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We would like to hear
from you. Please post
any comments you have
about this column on our
message board, which is
at www.golfcoursenews.

com/messageboard.

Knowing your worth

ts as simple as this: Golf course

conditions affect revenue, and super-

intendents are responsible for course
conditions, therefore, superintendents
are extremely valuable to a golf facility.
For most of you, I'm preaching to the
choir, but how many owners, managers
and club members aren’t in this choir?
Superintendents compete daily to prove
their value, and sometimes they need to
proclaim their worth, especially during
difficult financial times.

Gerting owners and members to clearly
understand your value starts with devel-
oping positive professional relationships
with your employers and employees.
Generally, building solid relationships
will help you resolve conflict and guide
you through difficult times.

But you can't talk about value with out
talking about success; and success means
different things to different people, so
you need to know what your employers
want and how to give it to them. It’s a
matter of being No. 1 in their eyes.

As you're well aware, members/golfers
view success differently, and it’s difficult
to make all of them happy because they
all want different things. Member/golfer
expectations continue to rise, but budgets
don't rise along with them. Because of
those factors, your career can be built
and judged on the narrowest of margins.
Never forget it takes many years to build a
reputation and a few minutes to ruin it.

Golf is the main revenue generator
for a golf club, and you're responsible
for that main revenue generator, yet club
managers often receive annual bonuses at
clubs that are successful. Are you receiv-
ing the credit you deserve for that overall
success?

Well, you can influence the bottom
line and how your employers view your
contribution and value to the facility. It's
important to know your facility’s finan-
cials and use them to your advantage.
Take ownership of the revenues to which
you contribute.

So whar are you doing beyond the
norm to remain valuable other than at-
tending seminars and networking with
peers? One general example is focusing
on the business management aspect of
your job. During a seminar at the Caroli-
nas GCSA Conference and Show in No-
vember, Tommy Witt, CGCS, director
of golf course operations at Northmoor

Country Club in Highland Park, IIL, pre-
sented many ways for superintendents to
maintain and enhance their value. Some
include:

1. Use photography to your advantage
because it’s a powerful and valuable tool.
“Carrying a camera was the best thing
I've ever done,” Witt says. Photos sell
your value to employers in so many ways.
Even the most difficult people can’t argue
with photos.

2. Create the right business image.
How do you make yourself memorable
without compromising your integrity?
Have principles, and live by them. Make
it a point to be accountable.

3. Develop a public relations program
and tell your story — internally and exter-
nally. Nobody will know it if you don’t
tell it. Invite action to gain visibility and
recognition. Influence what people think
of you.

4. Improve your communication skills.
There are different audiences (young, old,
male, female, ethnic) who prefer different
modes of communication, so you might
have to communicate differently with
each. “The top three superintendent jobs
in the Chicago area changed because of
communication or a lack thereof,” Witt
says.

5. Be visible and approachable on the
golf course.

6. Create a “play golf with the superin-
tendent” sign-up sheet. This can encour-
age members to get to know you more and
provides you the opportunity to find out
what members think about the course.

The list goes on. This space doesn't.

You've heard it many times before, but
as I travel to various conferences through-
out the country, I hear many top-notch
superintendents continue to repeat it:
You need to further develop your business
acumen and people skills in addition to
your agronomy knowledge. In this day
and age, superintendents need multiple
skills to succeed and be valued, just like
any other businessman.

You play an important role in generat-
ing revenue at golf facilities, and you have
a huge financial impact on the bottom
line. Make sure the powers that be realize
that, too. GCN
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jwalsh@gie.net.

Letters might be edited

for space or clarity.

Rising to the top

John Walsh’s column (“Rising to the
top, October, page 6) has sound advice
for future superintendents. Here are
four important factors superintendents
should think about:

1. Knowledge. No one knows it all,
but respect those who know more than
you.

2. Leadership. Management skills are a
must. Who will work with you and gain
your respect if you don't have a sense
of direction or a plan of objectives? To
gain respect, one needs to show respect.
Leadership and management practices
take time. Some have management skills,
others don't. They require personal and
professional skills. Management is a big
factor nowadays. Management compa-
nies lease or run many golf courses, and
communicating with them is difficult
sometimes.

3. Mechanical knowledge. Every su-
perintendent has to have some.

4. Common sense. This, as well as pay-
ing attention to detail, goes a long way
with daily operations. Youd be surprised
about how many members or public
players notice trash cans, foot scrubbers,
divot containers, tee markers, etc. The
list goes on.

Rick Douglas

Golf course superintendent

Harmon Golf Club

Lebanon, Ohio

A personal Web site
Editor’s note: GCN columnist Jim
McLoughlin responds to inquiries about
personal Web sites:

Some of you have contacted me asking

for Web site development assistance and/

or a completed Web site that a superin-
tendent has done well. I've been waiting,
and now we have a model courtesy of
Steve Renzerti, CGCS, at Quaker Ridge
Golf Club in Scarsdale, N.Y.

Steve’s newly developed Web site (wwrw.
stevenrenzetti.com) is terrific. Steve paid a
local Web-site developer $900 to produce
the site. The cost might be closer to $500
outside a major metro city area.

No matter. Your job isn’t to copy Steve's
Web site but to reach for and march the
quality of it. When you find your Web
site developer, ask him to note the quality
of Steve’s and then be creative in mixing
your format. Your links basically will be
the same, but your use of photos and your
career path will differ sufficiently to allow
for a customized site.

Note Steve used photos well, but he
didn’t overuse them, which many super-
intendents have a tendency to do. Steve’s
advice to every superintendent is to take
digital pictures all the time and then use
the best. Steve certainly has.

Finally, because the scope of your career
might not be as deep and broad as Steve’s,
don't pressure yourselves to expand your
credentials artificially so you can putalot
into each link. Work with the credentials
you have for the place you are now, and
as your career expands, grow your site to
match it. You'll note Steve has said his
site is in constant motion. This means he
knows he'll be constantly updating it.

Good luck and do well.

JMclL

OQutstanding content
This is a brief note to let you know I find
your magazine content outstanding. |
receive at least six industry magazines
every month. I typically flip through
them quickly, looking for items I need
to know and to increase my knowledge.
Your magazine is less cluttered, and the
articles are often pertinent and helpful. |
read the October 20006 issue. Great stuff.
Thank you.

Bob Peterson

General manager

DarkHorse Golf Club

Auburn, Calif,

Correction

In a letter to the editor written by Bob
Mitchell in the October issue (page 8),
the Franklin County Country Club
mentioned is in West Frankforrt, I, and
the Southmoor Golf Course mentioned
is in South St. Louis County, Mo. The
locations stated were incorrect. GCN
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Nnews analysis -

Visit the Golf Course
News Web site, www.
golfcoursenews.com,
for daily news updates
about golf course
developments and
renovations, people,
suppliers, associations

and industry events.

Education drives Nnational show

he Golf Industry Show is nearing,

and golf course superintendents

are excited to partake in the big
event. While most superintendents aren’t
necessarily there to make purchasing de-
cisions, education and networking are the
main factors for their attendance.

When Tom Ackley, CGCS, at Juniper
Hill Golf Course in Northborough
Mass., goes to the national show, he at-
tends seminars for two days to maintain
his certification and to keep up with new
ideas about diseases, weeds, management
and irrigation.

“I once tried taking four seminars one
year, and it was very draining — now |
take two,” he says.

Ackley has been going to the national
show since 1991 and looks forward to
it yearly.

“The GCSAA is always trying to add
new education seminars,” he says. “As
long as I've been certified, it’s hard to

find worthwhile courses to take. I'm look-
ing forward to a couple of seminars that
haven' been offered before, and the USGA
always has an informative session.”

Mark Storby, golf course superinten-
dent at Oneida Golf and Country Club
in Green Bay, Wis., has been going to
the show since 1996. Storby attends two
one-day classes and spends two days at the
trade show. He takes a mix of agronomy
and business management seminars de-
pending on what issues arise during the
year. This year hes taking financial and
risk management classes, the latter to learn
about liability issues to protect the club.

Terry Boehm, CGCS, at Avon Oaks
Country Club in Avon, Ohio, has been
going to the national show since 1994
and hasn’t missed a year. Boechm’s first
four years attending the show were as
an assistant, but he says he doesn’t have
it in the budget to send his assistant this
year.

by John Walsh

Boehm takes one or two days of
seminars to earn continuing education
points, as well as other sessions.

“There’s every seminar you can think
of,” he says. “The most important as-
pect of the national is the education.”

Boehm also has been playing in the
golf championship before the big event
since 1998.

“It’s a great networking opportunity,”
he says. “The seminars don't stop at the
door. The [superintendent’s] job is all
about how to do more with less. And
what’s the best way to do thae? I get
that by talking to superintendents and
attending seminars. I also use the show
to recharge my batteries for the coming
year and develop a plan of attack.”

Ackley says the show provides good
networking opportunities as well.

“The nice thing is that you meet
people from all over the country and
other countries,” he says. “We help

8 January 2007 |
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each other out.”

Another benefit of the event is the
trade show, Ackley says.

“The floor show is enormous,” he says.
“I go through the list of vendors and pick
out who I want to see. You could spend
two days going through the entire show.
I look for new products — grass seed,
equipment or chemicals; or if I had is-
sues with a piece of equipment, I look to
get answers from technical guys.” |

Ackley doesn't purchase anything at the |
show. Instead, he makes recommenda-
tions to his owner each winter and then
the inventory is assessed. He says he ro-
tates triplex mowers every five years and
is looking at leasing for the first time.

“T haven't seen too much from equip-
ment manufacturers in advertising, so it
will be interesting to see what they have,”
he says. “We're always interested in new
equipment.”

Storby doesn’t do much purchasing
at the show either. Abour 2 percent
of his total purchasing is done there,
mostly small supplies and accessories.

He purchases larger equipment through
local vendors.

Boehm isn't looking to buy anything at
the show but uses it as an opportunity to
talk to technical representatives.

“There’s always a better mouse trap to
tweak your operations,” he says.

Like many superintendents, Storby’s
wife usually comes with him.

“We socialize in the evenings, but we
don’t turn it into a vacation,” he says.

“I'm not into the political part of it,”
he adds. “Other than seeing my com-
rades from school, I see the national as
an educational opportunity. I've never
found a need to network with other su-
perintendents throughout the country. |
do that locally.”

Having owners and clubs managers
present at the show hasn't made a dif-
ference to Ackley. His relationship with
Juniper’s owner hasn't changed since the
National Golf Course Owners Associa-
tion has been a part of the show.

“My owner goes as a member of the

NGCOA,” he says. “I meet up with him

and have dinner. It’s nice on the busi-
ness side for owners to understand more
about what we do as superintendents.
It’s helping them out in a positive way.
They know more about what to spend
on chemicals and seed.”

Storby says he goes out of his way to
show Oneida’s ownership the benefits of
attending the show. The Oneida owner-
ship doesn’t attend the show, but the
general manager usually attends every
other year.

Each year, Storby says he gets more out
of the event, especially on the show floor
because of the solutions centers.

“The expectation grows every year be-
cause the show gets more detailed every
year,” he says.

Boehm says he doesn’t expect the show
to be that be much different than it has
been in the past.

“I'm happy for what's it’s been,” he says.
“It’s a great show. I don't think there’s
anything missing at the show. No matter
what you're going for, you get a chance
to meet those goals.” &CN

Golf Industry Show

Web site: www.golfindustryshow.com
Location: Anaheim Convention
Center in California

Presenting organizations: Golf Course
Superintendent Association of
America, National Golf Course
Owners Association, Club Managers
Association of America

Supporting organizations: Natfional
Golf Foundation, American Society
of Golf Course Architects, Golf Course
Builders Association of America
GCSAA Education Conference: Feb.
19-24

NGCOA Annual Conference: Feb.
20-23

CMAA World Conference on Club
Management: Feb. 23-27

Trade show: Feb, 22-24

Solution Centers: Team solutions,
clubhouse solutions, golf course
solutions, range and outdoor facility
solutions
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E} sistant’s view

of the

t's 4:30 in the morning, and I'm the

only car on the highway. Minutes

later, it's 4:45 in the morning, and
my footsteps are the only noise I hear in
the shop. As I walk in, I wake up Jazz,
our goose dog.

Spending my early mornings and late
afternoons checking the course have been
some of the most tranquil times of my
life. However, early in my career, | would

Isthe

check the course and feel very isolated

Class C

— not because I was working alone at the
course, but because I didn’t know where
my career path was heading. Fortunately,
the past few years have highlighted the
value of communication, collaboration,
networking and a team effort.

I'm very proud to be the third Class C
committee adviser of the Midwest Asso-
ciation of Golf Course Superintendents.

['ve been on the committee since its in-
ception in 2003 as a committee member.
The Class C adviser leads the committee,
which is comprised solely of assistant golf
course superintendents. Being a nonvot-
ing member of the Midwest board of
directors, I'm fortunate to represent the
130 assistants of the Midwest Association.
The president of the association appoints
the adviser for a two-year term, and I'm
currently serving the second year of my
term. The committee’s purpose is to
provide opportunities in the careers of |
assistants to help them become golf course
superintendents. These opportunities
include:

* The annual assistant winter work-
shop;

* Assistant shopralks;

* Contributing to MAGCS’ magazine,

On Course; and ‘
* Numerous opportunities
to network with other assis-
tants and superintendents.
The annual assistant win-
ter workshop, which began
three years ago, is the main
event of the year for the
Class C commirttee. We've
have had several different
speakers talk about various topics, includ-
ing consultant Pat Jones of Flagstick LLC
and meteorologist Phil Schwarz from
ABC 7-Chicago. On Feb. 8, consultant
Jim McLoughlin of TMG Golf will pres- ‘
ent his strategic career planning seminar ‘
to our assistants and superintendents. We

look forward to McLoughlin’s seminar.
Our committee is always thinking and
looking for new topics and speakers for
future workshops.

Another critical event our committee
sponsors are assistant shoptalks, which are
opportunities for assistants to get together
ata specified club’s maintenance shop and
discuss the industry, club projects and
equipment. We usually hold four or five
shoptalks throughout the year. Besides,
it’s always fun to see other maintenance
facilities.

As a Class C committee, one of the

Becoming more involved

less, some people with the best resumes
still have difficult times. As with most
instances in life, you must be aggressive
and go after what you want. This is the
message | deliver to the students I speak
to. 'm honored people respect my opin-
ion, and when speaking, especially to
students, | rake it very seriously.

I'm starting my 10th year in the busi-
ness, the sixth as an assistant. I know
there are many assistants in the industry
with much longer tenures as assistants,
and I appreciate their dedication to
our industry. How many years will it

things we focus on is
contributing to our
association’s award-
winning monthly
publication, On
Course. No matter
how big or small the
input, giving back

BEING A MEMBER ON
THE CLASS C COMMITTEE
... HAS ENABLED ME TO

MEET PEOPLE AND FORM
FRIENDSHIPS THAT | NEVER
WOULD HAVE IMAGINED.

take me to gert to
my goal of becom-
ing a golf course
superintendent? |
don’t know, but |
believe I'm on the
right track. Being
a member on the

to your association

is always important. Contributing to the
magazine is one of the easiest ways to be-
come recognizable within the association.
After all, not all members attend monthly
meetings or trade shows, but all of them
receive the publication.

Learn from experience
I know I'm preaching to the choir when
telling superintendents and the veterans
of this industry that networking is one of
the most valuable assets of belonging to a
professional organization. However, dur-
ing my young career, I've met peers who
dont completely realize the importance
of learning from others in the industry to
gain knowledge and experience.
A couple months ago, I gave a talk
to turf students at a community
college in the Chicago area.
Most of them didn't have a
clue abourt the realities of the
job market, either for assis-
tants or superintendents. My
goal wasn't to scare them but
rather to make them aware of
market conditions. Unfortu-
nately, some students have the illusion that
once they graduate from college, jobs will
fall at their feet. Truthfully, I thought this
at one time as well.
It’s true only time can bring experience.
Hard work and dedication are just a few
prerequisites for a great career. Neverthe-

Class C committee
of the MAGCS has enabled me to meet
people and form friendships that I never
would have imagined. I look forward to
many more opportunities to meet fellow
professionals and learn from them.

Communication is key

During my last semester at Illinois State
University in 2001, I remember thinking
this will be the last time I'll have to give
a speech or write another essay. Now,
five years later, I've learned that verbal
and written communication is, and will
always be, the distributor of progress.
They're as necessary for our profession as
sprayers, chemicals and other machinery
or equipment.

Verbal and written communication is
the cornerstone on which the Class C as-
sistant committee is built. Our committee
is dedicated to communicating informa-
tion about the industry and our profession
with assistants and superintendents. We're
constantly communicating in a variety
ways via workshops, shopralks, written
publications and networking opportuni-
ties to provide information that will help
support assistants on their journey to
becoming golf course superintendents.

No matter how isolated you might feel
in your career, never forget your chapter
organization is always seeking new ideas
to help promote each other and our great
industry.
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