
Your Course Should Be Challenging 
But Maintaining it Shouldn't Be 

d a v i s . n s t r u m e n t s Vantage Pro2 M Weather Station 

No one knows your course better than you. 
B u t D a v i s " m a d e - i n - t h e - U S A " V a n t a g e P r o 2 w e a t h e r s t a t i o n s c a n h e l p y o u 
k n o w it b e t t e r . A v a i l a b l e i n s i x m o d e l s , w i r e l e s s o r c a b l e d . S t a r t i n g a t $ 4 9 5 . 

• Track temperature, wind, rain, humidity, ET, leaf wetness, soil temperature, soil 

moisture, degree days, and more, with updates as often as every 2Vi seconds. 

• Transmit for miles on end with our new long-range repeaters, or add wireless consoles in 

multiple locations—so you're never far from an instant weather report. 

• Turn your irrigation system on or off or activate other devices based on current or trending 
weather conditions. 

• Monitor up to eight different stations on a single wireless console—you decide when and 
where to place each station. 

• Connect to your PC and create your own customized reports with user-defined growing 
seasons and thresholds. 

• Expand your functionality with WeatherLink™ for Irrigation software. 

Order Vantage Pro2 now, or ask for your FREE catalog. 

Davistziii 
800-678-3669 

3465 Diablo Ave. 
Hayward, CA 94545 
www.davisnet.com GCIOSIO 

www.golfcourseindustry.com/readerservice - #44 

http://www.davisnet.com
http://www.golfcourseindustry.com/readerservice


TOURNAMENT INSIDER 

Tim Moraghan is principal of Aspire Golf 
Consulting in Long Valley, N.J. He can be reached at 
tmoraghanll@comcast.net or 908-635-29P8. 

PROVIDE THE RIGHT ATMOSPHERE 
odd Raisch, CGCS, at Ridgewood 

f Country Club in Paramus, N.J., hosted 
the 2008 Barclays Championship in August. 
Here's what he had to say about preparing 
for it. 

| Todd, you learned Ridgewood would 
I host the Barclays Championship in 
January this year. How did this impact your 
plans and maintenance schedule? 

A Ridgewood officials had been talking 
I with PGA Tour officials and felt there 
was a good chance we would host the event, 
so we had a preliminary plan about what 
would be required. When we were given 
the official notice in mid-January, the club 
began meeting the requirements for the golf 
course, which included: 

• Determining the best 18-hole routing 
from the existing 27 holes. Criteria included 
a layout that would challenge the competi-
tors and allow proper flow throughout the 
golf course for play and spectators. 

• Placing corporate tents, parking lots, 
concession stands, clubhouse requirements, 
trailers and perimeter security. 

• Working with the PGA Tour to evalu-
ate and determine potential course design 
changes to test the players. The PGA Tour's 
John Mutch began making regular visits 
to discuss these options. Advance visits 
included a discussion about the number of 
trees that needed to be removed and new 
tees to be constructed for length, angle and 
location. 

• Getting board approval for on-course 
changes that also had to be reviewed with 
Gil Hanse, consulting architect. Once 
approved, the golf course builder was sched-
uled for immediate work in the spring. 

With new tees, I was concerned about 
the impact of shade from the surrounding 
trees on turf health. I contacted a local tree 
company to reschedule the original planned 
work. 

The purpose of the new tees was to meet 
the PGA Tour's needs for the tournament, 

but Ridgewood's investment needed to 
satisfy our membership, too. 

n Being new to the tournament scene, 
1 '' what was your greatest concern, and 
what were the items that affected you and 
the club most? 

A The greatest concern was hosting an 
Jmevent in mid-August. We were trying to 
keep two types of turfgrass agronomics and 
playing conditions for the putting greens: 
one to keep membership satisfied and the 
other to prepare for the world's best players. 
New Jersey experienced an unusual August 
- it was relatively cool and mild - which 
helped our plans. However, our low-hand-
icap club members felt they should have 
Tour-like conditions, not understanding this 
level of conditioning is created for one-week 
stints. My goal for appeasing our member-
ship was to attempt, without sacrificing turf, 
to provide a low-handicap challenge by: 

• Establishing a height of cut close to 
what the Tour agronomists expected to see 
during the event, which was O.J J. Weather 
allowed us to maintain this level throughout 
the summer and into the event. 

• Implementing regular fertility, suf-
ficient topdressing depth within the canopy 
and limited surface grooming methods. 

• Applying preventive fungicides and 
growth regulators properly to help battle 
anthracnose and help maintain the lower 
height of cut. 

• Single-cutting greens regularly using 
pedestrian mowers with solid rollers. 

• Rolling the greens to reduce surface 
stress to the plant. 

• Enhancing our golf course set-up 
practices, focusing on hole locations. We 
used a more difficult but fair location to 
raise the competitive bar and create a fun 
atmosphere. 

OYour demeanor and patience never 
faltered the entire week. What's your 

secret? 

AI tried to remain low-key and calm. Oper-
ational impacts that damage the fine turf 

outside the ropes happen. I have little con-
trol over those. We tried to minimize what 
occurred outside the ropes by assigning an 
associate superintendent to attend operation 
meetings to keep us informed of what was 
coming. We had regular vendor meetings 
to communicate what, where and how they 
could get their equipment, vehicles and staff 
to the appropriate locations on the course 
without bumping into us or other contrac-
tors. By meeting with vendors, we kept the 
damage to a minimum until about JO days 
out where activities increase and large truck 
ruts can cause broken irrigation lines, power 
outages, broken cart paths and curbing. 

One suggestion to create a relaxed and 
communicative atmosphere within the 
volunteer ranks is to appoint a volunteer 
chairman. I used a local turf supply vendor 
and good friend, Ken Kubik of Grass Roots 
Turf Supply. Ken: 

• Organized all the volunteer forms and 
assigning people to their requested shifts. 

• Created and organized directions to 
the course and parking areas for each shift. 

• Provided sign-in and greeting areas 
where volunteers picked up the tourna-
ment packet, received their assignment and 
answered various routine questions. 

• Provided everyone with a locker and 
key for personal effects, ushered people to 
the meetings and made sure breakfast was 
served on time. 

• Coordinated the Jacobsen/Textron 
tournament support trailer that assists 
superintendents and their mechanics with 
additional workload and provides the volun-
teers with an area to relax and learn. 

• Made sure everyone met those they 
didn't know. 

Each morning when the volunteers 
checked in, they received a raffle ticket for 
a small prize Ken auctioned off before the 
morning staff and assignment meeting. This 
is a good idea to wake up, organize and relax 
people. This friendly atmosphere allowed for 
a meet-and-greet scene for an exchange of 
agronomic ideas, and it reduced my personal 
workload, keeping me relaxed. GCI 
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Have fan, will travel 

Protect the hole 

Ter r y Buchen, CGCS, MG, is president of Golf Agronomy International. He's a 38-year, 
life member of the GCSAA. He can be reached at ter rybuchen@earthl ink.net . EQUIPMENT IDEAS 

Travels 
With 
Terry 

John Kois, golf course superintendent 
at the Hanover Country Club in 
Ashland, Va., modified a Standard 

Golf Co. model number 30100 cup setter to 
protect the hole from damage when using 
the Smithco X-Press greens roller. Kois 
also uses the protector when the greens are 
rolled. 

Kois removed the handle and surrounds 
from the cup setter, leaving just the 
4.25-inch-diameter portion that fits on top 
of the Standard Golf model number ST 
2000 plastic cup. Kois drilled 5/16-inch-
diameter holes on either side of the cup 
and glued a 1/4-inch-diameter aluminum 
handle in place using J-B Weld epoxy. 

The materials cost less than $100, and 
the labor involved took one hour. 

At the Hanover Country Club in 
Ashland, Va., two creeping bentgrass 
greens have restricted air movement. 

And because of budget limitations, golf 
course superintendent John Kois doesn't 
have enough fans to put one on each green. 
So, he devised a portable system for moving 
fans to wherever he needs them. 

Kois welded a 2-inch-diameter mounting 
pipe base to the bottom plate of a dolly so 
it can be moved to any location around the 
green. The fan is operated by a portable 
generator. Kois places a synthetic turf mat 
over the top of the generator to keep it dry 
from rainfall and irrigation. A 10-foot-long 
power cord leading from the generator to 
the fan makes the fan easier to move. 

The fans and generators were in the 
club's inventory, Kois bought the dolly at 
a local hardware store and the welding 
materials cost about $100. The mechanic's 
labor took about an hour and a half. GCI 

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 - j as well as 
a few ideas of his own 

with timely photos 
and captions that 
explore the changing 
world of golf course 
management. 

mailto:terrybuchen@earthlink.net


B U S I N E S S F O R S A L E 

200 ACRE FARM/DEVELOPMENT 
PROPERTY 

90 Miles East of Chicago 
50x170 Bldg with Offices 

2-40x80 Bldgs w/shops — 2 Homes 
269-695-5505 

Floyd Perry's 
Grounds Maintenance Service 

BUSINESS FOR SALE 
Established athletic field maintenance 

company with steady public and 
private school accounts. Multiple 

outside job opportunities in Central 
Florida. Excellent staff, sufficient 
equipment trucks and trailers. 

Call 407-468-3088 for details. 

Aeration Company For Sale 
Established contract aeration company 
for sale with strong customer base of 

golf courses and sports fields in NC and 
SC. Protected territory and patented 

equipment. Contact Paul Swords, 
Broker 828-298-6566 

B U S I N E S S O P P O R T U N I T Y 

SERIOUS ENTREPRENEURS ONLY! 
After four years, $400,000 of market 

testing, and Millions of dollars in 
earnings, we have perfected the most 

powerful, automated, turn-key, sales and 
marketing system on the planet. That's 

How Normal People Like You Are Earning 
$5,000 to $10,000 a week Without 

Picking Up The Phone, 
visit: www.wealthmaster4u.com 

229/848-5288 

FOR SALE 

WWW.SANDTRAPRAKES.COM 
HOME OF THE $10.00 RAKE 

Earlier spring green-up 
Faster seed germination 
Deeper root developmen 
Delays dormancy i 
Ideal winter blank 

es 
• Available in any si 
• 3 or 7 year warranty co L la i i J 

For details call 1-800-387-5808 today! 

Qoyermaster.com 
E-MAIL: info@covermaster.com 

T O R O P A R K M A S T E R 
Toro Parkmaster, 7 gang mower. 

Perkins diesel rebuilt approx. 300 hrs ago. 
Seven 30" gang mower, rebuilt 

approx. 150 hrs ago for $8,000.00 plus. 
Hyd lifts for the gangs. 

Mows fast, wide and great. 
$10,500 OBO. 

Selling for my church in Anacortes Washington. 
Call Mark @ 360-588-0690 or 360-333-1226 or 

shantyman@cablerocket.com 

P L A C E Y O U R C L A S S I F I E D A D T O D A Y 
Call Bonnie Velikonya at 

800-456-070? or email her 
at bvelikonya@gie.net. 

A patented impermeable ripstop barrier 
between your turf & the winter elements! 

Minimizes temperature fluctuations & protects against ice 
damage, crown hydration and desiccation. 
Lightweight and durable-years of easy installation & storage. 
Millions of square feet of turf protected 

H E L P W A N T E D 

Golf Course Company seeking experienced 
Shapers, Irrigation Supervisor, Drainage, 
Management and Linish Personnel and 
Drafts Person with Auto Cad experience 

for International Projects. 
Resumes to be e-mailed to 
frank@intergolfinc.com 

Wadsworth Golf Construction Company 
Seeking Project Superintendents, Irrigation 
Loremen, Site Work Loremen, Shapers and 
Equipment Operators for Projects in the Mid 
Atlantic region and other areas of the coun-
try. 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 
insurance and profit sharing opportunities. 

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

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

GOLFCOURSECAREERS.COM 

Part of the 
GreenIndustryJobs.com Network 

1 - 8 8 8 - 8 1 8 - J O B S 
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AD INDEX 

COMPANY PAGE RS 

BASF 21 18 
www.betterturf.com 
Bayco Golf Course Accessories 54 41 
www.baycogolf.com 
Biological Mediation Systems 30 22 
www.biologicalmediation.com 

Carolinas GCSA 38 46 
www.carolinasgcsa.org 
Caterpillar 44 33 
www.cat.com 
Cleary Chemical 24-25, 27 19, 21 
www.clearychemical.com 
Clivus Multrum 50 37 
www.clivusmultrum.com 

Club Car 68 48 
www.clubcar.com 
Davis Instruments 
www.davisnet.com 
Environmental Turf 
www.environmentalturf.com 
First National of America 
www.firstna.com 

First Products 
www.lstproducts.com 

FMC Corp 38*-39* 29,30 
www.fmc.com 

COMPANY PAGE RS 

Friesen USA 30 23 
www.meridianmfg.com 

Golflinx 37 28 
www.golflinx.net 
Helena Chemical 43 32 
www.helenachemical.com 
International Molasses Corp 47 50 
www.internationalmolasses.com 

John Deere Golf 10-11 13 
www.deere.com 

Kalo 
www.kalo.com 

The Liquid Fence Co... 
www.liquidfence.com 
Mitchell Products 
www.tricure.com 

Orival 
www.orival.com 
OTF 59 36 
www.ohioturfgrass.org 

Pennington Seed 26 20 
www.penningtonseed.com 

Phoenix Environmental Care 13 14 
www.phoenixenvcare.com 

Precision Laboratories 31, 33 24, 26 
www.precisionlab.com 

COMPANY PAGE RS 

Professional Turf Products 67 47 
www.proturfproducts.com 

Quali-Pro 9 12 
www.quali-pro.com 

Rain Bird 51, 53 38, 40 
www.rainbird.com 

SePro Corp 19 17 
www.sepro.com 
Standard Golf 46 35 
www.standardgolf.com 
Target Specialty Products 35* 34 
www.target-specialty.com 

TAS Industries 32 25 
www.tastrimmer.com 

Tee-2-Green 2-3 10 
www.tee-2-green.com 

True-Surface by Turfline 60 45 
www.true-surface.com 

U.S. Aqua Vac 36 27 
www.usaquavac.com 

Woodbay Turf Technologies 56 42 
www.woodbayturftech.com 

* Denotes regional advertisement 
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E-newsletter 
Driginal online-only content 

* Product news 
* Online polls 
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P a t Jones is president of Flagstick LLC, a consulting firm that provides 
sales and marketing intelligence to green industry businesses. He can be 
reached at psjhawk@cox.net or 440-428-4263. 

BUMMED OUT? 

For most of my adult life, it's been my 
habit to wake up early, make a pot of 
coffee, fire up a Marlboro and read 

the morning paper from front to back. But 
lately, it's gotten to the point where I pretty 
much just read the comics page and the 
sports section because the rest of the thing 
just bums me out. 

As I write this in late September, we're in 
the midst of a global financial free fall. Ma-
jor banks, investment firms and insurance 
companies are collapsing more dramatically 
than Greg Norman at the 1996 Masters. 
The stock market resembles the flight path 
of a Duncan yo-yo. Hundreds of thousands 
of jobs are going away, and, as Springsteen 
sang, they won't be comin' back. 

Pump prices are still ludicrous, and who 
knows what natural gas will cost this win-
ter. An unprecedented number of people 
face the prospect of losing their homes to 
foreclosure. Many more of us are discover-
ing the equity we thought we had in our 
homes just went bye-bye. 

We're in the midst of a presidential elec-
tion that held early promise for rationality 
but has degenerated into yet another slimy 
and slanderous exercise focused more on 
trivial crap (remember "lipstick on a pig" 
and "sex ed for kindergartners"?) than on 
the serious, urgent issues we face. 

And then, of course, there's the war. 
Almost 200,000 young men and women are 
doing their duty in the midst of a godforsak-
en desert hoping against hope they'll make 
it through the day without getting blown up 
by some lunatic. 

Finally - at the risk of being trivial 
myself - there's the state of our humble 
little industry. Rounds are down or flat. 
Club memberships are dwindling. Nongolf 
revenue, such as food-and-beverage and 
events, are falling, and nobody these days 
is rushing to the pro shop to buy the latest, 
greatest $800 driver. 

An unprecedented number of facili-
ties are for sale, in receivership or simply 
closing up and hoping to sell off the land. 

Municipalities are bailing out of golf 
because they can't justify losing hundreds 
of thousands of dollars annually on an 
enterprise-based recreational activity. A ton 
of courses under management company 
umbrellas ultimately are owned by the 
aforementioned investment firms (e.g., 
Goldman Sachs), and who the hell knows 
what will happen to them. 

To top things off, Tiger's making babies 
instead of birdies and - sans fist pumping 
and red shirts on Sunday - the glamour 
part of our game that engages and attracts 
many players is as bland as day-old tapioca 
pudding. 

In short, it's easy to be bummed out 
about our nation and our industry right 
now. 

By gradually reducing 
the number of 
thought-out-facilities... 
the market will emerge 
stronger than before. 

As a citizen of this nation, I have my 
opinions about the economy, politics, the 
election and the war. I won't bore you with 
those. But, as a citizen of the golf business, 
I feel compelled to share my opinions about 
our situation ... and why, just maybe, there 
are many reasons not to be too bummed 
out. So, here's the good news: 

• Real estate will bounce back. It's a 
nearly immutable law that land values and 
housing prices might wane for a year or 
two, but eventually they will start to climb 
again. As goes real estate, so goes real-
estate-driven golf. 

• A shocking number of people still are 
playing regularly. The weather is still a far 
bigger factor in rounds played data than the 
economy or anything else. Golf is a lifestyle 
for a huge number of people, and they 
might be buying used Pro-Vis at Target 

instead of new ones at the shop, but they're 
still playing. 

• Check out the October issue of Golf 
Digest for an article that argues there's 
never been a better time to join a club. It's 
true. People who've always wanted to join 
are seeing ground-floor opportunities to 
become private club members. Smart clubs 
sense this and are starting to market more 
aggressively. 

• The overall market is slowly correcting 
itself. By gradually reducing the number of 
ill-thought-out facilities and poorly operat-
ed courses, the market will emerge stronger 
than before. There's no reason to believe 
there's a "crash-and-burn" event on the 
horizon (or, conversely, any huge upswing 
awaiting us). Even if demand is flat, supply 
is gradually falling, and we'll eventually get 
back to par, economically speaking. 

• Smart operators will view this climate 
as an opportunity instead of a problem. 
As I've said before, when the going gets 
tough, the tough steal market share. Look 
for simple opportunities to add value to the 
golf experience. Get aggressive about direct 
marketing and media relations within 45 
miles of your facility. Create a world-class 
corporate outing package. Make yourself 
the premier league location in your area. 
Emphasize service with your staff. Quit be-
moaning the situation, get off your butt and 
take business away from the competition. 

• No Tiger? No problem. Did you see 
the Ryder Cup? Think the dynamic duo of 
Anthony Kim and Boo Weekly didn't help 
us with a couple of important demograph-
ics? Anytime we can appeal to Generation 
Y and the Skoal-chewing fans of the Blue 
Collar Comedy Tour in one event is a big 
win for the industry. 

We're incredibly fortunate to be in a 
business that combines the beauty of the 
outdoors with a compelling and addictive 
game. We're equally fortunate our business 
model - even if imperfect at times - is 
inherently solid. Those who hunker down 
and wait for things to turn around will sur-
vive. Those who take the bull by the horns 
and manage for growth will thrive. Which 
path will you take? GCI 
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IHi Performance Sand daM™ for slopes as 
steep as 60° 

2 Sand daM™ MR is ideal for projects where 
high performance and low costs are required 

3 Install Sand daM™ Lite in greenside bunkers with 
low angle slopes, or flat bottomed fairway bunkers 
to eliminate contamination 

Professional Turf Products LLC, 
I m w r n m ' / m m m m m m m m m m m m i i i i m l l m 

TOLL FREE 866-726-3326 PHONE 724-929-2111 FAX 724-929-0282 EMAiLinfo@proturfproducts.com WEBwww.proturfproducts.com 

The easiest to " 
install and most 
effective of all 
bunker blankets. 
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EROSION CONTROL BLANKETS FOR SAND BUNKERS 

mailto:EMAiLinfo@proturfproducts.com
http://www.proturfproducts.com



