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 BIOLOGICAL MANAGEMENT {

Aerating your greens can be a more

fulfilling experience this season.

We believe your aeration holes are more than greens to prime playing condition within days,
vessels for sand. They represent an rather than weeks. Its rich mineral
opening to rejuvenate the entire mix and advanced bioactive
ecosystem beneath your turf. humic acids stimulate your
There, billions of beneficial soil soil’'s microbiology, creating
microbes have the potential to a vitality that gives your tees
expand the surface area of your and greens the legs to play
roots, turning thatch and other strong all season long.
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NG for your piants. EarthWorks Aerification Program
But they must be nurtured and supported call 800-732-8873. Because a more

to do their best work. The EarthWorks satisfying playing surface comes from a
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CARBON FASED FERTILITY

EarthWorks: /
v

£
£
i
3
w
€

-
i 6
F
W

GREENS GRADE | §
CARBON BASED FERTILIZER
WITH MYCORRHIZA
MUST HAVE SOIL CONTACT
Prilled |

Ask us about the EarthWorks Aerification Program

EarthWorkku

A Deeper Respect
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Cover photo of Pete Dye and contents photo of Dye, Jack
Nicklaus and developer Charles E. Fraser courtesy of The
Sea Pines Resort.
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PERFECT MEMORY,
IMPERFECT SHOT

nless you're feeding yourself or others via playing golf, numbers on a scorecard matter
less as you age.

So, I can’t explain why my hands and shoulders trembled. This was supposed to be alovely
fall round on Georgia land Henry Ford once owned. Hit a few shots. Enjoy The Ford Plantation’s
incredible turf and scenery. Take dozens of pictures. Conduct a few interviews.

I then saw him, thus the heightened tension. He was munching on an apple, staring into trees
adjacent to eighth tee. He noticed our foursome approaching and walked toward the tee. He reached
out his hand, “Hi. Pete Dye. Nice to meet you.” I meekly mumbled, “Nice to meet you.”

I wanted to say more. Golf became a serious part of my life in the mid-1990s, when Dye was
constructing the boldest and arguably best courses of the era, including Mystic Rock at Nemacolin
Woodlands, a public-access puncher 60 miles from my southwestern Pennsylvania hometown.
I saw Tiger Woods for the first time and lost dozens of golf balls at Mystic Rock. The boulders,
contours, deep bunkers and terrifying shot angles sparked my interest in golf course architecture.

I read “Bury Me in a Pot Bunker” after playing Mystic Rock. I found a copy of George Peper’s
“Golf Courses of the PGA Tour” and I intently studied TPC Sawgrass, Harbour Town, Kingsmill
Resort and TPC River Highlands, a quartet of Dye designs the pros played.

Just maybe I'd eventually get to meet Dye.

I didn’t have the time to chat with Dye on the eighth tee. We needed to keep play moving. Dye
shifted his focus from the apple and trees to our foursome. Even as an 88-year-old in 2014, Dye studied
how his products performed. The hole played 162 yards. Firing at the pin required carrying a pond.
A miss short, left or right meant trouble. I grabbed a seven iron. Sweat. Swing. Splash! Dye looked
at me. He glanced at the pond. “That’s why it’s there,” he said. Everybody in our group chuckled.

A few hours later, I recorded a video interview with Dye. The nerves subsided. I was only six
months into an aspirational gig at Golf Course Industry and the most recognizable living golf course
architect made me feel comfortable. Flubbing a ball into the water with Dye watching and interview-
ing him about a cool project capped a memorable trip. I stayed in a cottage with two of Dye’s closest
confidants, architect Tim Liddy and construction guru Allan MacCurrach, and USGA Green Section
veteran Pat O’Brien. I also met The Ford Plantation’s terrific head agronomist Nelson Caron and a
few of his savvy assistants. Replying to a media invitation has numerous perks and long-term benefits.

Spending time with Liddy, MacCurrach and Caron offered clues into how Dye impacted others.
We contacted Liddy, MacCurrach, Caron and seven other people who worked with Dye for their
perspective for our cover story about the architect’s legacy (page 12). Halting interviews represents
one of the hardest parts of the writing process. There’s always another call to make, another docu-
ment to examine, another anecdote to hear. Deadlines make it impossible to include every angle.

Anybody who worked closely with Dye emphasizes he never viewed a golf course as a finished
product. His pursuit of greatness didn’t end with a ceremonial tee shot. Deadlines (and finances)
made it impossible for Dye to design the perfect golf course.

Magazine profiles are also never complete. People are complex and relationships evolve. Dye’s
influence will likely expand posthumously, because he changed the lives of some of the grittiest
and smartest people in the golf industry.

I trembled worse while writing this month’s cover story than I did on the eighth tee at The Ford
Plantation. You don’t want to flub any assignment, especially one about a subject whose work and
humanity affected people from all walks of life, including yourself. 6Cl
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; GROWING
EXCELLENCE

An Exciting New Agreement from the Brands you Trust.

Aquatrols has formed an exclusive strategic agreement with plant and soil nutrition leader, Redox Turf.
For more than 50 years, Aquatrols has been bringing the industry leading technology in wetting agents
and for the past 25 years, Redox Turf has brought innovative nutritional products to superintendents around the world.

By integrating the Redox Turf products into the Aquatrols portfolio, golf course superintendents will have access
to these two premium product lines and technical support from two of the most trusted brands in the industry.

@)Aquatrols’ | Redox

Learn more at Aquatrols.com
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Valley (Colorado) Country Club’s Zach
Bauer was selected as the winner of
Turfco’s 100 Years of Thanks contest.

IMPRESSIONS OF A

GOLF INDUSTRY

SHOW ROOKILE

Managing editor Matt LaWell walked, and walked,
and walked some more, around a city known for
its theme parks. What did he learn?

ears before Walt Disney decided
Orlando would be the home of
Y his second eponymous theme
park, he considered Niagara
Falls (which was, of course, too cold)
and St. Louis (where August Busch Jr.
might have called him crazy for not
wanting to sell beer). A flight over the
developing roads of central Florida —
on the same day JFK was assassinated
— cinched the deal. Disney loved those
roads. He also loved the room.
“Here in Florida,” he once said,
ever promoting his products, “we have

» John Kaminski and Aquatrols CEO Matt
Foster, front, join TweetUp winners Bill
Bergin, Richard Brown, Maggie Reiter,
Tyler Bloom and Trent Manning.
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something special we never enjoyed at
Disneyland: the blessing of size. There’s
enough land here to hold all the ideas
and plans we can possibly imagine.”

oner

EarthWorks President Joel Simmons

That blessing of size is part of the
reason Florida is home to 986 golf
facilities and 1,306 courses, according
to the National Golf Foundation —
more than any other state — as well
as to the Orange County Convention
Center, which stretches out across more
than 7 million square feet and once
included an arena. The convention
center was the site of the annual Golf
Industry Show, which used a chunk of
that space, registration and education
and seminars spread across buildings,
thousands of steps apart. Burn off
breakfast before eating lunch!

Size aside, the show delivered two
more days of quality education —
there were far too many sessions to
determine the absolute best, but my
favorite was a two-hour panel designed
for assistants that featured Colbert
Hills’ Matthew Gourlay firing questions
and quips at Bellerive Country Club’s
Carlos Arraya, TPC Deere Run’s Alex

© GUY CIPRIANO
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Jennifer Torres and her son Ricardo Jr.

Stuedemann and Bethpage State Park’s
Andrew Wilson — and a trade show
where networking was, always, the key
to everything. And for all the barbs
about how much smaller the show is
now than it was during the boom, there
are still few other opportunities to
catch up with peers from all corners of
the country, sit in on sessions designed
for professional development, check
out the latest chemicals and equipment,
then head out for dinners and parties.

This was not my first trade show,
but it was my first GIS, and I was
impressed. It is not CES, or IMTS, or
Hannover Messe — a trio of gigantic,
world-renowned trade shows. And no
matter how often folks talk about what
it was, there is no need for it to be like
any of those other shows. Expansion,
even in Orlando, is not always
necessary.

The show app — which Gourlay, like
the best pitchmen, mentioned again
and again during his time as a session
moderator — was close to perfect,
providing a full schedule without
lugging around and flipping through
a program, and virtually connecting
literally every registrant. The education
was strong, with hundreds of speakers
from all corners of the industry sharing
stories and perspectives.

The show was not perfect, though.
The larger footprint prevented the
kinds of lobby conversations and
random interactions more common
at, say, chapter meetings. And the
value of the trade show dropped after

Armen Suny educates a crowd.

so many superintendents and other

top turfheads headed home before
Thursday. Those are both important, no
matter your corner of the industry. A
modest proposal: Start the trade show
at least a day earlier and shrink the total
space. GIS is about connections more
than anything else.

We used those connections to bring
together much of our team, including
columnists Matthew Wharton, Tim
Moraghan, Bradley S. Klein and Henry
DeLozier, and contributors Anthony
Williams and Trent Bouts for a spirited
dinner. The ideas conceived by that
group during hours of conversation
will fuel our magazine and our
website, as well as our podcasts on
the Superintendent Radio Network,
for much of the rest of the year. More
ideas popped up during conversations
throughout the rest of the week. Our
attendance and interactions at GIS
will help make Golf Course Industry a
better publication in 2020 — even more
attuned to what you need. We just need
to give our legs a rest after returning
from that blessing of size in Orlando.

Oh, and for the record, I covered
80,746 steps and more than 42 miles
the Monday through Friday of show
week. In a city so steeped in car culture
that it owes much of its economy to
the very creation of its roads (thanks,
Walt), I consider that almost as great
an accomplishment as Disney quietly
gobbling up 48 square miles for a
theme park.

Almost. 6CI
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BRIAN CURLEY '?‘ SUPERINTENDENT

Tartan
Talks No.

43

Pete Dye didn't script his work.
Developers wanted plans.

Early in his career, Brian Curley
served as a liaison between the leg-
endary architect and groups funding
massive golf
and real estate
projects. Curley
joined the
Tartan Talks
podcast follow-
ing Dye's death
last month to
reflect on those
experiences and what he learned
from the World Golf Hall of Fame
member. Curley was a 24-year-

old employee of Landmark Golf
Company when he met Dye during
construction of the Stadium Course
at PGA West.

a Curley

Curley is now a principal in Schmidt-
Curley Golf Design. His partner, Lee
Schmidt, also worked numerous
Dye projects for Landmark.

"I caught lightning in a bottle,”
Curley says. “I saw the commitment
that he had. He didn't just give it a
quick nod, wink and move onto the
next thing. He was fully committed
to making something as good as

it could be. He loved what he did. |
picked up that passion from him as
much as technical skills.”

Enter bit.ly/BrianCurley info your
web browser to hear the podcast
and follow @GCIPodcasts on
Twitter for future Tartan Talks
episodes with ASGCA members
who worked with Dye.
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MEASURE TWICE,
CUT ONCE

xperts in the fields of economics, demographics and clima-

tology tell us that recessions, housing booms, population

shifts and catastrophic hurricanes are coming. They just
don’t know precisely when any of their predictions will come true,
exactly where they will occur or who among us will be affected.

Closer to home, in the business of golf course and club man-
agement, it’s also likely we will see irrigation system breakdowns,
fertilization miscalculations and budget shortfalls. That’s why
it’s wise to plan for what may well be the inevitable as well as the
unknown.

Warren Buffett once observed, “Someone’s sitting in the shade
today because someone planted a tree a long time ago.” In other
words, before the benefits come foresight, a plan and action. With
the optimism of the new year now beginning to blend with reality,
it’s time to make sure we have our most critical plans in place.

IRRIGATION PLANS are fundamental building blocks for every
golf facility manager concerned about course conditions. Sound
irrigation planning ties directly to the standards of excellence that
are part of the overarching agronomic plan. Irrigation philosophy,
methods and frequency must support and be consistent with the
intended turf conditions for the course. Through attentive prac-
tices in most jurisdictions, golf has become an even more diligent
user of water as many facilities now rely entirely on recycled
water. A sound irrigation plan provides for three important fac-
tors: matching water consumption to expected results, measuring
water consumption to ensure under-usage whenever possible, and
seeking new options for further efficiency where sensible.

Rain Bird’s Bryan Stromme encourages managers to establish

realistic expectations for what
the superintendent wishes

to accomplish. Stromme
emphasizes that the system
infrastructure and the intended
outcomes — turf conditions —
must be aligned. He adds that
“having individual sprinkler
control is critical. The faster
you can water, the more
efficient your system will be for
energy and irrigation effective-
ness.”

FERTILITY PLANS are mission
critical for most golf courses
considering the high standards
of care and upkeep demand-
ed, as well as the advancing
requirements of sophisticated
hybrid grasses. The first step
in developing a fertility plan is
to determine the desired level
of course conditions and the
corresponding turf standard.
While there is no “perfect”
fertility plan, the key to the
planning process is nitrogen
supported by phosphorous.
The best plan for each facility
also prioritizes environmental
impacts to the site.

Nick Kearns, director of
greens and grounds at The Oaks
Club in Osprey, Florida, says he
begins with a review of the pri-
or year’s results and executes
biannual soil and tissue sam-
pling on each of his two cours-
es. “Our two golf courses react
differently,” he says. “The Her-
on, the Bermudagrass course,
requires routine nitrogen ap-
plications. When applying
we try to use the BMP rule of
thumb of a 50 percent slow-re-
lease blend. With the Eagle, the
paspalum course, we very rarely
apply a granular nitrogen prod-

uct because it can lead to an in-
crease in disease pressure. The
products that we apply to the
entire course are 99 percent po-
tassium based with minor ele-
ments blended in.”

CAPITAL ASSET PLANS are

a top priority for golf course
and turf and facility managers
because of life cycle demands
and the time required to
sequester and reserve needed
funding. Craig Johnston, a
partner at Global Golf Advisors
in Toronto, says, “Clubs with
golf courses and sports fields
have an enormous appetite for
capital.” He points to three
key steps for asset replacement
planning.

“First, planners must iden-
tify every asset that requires
replacement, from the water
fountain to the irrigation sys-
tem,” he says. “One should
have a depreciation schedule
that lists all current fixed as-
sets, the initial cost of the asset
and the life of the asset. Start
with this list to take a current
inventory of your assets. Make
sure that all assets owned by
the organization are included
on the list and any assets the or-
ganization has sold or disposed
of are removed from the list.

“Next, establish the replace-
ment dates required for each
asset. Use the depreciation
schedule to set a target date for
replacing each asset. Finally,
identify the financial resources
that will pay for the assets that
must be replaced. These days
that’s often a hybrid of capital
dues, capital reserves, short-
term debt and capital calls on
the membership.” GCI

of Directors of Audubon International.

HENRY DELOZIER is a principal in the Global Golf Advisors consultancy. He is currently Chairman of the Board
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By controlling ﬁemai‘b’d)é‘s down here.

Divanem® nematicide delivers excellent turf quality through proven,

broad-spectrum control including sting, lance, and root-knot nematodes.

For greater control with a faster response and improved turf quality,
Divanem now has a spot treatment rate of 12.2 0z./10,000 ft.2.

Visit GreenCastOnline.com/Divanem for more information
about the spot treatment rate and to view trial results.

L
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w Divanem' JERELE

Nematicide

DE @SyngentaTurf #NematodeKnowledge

©2019 Syngenta. Important: Always read and follow label instructions. Some products may not be registered for sale or use in all states or counties. Please check with
your state or local extension service to ensure registration status. Divanem is a Restricted Use Pesticide. Divanem® GreenCast® the Alliance Frame, the Purpose Icon and the
Syngenta logo are trademarks of a Syngenta Group Company.
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ALL POLITICS
IS LOCAL

olitics are everywhere, and I'm not talking about what’s

happening nationally. Every day, whether you’re dealing

with your staff, your members or your club’s board of
directors, you're playing politics. What you say, how you say it,
to whom, when, where ... Which is why, for you, “all politics is
local.”

However, while our industry is keen to train us on everything
from growing grass to getting a job, there’s almost no one out
there to help you navigate the political jungle that is every golf
course and club. Just like playing tournament golf, if you’ve never
been in a political situation before, you don’t know how you'll
react (or hit the ball).

So, let me give you the benefit of 35-plus years in golf, from
mowing greens to sitting on committees and hiring superinten-
dents like you. If I sound a little paranoid, it’s based on experience
— and on my favorite definition of “politics,” told to me by a golf
bigwig from a previous generation: “Poli” means “many,” and
“tics” are blood-sucking insects. Got it?

NEVER FULLY TRUST ANYONE

As I said, I'm a little bit paranoid. But remember, no matter how
much you want to believe that someone is your friend, or is look-
ing out for you, he or she may have their own agenda.

YOU HAVE ONE JOB

One and only one: Serve your members. Never forget that, and
never think that you are one of them. There’s a big difference
between someone being friendly and someone being a friend, so

be aware when a member, or
anyone for that matter, seems
to want to be something more
than you think they should.

In the end, as I was reminded
many times, “you’re just staff.”

THERE ARE NO SIMPLE

ANSWERS

One of the biggest parts of your

job is answering other peoples’

questions, particularly those of
your members and your bosses.

But there’s a lot to giving not

only smart answers, but the

right answers.

+ When someone asks you a
“yes or no” question, there
are only two answers. Your
opportunity to explain, ex-
pound and give an opinion
is effectively cut off. But
we all know that yes or no
aren’t always what we want
to say. So, when asked an
uncomfortable “yes or no,”
respond with a question of
your own: “Why are you
asking me this?” Put the
onus back on the question-
er to explain what they’re
really looking for, and also
buy you some time. Just as
bad is when someone says,
“You agree with me on this,
right, Tim?” Be careful how
you respond.

+ When someone starts a con-
versation with “What is your
opinion on ...” know that
their mind is already made
up. They already have their
answer. Respond with the
facts as you know them. If
you don’t have all the infor-
mation, think before speak-
ing. Who is this person?
What am I getting into?
Where is he or she coming

from? What do they want?
Very often, “I don’t know,
let me get back to you” is the
best answer of all. Don’t be
dismissive of the question
(or the questioner). Say that
what you've been asked is
important and you need to
do some research. Then do
the research and get back

to that person, as soon as
possible, with a reasoned
response.

+ When someone is asking a
question, don’t think about
your response until they
are done. In short, listen
— really listen — to the
question. This gives you a
chance to hear the entire
question, gives you a chance
to think and formulate a
good answer, and shows the
questioner that you're taking
them seriously. For many
people, listening is a lost art.
Pay attention, make eye con-
tact and really listen. You'll
be surprised how popular it
makes you. (It also makes
you look smart.)

+ Lastly, don’t answer the
question before it’s asked.

IN THE BOARDROOM

At some point, you're going

to be in front of your board or
some other group of successful
people who think they know

a lot more about what you do
than they actually do. How you
look and speak to them can be
critical to your success, both
short and long term. If you're
nervous in front of crowds,
take a public speaking class. If

you don’t own a suit or at least
good pants and a blue blazer,

get them. Your appearances in

forvom s =
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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any boardroom-type situation

can mean a lot.

+ Due diligence. Or “do your
homework.” Use Google or
ask others about the people
you will be dealing with and
talking to. Find out where
they’ve worked and what
they did, what they like to
do, where their prejudices
might lie. You want to learn
about them so you can: 1.)
form a good professional
relationship and 2.) know
where they’re coming from.

* You're probably not going
to want to talk and act in
front of the board as you do
with your peers, assistants
and staff. First, you're
not the boss to the board.
Second, be careful of your
language. Third, really watch
your language. Boardroom
behavior and personality is
an acquired art, honed from
observing, listening and
preparing.

+ Be mindful of your body
language — hands, facial
expressions, body position.
Unfortunately, I've always
worn my heart on my sleeve.
On my face, actually, as
my expression is a dead
giveaway of what I'm really
thinking and feeling. I've
worked on this for years
and learned to always look
both interested but neutral.
Always keep your emotions
in check and be mindful of
your place in the room or at
the table.

+ Don'’t cry wolf. If a big
project or the weather has
thrown you a curve, be
careful how you state your
case. Don’t go overboard,
don’t make it bigger than it
is. Be truthful about what
happened and in giving time-
lines, costs and assessments

€6

of what needs to be done. In
and out of the boardroom,
sometimes falling on your
sword for the little things
isn’t worth it. Pick your
fights, setting some aside

for later while just ignoring
others. You want to win the
war, even if you lost a couple
of battles along the way. See-
ing the big picture can help
protect your future.

AROUND THE CLUB
+ Don'’t take sides. Never talk

 OUTSIDE THE ROPES

[f a big project or the weather has
thrown you a curve, be careful
how you state your case. Don't go
overboard, don't make 1t bigger
than 1t 1s. Be truthful about what
happened and in giving timelines,
costs and assessments of what
needs to be done.”

to one member about anoth-
er. Ever. If the discussion is
about someone else, listen
without agreeing or saying
anything negative. And if
asked your opinion, the only
smart response is, “It’s not
my place to say.”

Be wise when you social-
ize. There are going to be
times you’ll have to be out
in social settings with club
members. My advice: Don’t
drink. You may think a
single beer or glass of wine

golfcourseindustry.com

is fine, but all it takes is one
detractor to see you with a
drink in your hand to start
the rumor mill. Same after a
board meeting, even a round
of golf. Be careful where you
tread and with whom you
share a cocktail.

Finally, always remember
this: The golf course does
not belong to you. It’s fine to
take pride in your work and
the course itself. But at the
end of the day, no matter
how wrong you think a deci-
sion might be, it’s not yours.
Even if you're presented

all the facts and made the
strong case, you could still
lose the argument. As I said
at the top, you're just staff.
But even with the above,
never, ever respond with,
“It’s your club, I'll do what-
ever you want.” Sore losers
who let their emotions get
the better of them will soon
be looking for new jobs. GCI
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PETE DYE
1025-2020

His courses were spectacular.

His impact on people within the golf industry
was even greater.

BY GUY CIPRIANO

olf lost its greatest living
example of ingenuity Jan.
9, 2020.
Pete Dye designed — and
motivated people to build
— courses on swamps, coal mines and air
bases. He never officially moved mountains
or oceans, but his designs hugged stunning
landforms from the California desert to the
Dominican Republic coast.

His creations transformed sleepy places
such as Hilton Head Island, South Carolina;
Ponte Vedra Beach, Florida; and Kohler,
Wisconsin, into global destinations. Private
jets and meetings with billionaires filled
the back nine of his life. None of the glitz
flustered Dye. Born Dec. 29,1925, in Urba-
na, Ohio, a quaint town west of Columbus,
Dye remained loyal to his Midwest roots.
Developers sold seven-figure homes around
his work; hourly employees saw their lives
change because of the sacrifices they made
fulfilling his vision.

A day with Dye offered glimpses of old
and new ways of designing and building golf
courses. Dye ordered gigantic machines to
move millions of cubic yards of dirt, yet
his hands represented his most valuable
construction tool. He outlasted younger,

stronger workers on job sites. He always
had another feature to examine, hole to
inspect and site to improve.

He served in the Army during World War
I1, although he never made it overseas. Har-
ry Truman ended the war less than a year
after Dye reported to Fort Bragg to learn
how to jump out of airplanes. Fort Bragg
is 42 miles from Pinehurst, where Donald
Ross lived. A Scot born in 1872, Ross died
in 1948. Dye played and maintained the
Ross-designed course on Fort Bragg with
his Army superiors and Ross watching.

After selling insurance in his wife Alice’s
hometown of Indianapolis, Dye combined
a passion for golf with business acumen to
achieve what others struggled to accom-
plish in the decades immediately following
World War II. Dye honored Ross and other
Golden Age Goliaths using a style that
modernized course design.

“He invented a golf architecture which
did not shy away from showing the influ-
ence of the human hand,” says Tim Liddy,
a talented architect who worked with Dye
the past three decades. “The contrast of the
hard fairway lines, fairway edges, bunker
edges and green edges built golf courses
of clarity. They are powerful, dramatic.”

respect you.”
— Allan MacCurrach

golfcourseindustry.com

“There’s an overriding factor among the guys who truly worked with Pete.
They are damn hard-working guys. For Pete to share with you, he had to
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Dye’s tactics satisfied demanding
clients and golfers with evolving
tastes. Crooked Stick opened in 1965
and hosted the 1991 PGA Champion-
ship. The Ocean Course at Kiawah
Island opened in 1991 and will host
the 2021 PGA Championship. The
courses are as dissimilar as two of

“Guys like me are going to do
the best to carry on that torc