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The course is beautifully manicured. The play is true. The turf quality is ideal
thanks to Primo MAXX?® the leading plant growth regulator. Fewer mowings
this season reduce the stress on your turf and provide a labor and fuel savings.
Like you, we understand the frustration when unavoidable wildlife makes their
presence known on your turf. But take it as a compliment. It simply means
that everyone wants to be on your course. We take conditions personally.
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TURFGRASS MAINTENANCE

An agronomic plan spreadsheet (part of which is
shown below) used by all PGA Tour-owned TPC clubs
calculates exact product amounts and budgets by
day, month and year for chemicals and fertilizers.

Month Chemicals Fertilizers
January $7,609 $1,341
February $3,619 $13,425
March $1,289 $781
April $24,350 $11,443
May $8,755 $843
June $12,736 $6,091
July $3,858 $11,000
August $3,001 $668
September $7,771 $1,108
October $8,392 $443
November $5,704 $6,476
December $2,009 $12,974
Total $89,094 $66,592

the total expense line for the property, we rely
on them to be team players to make the whole
property successful.”

Dallas-based Eagle Golf espouses the philoso-
phy of superintendents knowing the property
they maintain.

“We work with superintendents to help write
their maintenance plans, which they really can’t
do until they know who they are,” Dunn says.
“Are you a $40 golf course or a $90 course, a
mid-range private or high-end private club. And
how do you stack up to the area competition?”

In most cases, when superintendents write
plans with exact knowledge of what they man-
age, they can create a budget that’s supported
by the revenue of that property and make the
golf course profitable, Dunn says.

“It’s extremely important for the superin-
tendent to take proverbial ownership of the
property, staff and membership,” he says. “It’s
important the budget be understood by all par-
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Combining the industry’s best spread with 30% greater spinner angle and
an easy-to-use electronic controller, it delivers unmatched performance
and productivity. Just dial in and set three custom application rates, from
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ties and that the plan specifics are designed to
help control your market share.”

IN THE ZONE

One key to making sure a sound agronomic
plan will work is to have a happy and healthy
staff that looks forward to come to work, says
Tim Barrier, CGCS, at Rancho Santa Fe (Calif.)
Golf Club.

“I'treat them like they're family,” Barrier says.
“I have two great assistant superintendants and
a great crew who've been with me a long time.
Their average tenure is 15 years.”

Barrier, now in his 17th year at Rancho Santa
Fe, says about 75 percent of his agronomic plan
is driven by instinct and experience, mostly
because of the varied weather.

“It honestly took me about 10 years to re-
ally understand the soils and the microclimate
weather patterns,” he says.

Rancho Santa Fe is in the transition zone. It’s
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You Trusted Us Then...
You Still Do Today.

If you're a golf course superintendent, chances are you grew up using
Ryan products — sod cutters, dethatchers, aerators and overseeders —
trusted since the 1940s to provide long-lasting, dependable service.

And whether your Ryan is one year old or older than you, it’s there when
you need it, ready to tackle any job. That’s why superintendents have
counted on Ryan products for more than 60 years.

To find your Ryan dealer, visit www.RyanTurf.com or call 866-469-1242.
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Simplicity with Efficiency all combined to provide
the most cost effective filtration systems available.

303-425-4242  www.valveandfilter.com
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TURFGRASS MAINTENANCE

not quite coastal or inland because it’s six miles from the ocean. Barrier
must be prepared to deal with fog, frost, rain, clear skies, and Santa Ana
winds and fires.

“One big challenge during what we call ‘May gray’ or ‘June gloom’ —
clouds in the morning and sunshine in the afternoon - is planning to keep
greens dry in the mornings while delivering enough water to handle 90
degree sunny afternoons.”

Barrier’s agronomic and maintenance plan spreadsheet is a customized
template derived from one created by a consultant. It’s divided into sec-
tions: greens, tees, fairways, collars/approaches, rough and driving range.
Within those categories, he plots when to apply which plant protection
products, plant nutrition products, soil amendments, cultural practices
(large and needle tine aeration, hydroject, verticutting, grooming, leach-
ing, etc.) and irrigation scheduling.

FOLLOW THE STANDARDS
The details that drive Barrier’s agronomic plan are spelled out in an an-
nual standard operating procedures document that summarizes course
set-up and maintenance. Barrier and his staff develop the details with
the green committee, which then takes it to the club’s 592 members for
ratification.

The three-page standards document starts with an objective, then ad-
dresses each area of the course:

+ Greens » Bunkers

+ Collars/approaches + Lakes

+ Green aprons + Lake surrounds

+ Tees + Cart paths

» Tee surrounds + Driving range

+ Fairways + Watering practices

+ Primary rough + Tree management

+ Secondary rough + Type of grass

+ Streambeds + Mowing height and frequency/
schedule

Within each section, the document details:

+ Stimpmeter speed + Resodding plans
+ Irrigation timing + Overseeding plans
+ Aeration and topdress + Type of sand
timing + Rake placement and timing
+ Nutrition and plant + Tree trimming.

protection guidelines

“My plan is not super scientific or clinical like some superintendants
who map out every minute detail,” Barrier says. “But what we have is a
flexible plan that works for us, and it works well. It allows the general
membership to come out and enjoy the course every day in conditions as
close as possible to the last time they played.” 6CI

Kurt Lawton is a freelance writer based in Eden Prairie, Minn.

For a template of a baseline standard operating procedure
document supplied by the USGA, visit golfcourseindustry.com/

files/pdf/maintenance_sop.pdf.
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HIGHER PAY
v=-BETTER BENEFITS

Knowing employees’ preferences boosts retention and satisfaction

You've seen the great match ups: Ali vs. Fra-
zier, the Red Sox vs. Yankees, and at your
course, pay vs. benefits.

Retaining the highest caliber staff takes
significant time and insight into what ener-
gizes quality employees. Throw in the turmoil
brought on by a floundering economy and
tightening budgets, and situations can get pretty
dicey from a staffing perspective.

Superintendents should ensure they have the
best staff possible by examining what kind of
employees they want to attract and what they
value most in terms of compensation and work
environment.

Some full-time employees emphasize excel-
lent benefits, such as health care coverage and
vacation time. Seasonal employees may prefer
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to be paid more instead of taking health insur-
ance they might not use or having access to a
401(k) plan they don’t need. Retirees might be
looking at the opportunity to work outdoors
more and stay productive during their later
years compared to a big paycheck or receiving
additional insurance coverage.

“There’s alot of give and take regarding salary
or benefits,” says Lyne Tumlinson, director of
career services for the GCSAA.

Much of what a superintendent can offer is
dictated by the type of facility. Consider a high-
end private club vs. a municipal golf course. A
private facility likely pays a higher salary, but the
benefits usually aren’t as good as a municipality,
where the crew receives the same benefits as all
municipal employees, Tumlinson says.

BY MICHAEL COLEMAN

RETENTION AND COMPETITION

Optimizing the value of the pay and benefits a
facility offers is more important now because of
the economic recession. Superintendent Ricky
Craig at Shingle Creek Golf Club in Orlando,
Fla., says the sour economy has hurt the region,
and his staff feels it.

“The cost of living has increased exponen-
tially, and the pay increases haven’t,” he says.
“In any business that’s in a down economy,
you have work, but you're struggling to get by
because you're not making the wages that would
be adequate to survive.”

Some of those challenges are inherent to the
golf industry.

“The salary range for equipment operators
isn’t very competitive compared to other mar-
kets, such as construction, or any other market
for that matter,” Craig says.

What's normally positive for employees, a
good benefits package, seems to be valued less
by the Shingle Creek crew.

“We have a decent benefit package, but most
of our guys are more interested in their checks,
not necessarily benefits,” Craig says.

Because benefits have to be offered to the
employees, even though they don’t appreci-
ate them, means some compensation goes
unnoticed and underused. Some Single Creek
employees don’t understand the importance of
being able to go to the doctor and be taken care
of for just a small co-pay, Craig says.

Al Bathum, CGCS, at Cascade Hills Country
Club in Grand Rapids, Mich., sees a variety of
perspectives from employees. Bathum’s full-
time crew receives health insurance coverage,
but seasonal staff must pay the entire premium
if they want coverage. While he’s had a pretty
high return rate among the seasonal crew, the
lack of insurance makes it difficult to retain
experienced crew members.

“That’s one thing that doesn’t help bring
anybody back,” he says.

On the other end of the spectrum, Bathum
has a number of retirees with other insurance,
so coverage isn’t a factor for them. Bathum
tries to keep pay and benefits competitive with
other industries in his area. He knows what
the local landscaping companies pay — his em-
ployees make almost as much. Bathum pays his
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PERSONNEL MANAGEMENT

year-round employees $12 to $16 an hour and
seasonal staff about $10 an hour.

“There aren’t as many manufacturing jobs in
our area anymore, which helps our retention,”
he says.

Bathum also improves retention by focusing
on that from the beginning, during hiring.

“First off, we’d like to hire people who would
like to return more than one season,” he says. “If
we can get three, four, five seasons out of them,
we’re not going to have to retrain.”

Seeing the potential of several seasons of work
can be a benefit for the employee as well, but
often, the biggest draw for an employee depends
on his personal situation. For example, some of
Craig’s laborers prefer slightly higher pay rather
than benefits because — being a large Hispanic
population — they’re looking out for families and
want to be able to cover expenses at home.

“You can’t eat benefits,” Craig says.

John Cunningham, CGCS, director of golf
and landscape operations at the Four Seasons
Resort and Club, Dallas at Las Colinas, agrees.
Having the right employees is the key factor
for the success of the 36-hole facility near Fort
Worth, Texas, home of the EDS Byron Nelson
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Championship.

“There are some em-
ployees just looking
for that extra dollar an
hour,” Cunningham says.
“But ultimately, we're
looking for the employee
who realizes and un-
derstands the value of
insurance, employee benefits, uniforms and a
401(k) match.”

If the Four Seasons attracts that type of
employee, the club is better off, Cunningham
says. On the other hand, employees who don’t
use benefits, such as insurance, are often sick
and miss more work.

Cunningham

AGOOD MIX

Recruiting people who see the value in em-
ployee benefits, such as health care, taps into
a traditional human-resources approach to
benefits, which encourages companies to of-
fer health insurance because it promotes good
health, as well as higher productivity with less
work missed. Variety among a staff can increase
productivity, too.

“It’s nice to have a broad spectrum of employ-
ees because the young people learn from the
retirees’ work ethic and Hispanic employees,
because their work ethic is second to none,”
Bathum says.

Bathum estimates his crew is about one-third
retirees, one-third Hispanic and one-third col-
lege age.

“It can be a challenge if superintendents mix
certain retirees, with say, college students, be-
cause of generational differences,” Tumlinson
says. “That’s something superintendents are
learning a lot about: how to deal with Genera-
tion Y, and what makes them tick, and how to
make it a win-win situation.”

Bathum found ways to keep his crew engaged,
using fun outings to try to encourage a light
atmosphere. The crew takes a long canoe trip
together every year.

“Just being together, having a little bit of
fun, especially the young kids, they like that,”
he says.

Sometimes it’s the little things, the soft ben-
efits, that add up to a more positive experience
for employees. The extras count when it comes
to keeping employees satisfied.

“They go above and beyond here at the Four
Seasons to make sure the employees know
they’re appreciated,” Cunningham says, citing
several ways employees are recognized. “That
goes a long way. Everyone has a choice where
they want to work.”

ILLEGAL CRACKDOWN, MORE TRAINING

Laws can have a significant impact on staffing.
Trevor Monreal, the superintendent at Lone
Tree Golf Club in Chandler, Ariz., had to make
staffing-level adjustments since taking over in
September of 2007. Lone Tree is the first public
course at which Monreal has been superin-
tendent. What started as a staff of 15 has been
reduced to 10 people, including a mechanic and
irrigation technician. Monreal gladly pays more
overtime for his high-quality crew.

Monreal has had to be more selective when
hiring and retaining staff, primarily because
of the Legal Arizona Workers Act, which has
been enforced since March 1, 2008. It requires
employers to verify, through a federal Web site,
that new employees are authorized to work
in the U.S. legally. There are stiff penalties
for knowingly hiring someone without legal
documents.

“The illegal labor has allowed us to be lazy,”
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PERSONNEL MANAGEMENT

The lack of health
insurance makes it difficult
to keep experienced
seasonal crew members
on board at Cascade Hills
Country Club in Grand
Rapids, Mich., according to
superintendent Al Bathum.

Monreal says.

Now, with an emphasis on hiring people
who have all the legal paperwork in place, there
are fewer people to consider for employment.
One way Monreal dealt with that was by hiring
people who worked for him at other courses
in the area.

“The face of entry-level labor has changed in
Arizona,” Monreal says.

It used to be a superintendent could ask one
of his best employees to bring a friend or rela-
tive, who is a good worker, to work with him.
Now, employers aren’t willing to take the risk
in a climate of increased enforcement. Addi-
tionally, some workers applying with the right
paperwork don’t have the experience they need,
Monreal says.

“At first, it was discouraging; then I realized
it’s my job to train them,” he says. “We shouldn’t
be looking for guys who know a lot about golf
course maintenance.”

Monreal has been focusing more on teaching
and coaching less-experienced employees.

“It’s not just this industry, but many indus-
tries,” he says. “We’re not taking the time to
train them.”

CONSISTENCY, LEADERSHIP
To find and retain the best people for an op-
eration, superintendents need to examine their
needs. Monreal has focused more on consis-
tency because his staffing levels have declined as
aresult of budget constraints. He’s able to offer
limited benefits to his crew, which is provided
with uniforms, boots and jackets. Health insur-
ance isn’t offered.

To meet budget work, Monreal is choosing to
staff his crew with fewer workers who perform
at a higher level. He spreads the same budget
across a smaller staff, meaning those who work
harder and earn overtime are able to make more
than if the crew still numbered 15.

All said, a crew’s success depends on the
superintendent’s leadership.

“If a superintendent does a good job of train-
ing, mentoring and helping the crew feel like a
team and understanding how they’re working
together, they won’t have a problem with having
to hire less-experienced staff because people will
stay from year to year,” Tumlinson says. GCI

Michael Coleman is a freelance writer based in

Kansas City.



