
Clip it and store it 

The maintenance crew at the Golf Santander Club in Boadilla, 
Spain - Juan Jose Plaza Gallardo is the head greenkeeper 
and Estanislao Rubio Urquijo is the managing director -

uses grass catchers on the mowers when cutting the bentgrass 
fairways. The equipment operators deposit the grass clippings 
in hard-plastic storage bins positioned adjacent to the cart paths 
throughout the 18-hole course. Laborers empty the bins when 
they're filled to capacity. 

The storage bins measure 4 feet by 3 feet by 2 feet. They have 
3/8-inch-diameter holes drilled in the bottoms on 6-inch centers 
so any excessive moisture from the clippings, rainfall or irrigation 
will drain. The crew installed decorative fencing - 2-inch-by-
10-inch boards mounted on 6-inch-by-6-inch posts stabilized in 
concrete - on three sides of the bins to conceal them. 

The bins cost about $100 each, and the wooden fencing material 
costs about $125. About seven hours of labor is needed to drill 
the drain holes in the bottom of the bins and build the decorative 
fencing. 

Terry B u c h e n , CGCS, MG, is president of Goif Agronomy Internationa!. He's a 38-year, 
iife member of the GCSAA. He can be reached at terrybuchen@earthlink.net. EQUIPMENT IDEAS 

Ride along 

At the Pacific Dunes Course at Bandon (Ore.) Dunes Golf 
Resort, the greenkeepers - under the direction of Ken 
Nice, director of agronomy, and Jeff Sutherland, golf course 

superintendent - walk the fairways with buckets and a bunker 
rake mounted on specialty pull carts. The Riksha Model R-1000 
pull carts were free from the golf shop because they had broken 
frames and straps. The maintenance department repaired them, 
and they've been recycled for daily use. 

Damon Lewis, a former staff member, came up with the idea 
of equipping each Riksha with two or three plastic buckets and a 
wooden bunker rake. 

Divots are placed in one 5-gallon bucket, and a soil-and-fine-
fescue-seed mixture is carried in another 5-gallon bucket. Crew 
members carry a smaller bucket for filling the divots with a soil/ 
seed mixture and a larger one to collect the old divots. 

The Riksha pull carts initially cost about $117. The plastic 
buckets were free - they're recycled grass-seed buckets or from 
the clubhouse kitchen. It took one to two hours to repair each 
used cart and mount the buckets. GCI 

Globetrotting 
consulting agronomist 
Terry Buchen visits 
many golf courses 
annually with his digital 
camera in hand. He 
shares helpful ideas 
relating to maintenance 
equipment from the golf 
course superintendents 
he visits - as well as 
a few ideas of his own 
- with timely photos 
and captions that 
explore the changing 
world of golf course 
management. 
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Digital Edition 

• E-mail ta anyone 

• View on a PDA 

• Print multiple 

BUSINESS FOR SALE 

9-HOLE COURSE 
For sale, owner will finance 9-hole par 3 
course w/1100 sq ft club house. Course 

lays nicely on 26 acres, greens are 
awesome. Popular and just 7 mi. from 

Lebanon, Mo. 417 532-4158. 

GOLF COURSE FOR SALE 
Located in Central South Carolina 
18 Hole Course over 6700 Yards 
Bentgrass Greens $1.1 million 

Add'l Development Acreage Available 
For Minimal $/Acre 

Call 910-575-6262 for details 

BUSINESS OPPORTUNITY 

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 

HELP WANTED 

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

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

FOR SALE 

TECH SALES 
Golf Course Division 

REPLACEMENT: 
Bearings, Oil Seals, V-Belts 

> Nation's Leading Supplier 
> Most Competitive Pricing In The Industry 

> Same Day Shipping On Most Parts 

1-800-373-6002 
www.techsales-golfcoursedivlslon.com 
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GOLF 
INDUSTRY 

H O W t O O u t : 

Tiirf Blanket 
World Relies 

• Earlier spring green-up 
• Faster seed germination 
• Deeper root development 
• Delays dormancy flfitfl 
• Ideal winter blanket 
• Best for quick l u r f p ^ f r ^ l 
• Available in any size 1 
• 3 or 7 year warranty covers 

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

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

S J T V i T T ^ r J J 3 J L 
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AD INDEX 

Original online-only cnntent o 
• Prnduct news 

• Online polls 

GOLF COURSE 
INDUSTRY 

COMPANY PAGE RS 

Abell Turf & Tractor 
www.abellturfandtractor.com 59 41 

Agrium Advanced Technologies.... 39 28 
www.agriumat.com 

Agrotain International 75 45 
www.agrotain.com 

Agua Dulce 61 42 
www.sulfurburners.com 

Andersons Golf Products 25 22 
www.andersonsgolfproducts.com 

Aquatrols 67 44 
www.aquatrols.com 

Arysta LifeScience 5 11 
www.arystalifescience.com 

BASF 19 18 
www.betterturf.com 

Champion Turf 40-41* 30 
www.championturffarms.com 

Environmental Turf 76 46 
www.environmentalturf.com 

Gandy 56 39 
www.gandy.net 

Jacobsen 15 16 
www.jacobsengolf.com 

COMPANY PAGE RS 

John Deere Golf 9 13 
www.deere.com 

JRM 52 37 
www.jrmonline.com 

Kalo 40-41* 31 
www.kalo.com 

Liquid Fence Co 7 12 
www.liquidfence.com 

Nufarm 22,23 19, 20 
www.turf.us. nufarm .com 

PBI Gordon 28-29,49, 51.23, 35, 36 
www.pbigordon.com 

Penn State World Campus 46 34 
www.worldcampus.psu.edu/gci 

Phoenix Environmental Care 17 17 
www.phoenixenvcare.com 

PrimeraTurf 45 33 
www.primeraturf.com 

Professional Turf Products 53 38 
www.proturfproducts.com 

Quali-Pro 31 24 
www.quali-pro.com 

Ryan 13 15 
www.ryanturf.com 

COMPANY PAGE RS 

SePro Corp 37 26 
www.sepro.com 

Standard Golf Co 33 25 
www.standardgolf.com 

Stens 24 21 
www.stens.com 

Syngenta Professional Products.... 43 32 
www.syngentaprofessionalproducts.com 

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

3 Tier Technologies 38 27 
www.3tiertech.com 

Turfco 57 40 
www.turfco.com 

Valent 11 14 
www.valentpro.com 

Valve & Filter Corp 64 43 
www.valveandfilter.com 

* Denotes regional advertisement 

For more information about any of the products 
or services advertised in this issue, visit 
golfcourseindustry.com/readerservice and search 
for the product with the Reader Service (RS) 
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Pat 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 or440-4?8-4?63. 

HERE'S YOUR SIGN 

I adore Bill Engvall, the "Blue Collar Com-
edy" comedian. He's less well-known 
than his compadres Jeff Foxworthy and 

Larry the Cable Guy, but no less funny. 
Engvall has a common-sense approach 
to life and an amazing ability to laugh at 
himself. 

His signature routine is "Here's your 
sign." It sounds goofy to those who haven't 
seen him, but he's basically saying if you 
ask a normal question and get an incredibly 
stupid answer, you deserve to wear a sign 
that says, "I'm an idiot." He metaphorically 
hands them out to the many morons we 
encounter in daily life. 

Here's a classic bit of Engvall to demon-
strate my point: "It's like before my wife 
and I moved. Our house was full of boxes, 
and there was a U-Haul truck in our drive-
way. My friend comes over and says, 'Hey, 
you moving?' Nope. We just pack our stuff 
up once or twice a week to see how many 
boxes it takes. Here's your sign." 

Well, I'm reminded of the need to be 
smarter than the average redneck as our in-
dustry goes through a significant correction 
right now. Frankly, it's more than a correc-
tion, and - you can quote me on this - the 
overall golf industry as we know it is going 
to continue to be in the crapper for the next 
two or three years. 

To be more specific, courses that 
continue to conduct business as usual are 
going to flail and/or fail during the next 36 
months or so. Anyone who believes differ-
ently should be bitch-slapped immediately 
with a five-iron. 

So, is your place conducting business 
as usual and just wishin' and hopin' things 
will change? If so, and you're not talking 
personal or professional action to change 
things, here's your sign. 

Allow me to offer a few signs that you 
have problems and it's time to reassess, get 
your resume in order and maybe get the hell 
out of Dodge. 

The owner or general manager keeps 
the overall financial position of the facil-

ity secret. Do you receive the entire P&L, 
or do you receive only your part of it? Are 
you kept out of revenue discussions? Is the 
club putting up new drapes in the ladies 
card room while you're inexplicably being 
told to cut your fungicide budget? Are you 
being asked how much those new walk-
behinds you fought for would be worth on 
eBay? If so, here's your sign. 

Unless you're a genius 
superintendent whose 
course is on the U.S. 

Open rota or you have 
compromising pictures 
of the club president, 

don't pretend you or the 
facility are immune to 

the problems the entire 
industry faces. 

The facility's marketing budget is cut 
to the bone. How, exactly, do you think 
you're going to reverse the downward 
trend? Is the Member Fairy going to fly into 
your bedroom and put them under your pil-
low while you sleep? Will Tiger Woods drop 
by unexpectedly and hold a press confer-
ence to declare your course is the greatest 
he's ever played? You can be providing the 
finest conditions in the world for the dollar, 
but unless management is telling people 
about it, you're screwed. It's a death spiral. 
Do you believe you can compete against 
16,000 other suppliers without marketing? 
If so, here's your sign. 

The good members are bailing faster 
than a half-drowned sailor on a leaky 
lifeboat. You know who they are. They're 
the good ones . . . the members or regular 
players who care about the facility but who 
sense something's not quite right anymore. 
They're the ones who stop to talk to you, 
know your name and have legitimate inter-

ests in what you do and how you do it. Do 
you think the facility will be just fine with-
out them, as they resign their memberships 
to go other places? If so, here's your sign. 

The management team isn't talk-
ing with one another and everybody's 
pretending nothing bad is happening. 
Let's see, you work at an upper-tier club in 
Detroit, and most of your members are auto 
executives. Or, you're at a high-end daily fee 
in Phoenix, and most of your players are in 
the speculative real estate business. Yet, the 
obviousness of the dilemma goes unspoken. 
If no one's speaking up to suggest it's time 
to change your business model, shouldn't 
you just keep your nose to the grindstone 
and assume that everything is hunky-dory? 
If so, here's your sign. 

You are vaguely aware (or you know 
specifically) malfeasance is occurring in 
the organization. Let's face it: There are 
highly placed thieves in too many facilities. 
Some of you know someone above you in 
the organization is stealing. Embezzling, 
cooking the books, misappropriation - call 
it what you will - but it's a felony, and ig-
noring it won't make it go away. So, you can 
turn a blind eye to someone else's criminal-
ity and everything will be OK, right? If so, 
here's your sign. 

You're sure you're irreplaceable. You 
think everyone unanimously agrees the 
place wouldn't be the same without you and 
they couldn't possibly ever find someone 
better (or cheaper), could they? If so, here's 
your sign. 

Sure, I'm making light of the situation, 
but I'm also hoping to shine a light on the 
facts. This is a serious time for our nation 
and business. Unless you're a genius super-
intendent whose course is on the U.S. Open 
rota or you have compromising pictures 
of the club president, don't pretend you or 
the facility are immune to the problems the 
entire industry faces. It's time to make a 
serious assessment of your employment and 
future. If you want to commit to your cur-
rent position and this industry - as it is right 
now and will be for the next few years - be 
realistic, be proactive and be businesslike. 
Otherwise, you might be wearing a sign. GCI 
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N O N - S T A B I L I Z E D N I T R O G E N . 

S T A B I L I Z E D N I T R O G E N . 

WAIT NO LONGER FOR A BETTER NITROGEN SOURCE. 

Slow release nitrogen fertilizers can starve your turf while waiting for soil temperatures 

high enough for soil microbes to release the nitrogen. Not UMAXX®Stabilized Nitrogen. 

In any season UMAXX provides a steady, dependable supply of nitrogen to your fairways 

and greens. Apply as a granule or melt and spray. Either way, it is the most efficient source 

of nitrogen you can find. Why wait? And ask your distributor for UMAXX in all seasons. 


