
around Frenchman's Bend, open communica-
tion is essential to the process, Lincecum says. 
Its ownership group had evolved to take over the 
course about four years after it opened because 
it hadn't kept up with the level of investments 
people were making in their homes. 

"We invested in the course, made some major 
improvements and moved the bar up a notch or 
two," he says. "But we don't have the capital, 
resources or expertise to take the course where 
it really needs to go, and we've been very open 
and upfront about that." 

Owners of properties for sale should consider 
what buyers will want to know and be willing to 
provide them that specific information, Davis 
says. For example, if the property will remain 
a golf course under new ownership because 
of land-use restrictions or other regulations, 
the owner should say so. If the property could 
be considered for redevelopment or adaptive 
reuse, those possibilities should be addressed. 

If the bylaws of a private club dictate a per-
centage of member approval on the sale or if 
members are given the right of first refusal, 
owners should be clear about it and establish 
guidelines to work through whatever processes 
will be required. 

It's essential to present this type of infor-
mation in a format that will attract attention, 
Mosciatti says. 

"By doing so, the majority of employees, 
members or players, and the community will 
come to support the sale as an opportunity to 
improve the facility, increase property values 
and raise salaries," he says. 

Additional incentives can help, too. 
"Tachibana plans to donate a percentage 

of the proceeds from the sale of the course to 
the World Learning Forum, a local 501(c)3 
charitable organization," Coleman says. "That 
information increased visibility internationally 
and gained additional community support." 

Shigeyuki Tachibana, owner of 
Volcano Golf and Country Club, 
plans to donate a percent-
age of the proceeds from the 
sale of the club to the World 
Learning Forum, a local 501 (c)3 
charitable organization. Photo: 
Wisdom Source Technologies 



SET T H E STAGE 
Course and facility maintenance during this 
period should be even better than business as 
usual because managers are setting the stage for 
potential buyers. Owners and managers should 
walk the course with their agent or consultant to 
note areas that need be cleaned up, refurbished 
or repainted. For example, it's a good idea to 
replace weathered signage, prune trees and 
shrubs, spruce up flowerbeds, and keep fairways, 
tees and greens in pristine condition. 

Sellers should be aware that some potential 
buyers might play the course, take a lesson or 
two, shop the clubhouse, eat at the restaurant, 
and even book a small event to assess conditions 
and the competency of the staff before officially 
expressing interest. 

Sellers shouldn't cut back on operational 
expenses to inflate the bottom line, Davis says. 
Astute buyers will notice the reduction when 
comparing financial information and seek to 

adjust the price to compensate for deferred 
maintenance. 

Most likely, the majority of employees will 
want to stay and work at the course under new 
ownership. Managers should encourage them to 
maintain a high level of performance so there's 
no reason for the new owner to replace them. 
It would be difficult to lose a key individual dur-
ing the sales process, especially a strong general 
manager, McLaughlin says. 

"Be prepared to offer incentives for them 
to stay if their expertise warrants it," he says. 
"But don't attempt to keep someone who won't 
be completely supportive. Key managers set 
the tone that determines the attitude of their 
staff." 

Progress shouldn't be halted either, Lince-
cum says. 

"We've made arrangements with a very popu-
lar upscale local restaurant to take over all of our 
food-and-beverage service," he says. "They were 

considering a second site in our area, so it's an 
excellent match." 

Lincecum is bringing in a new general man-
ager at Frenchman's Bend. The g.m. ownership 
is hiring has course management and marketing 
experience and is a PGA pro. 

"He's not a golf course superintendent, but 
he knows what he wants to achieve on the 
course," he says. "We've explained to our current 
grounds staff that he will have the responsibil-
ity and authority to make changes, but that he's 
informed us he will retain and support all that 
are willing to work, and to learn, if necessary, 
to meet his standards. Both these changes will 
enhance the course whether we find a buyer or 
retain ownership." 

As the sales process progresses, owners need to 
weigh the pros and cons of personnel changes. 

"The golf course superintendent at one of 
the courses accepted an excellent opportunity 
at another course about a month before our 
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final closing," McLoughlin says. "With such a 
short interval, we didn't try to replace him. The 
existing team was able to pull together to keep 
everything up to standards until the new owner 
was able to hire another superintendent." 

MANAGING T H E PROCESS 
A well-designed sales package will include all 
the materials a buyer would need to see for due 
diligence. Brokers and owners agree the scope of 
this information is so broad only prequalified po-
tential purchasers should be allowed access to it. 
Internet-based forms to help qualify interested 

Jeff Davis of Fairway 
Advisors, which has 
worked with Glade Valley 
Golf Club in Walkersville, 
Md., recommends full 
disclosure, explaining 
what sales process is 
planned, what the time 
period is and what to 
expect. Photo: Mike 
Henry 

buyers and password protected sales data Web 
sites are quickening this process. McLaughlin 
recommends setting up a neutral site when face-
to-face meetings are required in the preliminary 
stages of the sales process. 

"Official on-site visits must be handled well 
to avoid disruption for the course management 
team, the membership and other course users," 
he says. 

Sellers also should communicate more as they 
move closer to the sale. 

"Our full-time disposition person, the course 
general manager and I interacted by e-mail, 

phone or in person to keep two-way communi-
cations open," McLoughlin says. "The general 
manager conveyed the information to the staff 
and members." 

A broker, real estate agent or consultant can 
play a key role in the process. 

"It's important to have someone that remains 
a third party during these transactions," Davis 
says. "If something gets contentious, that indi-
vidual might be able to bring the parties back 
together to work through the negotiations." 

As with most projects, staying focused on the 
goal is important. 

"It's not just finding a buyer, it's finding the 
right buyer," Coleman says. "The entire process 
must lead to that conclusion to be successful." 
GCI 

Steve and Suz Trusty are freelance writers based 
in Council Bluffs, Iowa. They can be reached at 
suz@trusty.bz. 
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Short-throw 
irrigation provides 
precise water control, allowing 
superintendents to manage 
water more efficiently 

You know that bunker that's always getting wet, or that tree branch 
that's constantly in the way. Well, bunker faces, berms and mounds, 
tree lines and low branches all create obstacles that prevent you 

from putting water precisely where they want it. And you know how critical 
water management is. Reliable flow control and precise water placement 
are vital to meeting the challenging demands of maintaining quality turf 
conditions on golf courses. 

But don't fret. 
Irrigation systems with flexible, short-throw capabilities allow golf 

course superintendents to adjust main nozzle trajectory from the top of the 
sprinkler and fine-tune spray height. Spray pattern distribution is related 
directly to nozzles. For example, watering hot spots is easier than before 
because of these newer irrigation systems. Forget about dragging out a 
hose and finding a quick coupler. Just set the arc to a narrow 40 degrees, 
or manually direct and hold the sprinkler to place the exact amount of 
water precisely where you want. 

Also, consider the areas behind part-circle sprinklers that brown-out 
during the summer. Manufacturers offer an assortment of back nozzles 
that water directly behind a sprinkler. Short-radius applications such as 
tee boxes are no longer a problem. Simply plug in the main nozzle and 
provide coverage as short as 18 feet. 

Most short-throw sprinkler heads can compensate for windy condi-
tions, too. 

Irrigation systems with flexible, short-
throw capabilities allow superintendents 
to adjust main nozzle trajectory from the 
top of the sprinkler and fine-tune spray 
height. Photo: Rain Bird 
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Many golf courses have small areas or 
areas next to nonirrigated areas that need 
to be watered precisely without wasting 
water. Photo: Rain Bird 

DEDICATED, DURABLE SYSTEMS 
Before the two largest manufacturers of golf 
course irrigation systems, The Toro Co. in Riv-
erside, Calif., and Rain Bird Corp. in Tucson, 
Ariz., introduced short-throw products, super-
intendents relied on commercial-grade rotors. 
However, they eventually cracked under the 
higher pressure of golf course irrigation systems. 
Products from Toro and Rain Bird are designed 
to handle pressure fluctuations and be durable. 
They provide more efficient, precise and uniform 

water distribution. Features of these flexible ir-
rigation systems include: 

• Radius throw versatility, from 18 feet to 55 
feet, to irrigate tight areas. Spray height can be ad-
justed from 7 to 30 degrees with Toro products. 

• The ability to withstand golf course irriga-
tion system water pressure, operating from 60 
psi to 90 psi with the ability to sustain as much 
as 100 psi. 

• Back nozzle capability that provides irriga-
tion flexibility when a consistent full-circle pat-



tern won't do. Superintendents can experiment 
with this capability when they need to water 
native plant ornamentals near the edge of the 

| course. They can try this when irrigation needs 
! require a different throw range or water output. 

They can use a back nozzle in windy conditions 
to help gain better trajectory behind the head 

I and to have better overall coverage. 
• The ability to spray part-circle or full-

circle patterns with the same head on the new 
835S/855S Toro sprinklers. The part-circle fea-
ture is used in drought-sensitive areas to reduce 
watering roughs temporarily. Superintendents 
can experiment with full-circle coverage during 

1 grow-ins when adjacent native vegetation needs 
I consistent moisture to establish. 
1 Recent improvements of sprinkler throw 
! flexibility bring together two areas of irrigation 
. need for golf course superintendents, says Steve 

Snow, director of sales for Toro. 
i "In a single system, the superintendent can 
i water entire fairways and greens, as well as 
[ those small, tough-to-water areas such as bunker 
j tongues, tee boxes that are half in the shade and 
^ half in the sun, and that 20-foot area between the 
I green and cart path. The heads can be tailored 

to the application." 

MEETING DIFFERENT NEEDS 
The ability to adjust sprinklers is important in 
many ways, says Mike Hurdzan, Ph.D., president 

i of Hurdzan-Fry Golf Course Design in Columbus, 
I Ohio. It has designed more than 250 golf courses 
[ in the United States, Canada and abroad. 

"When you put five or six sprinkler heads 
' around a green, there will be prevailing winds, 

high areas, low areas and trees," he says. "There 
^ is always some obstacle we need to work around 

to get the most even distribution of water on a 
\ green. Before, with a fixed-angle nozzle, we were 
1 really limited." 
^ Short-throw irrigation is a one-size-fits-all 
| product, says Erik Christiansen, president of EC 
i Design Group, an irrigation consulting company 

in West Des Moines, Iowa. 
^ "In a hard-line system where you have native 

vegetation that actually backs right up to mowed, 
i manicured turf, you need sprinkler heads that go 

away from the native grasses," he says. "But let's 
say you're in a drought situation where even your 

^ native grasses are struggling. Well, don't worry 
about it. Now just take that part-circle head and 
adjust it back to include the native grasses so you 

don't start losing it. Then, when you're finished, 
turn it back in again. You don't need to change 
out drives or hand water with a hose. Short-
throw irrigation capability is effective." 

Many states have severe water restrictions 

because of drought, and during these times, golf 
courses are required to stop irrigating roughs first. 
But if superintendents have full-circle heads that 
throw water in the rough, there's not much they 
can do about it. With a part-circle head, the super-
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intendent can turn off irrigation to the rough. 
Additionally, new golf construction requires 

different irrigation compared to existing golf 
courses. 

"For the grow-in of a golf course, we want 
a really wide distribution to get things up and 
running," Hurdzan says. "But then, particularly 
with the environmental courses, there are areas 
we don't want to water, so these native grasses 
go into a more natural drought-like condition. 
Now we can adjust that fullness of the circle to 
allow for that pattern." 

CONSERVING WATER 
Many golf courses have small areas or areas next 
to nonirrigated areas that need to be watered 

Sensitivity to land movement requires water to 
stay strictly confined to turfgrass areas at The 
Mountain Golf Course in Colorado. Photo: Toro 

precisely without wasting water. Copper Canyon 
Golf Club in Phoenix, The Mountain Golf Course 
at The Broadmoor in Colorado Springs, Colo., 
and Olde Florida Golf Club in Naples, Fla., are 
examples of courses the rely on short-throw ir-
rigation for efficient water management. 

Scott McCall, golf course superintendent at 
18-hole Copper Canyon, has been using short-
throw irrigation for several years. But he needed 
a more durable system, so he switched to Rain 
Bird's Eagle 351B rotor. 

"The other system we were using was con-
stantly breaking down," McCall says. "Even 
though it was under warranty, my irrigation 
technician's time was not. Durability was the 
biggest issue for us. We couldn't have him sitting 
around waiting for replacement parts." 

Copper Canyon has island tees that require 
tight irrigation patterns. The course also fea-
tures other areas where bunkers are adjacent 

to native desert areas and water features where 
irrigation isn't required, so a short-throw system 
was needed. 

"We're very conscious of water conservation," 
McCall says. "We need precise water placement 
and the ability to change the trajectory of the 
throw to compensate for windy conditions. The 
latest short-throw systems better handle changes 
in water pressure, which is important for dis-
tance control and when it's windy." 

The Mountain Golf Course is perched on 
the side of Cheyenne Mountain with dramatic 
views in all directions. Unfortunately, this stun-
ning feature has negative impacts. Because the 
course was built in 1975, it has been plagued 
with landslides, erosion and other deteriorating 
conditions. 

In 2003, the decision was made to renovate 
the golf course. The goal wasn't to restore the 
original layout but to come up with a new course 



that had the appearance of having been in place 
since the creation of the original property in 
1918. Because engineers and architects were 
extremely sensitive to land movement, irrigation 
selection was a top priority. 

"We needed to make sure the water stayed 
strictly confined to the turfgrass areas," says Fred 
Dickman, director of golf course maintenance. 
"We also have a lot of wind here, so we wanted 
to have flexibility with nozzle settings." 

The new course has 57 acres of maintained 
turf and 70 acres of native grasses. Management 
at The Broadmoor chose Toro's 835S/855S series 
with the Trujectory feature. 

"Along the native and golf course boundar-
ies, we can adjust the nozzles to operate 360 
degrees to water the turf and the native grasses 
as they grow in," Dickman says. "Then we can 
turn them back to part circles after the natives 
are established." 

Olde Florida has a tee complex shaped like a 

peninsula that jets into the woods. The challenge 
is to irrigate the tees and nothing else. 

"We use a block system with six heads to place 
water precisely on the finger of turfgrass, with 
nothing going into the woods," says Darren Da-
vis, director of golf course operations. "We can 
only accomplish this with short-throw irrigation 
capability." 

ENVIRONMENTAL STEWARDSHIP 
Efficient water management not only impacts 
conservation and a golf course superintendent's 
budget, it's also part of being a better envi-
ronmental steward. Hurdzan holds a Ph.D. in 
environmental plant physiology and is known 
for designing golf courses that exist in harmony 
with their surroundings, minimizing their im-
pact on nature. 

"We have a long way to go in water conserva-
tion, and one of the biggest wastes is when you 
spray water up in the air and the wind blows it," 

he says. "Then you get very little effective water 
on the turf. Short-throw sprinkler heads help 
answer that." 

Efficient water management and conserva-
tion are the future of irrigation, says Jeff Kiewel 
national sales manager for Rain Bird. 

"When we design our products, being bet-
ter stewards of the environment is part of the 
process," he says. "Our goal is to use less water 
with better results." 

Davis agrees. 
"The days of overthrowing water are gone," 

he says. "We use the latest technology to irrigate 
just the turf. Golf course superintendents are 
stewards of the environment. We only water 
what has to be watered. It's smart, prudent and 
the right thing to do." GCI 

David Wolff is a freelance writer based in Water-
town, Wis. He can be reached at dgwolff@charter, 
net. 



Fertility practices throughout the country vary 
greatly. Though many superintendents still use 
granular products, the distribution of the product 
across the surface is the focus. Photo: LESCO 

FEEDING 
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