?
Before he understood how the
turf tones meshed with the charm-
ing surroundings, Dachowski
noticed hundreds of unimpeded
acres on his maiden Shelter Harbor
stroll. “I quickly realized how big it
really is,” he says. “I almost got lost
out there.”
Shelter Harbor is a place where
a newcomer becomes disoriented
in the grandeur of a 500-acre,

27-hole facility. Everything and

everybody at Shelter Harbor seems,
well, pleasant. Dachowski’s visit in
late 2009 as part of a job interview
resulted in him landing a coveted
position and becoming a mainstay
at a club where transience and

golfcourseindustry.com

permanence converge. The bulk
of the membership lives elsewhere
and only uses the golf course in the
summer as June, July and August
bring familiar faces striving for a
fascinating golf experience and
escapism from big-city life.

“They definitely expect condi-
tions as high end as you can get,”
Dachowski says, “and we try to ex-
ceed that for them. It seems to work.
Everybody is coming here to their
beach home and they’re in a good
mood. They’re not coming here to
work. The overall club feelingis alot
different. The membership is awe-
some here and the club as a whole
functions really well with all the
department heads. Everyone gets
along very well. It’s kind of a unique
situation rather than the norm.”

Awakening the courses — Shelter
Harbor has an 18-hole Michael
Hurdzan- and Dana Fry-designed
championship layout and a 9-hole
short course with coastal views — for

summer sojourns requires a coor-
dinated and calculated agronomic
effort. The summer crew hovers
around 30 determined workers,
including 11 employees possessing
turf degrees. The staff has enor-
mous responsibilities. Dachowski’s
team maintains 5 Y2 acres of Velvet
bentgrass greens and 48 acres of
Seaside II bentgrass fairways.

The bentgrass requires year-
round attention, and the Velvet can
initially stun a newcomer. Shelter
Harbor’s Velvet turns purple in
winter before returning to an attrac-
tive green as temperatures warm.
Learning the nuances of the variety
represented one of Dachowski’s
first tasks after becoming the club’s
superintendent in early 2010.

“There’s not a lot of research on
it,” he says. “You find out that it’s
low fertility, but there’s not a lot
of information or a guide to steer
you in the right direction. It took
a good two to three solid years to
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get used to it. But once we
figured it out, we learned it’s
a great grass.”

The grass requires less sum-
mer mowing than other bent-
grass varieties. Dachowski
says his team mows greens a
“maximum” of three times per
week in the middle of sum-
mer. Through daily rolling
and a spray program created
in collaboration with Bayer
experts, members enjoy con-
sistent, slick and disease-free

greens, no small feat consider-

ing coastal climatic challenges
such as fog, intense sunlight
and warm evenings.

“When you’re in school
for turf and they teach you
about the Temperate Ocean-
ic Climate, you never know
what that means (until you
experience it),” Dachowski
says. “That’s what we are.
You can go from one extreme
to another. We can be very
mild, or you can go through
real warm periods through
the summer to very warm in
the winter to kind of mild and
miss a lot of the snowstorms
in the winter. That’s probably
the biggest thing here com-
pared to other places I have
lived and worked. There are

more extremes here.”
Dachowski, who previously
worked at Merion Golf Club,
Quaker Ridge Golf Club, Shin-
necock Hills Golf Club and the
The Cliffs at Keowee Falls,
found the New England turf
community eager to share
information about climate-in-
duced maintenance challeng-
es. Dachowski worked with
Bayer technical experts, estab-
lishing a program based upon
climate history to combat
“high dollar spot pressure.”
Cooperation from inquis-
itive superintendents such
as Dachowski helped Bayer

golfcourseindustry.com

Superintendent Mike
Dachowski works closely
with Bayer’s Brian Giblin on
creating reliable programs for
Shelter Harbor Golf Club.
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In his words

launch its Green Solutions Team,
a group of technical experts who
conduct research to support su-
perintendents. “We brought Bayer

Green Solutions Team to Shelter

Harbor to start doing modeling with
the weather,” says Brian Giblin, a
Bayer sales manager who covers
New England. “Going to a place like
Shelter Harbor, where they have
such extremes and short windows,
helped us determine how to best lay
out a spray and preventative disease
program looking at the weather.”
The collaboration yielded recipro-
cal benefits. Dachowski devel-
oped areliable spray program,
while Bayer received data on
new products, including ad-

Mike Dachowski % ; 7

S : ditions to its Stressgard line.
joined Superintendent ; :
Radio Nefworcto Dachowski uses Signa-
discuss how his team ture, Interface and Tartan on
manages Shelter greens. In addition to helping
Harbor Golf Club. Shelter Harbor avoid dollar
Enter bit.ly/2YYoHzU spot, the program allows the
into your web

browser fo hear the
podcast.

Shelter Harbor to promote fast
and firm conditions while de-

Shelter Harbor superintendent
Mike Dachowski, second
from left, with assisants Greg

Hunkins, Cody Woo
Victor Faconti.
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ploying what Dachowski calls “lean’
irrigation tactics. Greens are treated
weekly from May to September. The
program extends to Shelter Harbor’s
fairways, which are sprayed biweek-
ly using a rotation that includes

golfcourseindustry.com

Interface, Tartan, Exteris and Fiata.
Moisture meters guide irrigation deci-
sions on playing surfaces, and frequent
rolling has further enhanced fairways.

“We balance things pretty well,”
Dachowski says. “We will still be
green, but we are not a vibrant obnox-
ious green. We're just kind of a subtle
green. The leaf blades are very thin be-
cause of the low fertility. You still get
the green color. The Stressgard helps
us get a good green color, but it’s nota
fake green. When we spray one of the
Stressgard products, particularly on
fairways, we get good color on those
for two weeks (and beyond).”

Dachowski’s relationship with Bay-
er, and particularly Giblin, continues
to strengthen. Dachowski uses parts
of the par-3 course, which features
the highest humidity on the property
because of proximity to the ocean, to
test products. Dachowski then shares
the results with Giblin and fellow su-
perintendents. “Having the scientific
data is big,” Giblin says. “Mike has that
relationship with his peers where they
talk back and forth. Tapping
into that group of people
who talk about what they are
seeing goes along way for the
both of us.”

Tweaks to the program
will be minor in 2019,
Dachowski says, because of
repeated success avoiding
disease and unpleasant aes-
thetics. Shelter Harbor often
records nighttime tempera-
tures surpassing 70 degrees
throughout the summer,
which contrast milder night-
time weather at Dachowski’s
past Northeast stops. But
a proven program means a
coastal calm permeates the
crew. “It gives you peace
of mind knowing we are
covering our bases for what could be
popping up,” Dachowski says. “You
don’t stress out about what’s going to
pop up out here because you know
what’s going to happen.”

People who fret about anything,

From the field

Bayer area sales manager

Brian Giblin, who works with
superintendents in New England,
says resorting fo agronomics basics
can help golf courses in cool-weather
environments achieve desirable
results as they try to present

quality early-season conditions and
aesthetics:

“Don't try to add a million and
one things to your turf. Sometimes
overdoing it can push things in the
wrong direction. When you have a
balanced approach, you're going to
know your soil conditions and your
levels, and what's available so the
plant is only getting what it needs.
Stressgard is an input that provides
benefits beyond disease control. It's
more than just a fungicide. Everybody
has fungicides and we all expect
them to be successful and prevent
disease. But adding in Stressgard
helps superintendents dial things
back a little bit and keep turf healthy.”

especially work, are an uncom-
mon sight in Charlestown, a small
town that experiences a population
boom each summer. Convenience
to activities such as fishing, boating,
swimming and paddling are part of
the reason Shelter Harbor attracts an
abundance of turf talent. Dachowski
strives to provide opportunities for
employees looking to experience
Rhode Island’s summer offerings. For
Dachowski, summer life away from
the course involves watching his four
children play sports. Beaches and
ballfields are even more enjoyable
when Shelter Harbor’s turf remains
consistent through proven practices.

“I stress every day, ‘Let’s do some-
thing better, let’s get better, let’s im-
prove the place,” Dachowski says. “I
think, in turn, that makes the course
better every year. The feedback I get
from members is that it’s a little bet-
ter than last year — and it was great
last year. That’s what our end goal
is. At the same time, we're big on
balance. I want our team to enjoy the
area. It’s not just work, work, work.
We try to balance everything, and it
works out good.” 6CI
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SOUTH FLORIDA GEM CRANDON GOLF TURNS TO
GPS TRACKING, HEAT MAPS AND DATA ANALYSIS TO
CUT BACK ON ITS ENORMOUS WATER BILL.

i W% oryears, Steve Jablonowski searched for a solu-
o tion to drop water consumption at Crandon
Golf at Key Biscayne in Miami.

He considered constructing a water treat-

ment facility near the course, and even desig—

? nated a plot of land for it, but figured out after almost
% four years that it fell short of the solution. Not long af-

; & ter that, he researched whether watering less turf could
g provide an answer to grab some more control over the
<

irrigation. He was even ready to dive into charting the
location of every golf cart for a month before realizing

it would most likely “be a lot of snake winds” and show

© AFE207

next to no value.
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Jablonowski normally works with
an annual water budget somewhere
between $900,000 and $1.1 million
at the 18-hole course — a figure as
eyebrow-raising for him when he ar-
rived in 2011 as region manager, golf
and destinations, for Miami-Dade
County Parks, Recreation and Open
Spaces as it might be for you right
now — but that figure is unsustain-
able for so many reasons. Water is a
finite resource, of course. So is mon-
ey, especially when it comes from
taxpayers rather than club members.

He needed some sort of relief.

And then he talked with John San-
ford about heat maps.

A PAST PRESIDENT of the Amer-
ican Society of Golf Course Archi-
tects, Sanford has designed or reno-
vated more than 80 courses during a

career well into
its fourth de-

cade. He is a veteran who has re-
mained nimble, always learning
about implementing new technol-
ogies. Heat maps are one of them.
Sanford dived into heat maps
— and the GPS trackers that help
produce them — during the 2018
Golf Industry Show, when he talk-
ed with USGA representatives
about their new Facility App. The
app involves clipping a GPS track-
er on every golfer who uses a course
over a week or so. The tracker is
then shipped back to the USGA,
which analyzes the data in-house
and turns around colored maps in-
dicating what areas of a course are
trafficked and, in contrast, which
are not. More accurate than golf
cart GPS and its plentiful afore-
mentioned “snake winds,” they al-
low the data to sift into the crannies
and rough. “A light bulb went off,”
Sanford says. “I thought this would
be a great way for us to hone in on
where we really need grass and
where we don’t need grass.”
In order to help Jablo-
nowski finally
trim

Crandon Golf’s water bill, Sanford
proposed repurposing 29 acres of
turf, some of it near the course
borders that often flood thanks to
Key Biscayne, and most of it nostal-
gic Bermudagrass, a relic of anoth-
er era of Florida course construc-
tion. Crandon Golf has been ranked
the best municipal course in Flor-
ida and was attractive enough that
Donald Trump attempted to wran-
gle a 99-year contract to manage
the property in 2015, but like most
courses, it is not perfect. Any po-
tentially productive tool is worthy
of consideration.

Jablonowski approved the use
of the trackers, which he says
cost a couple thousand dollars to
rent — the equivalent of “about
a day’s worth of water.” The de-
cision, which Jablonowski calls a
“no-brainer,” has yielded 177 tracks
and more than 600,000 data points,
according to Scott Mingay, direc-
tor of product development for the
USGA. Neither Jablonowski nor
superintendent Robert Montesi-
no, who handles those duties at all
six county courses, say they recall
asingle player objecting to wearing
a tracker.

“When we got

© JOHN SANFORD

M Proposed turf reduction areaes (21.37 acres)
M Existing tidal impacted areas (9.44 acres)
mm Combined turf reduction/tidal impacted areas (5.23 acres)
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the heat map,” Sanford says, “what
was really cool about it is there
were some areas where we had orig-
inally proposed to take turf out, but
then we saw some traffic in those
areas — not large areas, probably
three or four small areas — and we
saw we had to have turf in those ar-
eas because that was where people
were hitting the ball.”

But thanks to the heat map anal-
ysis, Sanford identified plenty more
areas originally off his almost-liter-
al radar, bringing the total of pro-
posed repurposed turf not to 29
acres but 42. The difference be-
tween those two proposals is equal
to about one-tenth of the area of the
whole course.

This is what data can do in 2019.

Data is not new, but the deep
dives available for architects and
superintendents are. Where once
you were limited to, say, revenue
per round, or round length, now
you can investigate the analytics
of any measurable metric. “Money-
ball” is more than a Michael Lewis
bestseller and an Oscar-nominated
Brad Pitt passion project.

“We try to use data any way we
can,” Sanford says. “In our busi-
ness, it’s physical data. We always
use what we call base information
— topographic maps, vegetation
maps — that’s our improvement
plan we use to make decisions as
golf course architects. That all
comes from my background and my
associate Dave Ferris’s background
in landscape architecture. Data to
us is information about what’s on
the ground — soils, vegetation, to-
pography and, in this case, traffic
patterns. I would not call myself
much of a data guy, but any time we
can get empirical data, base infor-
mation to help us make decisions,
we’re gonna take advantage of that.
... It’s kind of just a logical thing to
do, you know?”

“We have to be salesmen go-
ing up to leadership,” Jablonows-
ki says. “Leadership could be pol-

iticians, parks professionals, bud-
get and finance folks up on the 20th
floor of the building with no win-
dows, and data is what you have to
have to show them return on invest-
ment and why we’re doing this, to
put it into terms that audience un-
derstands. Without data, you don’t
have a chance.”

That data has already helped
yield about $150,000 in savings,
with a projected net reduction
in annual water costs of about
$350,000.

“This shows the importance of
communication with the archi-
tects, with superintendents and
with the professional group in the
front office,” says Montesino, the
superintendent. “Everybody has
come together for this project, and
we all have a great understanding
of it. One of the main things was
communicating what we were try-
ing to do to all the golfers and ev-
erybody was on board. We didn’t
get any negative feedback. It high-
lights what we can accomplish if
we’re all on the same page.”

The more considerable savings
might be realized when Jablonows-
ki and Crandon Golf receive fund-
ing for the turf repurposing project
that will transition those 42 acres
of relatively untrafficked turf into
crushed limestone, crushed aggre-
gate and pine straw — improving
aesthetics at the same time they
improve the bottom line.

THOSE 42 ACRES OF TURF are
still turf, though. Because the course
is public and one of six owned by Mi-
ami-Dade County, challenges con-
trast those at a private course where
boards and members call shots and
determine budgets. Funding is, un-
fortunately, far from a sure thing.
“Public golf is not the easiest an-
imal to take for a walk, but you can
be successful if you collaborate and if
you know what’s coming every year,”
Jablonowski says. “It’s not rocket sci-
ence but there are an awful lot of

o0
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WE HAVE TO BE SALESMEN
GOING UP TO LEADERSHIP.
LEADERSHIP COULD

BE POLITICIANS, PARKS
PROFESSIONALS, BUDGET
AND FINANCE FOLKS UP
ON THE 20TH FLOOR OF
THE BUILDING WITH NO
WINDOWS, AND DATA IS
WHAT YOU HAVE TO HAVE
TO SHOW THEM RETURN
ON INVESTMENT AND WHY
WE'RE DOING THIS, TO

PUT IT INTO TERMS THAT
AUDIENCE UNDERSTANDS.
WITHOUT DATA, YOU DON'T

HAVE A CHANCE.”

— Steve Jablonowski

moving parts to what we do.” The
proposal is one of a handful Jablo-
nowski included for consideration
in the 2019-20 county budget, which
will total around $8 billion. “We've
got to get to finance people and get
them to authorize the plan,” he says.
“We've put a nice proposal in place,
showing savings over a five-year peri-
od, and we can pay for it. ... At least
we're at the table.”

The total probable cost is a lit-
tle more than $2.6 million, with a
three-year implementation planned
through 2021. “Let’s hope the county
gives them the money,” Sanford says.

Because while we live in a world
driven by data, cash is still king. 6CI

Matt LaWell is GCI's managing editor.
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Substance over

style

In the old west, big talkers who didn’t deliver on what they
promised were described as “All hat and no cattle.” Simply put:
more image than substance.

None of us wants to be thought of in those terms. We all want to
deliver the goods as promised. Doing so, while often challenging, is
more achievable when you take these important steps:

Develop your strategic plan carefully because that’s where

e you lay out your promises in the form of goals and objectives.
Stephen Johnston, the founder of Global Golf Advisors, often
explains the importance of strategic planning by saying, “The lack
of a strategic plan is not as dangerous as not having fire insurance,
but it’s certainly playing with fire.”

The key components of a sound strategic plan are: (a)
market analysis; (b) operational review and comparison against
performance benchmarks; (c) financial measurement —
especially of the sources and uses of funds; and (d) clear-eyed
evaluation of governance practices. These four components assure
that you have a plan that states clearly your goals and objectives
and establishes a broad understanding of expectations.

Remember that an effective strategic plan answers the
question: What? The business plan provides the details behind
How? When? Who? and Where? The tactical plan outlines the
steps that will implement the strategy.

2 Put your strategy to work. Strategy is only as good as the
e execution that backs it up. Putting strategic goals and

objectives into action also
requires a plan — one that
describes in detail how you
and your team will achieve
the goals and objectives of the
strategic plan.

Make sure club leaders

e and managers understand
the plan and how their
functional areas are expected
to contribute to its success.
In 1962, President Kennedy
declared, “We will put a man
on the Moon in this decade and
return him safely to Earth.”
Shortly thereafter, while on a
tour of the NASA Space Center,
the president came upon a
janitor mopping the floor.
When asked by the President
about his job, the janitor
responded, “Mr. Kennedy, I am
part of the team that is going
to put a man on the Moon.”
That is plan buy-in and real-life
awareness. The lesson: Make
believers of your staff.

Review your plan’s
e success. No matter how
well-intended a plan might be,
careful evaluation and follow-
up ensure that the plan remains
relevant and purposeful.
Another benefit of ongoing
evaluation is evolutionary
improvement and maximized
understanding. Here are three
steps to ensure that your plan is
working at full capacity:
+ Provide quarterly strategic
plan updates. Report
your accomplishments
and missteps with equal
openness. Quarterly updates
keep strategy alive in the
boardroom and assure
members that their board

and club management are

keeping their promises.

Members support

trustworthy leadership and

trust is built on accountability
in your actions.

+ Post a strategic scorecard.
After the quarterly update,
post the results truthfully
and without acclaim. No
different that posting your
golf score, this is a matter
of open accountability for
performance. Embrace
accountability for your
strategic plan’s effectiveness.

+ Produce an annual report.
Tell your members what has
been accomplished. Align the
annual report, as any major
corporation would, with the
strategic goals and objectives
for your business and report
on progress toward those
goals. Provide members and
stakeholders with a succinct
summary of the strategic
effectiveness of your plan,
your board and yourself.
Strategic plans are based on

the notion of having a focused

plan of action on which all

can rely. This step helps to

make you and your work more

trusted while bringing focus

to what makes your facility

successful.

One of the more common
concerns in many golf courses
and clubs is the question of
vision or what it really wants
to be. A carefully developed
strategic plan clearly states
who and what you are and
establishes a trustworthy
foundation for achievements. It
shows people that you're more
than just a hat — it’s evidence
that you're bringing the beef. 6CI

=3 HENRY DELOZIER is a principal in the Global Golf Advisors consultancy. He is currently Chairman of the Board

of Directors of Audubon International.
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RISE Grassroots Network

When issues about pesticides and fertilizers pop up in
your neck of the woods, you don't have to address
them alone. Join the free RISE Grassroots Network at
pestfacts.org/grassroots or scan the QR code below.
Access resources you can use on the local, state and
federal levels with customers, neighbors, community
leaders and policy makers to communicate the benefits of

your services and the products you use. Keep up-to-date
on policy and regulations running the gamut from private
and public pesticide property bans to specific restrictions
on sales, use and display of fertilizers and pesticides. RISE
is a national trade association of pesticide and fertilizer
suppliers serving as a resource to help you keep these
products in your toolbox and you out of the woods.

grassroots@pestfacts.org / pestfacts.org/grassroots / DebugTheMyths.com

R I S E Responsible Industry for a Sound Environment®
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After returning to a beloved course, Michigan
superintendent Craig McKinley is learning how
to work smarter and be a better administrator.

By Matt LaWell

golfcourseindustry.com
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raig McKinley keeps a couple beehives on
the grounds of Bucks Run Golf Club in
Mount Pleasant, in the geographic heart of
Michigan, but he avoids wearing the coverall
suit so often associated with apiarians. “I like
to think they know I'm comfortable, so they
won't sting me,” he says, “but that’s not always the case.”

Apparently not. Around the rest of his work as golf
course superintendent at Bucks Run, McKinley dropped
by the bees one morning late last month and, while
depositing one of the hives back into its box, received a
stinger right in the throat. This is life for one of the more
resourceful superintendents in the Great Lake State.

“We are a high-end daily-fee golf course, a destination
course, so our expectations are high and the conditions
need to be excellent,” McKinley says. Funds are not
unlimited, though. “We’re not a mom-and-pop shop by
any stretch, but we’re budget-conscious. I try to run a
pretty tight ship.”

Hence the bees, whose honey is harvested, jarred and
available for purchase in the pro shop. The years-long
investment in vermicomposting, too, turning over food
scraps from the Quarry Grill kitchen and the crew into
totes full of worms, whose waste is brewed in nylon,
mixed with molasses, and sprayed on the greens. Oh, and
the pair of Alpine Nubian goats — named Roy McAvoy
in honor of Kevin Costner’s roguish Tin Cup protagonist
and, uh, John Daly in honor of, well, you know — who
control protected wetlands on the property, munching
brush and maintaining protected areas.

McKinley arrived at Bucks Run in 2013, an
assistant superintendent for two years under
Jeff Sweet, then essentially the acting super-
intendent for another three years. He headed
south for a year to The Polo Fields Golf and
Country Club in Ann Arbor before returning
in February, lured back by “the scenery, the
views, the wildlife,” he says. “There’s something
about the family company we work for — and
this property in general — that I'm just really
connected to, and I bonded with it. This place
has always been special to me.”

The Jerry Matthews-designed course opened  Craig
in 2000, a little more than a decade after the
old gravel quarry that once filled the site shut down for
good. The Chippewa River runs through six holes. The
manmade Lake Fisher covers 35 of the property’s 320 or
so acres. “It’s just a beautiful place with really great people
to work with and work for,” McKinley says.

The budget provides a challenge, though, just like it
does for so many superintendents around the state and
the country. “Craig represents 90 percent of the guys I

golfcourseindustry.com
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4 Bucks Run
Golf Club is a
popular golf
destination
in the
competitive
Michigan golf
market.

and Julie McKinley
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call on,” says Adam Garr, a territo-
ry manager for Syngenta who has
helped McKinley develop agronomic
progs at both Polo Fields and Bucks
Run. “He’s not part of that 10 percent
of private country club guys who
have buckets of money. He has to be
smarter with the resources he’s given.

“For guys like Craig, he wants touse
Secure, he wants to use Posterity, but
maybe he can only do two applications
instead of three or four. It’s all about
finding where those two apps work
best into his agronomic calendar so
he gets the most bang for his buck.”

McKinley first used Secure fun-
gicide on fairways during his year at
Polo Fields. He returned to Bucks
Run too late to fill out his own order
for 2019 but fortuitously found it on
the list — he has an application sched-
uled for early July, about two weeks in
advance of the club’s member-guest
tournament July 13 and charity tour-
nament four days later — and plans to
keep it for 2020. The applications will
help McKinley control dollar spot, the
No. 1 disease facing Bucks Run.

“I'd always been a generic kind of
guy,” he says. Then he discovered
newer products, like Secure fungi-
cide, that would integrate for added
control. “Secure was a new chemistry
for me, and it’s a good one.”

In addition to Secure, McKinley
keeps a handful of what he calls
“bangers” on hand — “the big clean-
up sprays,” he says, “things I know
are going to finish it off or get me
back to where I need to be.” He uses
12 to 15 ounces per acre of Trimmit

2SC growth reg-
ulator to knock
back Poa annua
on the Prov-
idence bent-
grass greens.
He uses Primo
Maxx growth
regulator on the
PennLinks/Pen-
nEagle fairways,
too, and mixes it
with Trimmit on
the greens just
prior to tourna-
ments, “just to shut everything
down.” Banner Maxx II fungicide
is earmarked for fairways and tees.
He used Posterity fungicide at Polo
Fields — “I think I sprayed it down
there September 4 and it made it
clean all the way to the first week
of November,” he says — and will
return it to the rotation when he
places his order for 2020.

McKinley also started to work with
Daconil Action fungicide at Polo
Fields, appreciating it for its effective-
ness and its price tag. “The product’s
good, the knockdown’s good, and the
price is competitive enough where
most golf courses can use it,” he says.
“It’s not something that’s untouch-
able for most golf courses.”

“I see a lot of myself in Craig,”
says Garr, who worked 12 years at
Plum Hollow Country Club near
Detroit, including the last six as
superintendent, before starting with
Syngenta in 2015. “I kind of inherited
a program that had a lot of generics

DATA-DRIVEN DECISIONS for dollar spot control

Syngenta offers dollar spots alerts based on the Smith-Kerns prediction model developed by Damon
Smith, Ph.D., associate professor and extension specialist, University of Wisconsin-Madison, and Jim Kerns,
Ph.D., associate professor and extension specialist, NC State University. The tool helps superintendents
maximize resources by optimizing the timing of applications based on recommended thresholds for
dollar spot development. Superintendents can register for the free alerts by visiting http://www.
greencastonline.com/dollarspot.
For more information about using data fo control dollar spot, enter bit.ly/2X23hBI info your web
browser to read insight from Matt Giese, Syngenta technical services manager, and Paul Koch, Ph.D.,
University of Wisconsin-Madison.
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“WERE NOT A
MOM-AND-POP
SHOP BY ANY
STRETCH, BUT
WERE BUDGET-
CONSCIOUS. I TRY
TO RUN A PRETTY
TIGHT SHIP.”

— Craig McKinley

in it and they
didn’t work too
well. I was con-
stantly dealing
with dollar spot
flareups, partic-
ularly on tees.
I just couldn’t
get it to go away.
It wasn’t until I
was introduced
to products like
Secure that I
learned I could
get two weeks
of control out of something. I just
needed to be educated that there
were better options out there. I think
Craig’s kind of living that out right
now. His eyes were kind of opened
last year and now he knows what to
expect.”

Garr and McKinley have devel-
oped a friendship from their pro-
fessional relationship, hanging out
as often as can be expected of two
turfheads separated by 150 miles of
Michigan highways.

“Craig s just a great problem-solv-
er,” Garr says. “I think he’s very
responsible with the tools he’s given.
He’s pretty resourceful, and I have
a lot of respect for a guy who’s per-
forming at that level — you know,
maybe not having the budget of that
high-end club. He’s the epitome of
making it work with what he’s got
and then some.

“He’s trying to do some new stuff.
It’s just cool pulling into a place and
seeing goats. It’s a good look.”

And during his second full year asa
superintendent in both duty and title,
McKinley is learning more about how
to deal with problems on and off the
course, how to make things work
when they shouldn’t, how to push
through and do a little more with a
little less. “I've become a better ad-
ministrator,” he says, “getting things
to come together at the right time.”

Now if he would just protect him-
self from those bees. GCI
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T f ick Tegtmeier held his first su-
eSSons jroue perintendent job before he could

small-town vote. To the benefit of hundreds

: ’ of turf managers in Iowa and
begl.nmngs help.ed beyond, Tegtmeier has never lost
Rick Tegtmeler the zest and resourcefulness he

2 displayed as a 17-year-old making daily decisions
land and keep his leading a three-person crew at Rockford Golf &

dream ]Ob at Des Country Club in Rockford, Iowa.
Moines Golfand Shuttered because of another crop — “$7 corn

took that course out,” Tegtmeier says — teenaged
Countr Y Club. 1essons absorbed at the 9-hole course shaped one
of the Heartland’s heralded turf careers. Tegtmeier,
the director of grounds at Des Moines Golf and
Country Club, became the seventh superinten-
dent inducted into the Iowa Golf Association Hall
of Fame earlier this year. His 13-year run as Des
Moines G&CC’s turfleader includes the renovation

By Guy Cipriano

of all 36 Pete Dye-designed holes and hosting the workers eventually became superin-
2017 Solheim Club, the biggest golf event staged in Iowa.  tendents.
Before he arrived in Des Moines, the state’s capital “Ed would say, ‘Hey, what are

and largest city, Tegtmeier spent a childhood in Rockford  you going to do with your life? Did
(pop. 825), a small northern Iowa town once known for  you know you can get into turfgrass
its brick and tile factory. Part of Rockford’s social life ~ management? Iowa State has a good
revolved around the golf course, which operated under  program or Hawkeye Community
the guidance of charismatic greens committee chairman  College has a good program.” Tegt-
Ed Batty, a local banker who lured numerous teenagers  meier says. “He would help us get
into golf course maintenance. A few of the club’s young  student loans by telling us where to

© PHOTO COURTESY OF RICK TEGTMEIER
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apply. He encouraged us.”

Nearly every career decision Tegt-
meier made after graduating from
Hawkeye Community College point-
ed toward becoming Des Moines
G&CC'’s turf leader. The long-term
ambition became a reality in 2006
when the club selected Tegtmei-

er to replace

Inspired by

Towans

Bill Byers, who
held the head
superintendent
position for 49

Golf Course Industry editor Guy Cipriano
spent time in the Hawkeye State this spring
visiting superintendents and other industry
figures. Enter bit.ly/2VNwyhu into your
web browser fo learn a major regret from
the memorable trip.

years. Tegtmeier
worked under
Byers for sev-
en years in the
1980s.
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Tegtmeier has
spent the bulk of
his 46-year turf career in Iowa, where
he and his wife, Sherry, raised three
children, Lynette, Nate and Eric.
Nate is the superintendent of the
Des Moines G&CC North Course.
A superintendent with more instate
connections than Tegtmeier might
not exist. His network even includes
two-time major champion and Iowa
icon Zach Johnson.

A principle imparted by Byers,
also an Iowa Golf Association Hall of
Famer, helped Tegtmeier establish
a connection with Johnson while he
served as superintendent at Elmcrest
Country Club, the Cedar Rapids course
where Johnson learned the game.

“I asked Bill Byers one time,
‘What’s the key to staying in the
business?”” Tegtmeier says. “He said,
‘Treat every young kid like you want
to be treated because someday he
will be president of the club. And if
you piss him off early, he’s going to
remember that when he’s president
and you'll be gone.’ You have to treat
everybody with respect.”

Whether it’s a member of Des
Moines G&CC’s 48-member agro-
nomic team, a committee chair, a
major champion or a young golfer,
Tegtmeier makes everybody asso-
ciated with the game feel valued.
Thousands of golf enthusiasts can
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thank a banker for identifying this
industry treasure.

How did you get involved with
the industry?

I walked into the bank one day with
my dad. I was 13 years old and Ed
said, ‘Hey, we need some help laying
sod. Do you want to come out and
work?’ I must have been a good work-
er because the next summer he asked
me back. We had a big rotary rough
mower on a tractor that couldn’t
get next to the trees. So I grabbed
a lawnmower and a 5-gallon can of
gas and went out and mowed around
trees to get the grass down. I started
weed eating and finally they started
showing me how to mow greens,
change cups, mow fairways, become
a night waterman, etc.

What type of agriculture
connections ran in your family?
My grandpa and his brothers were
in agriculture. My grandpa sold the
farm and he ended up running a
local garden center. When I was a
little kid, I would go to the grocery
store and hang out with grandpa in
the garden center. I always enjoyed
listening to him talk to people about
horticulture. That really spurred an
interest in me early. In Rockford, you
walked beans, you bailed hay, you did
whatever around the ag community.
I had uncles who raised chickens and
we used to catch chickens. None of
those things appealed to me as much
as working on the golf course.

At what point did you realize

golf course maintenance could
become a career?

Probably when I was 16 or 17. (For-
mer Hyperion Field Club super-
intendent) John Ausen was eight
years ahead of me and I used to hear
everything about John Ausen. He
worked at Firestone Country Club,
he worked at Field Club of Omaha.
He was the go-to guy at the time
for Ed. Ed would call John and ask,
‘What are you guys doing?” And Ed

would bring those ideas back. It just
started to appeal to me. I wanted to
somehow be outside. It just seemed
like a natural fit. By the time I was a
senior in high school, that was what
I was going to do.

Do you still think there are kids in
places like Rockford, lowa, who
want to go into this business?
I definitely think there are kids out
there in agriculture that want to
hear about alternative agriculture.
We approached Bill Northey, our
Secretary of Agriculture in Iowa,
and he said, ‘You guys need to get
more involved with FFA.” We had
a really big push at the state FFA
convention. I don’t do this, but my
son Nate does this, and Tim Van
Loo, who maintains the football field
at Jack Trice Stadium, are involved
when they come Iowa State. They
bring in 100 kids, they have a bar-
becue and they talk to them about
alternative agriculture, whether
that’s sports turf management or
golf course management. They
take them out to a local golf course
and show them what they do there.
We have met with FFA instructors.
One of the things you can do in FFA
is turfgrass management. A lot of
people don’t know about that and
that’s why it’s important to get into
these schools and talk to these kids.
I have gone to the Des Moines
schools and talked to the FFA program
and told them about it. We say, ‘Hey,
there’s a business here where you can
still participate in agriculture.” My
cropis turf. Myyield is grass clippings.
It’s measured every day. We don’t get
paid for grass clippings, but it’s the
same concept. There’s definitely a
spot out there for these young kids,
especially in Iowa - if you can con-
nect with them early because there
are so many different technologies.
You have to let them know there is
technology involved in growing grass.

You have been very successful
at integrating technology into
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your operation. What is the
relationship between the crop
you manage and technology?
When I went to Elmcrest Country
Club in 1989, they had a computer.
That was back when you would turn
it on and it was MS-DOS. I thought
you could turn it on and just start

typing a letter. I quickly realized you
can’t. Nothing bugs me more than to
have something in my possession and
I don’t know how to run in it. I kind of
delved into the computer world, read
books and taught myself how to run
MS-DOS. Pretty soon I got involved
with TurfByte, which was started by
Duane Patton. That was a computer
bulletin board at the time. I started to
realize that you could use technology
to communicate with other super-
intendents. I learned so much from
guys like Jon Scott, Duane Patton and
Garry Grigg. It didn’t matter what age
you were. Oscar Miles was on there.
Here I am, a young kid at 29 years
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old, and I'm talking to the ‘bigs’ in
the turf world. That just evolved into

more technology. To be honest, it’s
all self-educated.

Do you now have younger
superintendents, assistant
superintendents or students

reach out to you through
technology?

A lot of people reach out to me on
Twitter. Social media is the TurfByte
that was out there 30 years ago. There
are no ‘bigs’ out there. We are all the
same. It’s just how much do you want
to share with people. You learn some-
thing new every day. I just saw the
other day where somebody made a
nozzle to spray under your spray deck
out of black gas pipe. I sent somebody
out to buy black gas pipe so I can
make one of these nozzles to clean
out the decks under mowers. As long
as people are willing to share what
they do and are not intimidated by it,
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I think it’s great. It’s where you share
something and people criticize peo-
ple that it becomes a problem. You
have to learn in the technology field
that every golf course is different and
what works for one person might not
work for the other people, but don’t
criticize them. You're not walking in
their shoes.

What did you
learn from Bill
Byers?

I interviewed with
Bill first in 1980. I
interviewed at Des
Moines and a little
9-hole golf course
called Urbandale
Country Club the
same day. I inter-
viewed at Urban-
dale first and they
offered me the job
on the spot. I'said, ‘T
have to wait. I have
to interview with
Bill.’ I came to Des
Moines Golf and I
had never seen an
operation like this.
I walked into the
shop and they had a
central hoist. They
had at the time what
I thought was alot of
equipment coming
from a 9-hole course and I was just
overwhelmed. I basically said that
in the interview and Bill didn’t hire
me. I went to Urbandale, and while I
worked really hard, I couldn’t get that
out of my mind. Des Moines Golf is
just where I had to be. I talked to oth-
er people and a local superintendent
said, ‘Rick, you need to go to a big golf
course. You have to get 18-hole expe-
rience and broaden your horizons.’
He lined me up with a golf course in
Chicago (Hinsdale Golf Club) and I
went there as first assistant. I went
there in March, I was 21 years old,
and they fired the superintendent
Fourth of July weekend.

4Rick Tegtmeier's
team hosted the
2017 Solheim
Cup following
the renovation
of Des Moines
Golf and
Country Club’s
36 holes.
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So, you're in charge at that point?
We ran the golf course the rest of
the year and then in the fall they
said, ‘Are you interested in the job?’
I said, ‘No. I have to move back to
Iowa.” I left in February of 1983.
Bill had a superintendent on one of
the golf courses named Steve Lade-
burg. Steve got cancer and passed
away. There was an opening and
Bill hired me. From 1983 to 1987,
that was the big kick in bentgrass
fairways coming to the Midwest,
and triplex mowers and five-gang
mowers. We killed and overseeded
our fairways to bentgrass in 1985,
1986 and 1987. We did nine holes
a year and in 1987 we did 18 holes-
That was a big turning point in golf
course maintenance. Everybody
just took it up a notch. You had
bigger crews. At that time, we were
mowing everything with triplexes.
We started hand mowing greens.
You had bentgrass fairways, you had
better weed control products, better
plant protectants, better fungicides,
better insecticides. Turfgrass just got
better. That was a big, big learning
point for me working for Bill at that
time. I'll never forget it, in one of my
reviews in 1988, he said, ‘Where do
you want to be? What do you want
to do?’ I said, ‘T want to sit in your
chair.” He said, ‘Leave. I'm still
young. I'm going to stay here the rest
of my career. You have to leave and
go make a name for yourself, and
someday when I retire, hopefully
you can apply.’

How valuable and memorable
were your 17 years at Elmcrest
Country Club?

Everything that I did at Elmcrest
I was trying to emulate what Bill
Byers was doing. We converted to
Penncross fairways because that’s
what Des Moines Golf had. Why did
I pick A-4 bentgrass for Elmcrest?
Because that’s what Des Moines
Golf had. I tried to learn as much
as I could and make things just as
good at Elmcrest as they were at

golfcourseindustry.com

Des Moines Golf. I tried to emulate
everything Bill was doing or even do
it better, because when my oppor-
tunity came at Des Moines Golf, I
wanted to be the guy.

When I was at Elmcrest what Larry
Gladson, the golf pro, was doing was
infectious for everybody. His love of the
game carried over into my crew. I went
there thinking just about golf course
maintenance. When I left there 17
years later, I thought about everything
being a team. In the 1980s and 1990s,
golf pros and superintendents didn’t
get along. And Larry and I got along
great. We did everything together.

Larry would always invite me
to talk to the junior golfers. There
was a group of five kids that played
together every day. You kind of grav-
itated toward them. You would see
them, stop and say, ‘Long drive for
a candy bar.” Or I would give them
golf balls. Or I would give them tees.
All of them were good golfers. One
of them was Brian Rupp, who ended
up playing for the University of Towa.
And then there was Zach Johnson,
who probably loved the game more
than anybody and had more desire.
His high school golf team won the
state championship, but he wasn’t
quite recognized as a great player.
He went to Drake University and the
rest is history.

How fortunate have you been to
spend most of your career in the
state you care so much about?

It's a dream come true. I'm lucky that
I have been at two clubs that have
been forward-thinking and allowed
me to do what I love. It was cool
during my Hall of Fame induction
that a ton of Elmcrest members were
there, knowing you have that support
13 years later is special. It's been a
great ride and it’s so cool to stay here
and identify with all these people
and tell these stories over the years.
It’s been a great time to be involved
with golf in JTowa and in the industry.

You're in the lowa Golf Hall of

Fame. You've gone through

the biggest of big renovations.
You've hosted a major
tournament. You've sent a lot

of your assistants onto head
superintendent positions. How
do you want the next five to 10
years to go?

I'm not going to take my foot off
the gas. If anything, we’re stepping
on it harder and shifting to a higher
speed. I still think there are things
that we can do here to improve. The
day you can’t improve is probably
the day you should walk away. I
look at the industry and how fast it’s
changing. I still want to be a part of
that. I still want to do things that
will improve Des Moines Golf and
make it better. I don’t want to leave
here having people say, ‘He rested
on his laurels.’

There are a lot of
superintendents in your situation.
How do superintendents in

their late s0s and early 60s stay
motivated?

I told this story during my Hall
of Fame induction. I made a joke
about Barney Fife and not a single
one of my guys laughed because
they didn’t know who he was. I
thought, ‘T'm surrounded by mil-
lennials.” You have to embrace what
they are doing and understand what
they are doing and learn how to get
motivated by them and what moti-
vates them. No matter what you do
in this business, it’s an evolution.
You have to constantly reinvent
yourself, all the time. Every day
you have to look at it and say, ‘What
can we change to make it better for
them as employees to want to work
here? And what can we do to make
it better for our golfers to walk in
here?’ My goal has always been
that when a member pulls into Des
Moines Golf and when they pull
out, they have the same smile on
their face. That’s what motivates
me. I don’t want them to have a
bad day. 6CI
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Innovation Never Stops:

THE REVYSOL STORY

(Editor's Note: This year,
BASF and GCI are working
together to tell the story of
how a new active ingredient
is coming to life for the golf
market. The idea is to help
you learn the scope of the
R&D, testing, investment and
plain hard work that goes
on behind the scenes of
product development. The
specific formulations are not
yet approved by the EPA
but indications are they will
be available in 2019. This is
part 3 of a 4-part series on
the remarkable process of
bringing new chemistry to
your golf course.)
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Part 3 The Superintendents

oughly a decade ago,

Revysol fungicide was

a concept. In the years

since, it has gone from
aformula on a whiteboard, to the
lab, to the field.

Now, superintendents are ea-
ger to see how BASF’s new DMI
subclass fungicide performs in
“live fire,” under real-world con-
ditions, on turf with real golfers
walking and riding on it.

Networking in New Jersey

Jamie Devers is the director of
grounds at Canoe Brook Country
Club in Summit, N.J, around 20
miles west of midtown Manhat-
tan. He started working at the
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club as an intern 19 years ago
and has been there ever since. He
assumed his present role in 2007.
Canoe Brook features 36
holes. The North Course dates
back to 1901 while The South
Course opened for play in 1924.
Both have undergone extensive
revisions through the years; over
the last four-and-half-decades
much of that work has been done
by Rees Jones, working either
alongside his father, Robert
Trent Jones Sr., or on his own.
Devers is planning to do a
test with the Revysol fungicide
products at his facility beginning
in late June, weather permitting.
Prior to that, as is his custom with

By Rick Woelfel

a new product, he’ll reach out
to other superintendents in the
region who have used it at their
own clubs. “From the informa-
tion we’ve heard and received,
it'’s been something we are defi-
nitely looking forward to if the
field studies and the research
proves what they’re hoping to
get,” he says.

Devers often works with Dr.
Bruce Clarke and his team at Rut-
gers University, who have been
conducting trials with Revysol
fungicide.

“When this was presented to
us, it wasn’t a hard sell to help
out, to get more real-world re-
search on this product,” Devers

NATALI_MIS | ADOBE STOCK
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says. “There’s only so much you
can do at a turf center, but when
you get it on a golf course and
seeing the different stresses that
you have, it goes a long way as
far as making sure the product
is good, does what it needs to
do, and what it’s supposed to
do. That helps us out in the
long run.”

Devers is looking forward to
seeing how effective Revysol
fungicide is against dollar spot
and summer patch. Current re-
search conducted by BASF and
universities indicates excellent
control of dollar spot, summer
patch and anthracnose.

Devers plans to apply the
product on two fairways, one on
each course. “The fairway we’re
going to try it on (on The North
Course) has notoriously been a
very active dollar-spot fairway,”
he says. “It’s interesting because
it’s only one hole out of 36.”

Devers is going to apply in
late June as he wants to see if
Revysol fungicide lives up to
the current research showing a
clean record when it comes to
not regulating or thinning turf.
“Sometimes you can get into
problems where if you have
another growth regulator out
there in the summer, it could
be sometimes detrimental and
sometimes nip the turf, if you
will,” he says.

Devers also hopes Revysol
fungicide will offer an extend-
ed application interval. “We’re
looking to this as another
chemistry that might be able
to give us a possible 21- to 28-
day spray interval,” he says.
“The less we have to be out
there with the sprayers the
better as far as applications,
and with an operation our size,
36 holes, that will help us out,
not only with hopefully disease
suppression, but also just labor
with spraying.”

Obtaining information in Ohio
Rodney Robbins is the head
superintendent at The Coun-
try Club at Muirfield Village
in Dublin, Ohio. The 18-hole
private facility is situated across
the street from Muirfield Vil-
lage Golf Club, the site of the
Memorial Tournament. The
golf course, which was de-
signed by Jack Nicklaus, has
been undergoing a renovation
over the last five years that has
included the reconstruction of
every bunker on the course, the
installation of a new irrigation
system and the redefinition of
several fairways.

Robbins, an Ohio native, is in
his third year at the club after
starting his career at Pinehurst
and then spending a season at
the Philadelphia Cricket Club,
where he was responsible for,
among other things, caring for
some of the finest grass tennis
courts in the world.

In his present position, Rob-
bins is concerned less about
dollar spot than resistance is-

SPONSORED CONTENT

sues. “They over sprayed here in
the ’80s and '90s, so I'm dollar
spot-resistant to all DMI fun-
gicides,” he says. “They don’t
work here; I don’t use them.

“So, we've had to use other
products, more contact fun-
gicides and the SDHI line of
chemistries. It is fairly new, but
it is being used a lot. But you
can only do four (applications)
of that a year and there are
resistance issues.”

Research at Purdue Universi-
ty with Dr. Rick Latin the past
several years has indicated that
Revysol fungicide might have a
new advantage in controlling
DMI-resistant dollar spot. More
research is being done to con-
firm this in the field.

Robbins describes his
thought process when he’s
considering adding a new prod-

uct to his repertoire. “The first
thing I think about is ‘Do I
have a problem that I need a
new product to take care of?
he says. “Right now, my pro-
gram works. I don’t have a lot

t22)
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of disease issues at all. Dollar
spot, anthracnose, Pythium,
I'm covered. So, especially as a
new superintendent, if it’s not
broken, don’t fix it.”

But Robbins says he’s inter-
ested in learning more about
both Revysol fungicide as a
stand-alone (brand name: Max-
tima®) as well as Navicon®
Intrinsic® brand fungicide (a
pre-mix blend of Revysol fungi-
cide and Insigna® SC Intrinsic
brand fungicide) because of
the potential of achieving both
disease control and resistance
management with the same
product.

He’s hoping that Revysol
fungicide will “reset the clock”
and give him a fresh start when
it comes to DMI fungicides.
“This new line is another chem-
istry class,” he says, “which is
always important. There’s not
supposed to be any resistance
to this line.”

Robbins is also interested in
finding out what application
interval Revysol fungicide of-
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fers and whether it is compatible

with other products he’s applying.
“It’s a big ordeal to set a spray up,”
he points out. “Can I mix this stuff
in the tank with my other products
and not have a compatibility issue?

“T’ll never put just one product
in the tank, or very rarely. It’s so
hard to go out and spray that you
want to maximize your time and
put as much in the tank to cover
insecticides, fungicides, fertilizers,
growth regulators, wetting agents.

Revysol fungicide

at a Glance
« The proposed tradename for

turf is Maxtima®

A second proposed turf
product, Navicon® Intrinisic
brand fungicide, includes
Insignia SC (pyraclostrobin).
The active ingredient is
mefentrifluconazole

Class of chemistry is DMI
(azole)

Strong potential as a resistance
management for DMI-resistant
dollar spot

Primary diseases controlled:
dollar spot, anthracnose,
summer patch, spring dead
spot and fairy ring

Target EPA registration date:
Summer 2019

You're putting six
or seven products
in the tank.”

Epilogue

Both Devers and
Robbins are aware
that by lending
their experience
and expertise to
the study of Revys-
ol fungicide they
are not only en-
hancing the ex-
perience of their
own members but
also giving back
to their industry
by contributing to
the ever-expand-
ing knowledge
base about the

| 48 JUNE 2019 golfcourseindustry.com

product.

Robbins is looking forward to
seeing how well it works.

“I'm on the list to get, I think, an
acre’s worth,” he says, “so I will fit it
into my program. I'll give them the
back-nine tees or a section where, if
I did have a disease break through, it
wouldn’t be that big a deal.”

Robbins appreciates the support
BASF provides if he has a question
or needs help. “They’re my first call
every time,” he says.

While Robbins, as noted above,
is cautious about introducing new
products into his protocol, he main-
tains an interest in learning about
them.

“I'm always open-minded about
new stuff, so I've got kind of an open-
door policy with all my guys from all
the different companies,” he says.
“It doesn’t hurt to learn something
new or to try stuff and when these
products come out, they’ll give me
an acre’s worth and I'll find an area
on the golf course where I can apply
this product and do the Pepsi Chal-
lenge compared to what I've got now.
That’s the best way to do it. Just put it
out in the field and see what actually
happens on your property.”

Devers embraces the idea of giving
back to the game of golf and to his
industry. He has the support and

encouragement
of his employers
in that regard.

“We were ap-
proached to be a
real-world study
for Revysol (fun-
gicide),” he says,
“and my greens
chair and my
general manag-
er said ‘Yes, let’s
go ahead and do
it.” We’ve done
research with
Rutgers in the
pastand theyare
more than hap-
py to try to help
if it’s going to be a product that can
be used not only here at Canoe Brook
but within the industry.

“With Rutgers running the study,
Dr. Clarke and his staff, we’re more
than satisfied with how it’s going to
go and the help it can provide for
golf courses, throughout not only
the Middle Atlantic region and the
East Coast, but hopefully throughout
the country.”

Devers notes if Revysol fungicide
proves to be as effective as is hoped,
it will provide a direct benefit to
golfers.

“If we can get a DMI that has
longevity in disease suppression
along with the safety during the hot
humid summers that we have in the
Mid-Atlantic,” he says, “it would be
another great piece to the puzzle in
order to supply the best conditions
we can for our membership.”

- BASF

We create chemistry

NEXT UP:

Part 4 of our series will focus on the
final stage of the approval process.
Note: Any sales of the products
after registration is obtained shall
be solely on the basis of the EPA-
approved label, and any claims
regarding product safety and
efficacy shall be addressed solely
by the label.

PHOTO COURTESY OF BASF
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Celebrating 10 years of Plant Health with a 10% rebate

It’s the 10th Anniversary of our Intrinsic® brand fungicides.
That’s a full decade of broad-spectrum disease control,
growth efficiency and stress tolerance. We're ready to
celebrate by bringing you savings.

Holiday Spray Promotional Savings:
Get a 10% rebate from BASF on qualifying products
purchased between June 1 and July 31, 2019.

Visit betterturf.us/HolidaySpray today for details

l Intrinsic® ‘ B =-BASF

Brand Fungicides We create chemistry
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ately I have been involved in a lot
of discussions with other golf in-
dustry professionals about practice
facilities and the golfer’s expecta-
tions for these facilities now and
in the future. It is important to note that what
we now know as practice facilities were once
shadows of their current selves. Thirty years
ago, we used terms like driving range or putting
green and occasionally mentioned a practice
bunker that was likely located at the side of
driving range tee. The idea was to hit a quick
bucket of balls and maybe roll a few putts and

get on the course as quickly as possible. Those
days are over.

We are now living in the age of the fully-ap-
pointed practice facility and savvy superinten-
dents are raising the standard across the indus-
try. Let’s look at some of the latest innovations
in the evolution of the practice facility.




© ANTHONY WILLIAMS

TECHNOLOGY HAS CHANGED
THE WAY GOLFERS PLAY AND
PRACTICE

The epicenter of the need for the
evolution from a simple driving
range/putting green to a modern
practice facility is technology. Ex-
panding golf technology is the
driving force behind changes in the
average practice facility.

Do you need more proof? Picture
(or Google search) a typical driving
range from the 1980s. How many
rangefinders do you see? Video
swing and swing speed analysis
stations? How about overhead and
in-ground lighting, not to mention
master-planned LED lighting? How
many night golf events are on the
calendar? What sort of irons and driv-
ers do you see? Are the type of range
balls you see still in use today? What
does the average shot look like from
a height and distance perspective?

“Technology enhancements that
track shots for distance and accuracy
are becoming more common every
day,” says PGA Master Professional
Tim Cusick, who was recently
selected as one of the top 100 golf
instructors in the country. “My hope
is that all facilities can enjoy these
types of systems in 10 years’ time.”

These changes have fueled the
evolution of the practice facility.
The changes are obvious and show
no sign of slowing down or stopping.
The successful Topgolf business
model has tapped into the blend
of technology and golf ethos in a
unique practice environment, and
successful clubs are eager to find
their own answer to the successful
practice facility equation. It is time
to rethink what is possible.

BIGGER AND MORE DURABLE

TURF AREAS ARE ESSENTIAL

Now that we have established the
number of practice shots struck and
the shear distance the golfer is hit-
ting the ball has changed, we can also
see the deep impact on the design
and maintenance budget required

to create the practice space.

Bigger tees, higher netting, more
targets, defined hitting lanes, and
designated chipping only and putting
only areas are now expected at every
level of a golf club. I have worked in

the private, public and resort golf
markets over the past 30 years, and
while the end products and price
points vary, the practice facility has
become a value add at every level.
Every designer and architect I spoke
with told me they have never heard
of a driving range tee project where
the tee size was going to be reduced.
In fact, most agreed that it was im-
possible to build a practice tee too
big now and in the future.

It is also important to note that
as we get new and improved turf
varieties that recover quicker and
pair them with even better agro-
nomic programs (a great topic for
another article) there is a limit to
the number of shots that a natural
grass tee can take and still hold the
expected quality. Thus, some brave
souls have integrated synthetic
turf into their practice facilities.
Technological advances in synthetic
turf are proving a valued strategy in
the modern practice facility. Many
superintendents are using state-of-
the-art synthetic turfs to take some
of the pressure off the natural grass
surfaces, especially in high-volume
clubs. These new synthetics are more
playable than earlier products, they
can hold a tee, and are available in

SPOTLIGHT

tee/fairway, rough and even green
heights. When well designed and
constructed, these modern additions
are a great way to accommodate
more play in less space.

Another regional use for these

tees and greens, especially in the
Transition Zone, is for frost delays
or rain events that may temporarily
close natural turf tees/greens. The
synthetic tees/greens allow for a
more weather-proof experience. I
built my first synthetic tee 15 years
ago and we just opened the latest ver-
sion last month. The new synthetic
materials are amazing, and our mem-
bership could not be happier with
the addition. We have improved our
practice areas by blending tradition
and innovation, thinking outside the
traditional tee box.

SOCIAL ASPECTS OF THE
MODERN PRACTICE FACILITY
ARE CRITICAL TO SUCCESS
The game of golf is also changing so-
cially. It is an individual sport played
in small groups, but now more than
ever the golf club experience has an
ever-increasing social expectation. It
is even more important that a prac-
tice facility has a variety of social as-
pects and alternative uses that meet
or exceed the golfer’s expectations.
Our natural grass practice tee,
for example, will host more than a
dozen large social events ranging
from formal dinners to concerts
and circus-style attractions this year.

golfcourseindustry.com

4 Spacious
practice
areas with
improved turf
varieties are
a customer
demand at
facilities of all
levels.
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SPOTLIGHT

¥ Practice areas
provide space
for a diversity
of events
that can help
golf facilities
generate
interest among
new audiences.
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Beyond special events, every part of
the practice facility must meet or
exceed golfer/user expectation such
as restroom facilities, which must
be adequately designed, sized and
clean. Food and beverage services
must be available and be equal to the
club’s food and beverage reputation.
Hours of operation must be extended
to allow early and late practice (time
is a factor). This mandates quality
lighting throughout the practice
facility for both function and safety.

Junior programs must offer qual-
ity instruction and plenty of social
engagement for the child and the
parent. The Topgolf influence can
once again be felt in this new level
of expectation as every club evaluates
how far to expand the practice facility
as an added social space. Some new
uses for the practice facility include
mini-course layouts in the driving
range floor, water features (for prac-
tice and aesthetics), multiple target
greens that are visible from several
hitting angles/locations, creative

golfcourseindustry.com

range/distance targets, practice areas
designed for small, medium and large
groups, and private teaching areas
catering to specific golfer needs. Cov-
ered and heated hitting bays are also
a must for the fair-weather golfer.
Even irrigation and drainage must
be maximized to allow more hours of
operation so that facilities are not too
wet or too dry but just right.

Bob Scott, ASIC President of
Irrigation Consulting Services in
Georgia says, “We are now actually
making a game out of practicing
the game and we must customize
every design element to maximize
resources and minimize disruptions.”
That says it all.

COMMUNICATION AND
CRAFTING A MASTER PLAN

How do we make sure that we make
the most of our practice facility and
that it continues to evolve with the
times? The key is to communicate
with all stakeholders to gather real
feedback and develop a team of

experts that can craft a master plan
touching all issues impacting success.

Technology, agronomy, instruc-
tion, tracking, social areas, personal
service, facilities and alternative uses
are all born-first as ideas. Then they
must be examined and tested to see if
they have merit within the business
model and then brought into reality
with a sense of urgency.

“Our master plan process is heavy
on communication at all levels,” says
Steve Wolfard of W Golf Design.
“Without that communication, it is
possible that you will miss the mark
and not create as many opportunities
for it (the practice facility experi-
ence) to be great.” That sums up
the evolution of the practice facility.
Expectations have moved from good
to great and we must deliver every
time a range ball takes flight.

PUTTING IT ALL IN PERSPECTIVE
The greatest part about the golf
industry is that the more it changes,
the more it stays the same. The
evolution of the practice facility is
no different. Golf is a great game in
part because it allows for a variety of
players to find their swing and create
memories as a single, foursome or a
tournament champion.

The industry has developed a
new and growing revenue stream
within the practice facility. Superin-
tendents are committed to crafting
to new designs and programs to
maximize this evolving part of our
properties. We remain the keepers
of the green (practice or primary).
We often interact with more mem-
bers on these practice areas than
anywhere else on the property. As
you make your rounds and your
budgets this season, take a hard look
at where your practice facility is,
where it could be and then join the
evolution. 6CI

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

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

FERTIGATION TANK FILLING
QUICK & EASY

oth 1,000-gallon tanks were fitted with 2-inch diameter PVC pipes hung from
the ceiling going through the pumphouse wall, with quick connects, labeled for
tank 1 and tank 2 provided by Nutrien, the local liquid fertilizer distributor. The
club has a highway-rated bridge leading to the pumphouse for easy filling up of
the tanks, with a bulkhead for easy
turn around by the delivery truck.

There is a 2-foot high concrete wall
surrounding the tanks for spill con-
tainment. It cost about $300 for
the pipe and fittings, about $6,750
for the concrete pad outside the
pumphouse and it took about five
hours labor time. Bob Vaughey,
CGCS, is the director of agronomy
at the Rolling Hills Country Club
in Rolling Hills Estates, Calif,
where the existing golf course was
replaced with a totally new one.

FORK LIFT TREE PLANTER

was driving by a home under construction in southern Idaho
where the landscaping in the backyard was being installed. The
contractor was using a New Holland forklift to dig the holes

for the evergreen trees that were being planted. The forks were
simply moved to the center in a near 45-degree angle and the weight
of the machine dug the hole. The soil is a sandy-loam type, spruce and
firs were being planted, and the machine performed effortlessly. It
took less than five minutes to dig each hole and the laborers
fine-tuned each one of them.

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 757-561-7777
or terrybuchen@earthlink.net.
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A family of products that are designed to offer a wide
range of performance solutions, meeting the most
diverse and demanding requirements of professional
turf managers.
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Nutrifense® technology includes
the latest plant health components
available that helps reduce turf
decline from drought, high heat,
disease, poor water quality and
even prolonged ice coverage.
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A family of Professional Turf
Products powered by Scotts®
PRO  Technology, that are
designed to offer a wide range of
performance solutions, meeting
the most diverse and demanding
requirements of professional turf
managers.

Contact us to learn more | info@target-specialty.com
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CUSTOMER EXPERIENCE  Turf Fuel

Ron Furlong

s more tailored fertility pro-

grams become available

on the market, it's getting

easier for golf course su-

perintendents to settle on
an exact program that perfectly fits their
specific needs.

Three years ago, Alan Slaughter, su-
perintendent at Eagle Landing Golf Club
near Jacksonville, Fla., was recommend-
ed a program by one of his trusted sales
representatives, Gary Morgan, with
Target Specialty Products.

The basis of the new program Mor-
gan was suggesting to Slaughter would
be centered around three products
from Target Specialty Products and
their Turf Fuel line. Element 6, Photo Fuel
and Quick Green represented Turf Fuel
staples capable of fitting the specific
requirement of Eagles Landing.

For Slaughter, who has been at
Eagle Landing since the club debuted
its Clyde Johnston-designed course in
2005, it all starts with spring green-up
on the course’s TifEagle Bermudagrass
greens. “| really depend on the combo
of these three products for the all-im-
portant spring green-up,” Slaughter
says. “We start applying the Turf Fuel
program when the TifEagle breaks
dormancy.”

Element 6, fueled by exclusive Nu-
trifense technology, helps create very
resilient plants on closely managed turf-
like golf course greens. It also promotes
exceptional root production.

Photo Fuel, a 12-0-0, which has
Nutrifense technology along with two
biostimulant components, is specifically
designed to enhance photosynthesis.

Quick Green is a 14-20-0 high phos-
phate biostimulant that focuses not only
on that all-important spring green-up,
but also on new establishment, winter

www.target-specialty.com |

EAGLE LANDING GOLF CLUB RECEIVES HEAVY USE ON ITS TIFEAGLE BERMUDAGRASS GREENS.

damage and aeration recovery.

“It's not just the spring green-up that
we rely on these products for,” Slaugh-
ter says. “It's also aeration recovery,
and after that a weekly push during the
summer. Following that initial spring
green-up app, we apply weekly after
aerification, usually Memorial Day
through October.”

Slaughter uses all three products in
his Turf Fuel program at 4.8 ounces per
thousand throughout the season on the
TifEagle greens. “The combo gives me

soluble N, P, K, Si, Mg, Mn, Fe, Cu and Mo,”

Slaughter says. “Also amino and fulvic
acids.”

Turf Fuel products were designed
specifically to enhance plant strength. A
stronger and healthier plant can handle
more extreme growing conditions and

the related stress that high quality turf
surfaces must endure. Energy conserva-
tion is a big key to the success of the Turf
Fuel products.

The philosophy behind the Turf Fuel
products is simple: give plants the
nutrients and stress-fighting components
they need in the best raw material forms
possible, thus creating exceptionally
strong plants. Three years into his Turf
Fuel Program, Slaughter displays enthu-
siasm about the results.

“With inconsistent winters and 50,000
rounds per year, we've found the
turfgrass is retaining better color and
the root mass generated is far more
substantial,” he says. “It's simply the best
combination | have used to push and
maintain TifEagle for consistent color
and wear tolerance.”

www.turffuel.com


http://www.target-specialty.com
http://www.turffuel.com

continued from page 24

safe, fun, challenging, and
create a reason current
members want to stay and .
new members want to join.
The course is a financial asset
to them: Make sure they
understand its value.

+ Have key information at your
fingertips. Do the research
and share it.

* Know the numbers — es-
timates, budgets, best- and
worst-case scenarios. If
possible, cite examples from
at least two comparable
clubs that have done similar
projects. .

+ Don’t dumb down the
project. That could cost you
your job. Find the middle
ground between too much
science and pandering. But
if someone wants agronomic
details, tell them. .

+ Listen for members trying to
take shortcuts. Explain that
while it will cost X to do the
job right, it will cost a lot
more to do it over.

+ Be creative. If reconstruc-
tion of the greens means six
months of closure, piggyback
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other projects to minimize
the disruption.

Consider bringing in an
outside consultant for an
objective view of your situa-
tion and to lend support to a
master plan.

+ Speaking of a master plan,

having one can be a very ef-
fective way to identify, justify
and itemize the needs of the
course. However, it can be
harder to convince people

to buy into an agronomic
master plan because, frankly,
it’s boring.

Prioritize the course’s needs
— and be willing to put off
some projects until later.
Compromise will help con-
vince committees, members
and fellow staff that you
understand their concerns.
Make your ideas become
THEIR ideas so they will
spend.

* You don’t have to win every

battle to win the war. Know
when to put your ego aside.
Consider and recognize
other people’s ideas. It’s not
just about the golf course, it’s

golfcourseindustry.com

about your job.

+ Capital projects, in particular,
should NOT come out of your
course operations budget. Big
project monies need to be set
aside and planned for.
There’s one more import-

ant point to remember: It’s

not your course, not your

community. If, in the end, the

members vote against the as-
sessment or it gets so whittled
down that you can’t make real
improvements, you might need
to stop and think. Even though
voting thumbs-down on your
plan probably isn’t about you,

it may be an indication that

you can’t work at a place that

doesn’t view the course the way
you do. I'm not suggesting you

go all “pass the assessment or I

quit,” but if youre not going to

be happy slapping Band-Aids on

water pipes for a few years, it

might be time to re-assess.
Since I don’t want to end

on a down note, the following

should give you some laughs.

I asked a few superintendents

what members requested to

help them feel better while

“If someone
complains to you
about the costs,
gently suggest
they talk to the
committees.
Remind them your
job 1s to make sure
they have the best
course possible.”

course-improvement projects

were underway. If you've heard

more, please send them along.

+ Suspend club dues for the
duration of the renovation.

+ Free car washes to remove
the dust and grime caused by
the construction work.

+ Rather than pay for every-
thing, bill members “specifi-
cally” only for the amenities
they use.

+ Just fix the irrigation on the
front nine. We’ll think about
the back nine!

+ At a 36-hole facility, close
nine holes and turn them
into horse trails. Seems one
member read a newspaper
article that said rounds were
down.

I've sat through many emo-
tional meetings where mem-
bers debated whether to spend
on making their golf course
better. Sometimes, the only
way I kept myself from banging
my head on the table was to
remember one of my favorite

» ¢

lines from “Caddyshack.” “Hey
Moose, Rocco, help the Judge

find his wallet.” GCI
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Small Engines & Parts
Small engines & parts
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Updates
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eddy@nationalgolfandmarina.com
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GOLF COURSES IN
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PARTING ] SHOTS

The revolving

door

I was intrigued by managing editor Matt LaWell’s first Golf Course
Industry cover story this month for several reasons. First, because
it’s an excellent examination of turfheads who leave the business
and then come back. Second, he sources studies from outside of
our industry in the piece, something none of us do often enough.
Finally, he gets to the heart of the matter: some superintendents
have a love/hate relationship with the profession.

The passion that attracts so many great people to the business
is a double-edged sword. It motivates, stimulates and rewards
... but it also aggravates, infuriates and exhausts. Honestly, I'm
surprised more people don’t get burned out and leave for good.
Plenty do bolt for something with less stress or more dollars, but
many return. They are moths endlessly attracted by the flame.

Matt’s story touches on several folks who did things outside of
agronomy and then came back. In my experience, the revolving
door between course management and sales is the most common
example. Superintendents boil over like an unwatched pot on
the stove and angrily decide to jump to sales where things are
“easier,” and you get weekends off and such. The only problem is
sales comes with its own set of challenges.

I've always estimated that only about one in five turfheads who
go into sales last five years. Sometimes they just miss growing
grass or the job isn’t what they thought it would be. But the most
common reason is that they just aren’t wired for it. Switching
roles can cut to the very core of your self-image. We tend to
define ourselves by our job and our peer relationships. When
you change from being the hunted (customer) to being a hunter

(salesperson), it tends to be
jarring.

It’s relatively easy for a
newly-minted superinten-
dent-turned-salesperson to
show up for chapter meet-
ings, drop by with doughnuts
and tweet about their new
products. It’s harder when
the moment comes and you
have to sit face-to-face with
one of your former peers and
slide an order across the table
and ask them to sign it. That
is where the rubber meets the
road. Coffee, as they say, is for
closers.

Also, let’s be honest about
the fact that our culture has
historically treated salespeople
as second-class citizens in the
turf community. We’re happy
to take their sponsorship
money for chapter meetings or
go to the ballgame for free, but
ultimately they’re just “ped-
dlers.” I've talked to tons of
superintendents who made the
transition into sales and loss
of identity is a big issue. Some
deal with it and some do not.

Another thing to consider as
you look longingly at the grass
on the other side of the fence
is that there are currently
waaaaaaay too many people
selling things in our happy lit-
tle industry. The golf business
has been in a slow deflation
mode for 18 years and that’s
caused lots of musical chairs.
The result has been more folks
than ever hanging out a shin-
gle to sell widgets and potions
to golf courses.

Don’t get me wrong: It’s
terrific to have educated,
agronomic experts selling
things. The problem for

anyone new to distribution is
cutting through the noise and
the clutter, and understand-
ing that they’re competing
against top-notch professional
salespeople with customer
relationships that go back
decades. And there’s this: Golf
Course Industry did a study
about 18 months ago that
showed most superintendents
are intentionally consolidating
their purchasing with three or
fewer distributors. The days of
“spreading it around” to keep
a bunch of people happy are
over.

So, people leave for more
money, or better hours or less
stress ... and then they come
back. Because for some, the
passion never really fades. It
gets masked by the frustration
and the anger and the hours.
But it doesn’t ever entirely get
snuffed out.

As crazy as the job might
make you, it also defines you
and touches something primal
inside you. You can hear
everything growing on a warm
spring morning. The smell of
fresh-cut grass is heaven. You
see Mother Nature’s gifts right
in front of you every day. You
have amazing relationships
with peers who share a com-
mon set of values. Your office
is 150 acres of living, breathing
beauty. Not an easy thing to
give up, eh?

I hope you’ll read Matt’s
piece and ponder on the lessons
it contains. On those terrible,
awful, very bad days when you
want to chuck it all, remember
there certainly is life off the golf
course. The question is whether
it’s the life for you. 6CI

PAT JONES is the editor-at-large of Golf Course Industry. He can be reached at pjones@gie.net.
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ﬂEmerald Isle Solutions™

Count on Emerald Isle Solutions™ for economical liquid fertilizers that Lebanon'rurf
deliver results for all playing surfaces. The 18-3-6 and 12-0-12 products

are easy to apply and provide a complete micronutrient package, including b st e
both quick- and slow-release nitrogen. You'll reduce labor time while

achieving the conditions you want — all from a brand you know and trust! o O o

Learn more at LebanonTurf.com or call 1-800-233-0628.
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~ EVERY BLADE
COUNTS.

‘t find anywhere els

Jacobsen has been delivering the perfect cut for decade!
because our professional turf equipment is lo ‘
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