
Introducing the industry's only 
hydraul ic-free riding greens mower . 
One look at the new Jacobsen® Eclipse™ 322 and you'll see a greens mower that's completely 
hydraulic free and can be customized to meet the specific requirements of your course. 
There are no oil leaks, valves or hoses to worry about. Instead, it features a programmable 
frequency of clip, individual reel control, Classic XP™ Reels with Advanced Relief Technology™ 
and an array of features designed to reduce your operating costs by up to 86%. Use the Cost 
Calculator at www.Eclipse322.com and see how the Eclipse 322 can help your bottom line. 

Contact your Jacobsen dealer for a demo, or go 
to www.Ec l ipse322 .com for more in format ion . 

The Official Turf Equipment Supplier to The PGA of America and 
The Exclusive Turf Equipment Supplier to PGA Golf Properties. 
© November 2009, Jacobsen, A Textron Company. 

When Performance Matters™ 

LIFETIME FREE 
OF HYDRAULIC LEAKS 

G O O D F O R O N E 

Valid only on the Jacobsen® Eclipse™ 322 Riding Greens Mower Redeemable from Your Local Dealer 

Featuring an electric traction drive, electric steering and electric reels, the Eclipse 322 
has no hydraulics and no leak points; resulting in lower labor costs, fewer parts to 
maintain and healthier turf. When Performance Matters 

A Textron Company 

http://www.Eclipse322.com
http://www.Eclipse322.com


A HOLE 
IN ONE 
It sounds like the stuff of tall 
tales but Cal Surgenor, GCI's 
eyes and ears in The Great 
White North, has the photo 
evidence to prove it. 

According to Cal, the general 
manager at course accessories company Bayco 
Golf in Winnipeg, Manitoba, the incident in 
question took place about three years ago at 
Pinawa Golf Club in Pinawa, Manitoba, and 
involved a course club washer. 

Apparently, this deer spied the green plastic 
club washer and went in for a drink of water. 
Only problem, she couldn't get the lid off from 
around her neck. "This lid "snaps on" very tight," 
Cal adds. "So she must have had to shake it 
very hard to get the bottom to release from the 
lid." 

Never fear, Greg Love, CPGA head 
professional at Pinawa Golf Club says all is well. 

As the picture attests, the deer is doing well 
and sightings of her and her "ring" are still quite 
common on the course. 

"The car wouldn't budge. Mr. 
Westerkamp abandoned his car in the 
sand bunker, which filled with two feet of 
water around the car, to be discovered 
the next morning. Mr. Westerkamp also 
left two bags of marijuana inside the 
center console, which police found." 

Would You Rel ieve I f ? 

THE WHITEBOARD 

Timber! 
Mkl'kahda n ^ p ' J e f f Johnson, superintendent at The 
Minikahda Club, was out touring his course early one late-April 
morning when he came across this fallen Basswood at the 
entrance to the 6th tee. 

As you can see from Johnson's photos 
while the crown of the tree appeared to be' 
healthy, the stem of the trunk was decayed quite 
badly. Johnson says it was only a matter of time 
before the tree would have fallen. The location 
of the tree is right where golfers enter the 6th 
tee complex as they walk back from the 5th 
green. Thankfully no one was in the area at the 
time. With virtually no wind the previous night 
Johnson says this is an important lesson to note 
Wh.le tree maintenance is an important aspect 
of any maintenance program, unfortunately this 
is one of those budget areas that gets scaled 
back when costs are being scrutinized. 

"There's a time to save and maintain certain 
trees on the golf course and there comes a time 
when a decision needs to be made to remove 
w h a t may even appear to be a perfectly healthy tree," Johnson 
says- This ,s a prefect example of why when the inside of the tree 
-s showing signs of decay the tree needs to be removed e s p e c S 
when the health and safety of the golfers and e m p l o y e e ^ S ^ 

though i t 8 " T t h i S SerVGS 8 8 8 g ° 0 d a s why, eve 
hough it may be a difficult or emotional decision to remove even 

a hazardous tree, the best decision a Cub can make is to have 

removed ^ ^ ^ * have it 

- Swiped from a March 26 report on eastbayri.com 
about the damage done when a reckless driver took a 

wrong turn and found himself on the 10th hole of the 
Montaup Country Club. 



Lap of luxury 
Try working this into next year's maintenance budget. 

For the luxury course that has . . . wel l . . . just about everything. 
For a mere $ 5 2 , 0 0 0 , the Garia Edition Soleil de Minuit is 

purported to be the most expensive golf car ever made. The Garia 
exudes European luxury: 

• Rolls out of the same factory that produces the Porsche Cay-
man and Boxster; 

• Two-colored, hand-stitched luxury seats; 
Alcantara roof lining; 

• Numerous hand-made details; 
• Double wishbone front suspen- 1 

sion inspired by Formula 1 cars; 
• An Italian-built drive train; and 
• An aluminum frame profile by 

the same company that supplies 
Aston Martin, Jaguar and Volvo. 

While the base price for this ride 
is an affordable $17 ,499 , it's the up-
grades that will get you, including 
options for a built-in refrigerator ] 
and an exclusive personalization 
program that includes painting 
the car to match your "other" car. 

What? No diamond-encrusted cup holders. Forget it! 

John Deere Golf announced a number of 
personnel moves in its irrigation product 
offering, including naming J e f f K i e w e l and 
Kevin Johnson as division sales managers, and 
Dave Maholic and Nick Minas, area managers, 
product support. 

Dataw Island Club, Dataw Island, S.C., has 
promoted D u s t i n N e m e n z superintendent 
of its Cotton Dike course and A n t h o n y 
R o b e r t s o n superintendent of its Morgan River 
course. 

P e t e r Hil l , Chairman and CEO of Billy 
Casper Golf, was appointed to the National Golf 
Foundation's Board of Directors. 

Callawassie Island, Okatie, S.C., promoted 
assistant Bi l ly B a g w e l l to superintendent. 

Concord, N.C.-based Rocky River Golf Club 
named R y a n B r i c k l e y director of golf and Joe l 
W h i t e golf course superintendent. 

Valent Professional Products hired J o h n 
J o h n s o n as its national sales manager for its 
non-crop business, which includes turf, LCO, 
ornamental and aquatics. 

Newark Country Club, Newark, Del., named 
J a m e s C. N i e t u b i c z as its new golf course 
superintendent. 

Nolichucky View Golf Club, Greeneville, 
Tenn., named S h a n n o n S h e l t o n as its new 
superintendent. 

The Northern Ohio Golf Charities named T o m 
W a t s o n its 2010 Ambassador of Golf. 

The Nation Golf Course Owners Association 
elected to its board of directors Bi l l C a s p e r 
Golf Chairman and CEO P e t e r Hil l . 

Arnold Palmer Design Co.'s executive vp 
and senior golf course architect Er ik L a r s e n , 
ASGCA, was elected president of the American 
Society of Golf Course Architects. 

The State of Kentucky's Environmental 
Quality Commission selected C h r i s t o p h e r S . 
Gray , Sr., superintendent at the Marvel Golf 
Club in Benton, to receive its Earth Day Award. 

Valve and Filter Corp. appointed S t e v e 
S p r i n g e r vice president of sales and 
marketing. 

Sandtrapper announced the addition of 
C h u c k H u t t o n to its sales team. 

Clearly Chemical promoted vp of operations 
Bill B e w l a y to the position of chief operating 
officer. 

Jacobsen promoted program manager P a u l 
D r a i n to director of product management. 

PimeraTurf hired D a n a W i l s o n to serve as 
manager of business development. 

The Environmental Institute for Golf 
appointed Club Car President & CEO G a r y 
M i c h e l to its Golf Advisory Council. 

ROLL CALL 

GCI's Africa correspondent has come across the longest and 
most dramatic par 3 in the world. 

Legend Golf and Safari Resort's No. 19 is high up on 
Hanglip Mountain, situated within Entabeni Safari Conservancy 
in the malaria-free Waterberg Region of the Limpopo Province 
of South Africa. After a short helicopter flight, gofers can tee of 
from one of three tee boxes high up a 430-meter escarpment. 
According to the resort, four separate cameras and tracking 
equipment gives the golfer the ability to follow and capture the 
tee shot and the flight of the ball. 

The fairway is seeded with cynodongrass and contoured 
to funnel the ball to the green below. And in celebration of the 
African Renaissance, the green has been shaped like the map 
of Africa and is protected by a large bunker. 

Golfers can opt to play No. 19 in addition to their round 
of 18 holes, or as an experience on its own. And as an added 
bonus, anyone who shoots a hole-in-one gets $ 1 million U.S.! 

We have one question: How do you think they get the 
greensmower up there? 



Tim M O R A G H A N 
Insightful knowledge of major 
tournament set-up and operation 

Monroe M I L L E R 
Perspectives from a 
legendary superintendent 

Terry B U C H E N 
Creative and helpful ideas 
about equipment modification 

Jeff B R A U E R 
Connecting superindentents 
to the design world. 

Golf Course Industry . . . Driving the business of golf. 



Led by the industry's 
most influential voices. 

GOLF COURSE 
INDUSTRY 

To discuss how you can use our voice to influence 
your prospects, call your advertising representative 
at 800-456-0202 or visit mediakit.golfcourseindustry.com. 

Pat JONES 
Witty perceptions from the most 

well-read industry veteran. 



C O N S U M E R 
R E S E A R C H A glimpse of how golfers' behavior affects the business 

of golf facility maintenance and management. 

Customer Corridor Map 

Many operators make the 
assumption that good 

greens are all they need at their 
courses. While good greens are 
important, there are many other 
moments of truth in the golf 
experience. 

A key tool that can help 
companies understand the needs 
of the customer is a "Customer 
Corridor Map" developed by the 
National Golf Foundation. The 
goal of a customer corridor map 
is to help golf courses shift their 
focus on customer needs from an 
inside-out approach to an outside-
in approach. 

One of the touch points 
mapped out in this customer 
corridor map is the sand bottle on 
a golf car, says NGF's Ben Fowler. 
The customer expects it to be full, 
and when a course meets this 
expectation by providing a golf car 
with full sand bottles the course 
won't realize any additional 
reward in terms of customer 
loyalty, it's expected. But if the 
customer reaches for the sand 
bottle and it's empty, customer 
loyalty will likely take a hit 

"A mistake like this can be 
overcome by the customer 
experiencing satisfaction at other 
touch points," Fowler says. "But 
if the customer is left unsatisfied 
at other touch points, that empty 
sand bottle will be just one piece 
of ammunition in the customer's 
rifle when the customer attacks 
the course with negative word 
of mouth to their friends. Failed 
touch points like these, make up 

Source: National Golf Foundation 

the fertile breeding ground of irate 
assassins. When the course provides 
the customer with the ammunition of 
unfulfilled expectations on key touch 

points, assassins will be determined 
to complete their hit by launching 
an all out assault on the course or 
business that failed them." GCI 

Fin ish 
Legend: 

P= Penalty Factor 
R=-Reward Factor 
P/R= Both a Penalty & Reward Factor S t a r t 

The General Manger Calls Me & Makes 
Things Right. In Spite of My Bad Past 
Experience, I Decide That I Will Return. 
Does the Course Stay at the Top of 
My Mind With Good Marketing (P/R) 

If the Course Does Communicate With 
Me, Are They Able to Convert Me From 

Assassin to an Advocate? (R) 

Does The Golf Course Invite 
Me to Join Their Social Media 

Community? (R) 

After My 5 Hour Round 
I'm Mad -1 Started 30 Min 
Late, I Almost Got Hit by 
Lightning & I Didn't Get 
Any Help Loading My 50 
Pound Bag In My Car. 
Does the Course Ever Ask 
For My Feedback About 
How They Are Doing? (R) 

After a Long Day I Want to 
Go Home. Do I Have to 
Carry My 50 Pound Golf 
Bag to My Car? (P/R) 

I Finish My Round -
Does Anyone Offer to 
Clean My Clubs? (P/R) 

I Played So Poorly That I " 
Want a Lesson but I Don't 
Know Who to Ask? Does 
Anyone Offer Lessons 
and Are They Any Good? (P/R) 
Our Group Decides to Try & Wait 

Out the Storm. Is There a Comfortable 
Place to Relax in the Clubhouse (P/R) 

I Almost Got Hit By Lightning 
Now Where's the Shelter (P) 

Lightning Almost Hits Me! 
Where's the Siren? (P) 

I'm at the Turn and am Hungry. 
Is There Food & Is It Good? (P/R) 

Ranger Finally Shows Up. 
What Do They Do? (P) 

There's Three Groups on the 8th Tee 
Where's the Ranger? (P) 

I am Hungry - Where's the Beverage Cart? (P/R) 
I am Thirsty - Is There Drinking Water Around, 

Does it Taste Good & is it Cold? (P) 

I Use the Restroom, Is It Clean? (P) X 
I Reach for the Sand Bottle But It's Empty (P) 

I Contact The Course That's The 
First Choice For Our Group To 
Play at For a Tee Time (P) 

When I Call The Course That's My First 
Choice, I am Notified That the Greens 
Were Aerified 2 Weeks Earlier. I Thank 
The Course for Telling Me And End Up 
Booking a Time at Another Course. (P) 

I Drive to the Course, But I 
Get Lost. The Course Gave 
Me Bad Directions and There's 
No Signage On The Road (P) 

I Arrive Into the Parking Lot What's 
My First Impression? (P/R) 

My Golf Bag Weighs 50 Pounds 
Does Anyone Help Me Unload 
My Car and Get on a Cart (P/R) 

I Walk Into the Golf Shop -
What's My First Impression (P/R) 

I Need to Check In & Pay (P/R) 

I Need to Buy a Hat - How's 
the Quality & Selection? (P/R) 

I Need to Change My Shoes -
How is the Locker Room? (P/R) 

I'm Hungry and Thirsty 
Before I Tee Off 

How's the Restaurant? (P/R) 

What's My First Impression of 
the Golf Car. Is it Clean? (P/R) 

I Warm Up on Driving Range (P/R) 

I Warm Up on the Putting Green 
and Short Game Area (P/R) 

I Check in with the Starter. I'm 
Told We'll Start a Half Hour Late. (P) 

I Stand oh the First Tee - What's 
My First Impression? (P/R) 

I Find the GPS System Hard to Use(P) 

I Evaluate the Quality of the GPS System (P/R) 

I Find the Signs Confusing and 
the Yardage Markers Wrong (P) 

Admire the Scenery & 
Aesthetics (Ongoing) (P/R) 

I Evaluate the Course Design (Ongoing) (P/R) 

I Evaluate the Course Conditions (Ongoing) (P/R) 

Sponsored by 

• - B A S F 
The Chemical Company 



Onetime 
You have enough things to worry about. But with Onetime® herbicide, tank-mixing hassles aren't one of 
them. Onetime combines our new patented formulation of quinclorac, MCPP-P and dicamba, enabling you 
to control more than 70 weeds, including crabgrass, clover and dandelion without tank-mixing. Plus, its 
liquid formulation, which includes the same active ingredient as in Drive® XLR8 herbicide, provides more 
rapid absorption into the plant in both warm- and cool-season turf. Nix the mix, with Onetime. 

betterturf.basf.us I 800-545-9525 
BASF 

The Chemical Company 

www.golfcourseindustry.com/readerservice - #21 

Always read and follow label directions. 
© 2 0 1 0 BASF Corporation. All rights reserved. 
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INSIDE THE ROPES 

Tim Moraghan is principal of Aspire Golf Consulting in Long Valley, N.J. 
He can be reached at tmoraghanll@comcast.net or 908-635-2928. 

SETTING UP SEDGEFIELD COUNTRY CLUB 

As he prepares for his third PGA Tour Wyndham Championship, Sedgefield 
Country Club's golf course superintendent Keith Wood is concerned 
after the intense and unpredictable winter weather patterns that have 

impacted the golf course this past season. Keith and his staff are replacing minor 
Bermudagrass loss on several shaded fairways. In addition, as he contemplates a 
game plan for their recovery, he is thinking ahead about how to strengthen his 
bentgrass putting surfaces for the hot, humid Carolina summer. 

QYou a p p e a r t o en joy t h e 
c h a l l e n g e of h o s t i n g t h i s 

t o u r n a m e n t . W h a t p r e p a r e d you for i t? 

AWhile serving as the superinten-
dent at Florence Country Club 

in South Carolina, we prepared for 
five PGA Tour Qualifying Schools. 
Agronomic demands are similar, but 
in Florence our grounds staff totaled 
10 people. The challenge was to pre-
pare and set-up the golf course for all 
aspects of the event, with little input 
from the organizers as compared to 
the Wyndham Championship. There 
were few agronomic and course 
preparation visits so it was up to us 
to accomplish the tasks. And, we did 
not have a huge volunteer supply. Our 
work involved: 

•Maintaining a green speed firm-
ness for advance week, which was 
difficult with a small staff. 

•Coping with the summer weather 
to maintain quality bentgrass surfaces. 

•Determining the morning and 
afternoon agronomic practices from 
mowing to irrigating. 

•Establishing course-wide cutting 
heights and mowing frequencies. 

•Setting up the off-course amenities 
from a construction process. 

The best part of accomplishing all 
this with a small staff was that each 
person was a valuable asset to the plan 
and felt important to the outcome. 

OU p o n ar r iv ing at Sedgef ie ld 
Count ry Club w h a t w e r e t h e 

c h a l l e n g e s you e n c o u n t e r e d ? 

AThe golf course had been recently 
renovated by architect Kris Spen-

ce. While the re-design of our Donald 
Ross course was excellent there was 
extensive clean up and conditioning tô  
be handled, in addition to the pressure 
of hosting a PGA Tour event. 

•We upgraded the overall course 
conditioning after the renovation 
effort. This included the addition of 
drainage within landing zones - vital 
for accommodating the PGA Tour 
players. 

•Because much of the finish work 
was sodded there were seam issues 
within the putting green surrounds. 
We has to smooth numerous areas to 
prevent any rules concerns. There was 
a lot of dry sand topdressing applied. 

• Fairway turfgrass was behind in its 
development so we increased cultural 
practices such as fertility, core cultiva-
tion and routine topdressings. 

•Hot weather bent grass manage-
ment impacted my desire to push the 
limits of speed and firmness. Our first 
season we had favorable weather, the 
second season we did not. Rain, high 
temperatures and humidity impacted 
the putting greens resulting in pythi-
um root dysfunction. We stayed true 
to our plan and t everyone maintained 
a positive attitude. 

OFor 2 0 1 0 w h a t c h a l l e n g e s 
are you a d d r e s s i n g ? 

AAs many here in the Carolinas un-
derstand we have a wide range of 

weather patterns which impact both 
the cool and warm season turfgrasses. 

•For our putting greens to be suc-
cessful in the late summer for the 
membership as well as the event, we 

are building a foliar fertility pro-
gram to boost carbohydrate reserves, 
promote healthy root systems, and 
implementing a light and frequent 
sand topdressing program for firm and 
fast surfaces. 

•We have increased the use of the 
groomer attachments for our green 
mowers to tighten the turf canopy in 
combination with a slight bump in 
height-of-cut. 

•We lost Bermudagrass on east/ 
west running golf holes in areas facing 
north and with the month-long snow 
cover we are sodding early to create a 
tight and firm playing surface. We de-
cided against waiting for the Bermuda 
to grow out. 

•Our Bermuda grass fairways are 
affected by shade and in low lying 
portions of the golf course, where 
moisture and temperatures impact 
spring recovery. 

•Finally, we are trying to synthesize 
and respond to all the outside agro-
nomic input from the PGA Tour staff, 
the Wyndham people and our golf 
course architect, while being cogni-
zant of member playing demands and 
our management firm. 

QAny w o r d s of w i s d o m t h a t 
h a v e a ided your e f f o r t s ? 

A I feel our tournament should 
be a learning experience for all 

involved, especially our assistants 
and interns. We like to involve our 
local association members and their 
assistants, as well. We host a tourna-
ment for the local chapters' assistants 
to provide an educational opportunity 
for assistants to see the course, learn 
more about our property prior to 
their assignments and to gain inside 
knowledge as to how the course will 
be played for the event. 

This educational component allows 
participants to bring information back 
to their home golf courses. GCI 

mailto:tmoraghanll@comcast.net
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