“The blower isn’t ergonomically cor-

rect,” he says. “A person feels like their
elbow is going to fall off after using it.”

Rees also knows that when he orders
a replacement part the distributor will
have it on hand or shipped to him in less
than two days nine out of 10 times. Rees
says he doesn’t know of a local Redmax
distributor.

Rees’ annual maintenance budget is
about $335,000, and of this budget, he
spends no more than $1,500 for trim-
mers, edgers, blowers and chain saws. His
annual maintenance budget is a combina-
tion of the operating and labor budgets.

The labor budget includes the cost of

insurance for workers and golfers (who
can be injured on the course), as well as
workman’s compensation.

Rees says he would never rent handheld
equipment because it’s much easier for
him to send broken equipment to the on-
site mechanic rather than send it back to
the company from which he rented it. He
doesn’t see the cost effectiveness of rent-
ing handheld equipment and or the cost
effectiveness of repairing broken-down
equipment continuously.

“We use the tools until we need to
purchase new ones,” he says. “And some-
times, when there’s extra money in the

budget, I use it to buy new equipment

At Westwood Golf Course, no more than
$1,500 is spent annually for handheld
equipment such as trimmers, edgers,
blowers and chain saws. Photo: Echo

before the money is used for something
else.”

The handheld equipment lasts awhile
because it’s not used daily. The oldest
trimmer is 6 years old, the edger and
blower are at least 10 years old, and the
chain saws last an average of five years.

The Westwood crew use the trimmers
and edger around bunkers, trees, ball
washers, cart paths, water coolers and the
clubhouse. The crew uses the blower on
greens and tees and chain saws for tree
removal and cutting weather-damaged
branches.

The staff uses the edger twice a year,
during the spring and fall - 25 hours a year
at most. The crew uses the blower two and
a half to four months out of the year on an
average of 10 to 20 hours a week.

Even though the handheld equipment
isn’t used every day, Rees and the crew
still have to keep up on the maintenance.
They clean equipment once a week,
which includes scrapping off grass and
checking engines and air filters.

Westwood’s full-time staff consists of
six workers. During the season, (April
1 to Nov. 1) the staff fluctuates between
nine and 13 workers.

Rees has been in the industry for 13
seasons and has been using Stihl products
almost as long. He knows what kind of
quality and service he’s going to get, so
his purchasing philosophy is to stick with
what he knows. 6CI

Editor’s note: The inclusion or lack of in-
clusion of any manufacturer in this article
doesn’t mean the magazine endorses or favors

any one [;)milu'[, program or company.
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PRODUCTS

Coco fiber drag mat Turf Mark Ultra Green

* 6.5 feet wide indicator

» Gentle on all surfaces + Concentrate spray

* 60-pound weight ensures it stays on the ground » Provides a discreet yet visible mark for
+ 1"/, —inch fibers are bonded with a solid vinyl backing the application of liquid pesticides and
+ Comes with a 9-foot jack chain, which fits all utility fertilizers

vehicles and provides pull strength
Standard Golf
golfcourseindustry.com/readerservice # 200 ﬂexibility for the applicator to create

Dissipates quickly in wet and dry weather

EfﬁCiCnt use rates [)I'O\'id(’ greater

a visual aid for optimal placement of
pesticides and fertilizer )
“EY CONTENTS: 1 QUART {005 LITER

Becker Underwood
golfcourseindustry.com/readerservice # 201

4 . Aloft insecticide
I 0 t + Contains the active ingredient clothianidin

» Controls early-season adults, surface-feeders and all
white grubs
Insecticide + Available in granule and sprayable formulations
+ EPA-label-registration approval expected this fall

Arysta LifeScience

golfcourseindustry.com/readerservice # 202

GooseBuster repellent
+ Unit features alert and alarm calls of Canada geese,
recorded in the wild

Other options include gunshot and coyote sounds
Designed to trigger a response in geese
that causes them to leave an area in
panic

Includes a control unit, four

Lower Your Handicap.

directional speakers with
100-foot cords and a 24-

hour timer /
Covers as many as 7 acres

Bird-X

golfcourseindustry.com/readerservice # 203

Surfactant applicator

Redesigned with a brass control valve for durability

Precision spray nozzle is designed to put down a large
volume of water with a wide, precise droplet-

distribution pattern
GCI Online helps you overcome daily challenges Can be transformed into a

with business resources for mamtaining your § syringe nozzle for watering
rse at the highest level. Applica schedules,

greens and tees

newsletter articles, and budget and personnel forms
are just a few of the tools you'll find to help you

with vour daily tasks. surfactant pellet
businessforms Aquatrols

golfcourseindustry.com/readerservice # 204

Ideal for applying the Advantage
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GreensKeeper gas-powered trailer

Designed for topdressing incorporation, turf grain management

and heavy topdressing incorporation after core aeration

Soft, pliable bristles are firm enough to do the job without damaging
grass plants

Rapid brush rotation contacts grass from all directions,
causing turf to stand up

Powered by a 3.75-hp Briggs & Stratton
engine or an optional 5.5-hp
Honda engine

Electric lift cylinder
raises and lowers brush
pan

« Fits most vehicles

Broyhill

.

golfcourseindustry.com/readerservice # 207

Core Buster
drag mat
Interlocking 20-by-20-
by 2-inch grid panels
allow the user to

choose the size
Made of rust-free
polyethylene
Lightweight design
allows for easy transportation

Panels can be stacked, or the full mat can be hung for storage
Available in 160-by-60-inch or 100-by-60-inch sizes that can be
reconfigured

Par Aide

golfcourseindustry.com/readerservice # 206

Portable soil

flux system

+ Features an accurate, stable,
fast-response carbon dioxide
gas analyzer in the specially
designed chamber head

+ Carbon dioxide and water can
be controlled automatically
within the soil chamber

+ Graph display allows the
monitoring of soil flux trends
and real-time plotting of experimental curves

+ Will operate continuously for as long as 16 hours on a single charge

+ Weighs 11.4 pounds

Dynamax

golfcourseindustry.com/readerservice # 205

iMatch Quick-Hitch

» Enables tractor users to hook up the PTO drive
shaft of rear rotary cutters and tillers without
leaving the operator’s seat

* Available as an option on compact utility tractors

+ Can be retrofit to existing tractors

+ Operators simply need to back the tractor to the
implement, raise the 3-point hitch to connect
the implement and secure the latches

John Deere

golfcourseindustry.com/readerservice # 208

Public Course.

messageboard
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This year, Golf Course Industry is publishing feedback from golfers throughout the United States.
0 n S u I I I e r We're conducting this research to establish a dialogue between the professional community and

R Es EA R c H golfers. On this page, we'll report trends, likes/dislikes, suggestions and other information we
gather through our face-to-face, Web-based and phone research.

How they play

t most golf facilities, golfers’ abilities vary greatly, and those abilities
A are related to golf course conditions. Superintendents and others in
management take this into consideration when maintaining a golf course,
maintaining it so it appeals to the majority of their customers. Green
speeds, bunkers, fairway widths and course length are a few examples
of conditions that can’t be too difficult for the majority of golfers or else
revenue will decline.

Use the questions in the charts on this page as a guide to deter-
mine how the golfers at your facility play. Maybe you can tailor
the conditions at your course to fit your customers better.

A random sample of golfers throughout the country
were surveyed by InsightExpress,
a market research company.
Golfers surveyed play at least
five times a year. There
were a total of 200
responses, and
multiple answers
were allowed.

How many holes
do you typically play
when you golf?

| play 9 holes and 18 holes a
relatively equal amount of time.

\

More than 18 holes —-'4% 9%
ane ‘9 holes

| golf at public golf courses.

When on the course, | regularly
replace my divots.

47% | have played golf out of state
in the past year.
Which of the 23% | belong to a private golf club.
followlng apply 23% | have taken a vacation with the sole purpose

of playing golf in the past year.

to you and your 4,
golf game?

| play in a weekly golf league.

14% | plan on taking lessons in 2007.

13% | took lessons in 2006.

3%  NONE.

Typically, do you ride or walk when playing a round of golf?

Ve Walk/take a cart a relatively
w, _ » €qual amount of time
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Terry Buchen, CGCS, MG, is president of Golf Agronomy International. He's a 38-year

AA life member of the

\. He can be reached at terrybuchen@earthlink.net i

— Mark it up

oe Kennedy, CGCS, director of golf course maintenance at the

Vanderbilt Legends Club in Nashville, Tenn., and Jon Fryden-

lund, equipment manager, built a removable Scorpion foam
marker for the front of their John Deere 2155 tractor.

The bracket measures 18 inches deep by 24 inches wide and is
made of mostly 1.5-inch, square metal tubing and 1.5-inch angle
iron welded together. The bracket slides in via quick-disconnect
lynch pins over the top of where the removable weight trays
normally would be.

The 15- or 25-gallon tank is bolted to the metal tubular frame.
The 12-volt electrical wire hook-up has a moisture-proof quick
disconnect to the tractor with its own fuse and on/off switch.

The foamer marks a single drop point between the wheels. The
operator is trained to determine the proper spacing when applying
granular materials with the Vicon fertilizer spreader.

Agsouth manufactures the foam marker (model SC15-FM),
which costs about $400 for the 15-gallon model. The metal
framework (some of which was in inventory already) and labor cost

Travels
With
Terry

Globetrotting
consulting agronomist
Terry Buchen visits
many golf courses
annually with his digital
camera in-hand. He

will share helpful ideas
relating to maintenance
equipment from the golf
course superintendents

$100.

When the foam marker isn’t in use, the weight trays can be

he visits - as well as

a few ideas of his own
5 : i - - with timely photos

placed in their normal positions on the front of the tractor. I

and captions that

explore the changing
world of golf course
management.

' Goin’ mobile

svaldo Cruz, director of golf course operations at the

Palmas Del Mar Country Club in Humacao, Puerto

Rico, conceived a way to recycle used divot-soil con-
tainers. He asked Henry Rodriquez, the club’s irrigation tech-
nician, to bolt the four used Par Aide Divot Mate containers
(model #425-02, hunter green) onto the back of his EZ-Go
Workhorse irrigation technician cart. Rodriquez bolted the
containers to the sides using one set of 0.5-inch diameter
nuts, bolts, and flat and locking washers for each container.

The containers have a hinged top that keeps anything

stored inside dry, which works nicely to store Rodriquez's
irrigation parts and supplies. Each Divot Mate, which
cost about $48 when purchased new, holds four gallons of

material.
The hardware and labor required to bolt the containers to
the sides of the vehicle cost less than $25. 6CI
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CLASSIFIEDS

BUSINESS FOR SALE FOR SALE

200 Acre Sod Farm 90 miles E of Chicago
50x170 bldg with offices
2-40x80 bldgs w/shops — 2 homes
Sand Sod inventory/Machinery
Serving major athletic fields 269/695-5505

Underground Bunker Rake System
called the Underground Rake Caddie.
US Patent numbers 6,405,891 and
6,691,887 and the plastic injection
molds. Pictures and other descriptive
materials available upon request.
Call Warren at 801-652-1172.

BUSINESS OPPORTUNITY

PROFILE YOUR COURSE FOR FREE

Looking for Podcast Show Guests
Participate in a telephone interview and
promote your course. We follow the inter-
view with video production. There is no
cost to your company for the interview.
No cost to your company for the video.
We distribute the interview to high traffic
podcast directories and video distribution
networks across the internet.

We need Golf Course Managers, Tourna-
ment Directors, Sales and Marketing
Executives of public play courses to par-
ticipate in a free podcast interview that will
profile your course.

The interview covers features and services
of your golf course including tournament
management, corporate meeting services,
weddings, on site restaurants, accommoda-
tions, etc.

The viewing of video over the internet is
increasing at a dramatic rate. Now is the
time to present your course to internet
audiences in a pleasant business style in-
terview matched with digital video.

CONTACT
FRANK DUCEY
949.481.8071
usaprotour.com
ceo@usaprotour.com
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TECH SALES

Golf Course Division

REPLACEMENT:
Bearings, Oil Seals, V-Belts

> Nation’s Leading Supplier
> Most Competitive Pricing In The Industry
> Same Day Shipping On Most Parts

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

The Turf Blanket
the Worid Relies On

» Earlier spring green-up

+ Faster seed geymination

* Deeper root development

* Delays dormancy infall

* |deal winter blanket;

» Best for qulck turfirepairs

* Available in any size?

» 3 or.7 year warranty covers:

For.details call 1-800-387-5808 today!

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

MASTERS N THE ARTOFSI-’ORTS SURFACE COVERS
WL DDy T

COVEHHASTER INC TEL 416.7454811 FAX MG 742.6837

s Great for
small repairs
& small projects

50 GALLON SEEDER $ 1495.00

Call for FREE Info pack & video
TURBO TECHNOLOGIES, INC

74589 B00ZLEAGLE TAXTI4SM 695

HELP WANTED

Looking for a new Opportunity?

MID-AMERICA GOLF AND
LANDSCAPE, INC.

We are currently interviewing for all
positions. Please send resume to
info@mid-americagolf.com or contact
Kirk Grego at 816-524-0010.



mailto:ceo@usaprotour.com
http://www.techsales-golfcoursedivision.com
http://WWW.EAGLEGOLFANDLANDSCAPE.COM
mailto:info@mid-americagolf.com

Territory Sales Opportunity

£ WATERTRONICS

ELECTRONICALLY CONTROLLED PUMPING SYRTENS

We are currently interviewing for
sales positions in various states.
Prior Irrigation. Landscape or
Golf Course Industry experience
with strong relationship selling
skills essential.

Please send resume to:
hr(@uwatertronics.com

Or fax to: 262-367-5551

FIND YOUR JOB TODAY

www.Greenlndustry-Jobs.com

GolfWorks, Inc. is currently seeking Experi-
enced Project Managers, Superintendents,
Irrigation Superintendents, Foreman, Oper-
ators and Laborers. Please send resumes to
jsalvatore@golfworksinc.com or fax to
512/327-8169. Please include salary re-
quirements.

TECHNICAL
SALES REPRESENTATIVE
Territory includes: N / IL, MN, WI

Cleary Chemical is seeking a technical
sales representative with a degree in turf
management, horticulture, nursery or
pest control, or at least six years experi-
ence selling in these markets. Qualified
applicants must have strong customer
relations and interpersonal skills. Basic
computer knowledge is a must.

Responsibilities include managing
existing accounts and identifying new
business opportunities. The successful
candidate will have a high energy level,
excellent presentation skills, and be will-
ing to travel within the territory, and will
live in close proximity to Chicago.

Report to national sales manager.
Competitive salary, bonus and benefits
package, including 401(k), minimal
contribution to full medical coverage
and company car.

For career opportunities and con-
fidential consideration, send re-
sume including salary history to
careers@clearychemical.com or fax to
732-274-0894.

Golf Course Company seeking
experienced Shaping, Irrigation,
Drainage and Management personnel
for International Projects.
Resumes to be e-mailed to
frank@intergolfinc.com.

PLACE YOUR

CLASSIFIED AD
TODAY

Call Bonnie Velikonya at
800-456-0707 or email her
at bvelikonya@gie.net.

AD INDEX

COMPANY PAGE RS

Agrotain D0 sisiray 28
www.stablizednitrogen.com

Andersons Golf Products 4 11
www.andersonsgolfproducts.com

Arysta LifeScience N e R 29 24
www.arystalifescience.com

Bayer Environmental Science............. 23*,34-35
www.bayer.com

(6 Ty e e S e e o s 1819 s 20
www.clearychemical.com

Environmental Turf.......cc.cccocccivimiceeonmasssonss T 31
www.environmentalturf.com

B P OIS Y- v e exvevermmesvurteocas s nsr passpanss  § o 14

www.firstproducts.com
Floratine

www.floratine.com

25 OB e e e s 23

Jacklin Seed... 109 ..ot 37
www.jacklin.com

John Deere Golf Irrigation.......cc.cccovuceninnn Y213 s 15
www.JohnDeere.com

A0 s rrrr o i S R s L 55 crerereres? 26
www.kalo.com

Lawn Solutions 3 et o 16
www.LawnSolutionsCP.com

8 2T 08 S Gy SR R A Nt PR e R oy .1 n i 21
www.lesco.com

M KOR s s o AT S Py 12

www.millikenturf.com
MOontco Products.....c.vevieemiuiusmieniseassiesinsens
Nixalite

www.nixalite.com

Parkway Research B8y 27
www.parkwayresearch.com

PBLGOYAON (. isiiisicniabmiostrs Gisisssdinstiriotins 9 38
www.pbigordon.com

Precision Laboratories ...........ccoovevreereseusnsnienes Y 29
www.precisionlab.com

Project Evergreen T s enereriary 35
WWw.projectevergreen.com

RainBird 25 22
www.rainbird.com

Sisis 16 18
WWw.sisis.com

Standard Golf Co 110 13
wwwi.standardgolf.com

T0e-2-GUBCN . c.yvers icmsvusarsesnemrerisisenses 2, 46-47,71 10, 25, 34
www.tee-2-green.com

U3 U ot RO e R e 15 17
www.turfco.com

JEES S Y e e g R g R e ) i A 19
Www.zscreen.com

* Denotes regional advertisment
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LO! MCFLY!

ve always loved the original version

HEI

.n-—.L

|
of “Back to the Future.” To this day, I

want an antigravity skateboard and a
DeLorean. Also, Christopher Lloyd, as Doc
Brown, reminds me of half the turf profes-
sors I've ever met. Part mad scientist, part
father figure.

Anyway, one of my favorite catchphrases
from that flick is when Biff grabs Marty’s
dad and, in the process of rapping him
repeatedly upside the head, yells: “Hello!
McFly!” It’s the ultimate cinema noogie.

Well, in that spirit, I'm giving the golf
industry a noogie.

One of the unfortunate side effects of the
economic challenges our industry faces is
carpetbaggers descending on us. You know
what a carpetbagger is, right? Originally,
they were the unscrupulous Yankees who
came to the post-Civil War South to take
financial advantage of the carnage the war
left behind.

In our case, the golf industry’s carpetbag-
gers are companies trying to sell you stuff
cheaper without investing a penny in you
and your profession. “Hey, you might never
have heard of me before, but you can buy
products just like the ones you already use
and trust, and you can save money,” they
say.

You know the usual suspects. I'm sure
you've answered the phone before and
found yourself entangled with one of those
telemarketers selling trash bags, uniforms,
biodegradable oils, florescent bulbs,
“organic” fertilizers and a whole gamut of
other junk. It’s easy to hang up on these
clowns, but these days, the range of crap
these folks are offering is being expanded
to include some products that claim to
replace key resources for superintendents.

Let’s call a spade a spade and just say
I'm referring to fly-by-night companies
selling knock-off pesticide products. I'm
not talking about branded, well-supported,
postpatent products offered by legitimate
companies and distributors you know
already. This isn’t about proprietary versus

AUGUST 2007
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postpatent. That choice is one you have to
make based on research, agronomics and
relationships, even though there’s much to
be said for buying from the company that
brought the product to market originally.

Instead, I'm talking about supergeneric
stuff that comes in from off-shore (China,
Israel, etc.) and is sold essentially off the
backs of trucks. During the past year, sever-
al major foreign generic chemical compa-
nies have hired sales reps who are working
our industry like the door-to-door salesmen
of old. The market is being flooded by com-
panies you've never heard of with no-name
products that are “just like” brand names
you've used for years.

.. carpetbaggers are
companies ng to
se_ll&you stuff cheaper
without investing”

d p:;-u?r\,' _ii! ou and
your mwi 101

The good news, if you call it that, is that
the Wal-Mart-style pricing these folks are
offering is driving down pricing across
the board for “commodity” products like
chlorothalonil and glyphosate. You can
probably get the best deal you've ever had
for some of those basic chemicals right
now. Unfortunately, that’s also the bad
news. Companies that have supported and
invested in our industry for years are being
undercut by newbies who are only on the
scene to make a quick buck.

The companies — proprietary and post-
patent — that reinvest in our business and
your profession are getting slammed by the
carpetbaggers, and, quite simply, they can’t
be expected to take it forever. Nor can
they be expected to invest even more to
bring new products to the market, conduct
research to help you use products better,
hire first-class sales reps or sponsor the

numerous educational and social opportu-
nities we've all come to enjoy.

Let’s be clear: Good companies won't
continue to value this market unless you
value them.

I would love to provide a list of the good
guys and bad guys in print, but the nice
lawyers at Golf Course Industry would prob-
ably be very unhappy with me. Instead, let
me offer a quick quiz to help you sort things
out as you plan your purchasing for 2008:

1. Does the company have a name you
know and trust? (+10 points)

2. You've never heard of the company,
and you couldn’t spell their name if you
tried. (-10 points)

3. Is their sales rep someone you've
known for years who has demonstrated
good agronomic knowledge and who has
served you and your friends well even when
he wasn’t trying to sell you something?
(+10 points)

4. The sales rep is a guy whose last job
involved selling ink-jet cartridges ... and he
wasn't particularly good at that. (-10 points)

5. Does the company support your
educational needs by sponsoring events,
participating in your chapter and advertis-
ing in industry journals? (+10 points)

6. Is the company’s idea of industry
support bringing along some donuts for an
unscheduled call by their salesman? (-10
points)

7. Does the company work with a solid
local distributor that has a reputation for
honesty and quality? (+10 points)

8. The company claims they “don’t need
no stinkin’ distributor” taking a cut so they
can give you lower pricing? (-10 points)

9. You're almost always willing to try
new products and services from the com-
pany because it has a good track record.
(+10 points)

10. You have to gulp real hard when it
occurs to you you're risking your greens
— and your job — to save a few hundred
bucks on a case or palette of product. (-10
points).

If you have anything less than 50 points
for the quiz, I have two words for you:
Hello! McFly! 6Ci
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QUALITY |
SEED |

JAGKLIN

Catch up to the fact that Jacklin's been developing new seed varieties for more than 70 years. Whether they are bents, blues, fescues,
or ryes, our in-depth research combined with our consistently high NTEP ratings make us a top performer in the industry.

Whatever your grass needs may be — lawn & landscape, sports turf, or golf course fairways, greens, tees, and roughs —
our full product line, from our Alpha bentgrass to our Sunrise zoysia, has got you covered.

JACKLIN — THE BEST QUALITY YOU'LL EVER SEED. J @KLIN

For more information: 1-800-688-SEED * www.jacklin.com S E E D
www.golfcourseindustry.com/readerservice - #37
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