SandMat - the right tool for the job

sandMat is a revolutionary product that has
been engineered for superior drainage and
erosion control. Used by high profile courses
around the world, SandMat is the
professional’s choice for bunker lining.

* Chosen by premier Golf courses worldwide
* Improve drainage

» Reduce bunker maintenance

* Extra wide for faster installation

* Saves labor

* Saves raking

Purchase a Trailer Load of SandMat and
receive a FREE 8 Piece Cordless Hitachi Power
Tool Kit including:

« 4" Cordless Disc Grinder (oo #61s01)

« 6" Cordless Circular Saw (vooe: #cisomr)

« 1/2" Cordless Driver Drill (oot #os180vr3)

« Cordless Reciprocating Saw with tool-less blade
changing system (crisomg)

« Cordless Flashlight with pivoting head ws1sn)

» Hitachi Carrying Bag

« Kit includes 2 rechargeable batteries

Minimum order quantity applies
while supplies last. Available in
Canada & USA only.

See SandMat.com for details.

SandMat

Bunker Liner

Without SandMat

1SO 9001: 2008

www.sandmat.com < toll-free 877-sandmat (726-3628)
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mild winter and an early spring gave owners and

operators a head start on a promising year. Their

challenge will come in sustaining the momentum
long after a gentle spring has turned into the dog days
of summer. If it’s true that fortune favors the most pre-
pared, here are three tactics that will give you an edge.

ENGAGE YOUR GOLFERS. The latest research from the
National Golf Foundation (NGF) shows golfers make
choices based on their sense of engagement. That means
when they're choosing where to play, their choice is
based more on where they feel they are appreciated than
on their schedule or even price. As NGF CEO Dr. Joe
Beditz says: “Golf will grow where golfers are engaged.”

NGF data reveal that the number of U.S. golfers has
declined but is expected to grow by about 3 million (ap-
proximately 1 percent) between now and 2020. Most of
the growth is expected to come from high-income and
high-participation (seniors) segments.

There will be winners and losers in the competi-
tion for the patronage and loyalty of these groups. The
winners will be those who engage golfers. It's not hard;
here are three simple ways to increase member and
customer engagement:

+ Know your golfers by name ... and use their
names! According to the 2011 NGF study, most people
value being recognized above all other factors.

+ Make it easy for golfers to remain engaged by invit-
ing them to come back.

+ Encourage your most frequent golfers to introduce
their friends and neighbors to your club or course.

EMPHASIZE FAMILY FIRST. The PGA of America has
launched Golf 2.0 through its 24,000 members and
countless collaborators in the golf business. One of the
program’s foundational elements is the recruitment and
retention of women golfers. Women are the key deci-
sion makers regarding a family’s leisure time activities
and spending. What's more, women play with family
and friends, which helps fill the tee sheet. Here are
three ways to attract families by engaging women:

+ Launch a family-first program that allows family
time at your facility. Protect the tee times and make it
comfortable for families to play without the pressure of
more experienced golfers pushing them from behind.
Create the “safe haven” that Jon Last of Sports and Lei-
sure Research talks about by installing family tees and a
short-course routing that makes your course attractive
to families.
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+ Encourage children to play the game by making
your course a safe place for recreation, environmental
stewardship and entrepreneurship. Try inviting Boy
Scouts and Girl Scouts to the course as a place where
they can work toward badges. Remember, moms sup-
port those who are good to their children.

+ Create a platform for socialization where women
can gather with friends for as much golf as they wish
to play. Who cares if that’s fewer than nine or 18 holes.
Make those who participate feel welcome... not simply
tolerated.

“NGF data reveal that the

clined
but is exYected to grow by about
three million (approximately 1
percent) between now and 2020.”

REWARD LOYALTY. Facilities that are increasing their cus-
tomer bases are rewarding loyalty. Price discounting has
proven, in most cases, a flawed strategy. However, there
is great benefit in yield-management strategies that
match price to market conditions to improve tee sheet
utilization. Here are three ways to improve loyalty:

+ Use the simple approach popularized by South-
west Airlines, which now benefits from an enormous
audience of devoted customers. When you comp a free
round after every 10 rounds played at your course, for
example, you're effectively providing a 10 percent dis-
count for your most loyal golfers without having to use
the word “discount.”

+ Invite frequent golfers to special events. The three
remaining major championships of the year — the U.S.
Open, The Open Championship and the PGA Cham-
pionship — provide great opportunities to shower your
best customers with appreciation and recognition.

+ Host an annual drawing and make every round
played count as an additional entry in the drawing to
improve the odds for your most frequent golfers. Then
make the prizes exceptional — tickets to the PGA Cham-
pionship or a trip to a luxury destination — and consider
the costs the best advertising you could buy.

It appears that 2012 will be a good year for the golf
business. But it will be better for some than others. The
advantage will go to owners and operators who increase
their capture of market share and who retain their best
customers. GCI
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When it comes to course appearance, there is no trophy for second place. That’s why we
developed Reserve® Fungicide. Reserve delivers superior, broad-spectrum disease control
without turf thinning that other fungicides can cause. Reserve prevents algae growth and
controls just about everything under the sun including dollar spot, brown patch, snow mold and
anthracnose. And thanks to Reserve's StressGard™ formulation technology, it helps manage
course stress, maintains turf roots and improves turf density. Of course Reserve is Backed by
Bayer;" which means all of our research and support is at your fingertips to help you create the
healthiest, thickest, greenest turf possible. Because when it comes to your course, good enough
isn’t good enough. To learn more, go to www.BackedbyBayer.com/Reserve.

www.BackedbyBayer.com. Bayer, the Bayer Cross, and Reserve are registered trademarks of Bayer. StressGard and Backed by Bayer
are trademarks of Bayer. Not all products are registered in all states. Always read and follow label instructions carefully. ©2012
Bayer CropScience LP.

Bayer CropScience LP, Environmental Science Division, 2 TW Alexander Drive, Research Triangle Park, NC 27709. 1-800-331-2867. ‘ R E S E R V E
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BY GARY GRIGG

he things that will make you the most successful are the things you are the least
prepared for coming out of school. You cannot create a leader in a classroom
— it takes experience and good mentoring under successful managers. Few
people have the natural sense of what it really means to work with other people.

First, let me tell you a little about myself. My 44-year journey through the golf course
industry has been varied and very interesting. I have been involved in golf course main-
tenance, new-course construction, old-course reconstruction, renovation, hosting major
tournaments, working in management companies, consulting and being a co-founder
and principle of my own golf industry company.

I earned a BS in agriculture and entomology from Utah State University in 1964, and
my MS in agronomy from Michigan State University in 1966. I accepted my first golf
course superintendent’s position in 1968 and retired from the golf course superinten-
dent’s profession to work on my own in 2000. I currently work as an agronomist and
vice president of Grigg Brothers. During my journey I earned a CGCS from GCSAA
and have maintained that certification for 35 years. I also earned a MG from BIGGA
and have been certified there for 17 years. I've served on the GCSAA board of directors
from 1989 to 1997 and served my term as president in 1995-96. I've spoken at a lot of

turf conferences worldwide and I've taught agronomic seminars for GCSAA and private
- distributors across the USA, taught agronomy for Idaho State University for a year and
ve authored numerous articles for professional industry publications.
1love my chosen profession. Someone once said, “It is not work if you love what you
) belleve the more knowledgeable you are of all the many skills required
supevlntendent, the better your chances of long-term career success.
cal skills are and put them in some type of order with
e top, you must prepossess some or acquire all of
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A person with soun
agronomic skills &

t is believed you have ngnt‘i'mic
when you are hired. Therefore, this is the
one I will explore least.

Let me sum it up this way. To be a great golf
course superintendent requires an advanced
knowledge of agronomy. From my many
years of travel and consulting with golf course
superintendents, I believe agronomic skills
are lacking in many of today’s modern golf
course superintendents. Many golf course
programs in the schools or programs within
turf schools are fast-tracked and don’t have a
good, solid agronomic curriculum.

A superintendent must be an expert in
plant nutrition, plant pathology, entomology,
soil science, weed control, thatch (causes and
control), turfgrass varieties and irrigation
techniques. I also believe a superintendent
must stay abreast of new developments in
all of these areas, as well. There is simply not
enough room in a single magazine article to
explore each of these subjects.

Most of us are maintaining a golf course
to the satisfaction of a demanding clientele,




and we must conform to their demands as
they own the course.

Never fear new technology. It comes along
every day, but look at it in depth and ask for
valid data from quality schools and good
researchers that back up any salesperson’s
claim. Sales’ claims without valid data are
called marketing. Many folks are good at
marketing, so make sure it is good science,
too. Before you try anything new on your
course do your own testing in practice or
out-of-play areas.

Yes, agronomic training is important.
However, there are other skills that success-
ful, modern turf managers must all have in

common.

person's greatest asset in this or any other business is his ability to communicate.
The flow of communications must be both down and up the organizational chart of
the club - management, staff, members and even the general public.

Be prepared to defend your profession and correct misconceptions whenever possible.
Communicate with media and be an expert resource for them. Visit with members and
attend club functions. Start a newsletter or a blog and be informative and proactive.

Good, effective and constant communication cannot be overemphasized. Mix-ups in
communication are embarrassing for everyone. It's been my experience that most errors
on the golf course are caused by improper communication. Most superintendents who
lose their jobs don't lose them because they lack particular technical skills. Instead,
they're let go because of a failure to communicate properly.

Remember, the responsibility for good communication always belongs to the person
who possesses important information, whether this is the proper instruction of the
maintenance staff or distributing vital data to the greens committee.

Most of us are maintaining a golf course to the

satisfaction of a demanding clientele, and we must
conform to their demands as they own the course.”

A person who can work effectively with people

ew people have the natural sense of what
it takes to work with other people.

The greatest interpersonal issue now
confronting the golf course superintendent is
working with people. In fact, management is
all about dealing with people. You must select
people, train people, organize people, inform
people, control people and compensate people.

Dealing with people consists of three major
areas: Working with a crew, interacting with
people in other departments at your facility and
communicating with members.

Most superintendents, myself included, rise
through the ranks believing that the principal
asset they have is their technical agronomic
ability. As they move up, they soon find it takes
much more than agronomics to be successful in
this business.

All at once, it is the superintendent’s or
course manager's ability to get things done
though other people that count most. The
crew becomes the most important asset. You
must get work done through them. Often, staff
management is not taught in turf school, it is
acquired from experience. Golf course staffs
nowadays tend be very diverse. Most of what
| have learned, | learned by making mistakes.
Believe me, some of my mistakes have been big
mistakes.

Some things | have learned along the way:

* Don't be afraid to make mistakes. If you
risk little, you will probably win little.

* Welcome ideas from your employees.
Good ideas from the rank and file are a
credit to you as well as to the originator.

No superintendent worth his salt ever feels
threatened by a good idea from a subordinate.
* Always keep your promises. Likewise,

don’t make promises you can't keep.

« Never underestimate your workers. Good
ideas can come from humble sources.

* Fertile minds are not always labeled with a
college degree.

* Learn to use “horse sense” in dealing with
others. In other words, learn to treat others as
you would like to be treated.

* Keep in touch with key members of your
department. Don't shut yourself up in your
office and don't depend upon assistants to do
your legwork for you.

needs tothink about the implications of his
work and how it affects the other departments
of a club.

You must continually ask yourself: “Am |
an answer to a problem or am | part of the
problem?” The superintendent cannot become
overly stressed or become too casual while
interacting with the other professional staff at
the club. The only thing that really counts is
performance. Never make excuses - they only
lower your professional standards and soften
your character.

The better you become at effectively working
with other people, the better your chance of
long-term career success.

Lastly, effective leaders retain their key
personnel, which is a critical skill. Empower
employees to do their job and have an open-
door policy with your employees. Communicate
to each employee their role in your operation
and have weekly meetings with all personnel
under your supervision. Work together with
Interacting with people in other departments  your employees to solve all member, guest
is nothing more than good communication.
Other department heads at a club or facility are
also professionals and they are important for
the accomplishment of the superintendent’s
short-term and long-term goals. The
superintendent is part of a business and he
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CHAMPION

TURF FARMS

Our focus is Bermudagrass Greens...
* Over 40 Years of Planting Bermudagrass Greens
» Installing Greens on Over 500 Courses in 16 States
* Breeders of CHAMPION Dwarf Bermudagrass Released in 1995
* Breeders of EMERALD Dwarf Bermudagrass Released in 2007
» Creators of the No-Till Renovation Process Used to
Convert Over 300 Courses to CHAMPION
* Developing Numerous Innovations in Production and
Planting Techniques

Nobody does it better...

* Guaranteed Purity

* Guaranteed Establishment

* Refrigerated Transportation Of Planting Stock

* Sprigs Treated With Fungicides Before Shipping
* The Fastest Grow-In Possible

* No Contamination During Installation

* No Nematodes In The Planting Stock

* No Weeds In Planting Stock

* No Soil In Planting Stock

* No Heavy Equipment On Your Greens

* We Are Always There In Person To Install Your Greens

Follow-up support after installation...

Because we are the breeders of the grasses we install,

we will be there to ensure your success for the life of your greens.
We make follow-up visits, take soil tests, and make agronomic
recommendations for every set of greens we install.

" Specializing In | [N |
" Bermudagrass Greens | JOMINAVIEINETHA

# DWARF BERMUDAGRASS : Since 1966 # BERMUDAGRASS FOR GREENS

CHAMPION




Tour Events PLAYED ON
Our GREENS IN 2011

Arnold Palmer Invitational
Bay Hill Club & Lodge
Orlando, Florida

March 24th-27th

Emerald greens planted 2009

Valero Texas Open

TPC San Antonio

San Antonio, Texas

April 14th-17th

CHAMPION greens planted 2009

Outback Steakhouse Pro-Am
TPC Tampa Bay

Lutz, Florida

April 15th-17th

CHAMPION greens planted 2009

St. Jude Classic

TPC Southwind

Memphis, Tennessee

June 9th-12th

CHAMPION greens planted 2004

Viking Classic

Annandale Golf Club

Madison, Mississippi

July 14th-17th

CHAMPION greens planted 2006

3606 Ave F Bay City, TX 77414
1-800-463-TURF (8873)
info@championturffarms.com

PGA Championship

Atlanta Athletic Club

Johns Creek, GA

August 11th-14th

CHAMPION greens planted 2009

First Major Championship Played On
Bermudagrass Greens In Decades

Navistar LPGA Classic

RTJ Golf Trail, Capitol Hill
Prattville, Alabama

September 15th-18th
CHAMPION greens planted 2011

Administaff Small Business Classic
Woodlands Country Club

Houston, Texas

October 7th-9th

CHAMPION greens planted 1996

AT&T Championship

TPC San Antonio

San Antonio, Texas

October 14th-16th

CHAMPION greens planted 2009

Sherwood LPGA Taiwan Championship
Sunrise Golf & Country Club

Taiwan, Republic of China

October 20th-23rd

CHAMPION greens planted 2001

For a Complete List of
of Courses Please Visit:

www.championturffarms.com
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jility to motivate employees is often the
: e between success and failure as a
der. The most common mistake leaders make
is to believe all of their employees are motivated
by the same thing.

People are motivated in a variety of different
ways. There are five recognized ways that people
are motivated and each way weighs differently in

is inspired by only one source of motivation

1. Make it fun - The sheer enjoyment of their
job. Create an enjoyable work atmosphere. Have
fun.

2. Tangible incentives - pay, bonus or leave
allowance. Tie bonuses and incentives to job
performance. Non-monetary rewards work very
2 well at times, also.

2 3. Personal achievement - This employee

7 is self-driven to meet his own standards of job
performance. They like challenging work and
abhor menial tasks.

4. Goal-oriented - This employee works hard
if he or she believes in the cause, but not at all if
he or she doesn't. Communicate your vision and
communicate your end goals.

5. Personal reputation - An employee
motivated in this fashion is interested in
preserving and enhancing his or her reputation
among peers and supervisors. Provide public
praise and recognition for good work.
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importance from person to person. Lastly, no one

and selling your budget may be the most
ur job. Therefore, you must learn how to do 7. Capital or special improvement projects
ere are 7 basic steps to establisha  The value of this plan is that when the budget is being

Ta‘ke a lesson from my many years of experience as a golf course -
superintendent: You will not be able to perform your job successfully == 5
by yourself alone. Make it easier for yourself by allowing those subordinate to:you'to
bear the burden with you. :

Delegate responsibility to subordinates. By doing so, you do three things:

1. You ease your own workload.

2. You train deserving workers for more important posts.

3. You groom a competent successor who is ready to step into your shoes when it's
time for you to move up the ladder or when retirement comes.

Theodore Roosevelt once said: “The best executive is the one who has sense
enough to pick good men to do what he wants done and self-restraint enough to keep
from meddling with them while they do it.”

the “how.” It provides you with a defined purpose for taking a particular course of
action.

There are a lot of steps involved in planning, and the techniques vary. In my opinion
the are four underlying major points:

1. Where do you want to go?

2. What does it take to get there?

3. Implement the decision.

4. Monitor the plan for feedback as you go.

Managers might often have to adapt due to inevitable changes. The key word is
flexibility. If the superintendent knows where they want to go and a shift occurs along the
way, they will still achieve it if they keep the original goal in mind.

For example, it is critical that you create a maintenance plan for your club. Anywhere
else in the business world this is called a business plan. The purpose of a maintenance
plan is to define the desired level of quality for the golf course and to serve as a
document to support your budget. Most importantly, this plan needs to include a
mission statement. Your maintenance plan should be program-oriented, detailing every
program it will take to make the standards the team has set forward and you must
reflect those programs in your budget and equate budget numbers to this plan. For
example, build a greens program and put a price on the following needed programs for
your budget: mowing, rolling, topdressing, aeration/cultivation, irrigation, fertilization,
hole placement, soil amendments, disease control, insect control, weed control,
drainage, seeding/sodding and anything else.

Price the programs needed for greens surrounds, fairways, tees, roughs, out-of-play
areas, maintenance shop, office and landscape.

Another example is to establish written standards with buy-in from your management
and/or ownership. Put together a small committee to help put the standards together.
It should consist of a representative from ownership, membership and the golf
department.

The standards, first and foremost, should detail how the golf course is to be
maintained and to what level.

Knowing the “why” of anything we do is as important to the success of a task as

6. Capital equipment purchases

reviewed by those who approve it, they need to fully understand

that when cutting money from the budget, they are cutting

programs. And if they cut or amend programs, then their stated
nd approved standards may not be met.

) ment will find it more difficuit to eliminate

ré t amer figure.



We look at
soil & water quality
A GOOD : T from a different

ENVIRONMENTAL [ perspective. -
STEWARD :

Use IPM programs i | ML 7 . 3 YourS-

Monitor your records and keep track

with documentation

Properly calibrate your sprayer and ;

spreader equipment A person who is a

Do your own self audit - on site - on

a regular base and keep a log skilled prOfeSSionG|

Regulatory complaisance issues t is all these skills that interact
include: together and present the

Fuel storage and handling superintendent with an intangible,
Chemical storage facilities yet achievable, challenge. Collectively
Equipment wash area we have diversity in personalities and
Occupational health and safety diversity in professionalism.

issues Think like a manager and make
Sprayer cleaning process informed decisions based upon
Disposal/Storage of pesticide the basic management principles

containers in conjunction with your agronomic

Be an environmentalist and care for skills and you will be met with

your resources success.

Get involved in research Believe me, golf courses today are

Do you practice what you preach? looking for good, skilled business

Audubon International program managers as well as solid, technical

Wildlife habitat agronomic-minded turf heads. ; ’ i ‘ L

Lastly, present a positive image i

The image we must project as a constantly, work at it and dress SPRAYABLE
profession is that we can provide quality professionally. .Image does not s A dad
golfing conditions while accepting the happen by accident - promote pray Away Carbonate
responsibility of being good stewards of yourself. Problems

the environment.

- Specifically designed for spray
application

|

3 » Patented Synergy Technology
’ ensures improved penetration,
distribution and availability

Bonus: A person who knows
. and plays the game well B

-

+ Frees up calcium, magnesium,
and other essential nutrients in
the soil

Be competent in golf course set up and marking the course according to the rules of golf. Play
and understand the game. More and more clubs are looking for good players.

| have emphasized people, time, budgets, planning and communications - all things you do not
usually learn in turf school because agronomy was the focus of the curriculum.

For example, a good manager may plan several projects. For budget reasons or time constraints
they may be forced to choose between the projects. If you are in the mind-set to think like a
manager and make informed decisions based upon the basic management principles I've
described in conjunction with agronomic skills, then you will enjoy success. Takin;
into account will elevate a superintendent in the eyes of his golf course man:
Golf courses today are looking for good business managers as well as

«  Opens soil pores for better
water movement

For more information, contact
your Aquatrols distributor today.

OAquatroIs

www.aquatrols.com
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his year’s early warming brings

the potential for increased pest

pressure and an overall longer
season for your pest control strategy.
Let’s look at how to ensure a season of
green turf.

Identification. The key is properly
identifying the problem. While this
seems like a simple task, many times it
is more complex. In fact, many super-
intendents send samples to labs only
to find multiple answers. Stick to a lab
that you: 1) are comfortable with and
trust; and/or 2) find one that special-
izes in certain problems. For instance,
some labs have spent years researching
certain problems such as root Pythium
and other “specialty” diseases.

Pesticide selection. Following positive
disease confirmation, select the proper
pesticide to apply. This is becoming
more difficult due to the availability of
numerous individual and pre-mixed
products. Think of the new pre-mix
products as combinations of individual
chemical classes rather than simply
saying, “I know this will control dollar
spot, so this is what I'm using.”

A note on resistance. I can’t get into
the details of pesticide resistance with-
in the scope of this article. However, it
is important to know the individual ac-
tive ingredients being applied, particu-
larly when utilizing pre-mix products
containing two or more products. From
the chemical-rotation standpoint,
don’t make a habit of putting out a
pre-mix containing a DMI fungicide
only to apply an individual DMI with
the subsequent application. Details
aside, I often find these products are
applied based on the trade name and
targeted organism, but all of the active
ingredients that were actually applied
are sometimes lost in the shuffle.

Now that you've selected a fungicide,
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you can go and spray right? Well, not
necessarily.

Application Techniques. With pest
control, one difficulty is applying the
right product the right way. Fungi-
cides may be systemic, contact, local-
ized penetrants, acropetal penetrants,
or translaminar. The application
techniques including nozzle selec-
tion, application volume, the need for
post-application irrigation and others
strategies depends on several factors
including the way the pesticide gets in
(or doesn’t) to the plant, as well as the
disease in question.

The dilemma. What if you decide

to select a strobilurin fungicide for
the control of a “root” disease like
summer patch? Just because these
fungicides are in the same chemical
class does not mean they enter and
move within the plant in the same
manner. Of the four strobilurins, two
are considered acropetal penetrants
(move up from the point of contact),
one is a localized systemic, and the
last has translaminar activity.

So, should you water these products
in to the thatch or soil to get the
fungicide to the targeted pathogen? It
depends on which product you select.

The key is properly identifying the problem.
While this seems like a simple task, many times

it is more complex.

When discussing strategies for
disease control, I simplify the process
to thinking about three basic regions
for targeting turf pathogens.

For foliar diseases like brown patch
or dollar spot, I will suggest apply-
ing fungicides with a nozzle that
will maximize pesticide coverage in
moderate water volumes (1 to 2 gal-
lons/1000 sq. ft). It may be helpful to
apply these product to dry turf or to
remove the dew prior to application.

For stembase and crown diseases
such as anthracnose, I apply pesticides
in moderate to high water volumes
(2 to 4 gallons/1000 sq. ft.) and not
watering-in.

In situations where it is not pos-
sible to apply high water volumes,
watered-in the products with one or
two turns of an irrigation head.

Applying pesticides in a drench or
watering-in with a significant amount
of water is reserved for pests that
reside in thatch or soil, such as root
Pythium species and several basidio-
mycetes responsible for fairy ring.

I typically treat these diseases in the
“crown” category and recommend
application at high water volumes
and applying no post-application
irrigation. Despite these being root
pathogens, much of the damage still
occurs close to the surface.

Rates and timings. For some diseas-
es, preventive applications can result
in less pesticide use over the course of
the season. Curative control of dollar
spot, for example, may require higher
rates and shorter intervals to stop the
pathogen and allow for recovery.

On the other hand, diseases like
brown patch are easy to suppress.
Curative control when symptoms are
first observed is an effective strategy
and may lead to fewer apps over the
course of a season. Documentation
your golf course’s chronic and acute
problems will allow you to determine
which strategy is right for you.

Turf management is not black and
white and there are many shades
between the two. GCI


mailto:atjekl56@psu.edu

