


ANOTHER SHOW SEASON IS IN THE BOOKS 

Call it the annual rites of winter. 
In the first quarter of the year, 
golf professionals gather at the 

PGA Merchandise Show, club manag-
ers learn at the CMAA World Confer-
ence and golf course superintendents, 
owners, designers and builders con-
vene for the Golf Industry Show. Even 
without the proverbial big top, the 
annual three-ring circus is filled with 
inspiring people and ideas. Here are 
my takeaways from the 2012 Orlando-
New Orleans-Las Vegas swing. 

OPTIMISM IS MAKING A COMEBACK. At-
tendees, manufacturers and officials at 
all three conferences were in agree-
ment that 2012 will be better than 
2011. Their outlook is backed up by 
the latest Small Business Optimism 
Index, as measured by the National 
Federation of Independent Business. 
The index is up 4.4 points (94.3) since 
its low of 84 in Q1 2009. 

INNOVATION HAS SLOWED. Reflecting 
the trailing-edge nature of many golf 
ventures, the show season was marked 
by the lack of new products. Golf 
equipment-makers offered remakes 
and repaints of former models; 
technology providers demonstrated 
upgrades and enhancements on estab-
lished platforms. But in the absence of 
volumes of new products, some new 
thinking caught my attention. Two 
examples: 

• Western Golf Properties seems 
to have uncovered a better method for 
building revenue at the clubs being 
operated by the boutique management 
company based in Santa Ana, Calif. 
Bobby Heath, president, and Christina 
Khamis, WGP marketing guru, have 
focused on best management prac-
tices that are generating substantial 
increases in member and customer re-
tention, improved volume counts and 
increased revenues within the daily 

fee units within the WGP portfolio. 
• Tom Bennison, a partner with 

Fore Golf Partners, says he "looked 
at 120 deals in 2011 and we actually 
closed on two of them." The discipline 
and unique understanding gained 
from years of service as an acquisitions 
executive at Club Corp are' helping 

Attendees, 
manufacturers and 
officials at all three 
conferences were in 
agreement that 
will be better than 2011. 

Bennison and Fore Golf sort through 
properties to improve margins from 
previously flat operations. They 
provide guidance for other buyers and 
sellers. 

PRICES ARE INCREASING. Costs of 
supplies and resale goods produced 
in Asia are on the rise. Labor costs in 
Asian producing countries are escalat-
ing, and it appears this trend will carry 
through into 2013. The per barrel 
increases in oil are inflating freight 
costs, and many are planning for as 
much as a 3 percent increase in 2012 
on everything delivered to the club. 
In addition, costs for most chemi-
cals, pesticides and petroleum-based 
products will escalate. To reverse fuel 
surchargess, savvy managers are seek-
ing delivery credits on bulk deliveries. 

PRIVATE CLUBS ARE RECOVERING. Ste-
phen Johnston, founder and president 
of Global Golf Advisors and my part-
ner, told CMAA delegates the most 
noticeable difference between clubs 
that are performing well and those still 
struggling is in two parts: a concen-
trated focus on facility and program 
upgrades; and programmed member-

ship sales. According to Johnston, clubs 
that cut spending and capital improve-
ments at the outset of the recession are 
suffering while clubs that committed 
to quality and service are growing. Suc-
cessful membership sales result from 
properly planned market placement, 
which is based on diligent market 
analysis, strategic messaging and tire-
less sales efforts. 

FOCUS ON REVENUE PLANNING. Most 
segments have embraced the neces-
sity of planning. Before the economic 
downturn, many operators lacked long-
range strategic plans. When the cold 
winds of change began to roar, these ill-
prepared operators were badly damaged 
and some did not survive. But many 
top-performing managers and opera-
tors have taken a deliberate approach to 
planning, incorporating the three-step 
process we advocate to our clients: 

• Develop a comprehensive stra-
tegic plan. This identifies the primary 
goals and objectives, analyzes market 
conditions, identifies opportunities, 
executes a dispassionate SWOT analysis 
and produces succinct findings and 
recommended actions. 

• Convert the strategic plan into 
an annual business plan. The business 
plan describes in detail the actions and 
tactics that will be executed in support 
of the strategic plan. 

• Drive down accountability to the 
management team by measuring and 
rewarding key performance metrics. 
Many club managers, golf profession-
als and superintendents are not given 
precise goals and objectives, which can 
be directly related to disappointing 
performance. The precision comes in 
the selection of the key performance 
indicators that must be measured and 
monitored. 

With another show season in the 
books, we can only wait to see if these 
trends gain momentum in 2012. GCI 

Henry DeLozier, a principal in the Global Golf Advisors consultancy. DeLozier 
joined Global Golf Advisors in 2008 after nine years as the vice president of golf of 
Pulte Homes. He is a past president of the National Golf Course Owners Association's 
board of directors and serves on the PGA of America's Employers Advisory Council. 



We look at soil & water quality 
from a different perspective. 

Your course is like no other -
especially when it comes to soil 
and water quality issues. 

That's why we've designed a 
comprehensive line of products to 
help you manage your unique soil-
and water-related challenges. From 
salt stress to carbonate buildup, 
we'll help you evaluate your turf's 
needs and build a program that is 
both effective and affordable. 
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by Bruce Williams, CGCS 

ground ' g 
GCI's Bruce Williams outlines what you should be doing your first day as the new superintendent. 

The impression you make 
on your staff during the 
early days on the job will 

be lasting. When taking on a new 
challenge, there are a variety of 
items that need to be analyzed 
and evaluated as quickly as pos-
sible. Some of these items may 
have been reviewed prior to ac-
cepting the job, but that is not 
always the case. 

TEAM. While many 
people believe we are 
in the turf business, 

we are actually in the people 
business. So make meeting and 
greeting everyone at the new 
facility a high priority. The staff 
that will be working for you may 
vary from a handful to a couple 
of dozen individuals. No super-
intendent can maintain a golf 

course alone, so embrace those 
who will be responsible for your 
future success. 

Within your first few days at 
the course review each individual 
on your team. This includes indi-
vidual sit-down interviews and a 
review of each crew member's 
personnel file to learn his his-
tory. Interview questions should 
include asking them what they 
do for daily tasks. Find out what 
they like to do and what skills 
they either have or wish to learn. 

Never forget they are measur-
ing you up as much as you are 
evaluating them. 

FLEET. Seldom is a full 
sheet of the equipment 
inventory offered to 

prospective candidates before 
taking a job. If the list does not 

exist or is not current, then have 
your new staff get a quick start to 
bring it up to speed. 

All equipment should be listed 
along with items such as year of 
purchase, brand, model No., pur-
chase date, deprecation period 
and average life expectancy. A 
simple walk through the turf care 
center will not be as meaningful 
as the development and utiliza-
tion of this list. 

IRRIGATION SYSTEM. 
I can't help but re-
member a scenario a 

good friend encountered when 
he took on a new job. He had 
been hired in the Chicago area 
over the winter months. Within 
a few weeks of taking the job it 
was time to energize the irriga-
tion system. Unfortunately, the 

previous superintendent had not 
blown out the irrigation lines and 
most of the smaller lines had fro-
zen and broken over the winter. 
Talk about a rude awakening to 
the new job. 

Chances are you won't en-
counter this level of tragedy 
during your first few days on the 
job. However, most superinten-
dents are dependent on their 
irrigation systems to survive the 
summer and any other periods 
of drought. Likewise, successful 
golf course superintendents are 
highly dependent on the quality 
and efficiency of their irrigation 
systems. 

Conduct a preliminary inspec-
tion and get answers to the fol-
lowing questions: 

• What is the age of the exist-
ing irrigation system? 
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• What is the condition of the irrigation 
system? 

• When was the last irrigation audit con-
ducted? 

• How effective is the system? 
• Have all the corrective measures been 

taken to make the system most efficient? 
At the first opportunity, it is essential to 

schedule an irrigation audit by a certified irri-
gation auditor. Water is a valuable commodity 
and a major budget item in many parts of the 
country. All too often courses take for granted 
that their distribution will never change. This 
is simply false. By checking the quality of 
nozzles, impellers and overall pressure the 
potential for a 15-20 percent increase in ef-
ficiency is achievable by the new golf course 
superintendent. 

PLANS. Few golf courses have a 
| J "master plan" developed by club 
••••• leaders in conjunction with a quali-
fied golf course architect. These plans outline 
the direction of the golf course for any future 

architectural revisions and upgrades. 
Blueprints are a valuable resource and 

can tell you a lot about the history of the 
golf course if they have been saved over the 
years. I would hope that all golf courses have 
an "as-built" blueprint that would show the 
many irrigation pipes and wires under the 
golf course. 

And while few courses have these, a tree 
inventory is a desirable commodity, as well. 
So how can one manage tens of thousands of 
trees on the golf course without knowing how 
many of each species and also what type of a 
fertility, pruning and integrated pest manage-
ment program is needed? 

Does your golf course have a GPS map? 
Every golf course requires base numbers to 
calculate things like mowing acreage, spray 
applications and bunker volume. If the base 
numbers used to calculate these items are 
incorrect, then any and all calculation totals 
will be guesstimates. 

The same goes for golf course standards. If 
the golf course has no written standards, then 

it would be appropriate to start developing 
them in the early weeks. The standards will 
only have value if aligned with available bud-
get dollars. All standards should be developed 
jointly with ownership and governance of the 
golf facility. 

^
BUDGET. The budget of the previous 
golf course superintendent may 
not be the same budget you will 

operate under. I am aware of several situa-
tions that new superintendents were given 
the budgets of their predecessors who had lost 
their jobs for poor golf course conditions. The 
reality was that there was inadequate fund-
ing to support the dreams and desires of the 
membership. So either prior to the point of 
hire or immediately after hire it is imperative 
to get a full understanding of what it will take 
to take that golf course to the "next level". 

H POLITICS. In addition to your own 
personal team, on your first day 
you will meet many people in the 

f - S P E E D X T COOL POWER* 
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More where it matters most. 
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organization. Those individuals 
will include fellow employees, 
members of the club and club 
officials who will all want to stop 
by and say hello. Take inventory 
of all of these people as most of 
them can and will become your 
allies in the years that lie ahead. 

Make the time to meet with 
everyone and even spend some 
time, during that first week, 
working the pro shop, the grill 
room or the first tee. People are 
excited about your hire at the 
facility. I am sure there will be 
no shortage of opinions shared 
about what is right and what 
is wrong with the golf course. 
I have always believed isolated 
comments are not as large of an 
issue as repetitive comments that 
begin to show trends and require 
action. 

Make no promises other than 
evaluating the property and op-

erations in its entirety. Explain 
there is a lot of work that lies 
ahead and the first few months 
will be spent putting together a 
plan of action to be evaluated by 
club leadership. 

^
A G R O N O M Y . G o l f 
course agronomic is-
sues may be some of 

the easiest issues to manage when 
starting out at a new facility, if 
only for the simple fact that is 
what we've been trained to do. 
Look at the history of various 
reports that will include vital 
information: 

• Soils, 
• Water quality, and 
• Turf types. 
Is your turf healthy? Are all 

the nutrients in proper balance? 
Soil tests should quickly tell you 
what your needs are and allow 
you to develop a plan. Some parts 

of the country have very poor 
water quality. This can result in 
serious turf decline. Analyzing 
water quality reports allows you 
to develop a plan to overcome 
high salts, high bicarbonate and 
high pH. 

Be sure you are trying to grow 
the right turf types in the areas 
that they belong. It is often said 
that things are done because they 
have always been done that way 
in the past. A new face on the 
property allows for fresh input 
and the ability to move things in 
a better direction for turf types 
and varieties. 

TREE AND LANDSCAPE 
I"' " .« MANAGEMENT PLAN. 

• ™ Most golf courses have 
a wide variety of trees and shrub-
bery, often planted without a lot 
of forethought. Likewise, decades 
of influential members have 

often dictated the planting and 
landscape components at many 
golf courses. 

One of the first questions 
should be to find out if there 
are any "sacred cows" growing 
on the golf course. Many of you 
can relate to a special tree or 
memorial trees that can never 
be touched on the golf course. 
Find out where they are and the 
history behind them before you 
do anything. 

Trees are planted by well-
meaning people and thousands 
came onto golf courses after the 
decline of the American Elm 
in the 1960s. Now those trees 
are sending their roots into golf 
greens, tees and fairways. Shade 
creates issues on greens and can 
be a causal factor in turf decline. 
Trees require more than just the 
cost of planting — they require 
actual maintenance over time. 
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• Kills Poa, Perennial Ryegrass and 

Fescue in Warm Season Turf 
• Plus Knocks Out More Broadleaf 

Weeds Than Similar Products 
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Most golfers are not in favor of tree removal, but competition for 
water and nutrients require that we pick and choose what is most 
important for high-quality playing surfaces. 

Using the list above and by adding a few plans of your own should 
get you headed in the right direction in your first week or two on 
the job. There will be crisis to deal with and there will be fires to put 
out. That is a part of what we do. 

Through evaluation and analysis of the aforementioned items it 
is time to set up the game plan for the future. This takes place by 
creating a clear vision of the goals and objectives for the golf course 
and facility. Adequate resources in manpower, equipment and other 
resources must be considered to move the process along. GCI 

Bruce Williams, CGCS, is principal for both Bruce Williams Golf Con-
sulting and Executive Golf Search. He is a frequent GCI contributor. 

By Bob Lohmann 

Superintendents who arrive at a new golf course posting have plenty 
to keep them busy. Way too busy, in most cases. The same applies to 

an assistant who has been newly promoted to the facility's top spot. The 
last thing they need is more to think about, but I'm going to tax your brains 
anyway. 

I've outlined several constructive ways to think about yourself in your 
new job. With more than 30 years in this business, as an architect and 
contractor, I have seen literally hundreds of "transition" situations where a 
new superintendent comes on board. It's tough duty - so much to absorb 
and so many people to impress right away. Aside from piling even more on 
your full plates, however, these calls to action will help you better adjust 
to and take control of your new course. In time, they will give you an edge 
in dealing with staff, superiors, vendors and golfers. They will also chart a 
wiser course for the facility that now depends on you. 

Be an historian. Collect and organize all the course data you can find. 
Lean on staff and your new boss in order to gather all of the documents 
relevant to your facility. Review them, understand them and archive them. 
In short, take on the role of course historian. 

Why? Well, because that information is the stuff you'll need, 
eventually, to do all sorts of important things, mainly strategizing 
effectively about how best to maintain key aspects of your course and 
making the case internally for future improvements. 

Take your paper plans and have them scanned into digital format for 
ease of organization, space and future use (invest $100 in a 1-terrabyte 
external hard drive to store it all). You will learn a ton about what's 
gone down prior to your arrival. What's more, these are the first things 
architects, contractors and consultants request when working with a 
course client, and digital is the way to go these days for ease of sharing 
and, let's face it, digital is built to last. Paper is not. 

We suggest scanning to .jpg or .pdf format at a resolution between An Employee-Owned Company 

800.821.7925 | pbigordori.com/katana 
Always read and follow label directions. Checkered Flag/Label Design", Gordon's'5 

.and ProForm* are registered trademarks of PBI-Gordon Corporation. Katana'* is a 
registered trademark of ishihara Sangyo Kaisha, Ltd. 12/11 01728 



175 and 200 dpi, which will 
give you adequate quality at a 
manageable file size. 

Collect any data your new 
club doesn't already have stored 
and make a record of it, digitally, 
even if it's a simple Word file or 
spreadsheet. For example, gather 
the information currently stored in 
the brain of your inherited irrigation 
technician, especially if he/she's 
the only connection to that info 
- then get it recorded using GPS. 
Hire a consultant to help, someone 
who understands how things are 
installed so they can interpret the 
data accurately. Request all future 
information in paper and digital 
format. 

The value of archiving this 
sort of information is manifold. 
It allows you to make immediate 
connections to the past, which in 
turn allows you to understand the 
story behind your new club. This 
was vital at Poplar Creek Country 
Club in Illinois, a municipally-
owned facility where we recently 
wrapped up a major storm water 
management project. Prior to 
approval, we illustrated the 
incredible increase in development 
around that golf course over the 
last 30 years, using documents 
we and the owner had archived. 
Our data helped paint a picture 
for the Park Board commissioners 
and the permitting agencies, so we 
could illustrate the value and need 
of our project. More important, it 
expedited the approval process. 

Be a paparazzi. Take photos of 
everything. The best way to tell 
and/or understand a story is to 
illustrate it. For us aging folks, it's 
also the best way to remember 
those stories! Proper photo imaging 
of problem areas will make a 
stronger impression on your board 
or to your new owner better than 
words ever will. 

Photos also allow an architect, 
for example, to demonstrate 
proposed changes to a particular 
hole with alarming realism. Say your 
first summer on the job you notice 
a number of areas where trees 
are impacting turf health. Simply 
removing, or even suggesting 
their removal could be a political 
nightmare, or even job-threatening. 
But having someone assist you in 
illustrating how things might be 
improved with them gone, via photo 
imaging, is a great way to sell your 
idea without the risk. Think about 

how much time, trouble and money 
that can potentially save. 

Of course, there are all manner 
of projects that superintendents 
may wish to undertake to affect 
positive change. All of these 
projects need to be paid for 
and staffed. Again, this sort of 
digital documentation helps a 
superintendent sell a project to 
higher-ups. It's a great tool for 
marketing and presenting to your 
boss, or to your stakeholder golfers, 
allowing you to validate your first 
impressions and support your ideas 
on future course-improvement 
opportunities. 

This type of imaging also allows 
you to start exploring materials and 

"Unfortunately, 
the previous 
superintendent 
had not blown out 
the irrigation lines 
and most of the 
smaller lines had 
frozen and broken 
over the winter." 

aesthetics well in advance of any 
construction. If you're lucky (and we 
all know that most luck is "made" 
by those who are best prepared), 
you'll ultimately get to enact your 
ideas after you've settled in at the 
club - then go back and review 
how they compare to your initial 

proposals. 
It's important to document 

where and when you took your 
photos, too. The simplest way is 
to mark and locate this info on 
a course map, either by hand or 
digitally. This allows you to go back 
later and take the "After" picture in 
the exact same position. It sounds 
tedious, but trust me, it'll add a 
level of authenticity to your story 
and presentations. 

Be an executor. I think most 
supers develop a list of goals for 
their course in their heads. New 
superintendents need to get that 
list going as soon as possible. 

Write those goals down in a 
strategic plan that stretches from 
daily management to long-term 
management to future renovation. 
With this list of goals, you can 
prioritize them, adjust them 
according to events, and start 
strategically building your case for 
funding and logistic support. 

One helpful way to think about 
this planning is the living will. 
Create one for your new course that 
focuses on key features. Trees are 
a good example: Hire an arborist 
to survey and categorize your trees 
and assess them for value. More 
important, do your own assessment 
that includes a plan of action in 
the event of a course renovation or 
severe weather event. 

This plan is essential to 
have on hand for discussion 
and remediation purposes, and 
the more prepared you are from 
the start, the easier it is to turn 
anything - even a tragedy - into 

an opportunity. Jefferson City 
CC in Missouri is an example of 
how a tragedy jump-started an 
improvement project. While our 
firm was gaining approval for a 
renovation program there, which 
required significant tree removal, 
the club was hit with an ice storm. 
The damage was devastating, but 
it opened up an opportunity: the 
cost (and shock) of tree removal 
was covered by insurance money, 
thus freeing up some dollars 
in the project budget - and the 
newly cleared spaces allowed us 
to reinstate some long-held, long-
planned ideas that had been nixed 
due to the cost of tree removal. 

We turned those ideas into 
some of the members' new favorite 
holes. And that's the last bit of new 
job advice I'll burden you with: Be 
curious, because that's what leads 
to good ideas. 

Be inquisitive. Engage your new 
staff, members and management 
in discussion and research. Reach 
out to your colleagues, architects 
and builders and exchange ideas. 
And try, when you can, to do all 
this in person. Technology is great 
but once you've succeeded in 
becoming the historian, paparazzi 
and executor of your new course, 
you can best bring to bear all you've 
learned in face-to-face contact with 
others and all their ideas. GCI 

Bob Lohmann is founder, presi-
dent and principal architect of 
Lohmann Golf Designs, and a 
frequent GCI contributor. 


