
In rare instances, bunkers have been 
known to achieve all three unconven-
tional goals. A good example would be 
Desmond Muirhead s shark-teeth-shaped 
bunkers surrounding an island green at 
Stone Harbor Golf Club in New Jersey. 

Maintenance considerations 
Aside from design and usage, main-
tenance is another important aspect 
of bunkers. The perception of bun-
ker-maintenance cost is often inflated 
because of golfers' constant complaints 
about sand conditions. Bunkers receive 
much attention, but a good percentage 
of that attention might be mental. The 
only way to determine the exact cost is 
to document all expenses associated with 
bunker maintenance. A complete assess-
ment requires the following steps: 

1. Document all maintenance costs, 
including grass surrounds. 

2. Identify chronic problems that are 
adding to the annual maintenance costs. 
This includes washouts, sand contamina-
tion, poor drainage, sand quality and 
turfgrass quality around the bunker. 

3. Determine the necessity of each 
bunker as it relates to economics, strategy 
and aesthetics. A golf course architect, 
working with a superintendent and green 
committee, should review the design and 
its impact on the maintenance budget. 

4. Develop a long-range plan that 
includes bunker elimination and/or ad-
dition, rebuilding or renovation. 

Chronic maintenance problems, which 

usually can be traced to deficiencies in 
one or more areas, impact bunker costs, 
too. It's also important to understand 
why bunkers deteriorate to the point 
where rebuilding is wise economically. 
Knowing the cause will improve com-
munication during the presentation of 
the renovation program. Here are four 
areas: 

1. The second law of thermodynam-
ics. All things left to themselves progress 
from a state of order to disorder. It's 
unreasonable to think bunkers will last 
forever. 

2. Improper maintenance. Mechani-
cal rakes have damaged thousands of 
bunkers to the point where renovation 
is required around the edges. Some bun-
kers aren't constructed to allow bunker 
rakes to enter or exit, or are too small. 

3. Storms and disasters. Heavy rain 
and floods will wipe out even the best 
bunker, or at a minimum, remove the 
sand. In September 2003, Typhoon 
Maemi cut through Jeju Island on Korea 
with 120-mph winds and dumped four 
feet of rain in one day. At The Club at 
Nine Bridges, all 120 bunkers, which 
were constructed excellently, were dam-
aged. 

4. Chronic construction woes. This 
area can be the most troublesome and 
difficult to assess because it's a slow de-
terioration of a bunker and surrounding 
area. Deterioration is often a result of 
inferior construction methods. Chronic 
deterioration can be a result of: 

• Improper irrigation design of grass 
surrounding a bunker; 

• A lack of or faulty drainage; 
• Contaminated sand from constant 

erosion; 
• Atmospheric pollution from dust 

contaminating sand; 
• Continually adding new sand, mak-

ing a bunker too deep; 
• The surrounding area channeling 

water into a bunker; and 
• A wrong bunker design for the social, 

economic or climatic environment. 
Rebuilding or renovation is the best 

course of action when chronic bunker 
disorders are identified. Continually 
treating symptoms is costly and is part 
of the annual maintenance cost for 
bunkers. 

Superintendents also might need to 
prepare for partial or complete con-
struction that will provide long-term 
benefits and reduce yearly maintenance 
costs. The table on page 43 shows some 
construction considerations. 

Down the drain 
Drainage is an aspect that impacts bun-
ker maintenance considerably. Bunker 
design should include internal subsurface 
drainage, internal and surface drainage 
of water adjacent to a bunker, proper 
pipe size and drainage exit connections 
to overall golf course drainage. 

Water flows through bunker sand at a 
high rate, so it's important to have inter-
nal drainage pipe that receives water and 

TURF UNDER STRESSí 
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S U R F A C T A N T S 

Magnus manages moisture in the upper root zone, 
providing relief for stressed turf and overseeded areas. 

For more information, visit www.precisionlab.com/turf 

Magnus™ is a trademark of Precision Laboratories, Inc. 
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course maintenance 

transports it at a rapid rate. One of the 
problems with slotted pipe with small 
openings is the inability to receive water 
through the openings. If water can t enter 
the openings, it will flow through the 
gravel surrounding the pipe, carrying 
fine particles that plug drainage gravel. 

For a drainpipe to function prop-
erly, one must consider the total area of 
surface openings in the collector pipe, 
blockage at the available surface area 
and water pressure at the interface area. 
Responding to this, many companies 
have introduced more effective methods 
of draining bunkers. All of these work on 
the principle of having bigger holes to 
receive water. Examples include Drain-
core2, ECS and EZFlow. 

The landscape surrounding the bun-
ker also is important for proper drain-
age. The area should be constructed so 
water is directed away from the sand. 
When surface or subsurface water can t 
be directed away from the bunker, an 
intercepting drain should be installed 

Sand selection guidelines 
Particle size 0.25 mm to l .00 mm 

Particle shape Angular 

Crusting potential Silt and clay less than 5% 

Chemical reaction, hardness pH test noncalcareous 

Infiltration rate 20 inches per hour 

Color Matter of taste 

Moisture holding capacity As a percentage of water holding 

Source: USGA 

four feet from the bunker edge. Install-
ing an intercepting drain too close to the 
bunker will destabilize the bunker walls 
integrity. 

Even with thoughtful design, most 
bunkers have a grass or sand side slope. 
During heavy rain or irrigation, erosion 
can occur on slope lengths of less than 
four feet of grass. Sand face erosion de-
pends on precipitation volume, velocity, 
rate and sand texture. 

Sand also affects drainage, and the best 

sand is one that drains well, has a high 
angle of repose and has some tendency 
toward compaction. See the chart above 
for factors that should be considered 
when selecting sand. The USGA publi-
cation "How to Select the Best Sand for 
Your Bunkers" is an excellent source. 

Construction sequence 
Once its determined a new bunker is 
required, advanced planning and atten-
tion to construction sequence is needed. 

"TURN BACK THE SANDS OF TIME" 
Are your bunkers suffer ing from the 
adverse effects of t ime? Are rocks, 
silts, and clays beginning to build up 
causing your bunkers to look, function, 
and play like concrete? 

Courses all over the world rely on the 
Sand Storm by ZScreen LLC. for all their 
bunker maintenance needs. The Sand 
Storm cleans and "recycles" your sand 
right in the bunker, utilizing a 12volt 
vibratory motor, saving you time and 
money. Say good-bye to the short term 
repair method of "removing and replacing" 
your bunker sand, and say hello to a more 
cost effective, long term solution. 

(623)581-0307 • www.zscreen.com 

http://www.zscreen.com


course maintenance 

Plugged drains, contaminated sand and 
damage to the golf course can result from 
out-of-order construction. The follow-
ing is one recommended construction 
sequence: 

1. Survey and stake according to a 
detailed drawing with written specifica-
tions. Determine cut, fill and soil need. 

2. Prepare enough plywood or other 
material that will support traffic and 
minimize turfgrass damage. 

3. Remove sod around the bunker. 
4. Locate drainage exit and place a wire 

mesh over pipe opening. 
3. Remove sand and old drainage. 

Stockpile contaminated sand for use sur-
rounding the bunker. 

6. Detail staking, shaping, and cut and 
fill as per the plan. Stockpile topsoil and 
import fill if necessary. 

7. Install perimeter irrigation. 
8. Stabilize bunker edge using plywood, 

sandbags or other materials. 
9. Compact and smooth bunker base. 
10. Install bunker liner following 

manufacturers recommendations. 
11. Install sand to a depth of five to six 

inches, then compact wet sand. 

Subsurface preparation 
Look at steps nine and 10 more closely. 
Before filling a bunker with sand, its 

subsurface has to be compacted. If soils 
are rocky or compaction isn't possible, 
clay soil can be used as a base. For con-
ventional bunkers with a flat bottom 
and a slim chance of erosion, compacted 
clay should suffice. Combined with 
good drainage, a compacted clay bot-
tom should maintain its integrity for 
many years. For bunkers in moderate 
to high rainfall areas with expansive or 
partial sand faces, additional subsurface 
treatments can prevent future sand 
contamination. 

Another method of stabilizing the base 
is applying synthetic polymers, such as 
liquid polyurethane, which are sprayed 
on the subsoil to help stabilize soils and 
prevent sand contamination. 

Once the base is established, liners 
are installed. Liners have been used in 
bunkers for many years. Early liners 
were plastic or woven materials that 
gave way to nonwoven geotextile liners 
such as Trevira Spunbound, a porous 
polyethylene fabric. Nonwoven, needle-
punched fabrics have questionable long-
term performance qualities, especially in 
the area of water permeability. Another 
disadvantage of nonwoven liners is their 
potential to be snagged by bunker rakes. 
Older liners helped prevent contamina-
tion but did little to prevent erosion or 

Bunker construction considerations 
Area of concern Action 

Drainage and water issues Diversion of surface flow area from sand 

Irrigation Install perimeter irrigation to maintain 
turfgrass health 

Sand selection Color, texture, particle size distribution 

Surrounding grass areas Reduce slopes and need for hand mowing 

Sand slope stabilization 
and protection from 
contamination 

Install geotextile bunker liner 

Bunker rake access Modify surrounds to allow for easy entry/exit 
of mechanical rakes 

sand slipping. 
Recently, a number of geosynthetic 

bunker liners have been introduced. The 
liners come in various thicknesses, from 
about 0.25 of an inch to thicker than 1 
inch, and are manufactured from man-
made materials. Bunker liners serve two 
important purposes: 

1. To prevent contamination from 
underlying soils by forming a physical 
barrier between the sand and subsoil; 
and 

2. To reduce erosion on steep sand fac-
es. Water flows through the liner, to the 
subsoil, reducing sand slipping/erosion. 
Liners provide a rough surface, increas-
ing the sand's angle of repose, allowing a 
steeper sand face without erosion. 

All sands have an angle of repose. 
When sand is piled on the ground, 
there's a maximum angle of the pile 
that can't be exceeded. One factor that 
affects the angle of repose is the coef-
ficient of friction at the base. Sand piled 
on glass will achieve a lower angle than 
sand piled on a rough surface. Another 
factor is moisture. Sand with the correct 
moisture-holding capacity will achieve a 
higher angle than very dry or very wet 
sand. Angular sand will also achieve a 
higher angle. 

Get control 
It would be nice if we could return to 
the days of yesteryear when bunkers were 
primitive and feared greatly. Nowadays, 
bunkers are tame and domesticated, and 
superintendents are expected to groom 
and care for them. As a result, bunkers 
require money. This year, superinten-
dents should make it their goal to reduce 
mental stress by getting control of those 
costly bunkers. G C N 

Jim Connolly is president of JCC, Ltd. A 
former USGA agronomist, he's a consultant 
andean be reached at jim@jcctiirf.com. 
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Utility vehicles 

Making the switch 
SOUTH CAROLINA SUPERINTENDENT GRADUALLY CHANGES UTILITY VEHICLE FLEET 

by JOHN 
WALSH 

Mike Fabrizio, CGCS, 
receives input from the 
mechanic, general 
manager and 
maintenance staff before 
purchasing equipment. 
He's in the midst of 
switching his fleet from 
Jacobsen to Club Car. 

A fairly new trend regarding util-
ity vehicles has been to convert 
them from gas to electric, 

mainly because of noise and gasoline 
prices. However, that trend wasn't what 
drove Mike Fabrizio, GCCS, director of 
grounds and golf maintenance at Daniel 
Island Golf Club in Charleston, S.C., to 
change his utility vehicle fleet. Instead, 
Fabrizio is gradually switching his fleet 
from Jacobsen to Club Car. 

Daniel Island, which has about 500 
members, is a sizable 12-month opera-
tion. The facility features two 18-hole 
golf courses: the Tom Fazio-designed 
Beresford Creek Course (7,293 yards), 
which opened in 2000, and the Rees 
Jones-designed Ralston Creek Course 
(7,446 yards), which opened in 2006. 

Fabrizio has more than $2.5 million 
to spend to maintain the golf courses 
and grounds — 230 acres of irrigated 
Bermudagrass and 500 total acres, 
including low-maintained and no-
maintained areas. He says the club tries 
to keep the capital expenditures budget 
between $100,000 and $200,000 a 
year. 

Along with his budget, Fabrizio has 
45 full-times employees and three to 
five seasonal employees during the sum-
mer to help him maintain the courses 
and grounds. 

Generally, Fabrizio purchases most of 
the equipment he and his staff use, with 
one exception - the Toro Reelmaster 

5500 D series fairway mowers, which 
he leases for a 36-month period. 

"Fairway mowers are the lifeblood 
of the operation," he says. "They are 
high-tech pieces of machinery, and I 
don't want to get into replacing reels 
and other parts. I don't want to rebuild 
them. I like the philosophy of getting a 
new fleet every three years. A reasonable 
life span for everything else is five years 
or more." 

With utility vehicles, Fabrizio is in 
the midst of slowly changing the fleet 
from Jacobsen to Club Car's Carryall 
Turf 2, which is primarily used to move 
people and tow greens mowers across the 
course. This change has been an ongoing 
process that started about three years 
ago. The 36-vehicle fleet consists of 19 
lightweight vehicles (Jacobsen and Club 
Car), 10 mid-weight vehicles (Cushman, 
Toro and Club Car), five heavy-duty 
vehicles (Toro and Cushman) and two 
sprayers (Toro). 

"Throughout the past three years, 
we've been switching three to five ve-
hicles a year, costing between $20,000 
and $30,000 a year," Fabrizio says. 

The reason Fabrizio is making the 
switch is partly because Jacobsen hasn't 
had a stable distribution system in the 
eastern part South Carolina, he says. 

"They have had several different dis-
tributors during the seven years I've been 
here," he says. "But now Vereens seems 
to be making a dedicated effort for the 
long haul." 

The other reason Fabrizio is making 
the switch is because Daniel Island's 
general manager, Greg Keating, decided 
to switch from E-Z-GO golf carts to 
Club Car models, and he would like to 
see all vehicles at the facility be Club 
Car branded. Club Car also gave Daniel 
Island an incentive to switch. 

"I like trying to stick with the most 
economic and simplistic utility vehicle 

when they're just used for moving people 
or towing greens mowers," says Fabrizio, 
who's been at Daniel Island since April 
of 1999. "You need to have heavy-duty 
vehicles, but there's no need for an 
$11,000 utility vehicle to be pulling a 
greens mower across the course." 

Fabrizio considers his maintenance 
operation to be normal and utility ve-
hicles should last five to eight years. He 
says the Jacobsen utility vehicles he's 
been phasing out didn't last that long 
and had engine failure because they 
were used during the construction and 
grow-in of the courses and took more 
abuse than normal. 

Fabrizio also says utility vehicles gen-
erally take a beating because they tend 
to be used by younger workers who are 
less responsible than older workers and 
by people who turn over quickly. 

But before Fabrizio makes a purchas-
ing decision about equipment, such as 
utility vehicles, he receives input from 
the mechanic, the general manager and 
his maintenance staff. 

"The service of the distributor and 
the timing of the delivery of the parts 
are important," Fabrizio says. "The ser-
vice aspect is the No. 1 consideration. 
The general manager provides input 
because he would like to see Club Car 
carry over to the maintenance side of 
the operation." 

Overall, purchasing utility vehicles 
nowadays is much different than 30 
years ago. 

"There are definitely a lot more 
choices than there used to be," Fabrizio 
says. "Back then, your choices were 
Cushman, Red Rider or modifying a golf 
cart. Now, because there are so many 
choices, you can make a better educated 
decision." G C N 

Mike Fabrizio can be reached at m_ 
fabrizio @danielisland. com. 



Around for a while 
SUPERINTENDENT IN OREGON USES EQUIPMENT LONGER THAN MOST 

Bud Lisac doesn't have a nice fat 
budget to work with while main-
taining the 18-hole Sah-Ha-Lee 

Golf Course in Clackamas, Ore. In fact, 
Lisac doesn't have a set budget at all. 

"We run on a shoestring budget," 
Lisac says. "We buy what we need when 
we need it." 

Because of this limitation, Lisac uses 
his golf course maintenance equipment, 
including utility vehicles, much longer 
than most golf course superintendents. 

Lisac and his brother, Steve, own Sah-
Ha-Lee. They own a total of 65 acres, 
35 of which comprise a par-3 golf course 
and 15 of which comprise a driving 
range. Lisac and his brother built the 
public golf course, which is located in an 
urban area on the outskirts of Portland, 
and opened it in 1990. 

Lisac considers the course a learn-
ing center that caters to family and 
seniors, yet accommodates everybody 
from scratch golfers to those with a 36 
handicap. The seniors and ladies leagues 
are the biggest at the course. Green fees 
range from $7.50 for seniors to play nine 
holes up to $19 for golfers to play 18 
holes on weekends and holidays. 

The course's maintenance staff, in ad-
dition to Lisac, consists of two full-time 
workers and three part-timers. 

Because of his shoestring budget, 
Lisac doesn't lease any equipment - he 
purchases everything. 

"I keep equipment a lot longer than 
most," he says. "For example, we had 
our first two greensmowers for 10 years. 
Other superintedents will typically lease 
some equipment for three years. Because 
our green fees are so low, I need to keep 
my equipment a lot longer than the big 
boys." 

The utility vehicle fleet consists of 
four John Deere vehicles, enough for 
everybody to run around the course 
during the summer, Lisac says. He has 

two lightweight 4x2 Turf Gators and 
two heavy-duty ProGators. The two 
lightweight Gators are gas powered, and 
the two ProGators are diesel powered. 
Lisac says he'll stick with the gas-pow-
ered vehicles because he's not keen on 
the electric-powered ones. He has an 
electric golf car that he uses as a bever-
age cart, but he's not happy with the 
maintenance it requires. 

"You get more years out of the diesel 
engine with the big stuff," he says, refer-
ring to the heavy-duty utility vehicles. 

Lisac purchased his Gators separately. 
He says he and his brother will review 
the course's inventory at year's end and 
determine what needs to be purchased, 
if anything. Lisac's newest Gator was 
purchased this year, replacing an old 
Toro Workman that he had for 10 
years. Lisac says the main reason for the 
switch is because Sah-Ha-Lee is eight 
city blocks away from a John Deere 
distributor and because he doesn't have 
a full-time mechanic, he needs to take 
equipment to a nearby dealer when a 
major repair is needed. 

"This is something I take into con-
sideration when purchasing equip-
ment," he says. "I look at every type 
of equipment the same way. We own 
everything. We've got Toro greensmow-
ers, four Ford tractors and a Bush Hog 
tow-behind rotary deck for mowing 
the rough." 

Lisac says utility vehicles are just as 
imported to maintain as mowers. 

"You can't throw shovels and buckets 
on the backs of your employees and ex-
pect them to walk all over the course," 
he says. 

Flexibility is an important quality of 
utility vehicles as well, Lisac says. One 
of the Gators he uses has a hitch on it 
so a golf ball picker can be attached to 
clean up the driving range. 

Durability is another important qual-

ity of utility vehicles because they take 
more abuse than other types of equip-
ment, Lisac says. In the past, he has had 
issues with employees treating a utility 
vehicle like a race car. 

"But I still paid $8,000 for it," he says. 
"Sometimes employees don't treat utility 
vehicles as their own, but they tend to 
treat mowers differently because they're 
cutting grass at an eighth of an inch and 
realize mowers are more technical pieces 
of equipment." 

Overall, Lisac says the Gators have 
held up well and he's pleased with their 
performance. G C N 

by JOHN 
WALSH 

Bud Lisac (sitting in the driver's seat) has just enough utility vehicles for him 
and everybody on his staff to run around the course during the summer. 
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V 
Terry Buchen, CGCS, MG, is 
president of Golf Agronomy 
International. He's a 35-year 
member of the GCSAA 
and can be reached at 
terrybuchen@earthlink.net. 

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 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. 

t r a v e l s 
w i t h TERRY 

Easy come, E-Z-GO 

i 
n the midst of replacing the golf cart fleet at Congress Lake Club in Hartville, 
Ohio, Scott Frase, CGCS, and Mike Florea, equipment manager, kept one - a 
1989 gasoline-model E-Z-GO with a 2-cycle, oil-injection 1-cylinder engine 

- and turned it into a functional mechanic's cart. 
Florea made no modifications to the cart's engine, but he removed the bag rack and 

built a 74-inch-thick angle iron frame to support the aluminum diamond-plate bed he 
built using a local fabrication shop. Two aluminum tool boxes were placed on either 
side of the bed. A hinged aluminum tailgate is held in place on the top end with a 
flat piece of aluminum and removable lynch pins. 

At the bottom of the cart, where the bag rack used 
to be, Florea installed a 5-gallon air tank for use on 
the course. The tank is protected with an aluminum 
cover, which is bolted to the back panel. The back 
panel houses a pressure gauge and male and female 
air-hose quick connects. 

A 2-inch receiver hitch was welded in place to pull 
utility trailers, which have turf tires. The windshield 
that came with the golf cart was reduced to 6-inches 
high to act as a wind deflector. The vinyl seats were 
painted with a charcoal-gray, automotive metallic 
enamel paint. The oversize wheels and tires were ac-
quired from Cart Parts (www . c a r t p a r t s . c om ) , and a lift kit was made in-house and 
installed to raise the carts height by 3 inches so the cart wouldn't be centered too 
high. 

Florea even took a piece of aluminum, put his first name on it and put it next to 
the ignition switch. 

Material list 

Aluminum tool boxes (2) $100 

Aluminum bed (local 
fabrication shop) 

$180 

Lift kit (built in-house) $30 

Tires and wheels $300 

Air tank (5 gal.) $35 

Fittings $35 

Paint (supplies) $55 

Total cost $735 

A heavy-duty hauler 

The trailer pictured transports sod pallets throughout the course at The Old Collier 
Golf Club in Naples, Fla. It was conceived and designed by Todd Draffen, golf 
course superintendent; Mike Koopman, equipment manager; and J.W. Stidham, 

assistant equipment manager, under the auspices of Tim Hiers, CGCS, director of golf 
course operations. 

Koopman ordered a 4,000-pound-capacity utility wagon that had a solid axle, no sus-
pension, wheels with no brakes and 35-psi tires from Northern Tool & Equipment Co. 
{www.northerntool.com) for about $500. 

Four 8-feet-long pieces of 2-inch-square tubing 74-inch thick ($110) was welded and 
bolted in place and spaced equally on top of the running gear, which has a telescoping rod 
connecting the front and rear axles set on the shortest setting. The tie rods were beefed 
up to handle the weight of the steel plate and about 2,000 pounds of sod. A 4-feet-by-8-
feet steel plate ($200) 74-inch thick was purchased locally and cut to fit where the front 
wheels articulate back and forth by the tongue. The steel plate was painted with a rust 
protector ($20). 

The trailer is pulled by a Toro Workman utility vehicle to prevent cracking or damaging 
the cart paths. 

Instead of placing a pallet on the ground in one location, the trailer can be moved any-
where the sod is being laid. The trailer also can be retrofitted with 5-feet-high wooden side 
boards to haul bales of pine straw or other supplies. G C N 
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classifieds 

BUSINESS OPPORTUNITY 

PROBLEMS AT YOUR PRIVATE CLUB? An 
analysis from 50-years in golf. $1,975.00 plus 
expenses. 3-days w/travel. Golfmak, Inc., Web: 
www.golfmak.com. 941-739-3990. 

FOR SALE 

FROM THE 
GROUND 

UP 
Controlling Thatch 

Just Got Easier! 

Contact: 
John Wynne 
Phone: 860-729-7639 

or 304-624-3844 

Email: owynne@comcast net 
Visit: www i-mol com 
611 Baltimore Ave 
Clarksburg WV 26301 

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 

ADVERTISE TODAY! 
For further information or to place an ad, 
contact Bonnie Velikonya at 216-925-5075 

or bvelikonya@giemedia.com. 

HELP WANTED 

Country Club Services is currently seeking ex-
perienced Project Managers, Superintendents, 
Shapers, Foreman, and Operators. Management 
applicants must have strong communication, 
organizational, and computer skills. Competitive 
salary, and compensation package. Please send 
resumes to countryclubsvcs@aol.com or Fax to 

561-862-0447 

Employment 
Golf Course Company currently seeking expe-
rienced qualified Shapers for International and 
Domestic projects. Resumes can be e-mailed to 
frank@intergolfinc.com, faxed to 914-693-9506 
or call 914-693-2024. 

Aspen Corporation is a certified golf course 
builder based in West Virginia. Aspen provides 
full scale golf course construction services within 
the southeast and mid-Atlantic regions. We are 
looking for qualified Construction and Irrigation 
superintendents and assistant superintendents. 
Aspen provides a full benefits package and 401K 
retirement plan. Please forward all resumes to 
lfreeman@aspen-golf.com or call 304-763-4573. 

CONSTRUCTION SHAPER/FINISHER/SU-
PERVISOR: Must be able to shape and finish 
grade golf course features with a bulldozer and 
tractor/boxblade. Must be able to shape and build 
bunkers, tees, greens with a skidsteer and miniex-
cavator. Must be able to hand shape with rakes and 
shovels. Oversee and coordinate up to 25 workers 
daily. Must interact with owners and architects 
in a professional capacity and speak English and 
Spanish fluently. Requires long hours and week-
ends, 100% travel. About 50% of work is labor 
and 50% is equipment operating. Must be able 
to read and understand blueprints and construc-
tion documents and pass a drug test. Valid drivers 
license a must, CDL a plus. Two positions open. 
Wage DOE. Send inquires or resume to P.O. Box 
11981, Casa Grande, Arizona 85230. 

Wadsworth Golf Construction Company 
Seeking Project Superintendents, Irrigation Fore-
men, Site Work Foremen, Shapers and Equipment 
Operators for Projects in the Mid Atlantic region 
and other areas of the country. Great opportunity 
for candidates with golf course experience willing 
to learn, travel and grow with the country's Premier 
Golf Course Builder. Competitive compensation 
package including travel allowance, health insur-
ance and profit sharing opportunities. 

Visit us at www.wadsworthgolf.com 
Fax a resume to 610-361-7805 

or e-mail to wgccmw@wadsworthgolf.com 
attn: Human Resources 

Territory Sales Opportunity 

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@watertronics.com 

or fax to: 262-367-5551 
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S I N C E 1 9 5 2 

IRRIGATION VALVES 
THAT KEEP YOU IN THE GAME 

www.matco-norca.com 
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p rting shots 

Don't forget to check out 

Pat's Digital Coffee Shop 

column that appears 

twice a month in GCN's 

weekly e-newsletter. 

To subscribe to the 

newsletter, visit the GCN 

home page and click on 

the "news" drop-down 

menu. 

Pat Jones is president of 
Flagstick LLC, a consult-
ing firm that provides 
sales and marketing 
intelligence to green-
industry businesses. He 
can be reached at 
psjhawk@cox.net or 
440-478-4763. 

Are you a predator or prey? 

A couple of months ago, I expe-
rienced one of those gorgeous 
Indian Summer days that helps 

carry me through the cold, nasty winters 
up here on the North Coast. I was visit-
ing a course outside Dallas and playing a 
fun but mediocre round. I had my feet 
propped up on the dash of a golf car and 
was nursing a warm beer while killing 
time waiting for the group in front of us 
to clear a nasty little par 3. The moment 
didn't suck. 

As our foursome chatted, I spotted a 
huge red-tailed hawk turning lazy circles 
in the azure Texas sky above us. It was 
an incredibly peaceful scene that made 
me feel slightly better about being forced 
to sit behind some boneheads who were 
convinced they each needed 10 minutes 
to line up their critical double-bogey 
putts. 

Suddenly, the majestic bird broke its 
slow, smooth glide and rocketed straight 
down toward the native area to our right. 
At the last second, she spread her wings 
and slowed just enough to lower her tal-
ons and expertly snag something small, 
brown and furry that had - up to that 
moment — been minding its own business 
in the tall grass. She screamed that cool 
hawk victory cry and slowly flapped off 
into the distance to enjoy her snack. 

It was a very bad day for that pitiful 
little varmint, but just another fast-food 
meal for one of Mother Nature's kick-ass 
predators. 

That moment got me thinking: In 
the great outdoors, every day is life or 
death for that deadly killer hawk and for 
the cute little ground squirrel that had 
the misfortune of twitching a muscle at 
exactly the wrong moment and catching 
her attention. In the circle of life, you're 
either the predator or the prey. 

Is our industry any different? 
We have 16,300 golf courses each try-

ing to get their share of a revenue pie 
that just doesn't seem to grow from the 
500-million-round plateau it's been stuck 
at for a decade. Every course is different, 
but each has to hit a number that makes 
it economically viable to survive or even 
prosper. When it comes to hitting that 
number, are you the sharp-eyed, hungry 
hawk or the unsuspecting little fuzzy 
mammal? Are you the predator or the 
prey? 

Take this quiz 
Here's a quiz based on Jeff Foxworthys 
"You know you're a redneck if . . . " rou-
tine to help you gauge which category 
you fit in. 

• You know you're a predator if you have 
a well-though-out player development 
plan to attract and retain golfers at your 
facility. 

• You know you're prey if you just as-
sume people will show up and plop down 
money to play at your place. 

• You know you're a predator if you're 
almost 100 percent focused on the golf 
course as your primary source of busi-
ness. 

• You know you're prey if you're spend-
ing all your time worried about choosing a 
new wallpaper design for the clubhouse or 
hiring a new pastry chef for the kitchen. 

• You know you're a predator if you're 
aggressively finding ways to improve the 
golf course and keep up with modern club 
and ball technology and offer something 
new to players. 

• You know you're 
prey if you think the 
course is just fine 
as it is and there's 
no need to consider 
any upgrades or im-
provements. 

• You know you're 
a predator if you 
show up for work every day feeling like 
Conan the Barbarian, with a strong desire 
to crush your enemies, see them driven 
out before you and hear their women la-
ment. 

• You know you're prey if you think your 
competitors are pretty nice guys and you 
wish them the best of luck. 

• You know you're a predator if you're 
driving around every Saturday morning 
to check how full the parking lots are at 
other courses in the area. 

• You know you're prey if you're happy 
to fill half the tee sheet every Saturday. 

• You know you're a predator if you've 
brought your management team together 
to do a SWOT (strengths, weaknesses, 
threats and opportunities) analysis of your 
facility. 

• You know you're prey if you're just 
working off a bunch of unexamined as-
sumptions about your course and your 
competition. 

• You know you're a predator if you have 
a carefully developed marketing strategy 
that sets you apart from everyone else 
based on a unique selling proposition. 

• You know you're prey if you think your 
course speaks for itself. 

• You know you're a predator if you're 
investing in radio, print, TV and online 
advertising to bring new customers to your 
course. 

• You know you're prey if you think 
word of mouth is all you need. 

• You know you're a predator if you 
understand player retention programs, like 
coupons and frequent-player cards, are a 
cheap way to generate revenue. 

• You know you're prey if you're not 
making attempts to keep players coming 
back for more. 

• You know you're a predator if you're 
convinced a great superintendent is the 
most critical member of your staff and 
you're doing everything you can to find 
and keep a world-class professional for the 

job. 
• You know you're 

prey if you think a 
new food-and-bev-
erage manager will 
solve all your prob-
lems by lowering 
food cost or creat-
ing a new menu. 

•You know you're 
a predator if you walk or ride your course 
at least once a week and critically analyze 
conditions based on how golfers perceive 
the course. 

• You know you're prey if think green 
is good enough and have fairways full of 
clover. 

• You know you're a predator if you have 
an Internet site that compels Web-sawy 
golfers to give you a try and makes it easy 
to find directions to your facility. 

• You know you're prey if you still be-
lieve Web sites are a silly waste of money. 

So, how did you score? Is your facility a 
razor-clawed raptor or just another item 
on the appetizer menu? If you're a true 
predator, congratulations. You're likely 
to survive the tough business challenges 
during the next few years. If you're merely 
prey, you might as well go lie down and 
find a nice comfortable place to wait in the 
tall grass because that big red-tailed hawk 
is coming. G C N 

EVERY COURSE IS 
DIFFERENT, BUT EACH HAS 

TO HIT A NUMBER THAT 
MAKES IT ECONOMICALLY 

VIABLE TO SURVIVE OR 
EVEN PROSPER. 
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