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knockdown of early-season adults
and surface-feeders
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Knock out bugs with new ALOFT™ Insecticide. Nothing provides better, faster or longer control of white
rubs, early-season adults (like annual bluegrass weevil, black turfgrass ataenius, billbugs and chinch bugs)
and surface-feeders, including armyworms, cutworms and sod webworms. To learn more about the one-two
punch of ALOFT, call 1-800-761-9397 or visit www.arystalifescience.us/aloft.
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N CONCEPTS

Society of Golf Course Architects, can be reached at jeff@jeffreydbrauer.com

DEFINING AN ARCHITECT

n previous columns, I've written about

professional golfers being called golf

course architects. Alert readers know
I don’t consider most of them architects,
which begs the question, “What’s a golf
course architect?”

The American Society of Golf Course Ar-
chitects defines the term in its membership
process as the person most responsible for
the final form, look, character, etc., of the
golf course via the routing, plans and field
work. The architect must possess a unique
combination of artistry, engineering,
knowledge, training and experience in all
(or most) of the disciplines required to take
an idea from concept through construction,
including:

Golf, golfers and golf history — Most
architects study historic golf courses to
learn the game’s strategies, shot values
and subtleties. We know how it’s played by
the best and the worst. We make realistic
design decisions based on the understand-
ing of the limits of players and equipment.
We also know club members and club
politics well through our experiences and
help guide everyone involved through an
emotional process.

Landscape architecture — Architects
are often trained in landscape architecture,
which has close parallels to golf course
design, including land sculpture to create
visually appealing courses. Aesthetically
pleasing courses are most likely designed
by someone with rare God-given artistic
flare who chooses to apply that flare to golf
course architecture. It’s difficult to put a
dollar value on artistic flare, but it’s a nec-
essary part of great golf design that most
people don’t have.

A professional design also means creat-
ing a technically sound golf course with
properly built greens, tees and bunkers,
effective drainage and turf, proper safety
buffers, good circulation and dozens of
other items that few golfers realize are
important but which must be incorporated
into the design seamlessly.
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In addition to basic design skills, golf
course architecture requires substantial
knowledge in areas such as:

Environmental science — Well-designed
courses are compatible with nature, prop-
erly feature and preserve natural landscape
surroundings, and meet stringent environ-
mental codes and regulations.

Civil engineering — Translating great
design ideas into reality requires knowl-
edge of surveying, land planning, site de-
sign, construction regulations, aerial pho-
tography and topographic maps, irrigation
hydraulics, pumps and piping systems. The
old axiom of “drainage, drainage, drainage”
applies, and golf course architects can plan
drainage that keeps the course in play and
meets environmental guidelines. Even cart
paths — so distracting and yet so integral
to modern golf — require experience and
thought to properly lay out for aesthetics
and convenience.

Agronomy — An architect must provide
a golf course superintendent with the right
tools in terms of irrigation, drainage and
soil mixes to provide optimum conditions,
and must understand agronomy and water
quality.

Cost estimating — Sooner or later, a proj-
ect comes down to money. Using knowl-
edge gained from past projects and specific
plans and specifications for a project, an
architect can present realistic budgets nec-

essary te obtain adequate financing, often
with great accuracy early in the process.

Contracts, plans and specifications
— Few businesspeople would undertake
multimillion dollar ventures without proper
contracts, and golf course construction is
no different. Golf course architects create
detailed plans and specifications covering
all phases of golf construction to protect a
club’s interests. They assist with negotiat-
ing the best possible terms and price with
contractors who have more experience in
these contracts than a typical club.

Project management and construc-
tion — Proposing designs that can be built
cost effectively and regular construction
monitoring for quality control require an
understanding of golf construction com-
ponents, including heavy earthmoving. To
minimize down time and optimize grassing
windows, project scheduling also is critical
to success.

While great players, average players,
superintendents, club managers, histori-
ans, committee members, contractors and
suppliers can make valuable contributions
to golf course development, all have limited
perspectives, and none has the aforemen-
tioned skills. Through professional training
and experience, architects use those inputs
to create realistic, quality and long-lasting
designs and construction specifications that
work well in all aspects, either using their
own design ideas or acting as the musical
conductor to orchestrate the members of
the band to move the project in the right
direction.

It’s difficult to measure, but architects
earn their fees by avoiding mistakes or
unsatisfactory designs that often require
rebuilding, providing competitive bids from
contractors to assure the lowest qualified
price and monitoring construction to as-
sure the client gets all he paid for. It's more
likely the client will enjoy years of trouble-
free golf and spend less money long term.

The best way to save money is to use a
golf course architect to design and head a
construction project, rather than saving de-
sign fees and paying later for unsatisfactory
designs and construction projects. 6Cl
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Seashore Paspalum

The Environmental Turfgrass

e Save drinking water: may be irrigated
with effluent, even seawater
e Use less water
e Use salt to kill weeds
e Use less fertilizer
e Plays great, putts true with virtually NO GRAIN
e One grass tee-to-green

Grass your course with SeaDwarf,
the Environmental Turfgrass

Visit www.environmentalturf.com or
call 863-452-6595 to find a
licensed sod producer near you

nvlronmental Turf..~
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THE GAME

T hrough the years, I've visited more
| than a few GCSAA affiliated chapters

! delivering educational programming
of one sort or another.

Invariably, in recent years (includ-
ing this year), I've been approached by a
chapter board member or two and asked
whether I was seeing what they’re seeing:
chapter members’ growing indifference to
supporting chapter and GCSAA program-
ming?

When I ask what’s the evidence support-
ing these observations, I'm told indicators
are declining membership development
and diminished interest and participation
in formerly well-received programs such
as local education, national certification,
tournaments, social events and fund-
raising.

My answer to the original question,
asked on each occasion, has been yes. I've
also seen this same pattern for several
years through dozens of interactions with
chapter and GCSAA members. When you
discuss the plausible reasons why these
situations have developed with chapter
leaders, it quickly becomes clear there are
justifiable reasons for the growing member
indifference. For example:

» While an old continuing story, few
things bother GCSAA members more than
knowing about 80 percent of PGA and
CMAA members enjoy the benefit of writ-
ten contract security but GCSAA members
don’t.

+ Because the chapters are the political
power base of the association and wish to
maintain control over GCSAA elections,
they've been able to discourage individual
member voting for some time — only one in
1,000 eligible members vote individually in
GCSAA elections each year. (A recent GCI
electronic poll showed 76 percent of GC-
SAA members voting want the opportunity
to vote as individuals.)

+ Because of the limited program devel-
opment experience of the GCSAA boards
and staff through the years, a long list of
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necessary precedent setting educational
programming doesn’t get into the develop-
mental pipeline.

+ Members don’t respect the manner
in which board members’ enjoy a lifestyle
well above that of the membership (i.e., ex-
pensive family travel and cash perks) when
no other organization in golf, including the
PGA and CMAA, does this.

+ The GCSAA board’s long-standing lack
of transparency offends many members.
For example, board-meeting minutes (with
voting records) are no longer published,
and the right to have access to pertinent
fiscal data and policy-making discussions
are denied to members. How, then, can
GCSAA members vote responsibly to
reelect board members or elevate board
members to officerships when the voting
records of then-serving board members are
also denied to the membership?

... association policy
... has been designed

Ehrgughout the years
O (u !Hir Aowirl tne

i \

* Members are discouraged because the
GCSAA bylaws deny the membership of
any opportunity to influence board nomi-
nations or to hold boards accountable for
their actions.

Is there any wonder why member apathy
is spreading throughout the GCSAA when
persistent association policy, as described
above, has been designed through the years
to dumb down the membership and deny it
any influential role?

While I readily concede the present and
recent GCSAA boards haven’t been respon-
sible for establishing this long-standing
negative culture, the point must be made

these debilitating policies remain in place
and can’t be allowed to stand.

Perhaps, the best way to educate and
convince the next and immediately fol-
lowing GCSAA boards they must accept
the responsibility to change the present
organization culture is measure to what de-
gree existing policies support the GCSAA
mission statement, which is:

“The GCSAA is dedicated to serving its
members, advancing their profession, and
enhancing the enjoyment, growth and vitality
of the game of golf.”

I doubt veteran GCSAA members would
give more than a “3” rating out of “10” for
the quality and effectiveness of present
GCSAA performance when measured
against the noble intentions as expressed
within this mission statement. I don’t sug-
gest this low rating to embarrass anyone,
but you can’t fix what you don’t know is
broken. The GCSAA mission statement
isn’t broken, but the association’s com-
mitment to serve its membership and to
advance a profession is.

The two immediate board objectives that
would effectively begin to right the ship
(after bringing in a proven program devel-
opment capability on board) are:

* Quickly jumping on the painful, family
debilitating, but very addressable lack of
written contract issue (see my October
2007 GCI column); and

+ Immediately establishing the policy of
presenting board meeting minutes (with
voting records) on the GCSAA Web site.
Nothing will earn the trust of the mem-
bership more effectively than transparent
board performance.

I can’t imagine a GCSAA board that
wouldn’t welcome this unique opportu-
nity to serve its membership in a more
profound way.

While the coming 2008-09 GCSAA
board can’t be held accountable for what
has transpired in the past, it’s being put on
notice by the membership that it will be
held accountable for the degree to which it
supports membership rights and how effec-
tively it restores confidence in, and respect
for, the association’s mission statement. GCI
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Our proprietary organic chelation
technology ensures fast and efficient
foliar uptake of nutrients, high
compatibility for ease of use, and a
low risk of leaching or runoff for
environmental soundness.

GRIGG BROTHERS
P.O. BOX 128 « ALBION, IDAHO 83311
For a Distributor Near You Call:

1-888-246-8873

or find us on the web at www.griggbros.com
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can’t find good help!” I hear this all

| too often from golf course superin-

! tendents and managers. Hiring is
often difficult and frustrating. (Actually not
unlike looking for a job.)

During the 20 years I've worked with
superintendents, I've never heard one
exclaim: “I can’t grow excellent turf!” It’s
not because growing excellent turf is easy.
Superintendents grow well-conditioned
turf because it’s their job and they work
year round planning it.

Similarly, hiring is an integral part of a
superintendent’s position. Those who suc-
cessfully hire great employees have a hiring
plan and work year round at it. Successful
hiring also makes growing healthy turf
easier. A hiring plan includes preparation,
recruitment and selection. Here are some
suggestions for creating a hiring plan:

Be a preferred employer. Think about
how you attract new golfers or members.
You probably advertise, but the image or
reputation of your facility is central to
successful advertising. A good product or
service is easier to market than a crummy
one.

So, what’s the image of your facility and
maintenance staff as a place to work? Just
like advertising a product or service, hiring
is easier with a great image or reputation
as a place to work. We call such a facility a
preferred employer.

How do you become a preferred em-
ployer? Just as successful advertising of the
course starts with a great course, the key to
being a preferred employer is being a great
place to work. This means creating a work
environment and team spirit that results in
employees with superior productivity and
extraordinary job satisfaction. This, like
growing well-conditioned turf, is a year-
round job.

Build your hiring plan around compe-
tencies. The reason for hiring is to have
employees who are productive, who suc-
ceed. Those successful characteristics are
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called competencies — the combination of
experience, skills, knowledge, performance
behaviors, and personal attributes and
attitudes that contribute to employee suc-
cess. Based on my experience working with
superintendents and a recent visit with a
local superintendent, an example set of
competencies for a maintenance staff posi-
tion are reliability, identifiable successes
and a willingness to learn.

Because most maintenance employees
begin with little or no directly relevant
experience, the identifiable success com-
petency is a record of success in whatever
the candidate has done — school, other posi-
tions, volunteer work, etc.

Recruitment. The goal of recruiting
is to reach and persuade a large number
of qualified candidates to apply for the
position that’s open. When a company
advertises — let’s use Subway as an example
— it promotes the positive attributes of
its sandwiches, convenience and quality
ingredients with the objective that potential
customers will purchase its sandwiches.

Similarly, with recruiting, employers
promote the positive attributes of their fa-
cilities and open positions. With recruiting,
employers provide more detailed informa-
tion about what will enable a potential
candidate to succeed in the position — the
competencies.

Sadly, positive attributes are lacking
in most recruitment materials I read. Re-
cently, I was teaching a seminar
for superintendents, and they
had difficulty moving past a
concern that they couldn’t
offer a competitive
wage. Compensa-
tion is important
but not nearly
as important as
most think. Do
superinten-
dents enter the
profession for

the money? Take the time to brainstorm
the positives about working on a golf course
maintenance crew. Some include:

+ Working outdoors;

+ Operating modern equipment;

+ Completing a work day by mid-

afternoon;

+ Having a regular schedule;

+ Being part of a small, close-knit team;

+ Learning new skills;

+ Taking advantage of opportunities for

advancement;

+ Working with an experienced

supervisor;

+ Gaining work experience; and

- Playing golf.

Include the aforementioned positives in
a job announcement, want ad or Internet
job service for recruitment. An example is:

“Scenic, local golf course — Success-
ful Valley Golf Course — seeks reliable
individuals for seasonal, full-time golf
course maintenance positions. Experience
isn’t necessary. Applicants must have a
record of success in school, previous jobs or
volunteer activities and be eager to learn.
Our valued employees work as a team with
state-of-the-art machinery. They're super-
vised by knowledgeable, skilled managers.
Spend a summer with us. Work hard, play
some golf and leave much better prepared
for your next position. Call or apply at ...”

Note the inclusion of the competencies
and positives of the Successful Valley Golf
Course.

Selection. A planned, professional selec-
tion procedure highlighted by an excel-
lent interview is necessary to complete a
year-round plan to hire excellent employees

successfully. 6CI
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Looking for an answer to
leaky joints and pipe breaks
caused by water hammer
or over pressure?

For ISCO HDPE pipe,
irrigation pros

just call Doug Zak at
1-800-345-ISCO (4726)

See us at

Booth 2114

at the

Golf Industry Show

The problem: leaky joints and pipe breaks caused by water hammer and early
spring turn-ons — causing costly, disruptive repairs.

The solution: a durable, flexible ISCO high density polyethylene (HDPE)
piping system — with sections actually

butt-fused together to become
one continuous ‘jointless’

pipe, with the fused area
becoming even stronger
than the piping itself.

An HDPE system
actually gains strength
and won't become brittle
in lower temperatures,
expanding and
contracting to avoid

breaking,

An HDPE fused system is

System confidence!
easy to install, easy to

repair if necessary, and Take advantage of our
easy to ‘tap’ for system exclusive 5-Year I,liiiiteni
expansion. Warranty thar.pmvldes

= replacement of any HDPE
Qualified ISCO 4

personnel can assist in

pipe shown to be defective in
materials or workmanship.

selection of proper size Ask for complete details!

and class pipe for your golf
and turf project, and ISCO stocks

— or can fabricate — any fittings

ISCO HDPE pipe is ideal for:

Main, lateral, and pump discharge piping

required to connect with other Pump station wet wells

sprinkler or pumping systems

specified.

Pump intake piping and floats
Wetland piping

L e

Creek, bridge and road crossings

Lake/pond trickle tube

’\

1SCO

N D USTR

If you're ready to install a
dependable, leak-free HDPE
system — you gotta go ISCO!

Coming through.

WWwWWw.isco-pipe.com
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MANAGEMENT

7 n Sept. 1, 2006, 12 equipment
| | technicians met by conference call
% to discuss starting an equipment
technicians association. During that call,
we decided this type of association was
long overdue and it would be increas-

ingly necessary for the development of the
equipment technician position.

The equipment technician’s role during
the past 20 years has developed into much
more than just a person on the staff who
keeps equipment operational. With the
increasing number of golf courses through-
out the world, there aren’t enough skilled
technicians to meet the needs of every
course. There are many reasons for this,
however, we believe lack of awareness of
the career opportunity is the biggest one.

How can you tell the difference between
a skilled and unskilled technician? Is it
the way he looks or dresses? Is it how
quickly he can get a piece of equipment
up and running? Is it the organizational or
management skills he possesses? Unfortu-
nately, there’s no standard for measuring
effectiveness, so everyone’s perception of a
skilled technician is different.

The GCSAA helped develop the super-
intendent position into one that’s matured
throughout the years. Superintendents as
a whole have taken on more responsibil-
ity and, in turn, have gained much more
respect.

It’s for these reasons an equipment
technicians association is being developed.
An equipment technician is responsible for
all the equipment that maintains the golf
course daily and has a duty to make sure
every member and guest experiences a golf
course that’s in beautiful condition every
day. The position technicians hold can help
determine whether a customer returns to
the golf course to play again or if it’s the
last time he sees the golf course. In short,
equipment technicians help support the
revenue flow to the golf course.

On Jan. 1, 2007, the membership of
the International Golf Course Equipment
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Managers Association elected its first set of
officers and board of the association. The
board consists of equipment managers and
technicians from throughout the world
who've experienced many types of chal-
lenges in the industry. With the formation
of committees, the association is able to
have many more individuals worldwide —
from industry leaders to assistant techni-
cians — so everyone has the opportunity to
assist expanding the knowledge and profes-
sional image of every technician, from the
high-end private clubs to the small-town
public facilities and distributors.

During the past year, the IGCEMA has
achieved many things. We’ve hired legal
counsel and an accountant to assure our
path to provide a strong platform for com-
ing years is legal and consistent. The IG-
CEMA officially became IGCEMA Inc. Oct.
12, 2007. We also joined the Federation of
European Golf Greenkeepers Association’s
road show this year in South Africa where
we taught three seminars about how to
organize a workshop.

{ \
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The IGCEMA has continued to progress
— it has membership in nine countries, and
most recently, has been recognized by the
R&A on its best practices Web site (www.
bestcourseforgolfcourse.org) as an interna-
tional organization.

Many of these achievements wouldn’t
be possible without the overwhelming
support we've been given by the equipment
manufacturers, superintendent/green-
keeper associations and the technicians
throughout the world who've embraced the

g\
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association and want it to succeed. Despite
the many accomplishments during our
one year of existence, we have many more
strides to make.

The IGCEMA has many things planned:
a certification program; exhibiting at the
Golf Industry Show; launching our envi-
ronmental initiative and continuing to add
local technician associations as affiliates
to our organization, among others. We'll
also make a big push to increase awareness
of the association in the industry to help
increase membership.

Another key focus will be encouraging
more technicians to work at golf courses.
The number of technicians in our industry
is declining quickly and isn’t keeping up
with demand. Many colleges in the U.S.
are struggling to attract students who are
interested in being equipment techni-
cians. While the equipment technician
job has changed throughout the years, the
IGCEMA would like to have it recognized
as an important and rewarding career. This
is no easy task, but if it’s not addressed, it
will hurt golf in the U.S. and abroad.

For the IGCEMA to make these strides,
the industry needs to understand the value
of equipment technicians, which is an
integral part of the success of a golf course
management team. Professionalism, stan-
dards, education and achievement should
be recognized, nurtured and respected.

It’s the goal of the IGCEMA to develop
this idea and expand it worldwide. Doing
so will encourage others to enter the pro-
fession. We intend to work with superin-
tendent associations and manufacturers to
develop this association and profession into
one that gains the respect and recognition
that’s long overdue and much needed. 6CI


mailto:orstephen.tucker@ritzcarlton.com

ALORSIUS BOBLINE .......o.... ’ ' ! F - ’ I D !
Turns History Into Reality

WATER SAVINGS
WETTING AGENS: 29 YEARS/
PFRF() LAIMS -

The balancing act between the Golfer, the RM COME EAS‘{ ';l\
Superintendent, and the Grass Plant CE 7, KE [ O@CX’
led one Superintendent to remark, “There is no way out, =S A WHILE L

and no excuse for a lack of turfgrass quality” He uses SURFSIDE 37.

Survival using plain water has been the historic approach to turfgrass culture. SURFSIDE 37 changes the

membrane characteristics and metabolic rate of the cell. You deal with a different deck of cards. Plain

water will never fit the bill. Water Sawvings start before the season begins, and ends when the season

ends. Depending on your experience with SURFSIDE 37, you must ponder if it is you or the Wetting

Agent that is growing the grass. If your decision is arbitrary — “It's time to put the Wetting Agent
out” — you have already gambled away recovery time in the Water Savings battle. Wet or dry,
the grass plant born and bred on a SURFSIDE 37 diet is a biological gem. This is not in the
Turfgrass Textbook — some think it belongs in a Joke Book... take your pick! We prefer the words
of a Superintendent who states, “The spray tank never leaves the barn without SURFSIDE 37"

SUPERINTENDENTS SPEAK OUT ON WATER SAVINGS

1980 “...During 1980, | treated one green with SURFSIDE 37. We syringed the treated green a couple of times during the season, the
rest of the greens required over 50 days of syringing... that one SURFSIDE 37 green was incredible! During 1981, we treated all the
greens, and only had to syringe a handful of times - maybe a dozen times all summer - and most of that was on the high spots.
80% to 85% reduction in syringing during the past ten years has meant major water and labor savings..."

1983 “...We use city water - we're on a meter. Based on comparable figures for 1980, we reduced water use by 20% in 1983..."

1985 “...This year we would water Friday night, and then wouldn’t water again until Sunday night. We used 30% less water...didn't
syringe once this year...just didn't need it! When we first went on water restrictions, SURFSIDE 37 kept our fairways alive during

that long July/August stretch. You can use it anytime...it doesn’t matter how hot it is. We held our worst fairway with a total
of 5 gals. per acre...”

1988 “... With SURFSIDE and our hand-watering program, we only water greens two times a week. \We required 50% to 70% less
water on greens than when | arrived two and a half years ago. We spike and top dress the greens every two weeks, and apply
SURFSIDE 37 following these cultural procedures. We also Hydroject ten of our twenty greens each week from April until
September. We use the SURFSIDE PELLETS on the hose via the Hydroject. This works great in getting the product into the root
zone. SURFSIDE 37 is a vital part of our turf management program...”

1993 “...I saved more than 90% pf my_syringe labor budget. Afternoon watering was basically eliminated. During the summer of 1993
we syringed less than ten times in the afternoons. During the summer of 1994 we only had to syringe two afternoons. SURFSIDE 37
has helped eliminate hard to wet areas; by treating the entire green complex, water movement through the soil has been
improved. This has decreased the need for daily irrigation, and nearly eliminates the need to syringe during the day. We have
saved our operation over $7,000 per year in labor costs during the summers of 1993 and 1994..."

g SURF-SIDE BOOTH #1105 - GIS ORLANDO
&

SUPERINTENDENT ASATO-SAN SAYS,

@ “I TRIED IT, I LIKE IT, I USE IT... AND MY ASSISTANT LOVES IT!!!”
JAPAN PGA CHAMPIONSHIP

PASPALUM » et course on Rt « PASPALUM

Syringe with PELLETS € Control Foam with ZAP!

MONTCO PRODUCTS CORPORATION ¢ BOX 404 AMBLER, PA 19002 ¢ (PHONE) 1-215-836-4992 (FAX) 1-215-836-2418
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AT THE TURN

Successful
business tips

Bob Higby, president of Independent AgriBusiness

Professionals, spoke about what it takes for a business to be

successful at an Independent Turf & Ornamental Distributors

Association meeting in October. Service is key, but the biggest

challenge for most companies is differentiating themselves

from competition. The following are some of Higby's tips for “

success for distributors and manufacturers. Superintendents synth ic tu rf option

might benefit from a few of these, too. Synthetic turf is a viable option for tee:boxes on driving ranges

* Retain qualified people, beginning with the owner’s at public and private facilities. When debating whether to install

commitment. synthetic turf, consider these five points:

« Empower employees. 1.Frequency of use. Turf that doesn’t wear out as fast as

natural turf is attractive for busy driving ranges. Most facilities,

* Have:an open-daor management RE vl o especially in the Northeast, shut down ranges by December

employees. and, generally, don’t reopen them until March or April. With
* Make sure employees are aware of their roles in the synthetic turf tee boxes, ranges can stay open year round
company’s success. without maintenance downtime and are ready for practice on

those rare 60-degree days in January.

.Maintenance. If you're spending too much time and money
reseeding the range, consider switching to synthetic turf,
the maintenance of which is almost nothing. A leaf blower is
needed to clear any surface debris, and a “no chewing gum”
rule is a good idea because it's not easy removing gum once

« Strive for very little turnover. As a result, customers
see the same person regularly, and employees know
customers’ likes and dislikes and can build relationships
more easily.

* Meet regularly with personnel.

* Service people should wear a uniform with it's embedded in the turf.
a name on it so customers know who .Durability. Synthetic turf tee boxes can be used more often
that person is, what he does right for longer periods of time. Because synthetic turf isn't at the
or wrong, and what company mercy of inclement weather, superintendents can maintain
he works for. the integrity of the range while reducing maintenance costs.

4.Turf composition. There are two viable options when
selecting fiber and infill. The first is to install a strong, durable
polypropylene fiber that can be filled in with sand. The second
is a durable, abrasive, dense nylon blade that will stand up to
wear and tear. Sand infill isn't necessary with dense nylon tee

* Focus on selling
marketing solutions
rather than products.

* Focus on your
business, not the

o, box turf.
competition. 5.Drainage. When tee box lines are spread across a larger
* Offer competitive surface area, it's useful to implement a drainage system to
compensation/ ensure quick water removal. A stone base composed of two
performance packages. to three inches of a larger, crushed stone measuring three-
Pay for performance based on quarters of an inch is recommended. That layer is topped off
profit, not gross sales. with a 2-inch layer of a finer, angular stone followed by a fill of

stone dust. The entire stone base then gets compacted with a
vibratory plate or roller to give the turf a precise level base.

» Sales reports should enable
analysis and inventory controls.

Source: Sprinturf, a designer and installer of synthetic turf
systems in Wayne, Pa.
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