
ferent management styles and 
perspectives. 

HOW DO YOU USE THAT 
COLLAGE DAILY? 
When I look at my superinten-
dents, that's how I classify and 
rate them. I'll think, "He's an 
eight on the Virgil Robinson 
scale or a six on the Cal Roth 
scale," and so on. It tells me 
what kind of guy he is and where 
he might fit best in the future. 
That's one of the important 
things I've learned throughout 
the years. Desert Mountain can 
be too much for some people. 
Even people with great skills 
in certain areas don't neces-
sarily fit here. You have to 
pick the right job that 
fits your skill set. 

WHAT ARE YOUR 
WEAKNESSES? WHAT 
NEEDS WORK? 
I'm not a good writer. It's 
probably cost me a lot of oppor-
tunities through the years. I'm 
a great talker and a great board-
room person, but I tell everyone 
they should write more. Jim Key 
is a great writer, so he helps me 
a lot with that. 

WHATARE YOUR 
STRENGTHS? 
I'm successful with corporate 
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people because I know what they want. That 
comes naturally to me thanks to my finance back-
ground. I got my job because of my technical skills, 
but I keep it because of my business sense. 

HOW WILL THE PROFESSION EVOLVE? 
This business is changing as we speak. The profes-
sion used to be a rural, blue-collar, grind-it-out 
field. You had to have an offensive-lineman-type 
mentality to succeed. Now it's a more skilled, 
white-collar position. We've become quarter-
backs and specialty players. That's largely because 
of the approach the GCSAA and the chapters 
have taken to drive salaries, attract good people 
and spend as much time growing professional 
skills as we do the technical skills. 

Another thing that's really changed is that guys 
don't want to be at work 18 hours a day. They 
want balance. My father worked 60 hours a week 
for 30 years. That's not what it's like today. 

WHY DO YOUNG PEOPLE FAIL IN THIS 
BUSINESS? 
It's usually because of that commitment you still 
have to make putting in the time. Most young 
guys don't understand turf is nonstop. I was with 
Ken Mangum (of the Atlanta Athletic Club) in 
early August at a corporate event in Chicago. 
He was on his computer every day. Even though 
we were in Chicago, he was at work all the time. 
That's where the rubber hits the road with most 
guys. It's not growing grass that's the problem, 
it's committing to the time and pressures of life 
outside of work. I'm getting assistants now that 
are married with kids and mortgages. That bal-
ancing act is critical. 

WHAT IMPACT WILL THAT HAVE ON THE 
BUSINESS? 
For one thing, assistants' salaries are going to 
rise rapidly. That's already happened here and 
in other parts of the country as well. 

WHAT ARE YOUR OTHER PREDICTIONS? 
Wall-to-wall overseeding will largely go away 
because of labor and water. Golfers are going to 
have to understand this and adjust their attitudes. 
Also, construction costs will increase because of 
effluent water. The cost to pipe in the effluent, 
sand-capping fairways, adding more drainage, 
etc., will increase initial building costs. 

Highly manicured golf courses won't be able to 
afford the labor we have now. Already, the cost 
of fuel drives more PGR usage and less mowing. 

We've shifted to mowing fairways four days a 
week instead of six. You'll also see more electric 
mowers with fewer hydraulics. Anything that can 
reduce labor and water is going to be key. 

HOW'S THE CURRENT GOLF ECONOMY IN 
YOUR AREA? 
The top level courses in Phoenix are still spend-
ing more than $2 million a year. But, some of the 
major turf supply companies are getting nervous 
because superintendents have to cut costs at 
some point. That's opened the door for generic 
chemicals and the like. The problem is that if we 
use generics now, we'll lose research and new 
technologies in the future. 

We have to keep looking toward the future. 
That's part of the battle those of us in corporate 
golf have to fight every day. That's where my 
finance background comes in. I can show them 
that short-term savings might cost you in the 
long run. 

One of the other problems in our area is that 
courses are being bought and sold so often. It 
puts pressure on superintendents because they're 
constantly faced with the challenge of changing 
hands. We're owned by Morgan Stanley, and I get 
asked to check out other courses for potential ac-
quisitions. That's a process that needs to be done 
confidentially, so we're told not to tell anybody. 
It's a tough thing because I get paid by my owner-
ship, but don't want to screw the other guy. 

WHAT DID YOUR DAD TEACH YOU? 
He always told me, "Persistence to purpose leads 
to success." You just have to be persistent, have a 
purpose and keep going. Each of my mentors had 
sayings like that. Virgil said, "You have to control 
the controllables." There are always some things 
you can't control - like the weather - but the rest 
of it is in your hands, and you need to focus on 
that stuff. George told me that science will always 
change - that's why you replicate things in tri-
als. You have to constantly test new things. Cal 
preached that the superintendent is the backbone 
of the course. How you hold yourself is how the 
golf course will hold. If you stand strong, the golf 
course will stand strong. 

My dad was never afraid to tell it the way he 
saw it. I was in a GCSAA committee meeting 
seven or eight years ago, and there were some of 
the older guys there. We were discussing some 
issue, and I was the only one who raised a hand 
to disagree. One of the old guys said, "You are 
your father's son." It was funny, but it's true. You 

have to be able to stand your ground and support 
it. Sometimes it's just a gut feeling, but hopefully 
the facts will back you up. 

HOW DO YOU BALANCE LIFE AND WORK? 
I had a great example last week. I saw my son 
hit is first home run, took him to get ice cream 
after the game and went back to work. All I 
could think about was the big smile on his face 
after that homer. You can do this job, still have 
a great time and balance your life. There's no 
question it's a trade-off: You might not have 
quantity time with your family, so you have to 
make it quality time. 

WHAT WOULD YOU CHANGE ABOUT THE 
BUSINESS? 
Wouldn't it be great if we could have consistent 
growing cycles from year to year to year? Weather 
patterns are so erratic. It would be so nice to 
have a cycle of consistency and implement our 
programs the way we want. 

ANY PLANS TO RUN FOR THE NATIONAL 
BOARD? 
I don't think so. Instead, I enjoy sitting on custom-
er councils for companies like Bayer, John Deere 
and Rain Bird. That's a more interesting perspec-
tive. We expect so much from the manufacturers, 
and I'm a big believer in being on their side. We 
need more advocates for the industry. We need 
to work more diligently with the manufacturers 
and embrace their needs. It's also helped me be 
successful as well, because I'm able to learn much 
more about products and support. 

WHAT DO YOU DO FOR FUN? 
I don't play enough golf anymore, and I miss it. 
But, I'm a sports junkie, and if it involves a ball 
or a stick, I'm there. 

IF YOU WEREN'T A SUPERINTENDENT, 
WHAT WOULD YOU BE DOING? 
I'd be an athletic coach. I'm a coach disguised 
as a superintendent right now. Unfortunately, if 
you ask my guys, I'm the old-style, disciplinarian-
type coach like Tom Landry or Tom Coughlin. 
I believe in discipline and chain of command. 
People always say I'm more like Bobby Knight 
than Coach K (Mike Krzyzewski of Duke). And 
that's OK with me. GCI 

Shawn Emerson can be reached at semerson@ 
desertmt.com. 



Here at Merion Golf Club, our members are passionate about golf and the condition of our course, so we have 

an active Poa annua management program. We rely on Gutless 50 W because it is highly effective in reducing 

Poa annua infestations in bentgrassfairways. My experience with Gutless 50W is that it is less disruptive on the 

bentgrass, while being highly effective in reducing Poa annua populations. In addition to bentgrass conversion, 

Gutless 50W also provides labor savings by reducing our mowing requirement 

Matt Shaffer 
Director of Golf Course Operations 
Merion Coif Club, Ardmore, PA 

Poa annua invades bentgrass fairways and greens often out-competing bentgrass and other desirable grasses, eventually becoming 
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back to your desirable turfgrass. Unlike some plant growth regulators, Cutless 50W constricts the Poa annua but is gentle on desirable 
grasses such as bentgrass, allowing the bentgrass to grow and establish in the constricted Poa annua colonies. So free your bentgrass 
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From 
PUBLIC to PRIVATE 

S U P E R I N T E N D E N T S W H O W O R K AT P R I V A T E C L U B S 
VALUE T H E I R P U B L I C C O U R S E E X P E R I E N C E 

Many turfgrass students have their ideal job in mind when they leave 
school: Becoming the superintendent at a high-end private golf club. 
This implies having plenty of money to do whatever you need to keep a 

golf course in pristine condition, as well as not having to deal with a lot of rounds 
played annually. However, it's not easy getting that ideal position. Nowadays, it 
takes longer to get there than it did 20 years ago, and the competition is stiff. 

But many say that if students or young assistants want that high-end private-club 
job, they first need the pedigree of working at a well-known private club. Yet, that 
path isn't always taken. Some successful private club superintendents have enjoyed 
stints at public facilities to advance their careers. 

BACK A N D F O R T H 
Dan Charlton, who has been a superintendent for six years, started his career 

working at high-end private clubs. He spent three years as an assistant 
at Muirfield Village Golf Club in Dublin, Ohio, and seven years as an as-

sistant at Bob O'Link Golf Club in Highland Park, 111. Currently, he's golf 
course superintendent at the Evanston Golf Cub in Illinois and has been 

there five years. 
Before landing the job at Evanston, Charlton's first superintendent job was 

at Indian Lakes Resort, a public 36-hole facility in Bloomingdale, 111. He was there 
for one year. 

"It's difficult to get a superintendent position in the private sector if your expe-
rience is mostly public, although being a superintendent at a 36-hole facility will 
help," he says. 

In Charlton's case, Indian Lakes, which generated 40,000 to 50,000 rounds a year, 
had a similar budget ($1.1 million) and crew (33 people with three superintendents) 
compared to Evanston ($l-million budget and 21-person crew). 

Charlton believes working at a large public course that generates many rounds, 
as well as being involved with a renovation project - which Indian Lakes is com-
pleting - are experiences that helped him advance his career. 

"I would've passed on a regular 18-hole public course," he says about past potential 
job opportunities. "I felt a larger facility with a bigger budget would have looked 
more favorable on my resume. I was expecting to stay longer at Indian Lakes, but 
an opportunity came up, and I made the jump back to a private club. Evanston was 
looking to do a renovation, and my experience fit." 

By John Walsh 



Charlton's previous experience at private 
clubs and the fact that Evanston and Bob O'Link 
are similar (location and members) helped him 
secure the job at Evanston. 

"I wasn't too far removed from private clubs," 
he says. "That helped me get the Evanston job. I 
was in a fortunate situation because it was easier 
to compare the budget and staff size of Indian 
Lakes with Evanston's and the committee at 
Evanston was familiar with Indian Lakes." 

Charlton says his short stint at Indian Lakes 
was beneficial for him, specifically the experi-
ence with carts, guest play and various outings 
throughout the year. Evanston has far fewer 
outings - only two or three a year - than Indian 
Lakes, which hosted three or four a week. 

"As a superintendent, you don't want to 
see many outings because it beats up the golf 
course," he says. "But seeing the revenue out-
ings generate, I see value in them and am more 
comfortable with more outings and cart use. 
With public-sector experience, you realize how 
important daily rounds are and how important 
that is to the bottom line of the club. You stretch 
your dollar farther in the public sector, and that 
experience has helped me keep the budget here 
at Evanston more in line. You're more fiscally 
responsible, and there's an appreciation for al-
lowing more guest play and outings to generate 
more income for the club. 

"The Evanston membership doesn't want too 
many outings (four a year)," he adds. "If we have 
outings, we need to make money. We can't break 
even. I don't want to beat up the course if we're 
not helping the bottom line." 

PROJECT EXPERIENCE 
Brent Doolittle, golf course superintendent at 
Shady Oaks Country Club in Fort Worth, Texas, 
also has benefited from public experience. Before 
Shady Oaks, where Doolittle has been for more 
than five years, he worked at private River Hill 
Country Club in Kerrville, Texas, for seven years. 
Before that, he worked at the public Lost Creek 
Golf Course in Fort Worth for four years. Before 
Lost Creek, Doolittle was an assistant at the pri-
vate Preston Trail Golf Club in Dallas. 

"At that time, I wanted to get my first superin-
tendent job and most private clubs weren't hiring 
assistants as superintendents, so I had to take a 
step down and go to a lower-end public facility," 
he says. "My ultimate goal, though, was to get to 
a high-end private club. 

"Yet, my time at Lost Creek was memorable," 
he adds. "The greens were Bermudagrass, so I 
didn't have to work as hard on them during the 
summer compared to bentgrass greens, so I was 
able to work on managing people and renovation 
projects. The Lost Creek owners wanted a top-
notch facility on a shoe-string budget, so I had 

Experience at Indian Lakes, a public facility 
in Illinois, has helped Dan Charlton at Evan-
ston Country Club (pictured). Photo: Evanston 
Country Club 

to figure out how to make these improvements 
without any money." 

Doolittle's improvements were done in-house 
and included expanding cart paths, upgrading 
irrigation in order to water from one edge of the 
property to the other, harvesting flat rock to use 
in surface drainage areas and adding bunkers. 
He also resodded and resprigged Bermudagrass 
greens after a bad freeze. 

"Anybody can make these improvements by 
throwing a ton of money at them," he says. "We 
had to be efficient with time and money. We had 
to think about the operation from the owners' 
perspective: 'Do I really need to spend money in 
certain areas?' You have to consider things such 
as aerifying greens without letting play suffer for 
three or four weeks or making fertilizer applica-
tions without shutting down the course." 

Doolittle recalls moving from Lost Creek 
to River Hill and being able to do projects in-
house. 

"That's what River Hill wanted," he says. "The 
public experience helped, although it could 
have been a problem with other higher-end 
private clubs." 

River Hill, a retirement club where all mem-
bers want to play in the morning, generated 
35,000 to 40,000 rounds a year. Doolittle says 
his experience of managing people efficiently 
and organizing all the mowers in operation 
at the same time at Lost Creek helped him at 
River Hill. 

"We were blowin' and goin', trying to stay 
ahead of the golfers," he says. "Working at a pub-
lic facility, you learn to operate efficiently and 
not waste a lot of time. You schedule efficiently 
and make maintenance more efficient, which 
allows you the time for the in-house projects." 

With all of the things he learned working on 
the renovation projects at Lost Creek, Doolittle 
says he still does 99 percent of projects in-house 
at Shady Oaks even though it's a high-end 
club. 
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Having worked at a public course, Dan Charlton 
understands the value of the number of outings 
and rounds and their impact on a club's bottom 
line. Photo: Evanston Country Club 

"We've leveled tees ourselves and built 5-foot-
high retaining walls around them," he says. 
"That project saved $40,000 to $50,000. What 
person doesn't like saving money?" 

TRANSITIONING WELL 
Ken Mangum, director of golf course and 
grounds at the Atlanta Athletic Club, started his 
career working at public facilities. He was an 
assistant at Mystery Valley Golf Club in Litho-
nia, Ga., for two years and a superintendent at 
Lagoon Park Golf Course in Montgomery, Ala., 
for more than three years. Working at a public 
facility is a great way to learn, Mangum says. 

"At Mystery Valley, I learned how to work 
within a system," he says. "Everything had to 
go through a central processing system because 
it was county owned. I was ordering enough 
parts that it equaled the cost of one piece of 
equipment. The money was there, but there 
was no flexibility. 

"Lagoon Park was the pride of the city and a 
top 25 public golf course at that time," he adds. 
"I received almost whatever I needed without 
too much difficulty. I did all the payroll and 
purchasing at Lagoon. It was great experience. 
I had a large budget and a huge staff - 25 people 
for 18 holes. I did some design and construction 
and started an overseeding program. I was able 
to use my ideas early and received attention for 
them throughout the state. I was involved in 
the GCSAA and did some early speaking. My 
eyes were opened to industry more through 
that job. I had a great job, but I wasn't making 
much money." 

So that was a good time to look for another 
job and move up, Mangum says. 

"I had a couple interviews before but nothing 
worthwhile," he says. "I turned down two jobs. 
It was a weird feeling because I didn't know if 
another job would come along. I learned to say 
'no'. One job I turned down had a smaller budget 
and fewer people but a higher salary. Another 
job had old equipment and an old irrigation sys-
tem. I held out for the job in which I had more 
to work with. I would have to go to a private 
club for the pay scale to change significantly. I 
don't remember feeling inferior because I was 
working at a public facility. I always believed if 

I produced a great product with what I had, I 
would be rewarded." 

Mangum's next job was at Idle Hour Country 
Club in Macon, Ga., where he stayed for seven 
years. 

"It was a private club, but it was at the low-
est point in its course conditioning history," 
Mangum says. "It was just awful. They gave me 
the opportunity. They had the money, but they 
needed the leadership. 

"I had learned a lot about purchasing and 
dealing with people at the city operation," he 
adds. "Now I was working with boards at pri-
vate clubs. I made a good presentation because 
I had to be thorough in the public sector. I 
transitioned well." 

BEING CREATIVE 
Mike Mongoven, director of golf at the semipri-
vate Shell Point Golf Club in Fort Myers, Fla., 
previously worked for the city of Fort Myers 
from 1990 to 2000, managing two public facili-
ties: the Fort Myers Country Club and Eastwood 
Golf Course. He was the assistant director of 
golf. Before the city, Mongoven worked at 
Wildcat Run, a private club in South Fort Myers 
from 1984 to 1990. He left Wildcat Run to work 
for the city because he wanted to manage two 
courses, the environment was unstable and the 
city courses were closer to his home. 

"You certainly can become creative working 
for a city because you have fewer resources," he 

says. "You become more open-minded." 
City finances were strict, and Mongoven had 

to deal with a purchasing department. 
"I had a greater ability to purchase at the 

private club, but I was able to win over the pur-
chasing department because I was financially 
responsible and communicated with them well. 
After two years, rather than putting in a request 
for a fertilizer purchase, I was able to submit a 
large bid package for the year. After a while, I 
got more flexibility by developing an annual bid, 
which made it easier for them. I didn't have to 
go to them every time because I had an agreed-
upon price." 

Mongoven also dealt with a regulated human 
resources department, which was different com-
pared to a private club in which superintendents 
are their own HR manager many times. 

"You had to go through a very defined pro-
cess," he says. "I couldn't reprimand employees 
informally. I attended counseling sessions to get 
employees up to standard." 

Mongoven moved to Shell Point because 
there was an opportunity for him to be respon-
sible for the entire operation - the income and 
maintenance side. 

"I could put my fingerprints on the place," 
he says. 

With a semiprivate club, the revenue is di-
rectly attributed to play, Mongoven says. With 
a private club, there might be other mechanisms 
to bring people in. Shell Point has membership 



dues, but it still depends on public play for 
income. The 250 members pay anywhere from 
$500 for a partial year (off season) membership 
to $3,500 for an annual membership. 

"Your decisions are different than at a private 
club because play and the cash register are in-
volved," he says. 

THE PRESTIGE FACTOR 
There's a perceived status working at a private 
club, especially in the eyes of young people. 

"I worked at Windermere Country Club in 
Florida in the 1980s," Mongoven says. "The as-
sistant came in and was wearing a nice shirt and 
slacks. When he went out on the golf course, I 
thought he didn't have to do any work but direct 
people. You're drawn to that. 

"Some guys can portray themselves as being a 
better superintendent because they're at a private 
club," he adds. "But in reality, you can be a great 
superintendent at a public facility because you 
manage resources much better and don't have a 
blank check to solve your problems. You have to 
be more resourceful." 

Even with all the prestige that comes with 
working at a private club, not all students com-
ing out of college want to work in the private 
sector because of the pressures and demands 
that come with working in such an environment, 
Charlton says. 

"I have an assistant right now who's working 
at his first private club," he says. "He's realizing 
this might not be for him down the road. But it 
doesn't hurt to do internships or be an assistant 
at a private club because it can benefit you if you 
move to a public facility. 

"A lot of guys just focus on U.S. Open golf 
courses or Augusta National because they want 
to work there down the road," he adds. "How-
ever, they can get into trouble if they don't open 
up to other jobs because they might not be cut 
out for that. Students need to experience all 
the different areas, especially being exposed 
to different management styles at public and 
private facilities." 

Working at private clubs actually can be 
detrimental to some, depending on the career 
track. 

"It hurt me when I applied to public courses 

Although young assistants can get caught 
up with the prestige of working at a high-end 
private club, it's not for everybody. Photo: 
Evanston Country Club 

because they thought I wouldn't be able to man-
age a smaller budget and would just drive up 
theirs," Charlton says. 

Even though Charlton was able to make the 
jump from a public facility to a private one, it 
might not be as easy for others. 

"It's harder for a committee of a private club 
to look at a public guy from out of state if they 
aren't familiar with the facility," he says. "They 
might dismiss him quickly. Public course ap-
plicants can be unjustly thrown out of a job 
search at a private facility because of committees 
who look for superintendents with private club 
experience." 

Mangum agrees. 
"Most people doing the hiring don't know the 

business, especially in the private sector because 
they want to brag to their membership that they 
hired someone from such-and-such a club," 
he says. "It depends on what type of facility -
people recognize high-end, daily-fee courses and 
it might be easier for a superintendent to break 
into private from a facility like that. Sometimes 
people have a negative connotation of public 
facilities. I never saw that, but obviously when 
you're in a golf-for-profit situation, sometimes 
public facilities don't have the resources that 
private clubs have. With private clubs, some-
times conditioning takes precedent over making 
as much money." 

Despite the challenge of moving from a public 
facility to a private one, Charlton says there are 
things superintendents should focus on. 

"If you can show fiscal responsibility, can 
manage numbers well, have a larger crew or 
operating budget, capital projects and construc-
tion experience, and highlight the number of 
rounds played at your facility, then point out all 
these things if you want to go into the private 
sector," he says. 

The public/private experience doesn't matter 
to Doolittle when he's looking for workers. 

"I'm just looking for people with good work 
ethics and those who have been in the business 
for a while," he says. "Maybe the people that 
I've hired who have worked at a public facility 
seem to be happier, more grateful and have a 
little more motivation. For a guy at another 
private facility, more money might be his only 
motivation." 

It's difficult for guys to break into the pri-
vate club sector at the superintendent level, 
Mangum says. 

"Nowadays there are so many more people in 
the business than when I made the switch from 
public to private," he says. "You can specialize 
much earlier in your career. If you worked at a 
private facility, you might have an advantage, 
but we need to look in depth at experience. We 
look for guys with good experience in general, 
and that can come in the form of public or 
private facilities. I like guys who come from a 
facility where they didn't have everything they 
needed. That creates the MacGyver in all of us, 
and it makes you appreciate what you have when 
you're at a high-end facility." GCI 
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A D V E R T I S E M E N T 

NEW OUTLOOK ON MANAGING RESOURCES 
WILL HELP EVERY STRETCHED BUDGET 

Today's economic climate demands 

that golf course maintenance 

professionals master the art of 

resource management. A more 

competitive landscape with more 

course offerings means increased 

pressure to consistently offer 

excellent course conditions in spite 

of disease and weather-related 

pressure - and with fewer resources. 

As a result, superintendents need 

to creatively employ sound methods 

to manage their limited resources of 

water, manpower, time and money. 

Precision Laboratories offers 

products that effectively manage 

a dwindling or less-than-stellar 

water supply, ultimately reduce the 

number of work hours, and help 

pesticide applications work better. 

PRÉ^SION 
LABORATORIES, INCORPORATED 

1429 S. Shields Drive 
Waukegan, IL 60085 

(800) 323-6280 
www.precisionlab.com 

MANAGING WATER 
The ability of the soil in the turfgrass root zone to accept irrigation and the soil's volumetric water 
content (VWC) continuously changes throughout the growing season. Precision Zone Surfactants are 
high-performance, root-depth-specific surfactant chemistries that optimize the health and payability of 
turfgrass by ensuring that water gets to the roots, no matter where they are. 

Proven through extensive research and field use, each product in the Zone portfolio has unique ag-
ronomic and performance characteristics. Used in a comprehensive water management program, they 
offer a superior way for turf professionals to ensure year-round soil moisture control. In addition, each 
Zone product targets common conditions frequently faced by turf professionals. 

CONDITION: 
• Lower humidity 
• High winds 
• Drought 
• Post aerification dry-down 
• Maintaining overseeded turf or ultra dwarfs 

through times of drought 
• Building soil moisture prior to overseeding 
• Recommended Precision Product - Magnus™ 
Magnus targets the upper soil profile where the 

roots are located when some of these conditions 
exist. Providing optimized growing conditions, 
Magnus prevents the tops from drying out under 
higher afternoon temperatures and heavy play. 

CONDITION: 
• Organic acid production increasing due to 

organic matter decay 
• Water runs off instead of penetrating the soil 
• Uneven distribution of soil moisture 
• Standing water in low areas 
• Soggy surfaces due to heavy rainfall 
• Hydrophobicity and Localized Dry Spot (LDS) 
• Signs of Fairy Ring 
• Recommended Precision Product - Cascade™ 

Plus 
Cascade Plus is the first line of defense against 

a wide range of stressful conditions because its 
surfactant chemistry moves water deeper into the 
soil profile for longer periods of time. Backed by 
10 years of research, Cascade Plus provides irriga-
tion efficiency, uniform water infiltration, the ability 
to re-wet hydrophobic soils after periods of drought 
and season-long control of localized dry spot. 

Because of Cascade's ability to move water into 
and through the soil profile, applications early in 
the growing season reduce standing water and 

Turf Quality-
Creeping Bentgrass Fairway 

Turf Quality (Mean 0-10) higher is best 
Purdue University, 2006 

Magnus optimizes turf quality and increases soil 
moisture content during periods of stress. 

Lycoperdon Fairy Ring 
Clemson University - 2005 

I Check 
Cascade Plus, 4 oz./M 

I Insignia, .9 oz./M 
Cascade + Insignia, 
4 oz. + .9 oz. 

• Heritage TL, 2 oz./M 
Cascade + Heritage, 
4 oz. + 2 oz. 
Prostar, 4.5 oz. 

I Cascade + Prostar, 4 
oz. + 4.5 oz. 

Cascade Plus in combination with fungicides 
optimizes disease reduction compared to 

fungicides alone and the check. 

http://www.precisionlab.com

