Support the Wee One Foundation with
your Vision Pro HD purchase!
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VISION PRO HD

HIGH DEFINITION TURF COLORANT

Take your greens and tees from standard to picturesque with Vision Pro
HD turf colorant. Vision Pro HD provides natural-looking, long-lasting
green color that won’t fade to blue. Specially formulated for chemical
compatibility and safe for all types of pump seals, Vision Pro HD can be
used alone or in combination with plant health and protection programs.
Add Vision Pro HD to your greens and tees spray programs and let the

y pride in your turf quality show for itself. 1
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EQUIPMENT

Adds Mike Koppen, group mar-
keting manager of golf products for
John Deere: “We're adding value
and additional features to our new
Tier IV machines that will increase
performance, productivity and opera-
tor comfort. We've undertaken Tier
IV as an opportunity to redesign our
machines from the ground up to pro-
vide an overall better machine that is,
at the same time, Tier IV compliant.”

Ford speculates that there may be
some short-term sales fluctuations,
but in the long term, he expects sales
to be largely unaffected.

Koppen says that end-user reac-
tions, in more often than not, are
being driven by uncertainty because
they largely haven’t seen what a Tier
IV-compliant piece of equipment
can do.

“When they come face-to-face with
a Tier IV piece of equipment, they're
pleasantly surprised by new standards

Benefits of LEDs:
* Integrate LED bulbs with existing fixtures

* 80% more efficient than Halogen and Incandescent bulbs ‘
¢ 40 times the operational life of other bulbs

* Reduced maintenance and cost over the life of the light

Direct LED replacements of common
Incandescent and Halogen bulbs for
landscape, interior, and exterior fixtures.

LLLLLARANY

LRRRNANY

Fast Delivery = Always In-Stock « 866-590-3533
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Light fixtures for landscape applications
such as garden, path, fountain, and
pond lighting.

in performance, productivity and
operator comfort,” he says.

John Deere has been getting the
word out on Tier IV mostly through
its dealer channel.

“We have an enormous amount of
experience in smoothly transitioning
Ford
“And we have found our best
method of communicating changes
like this is through our well-trained

to new emissions standards,”
says.

dealers. They have done very well in
so many other regulatory transitions
in communicating these changes to
our customers.”

Like Toro, Rachel Luken, product
manager for Jacobsen, predicts a 10-
to 20-percent price increase for Tier
IV-compliant products.

“Of course, customers don’t want
to pay more, especially when we’re
talking about increases as high as
10 to 20 percent for higher horse-
power, Tier IV-powered products,”

Order by 1:00 p.m. CST
for same day shipping.

golfcourseindustry.com

Cost factor

quipment manufacturers did a solid job educating

end users about the nuts and bolts of Tier IV and
what it would mean for new model technology. It wasn't a
stretch to realize these changes would also mean price
increases. Many insiders speculated that these expected
price hikes could result in a spike in spending in 2012.
However, this turned out not to be the case. The majority
of superintendents (86 percent) say Tier IV regulations and
the associated costs increases for the technology did not
play a factor into 2012 equipment purchasing decisions.

Did you purchase equipment in 2012 specifically
because of Tier IV regulations that go
into effect in 2013?

| don't know 2% —
‘ o Yes 12%

No 86%

Source: GCI State of the Industry research

Attracting moisture vapor like
tiny water magnets, Hydretain
captures water otherwise lost
to evaporation and passes it
to the root system of plants
and turf, sustaining them
through extreme heat and
drought, while cutting
watering requirements by

50% or more!

Visit us at hydretain.com or call 352-620-2020 to
learn about our unique and proven technology!



“So, comparatively, the price of compliance isn't terribly
surprising to anyone who has had experience in one of the

other categories, OTR trucks

probably being the closest

to most. That said, it’s never easy delivering a message of
price increase to customers. In the end, it's a mandatory
regulation that has a price associated with it.”

— Grant Young, The Toro Co.

says Luken. “But for equipment
manufacturers, distributors and
end users, this is a ‘must-do’ in
order to comply with federal reg-
ulations — the choice is how and
when you make that equipment
transition and replacement.”
Jacobsen is working on allevi-
ating the higher costs, though,
via technological innovation.
“In addition to Tier IV final

engine and equipment modi-

fication solutions with high
pressure common rail and ex-
haust after-treatment systems,
Jacobsen is exploring innovative,
non-conventional approaches —
where technically feasible — to
deliver lower emissions and meet
compliance,” Luken says.

As a precursor to the more
conventional solutions, Jacobsen
has launched the LF510, a new
addition to its line of lightweight

The Source

fairway mowers. Luken describes
it as an alternative, simple Tier
[V final solution for 100-inch
width of cut applications.

“The market also told us it
wanted an affordable fairway
mower that provides a superior
quality-of-cut. We answered that
need by putting Jacobsen’s True-
Set cutting units with Classic XP
reels on an easy-to-use, easy-to-
maintain tractor,” says Luken.

“In addition, technicians don’t
have to worry about additional
exhaust after-treatment filtration
devices, technology or service
because the LF510’s rugged
and reliable Kubota engine is
compliant with Tier IV emission
regulations.”

Jacobsen has chosen to com-
municate its Tier IV message
through its dealer network using
sales and technical training ses-
sions where flyers are handed
out as education and reference
pieces.

In addition, the company is
participating in regional/local
GCSAA organization meetings,
trade shows and conferences,

customer roundtable events. GCI

Jason Stahl is a Cleveland-based
freelance writer and a frequent

GCI contributor.

Professionals Trust

for Expert Weed Identification
and Control!

* Enhanced Weed ID
Search Options

e Weed ID Photos
e Ask the Tech Advisor

e Weed Control Options

Correctly identify the
weekly weed for a chance
to win this LED flashlight

¥ An industry service pbi
brought to you by: corporation

THE TURFCO CR-10 MAKES IT HAPPEN!
P Whether you're topdressing your fairway, renovating bunkers or

——
WIDE ST

—

relocating material, the Turfco® CR-10, with a four cubic-yard

hopper, is the workhorse you've been looking for. Its patented
three-position switch, cross-conveyor flow control and self-cleaning hopper make
it the most effective material handler available. And now the CR-10 is available
with WideSpin™ technology—allowing you to deliver light or heavy topdressing
applications at unprecedented widths and depths. All this—plus a three-year
warranty. The CR-10. Don’t start a project without it.

Call1-800-679-8201 for a FREE
on-site demonstration or video.

WWW.TURFCO.COM
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RAKER TRIAL GARDENS
LITCHFIELD, MICHIGAN -

~Held at one of the largest trial gardens in

~ North America and in conjunction with the
‘Michigan Garden Tour, BloomaPalooza 2013
Il celebrate the hard work, entrepreneurial
~spirit and unique style of the independent

GET BACK TO YOUR INDEPENDENT ROOTS AT BLOOMAPALOOZA 2013!
REGISTRATION IS NOW OPEN.
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vist WWW.BloomaPalooza.com

_. for more details and to take advantage of early bird pricing
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Retailers, growers, lawn care
professionals, suppliers and
passionate gardeners will
find themselves immersed in
this never-held-before event.

The BloomaPalooza 3-day
experience includes:

* Music festival format with
live bands.

* presentations from the most
talented minds in the industry
intermingled with bands on the
main stage.

* Family oriented fun with
special children-oriented
activities throughout.

* Exceptional value including
free admission for those 17
and under accompanied by a
paying adult.

* Independent garden center
centric trade fair with the top
industry vendors arranged in
an outdoor, flexible space.

* Qpportunity to view over
3,500 unique plant varieties
in multiple forms and settings
amidst the famed Raker Trial
Gardens. 2 AAR



http://www.BloomaPalooza.com

CONCEPTS

reat master plans with no “buy
in” from your members or city

council have the same value as
no plan at all. Here are a few ideas
we presented to circumvent this.

INITIATE FROM THE TOP. When a new
superintendent/GM/Pro tells me “I'm
new here, and I am pushing some big
changes,” the end result is usually a
master plan that goes nowhere. If the
president or greens chair (or mayor/
park director) isn't interested enough
to call me, he/she probably isn’t inter-
ested in a rebuilding program.

Most failures to sell a renovation
program stem from either selling the
wrong people, or selling the wrong
project. A committee selling total
renovation to their clubs that don't
want it, or can't afford it, rarely works.
Architects attempting to spend club
millions for what appears to be a
career-making project never does.

The club — not their staff or archi-
tect — must decide it needs a total
image makeover to reposition it in the
market, restore lost luster or recap-
ture course rankings. You and your
architect must present information on
problems and options for correction,
but the final direction must come
from the decision makers.

PICK A “FLAG BEARER.” Every project
needs a connected, respected and en-
ergetic “flag bearer” to lead the troops
into battle. Without good leadership,
the project will likely fail.

YES, IT'S SELLING. Most folks hate

the concept of “Selling your master
plan,” and I prefer to call it “building
a case for renovation,” but make no
mistake — it’s selling. Even with top
brass behind the project, the task of
convincing members to move forward
requires real sales, diplomacy and
marketing skills. There are numerous
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good books on the subject, so, go read
a book to brush up on all those old
clichés. “Sell benefits, not features,”
“Sell the sizzle, not the steak,” “Hit
their ‘hot buttons,” all apply here.

Some tips, as they apply to renova-
tions:

OVERCOME FEAR. The biggest cause
of inaction is fear — of change and of
wasting money. Fear is greater if there

I have found the

& -

\
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comtilexity: CEre
graphic boardg and
plans to a power point

presentation in a
darkened room.

were some previous renovation flops.
Perhaps the best method to allay fear
is to acknowledge it, and clearly dem-
onstrate you have picked solid projects
and people to implement them.

TALK THEIR LANGUAGE. We tend to
talk in our own lingo, which doesn’t
impress others. Superintendents

wax eloquently about the features of
a state-of-the-art irrigation system,
but it's more convincing to show (in
simple case studies or examples) how
golfers benefit. They are more likely to
be interested in the benefits of water
conservation to either water more
roughs and give them better condi-
tions; or lower their water bills, and
hopetfully, dues.

Similarly, they don’t care about the
sand particle size of your proposed
USGA greens, but they are interested
in smoother greens, making more
putts or impressing their guests.

PICK THE RIGHT ISSUES. Selling/Case
building isn’t catchy slogans or slick

presentations. It’s doing your home-
work ahead of time to find out what
changes are necessary (in fact and
opinion) and providing those improve-
ments to your golfers.

At most courses, there are greens,
holes, areas or conditions that every-
one agrees need improvement. Those
have to be part of the plan, of course.
Then, it may be possible to demon-
strate the added value of other work,
especially if it saves time, money or
hassle to do now.

REHEARSE THAT PRESENTATION! While
it is best to be confident of the vote
before the big meeting, that doesn’t
always happen. For the best chance

of success, plan on doing a great pre-
sentation. Like sales, there are many
books devoted to making great presen-
tations that are a good investment.

I have found that simplicity works
over complexity. I prefer graphic
boards and plans to a PowerPoint
presentation in a darkened room. It's
better to talk with them than at them.
In addition, I find presentations that
focus on the most important one to
three points are more convincing than
ones that promise dozens of project
benefits, which tend to run together.

CROSS THE “I'S,” DOT THOSE “T'S.” If you
have ever hired someone, you know
that you quickly dismiss candidates
with obvious flaws. The same is

true when considering renovation
projects. I have seen good presenta-
tions derailed by simple questions that
the committee doesn’t seem to have
considered and can’t answer. This usu-
ally instills fear (see above) leading to
rejection. GCI

Want to learn more? Check out the
“Selling Your Master Plan” webinar.

Enter bit.ly/Vwka5x into your browser.




- BECAUSE
THE NEXT ROUND’S
ALWAYS ON YOU.

There's no 19th hole in your world. When the last foursome finishes you have to get ready to do it all over
again tomorrow. And your Cushman Hauler will be right there with you. Available in a range of models
to meet the needs of your operation, it features either a 48-volt electric drivetrain or powerful, fuel-
efficient 13.5-hp Kawasaki® engine and payload capacities from 800 to 1,200 pounds. An optional limited
slip differential provides better traction on wet or loose terrain while going easy on your turf. In a world
that judges you by “what have you done for me lately?,” the Cushman Hauler puts it all in your favor.

LET’S WORK.

GgSAA’i www.cushman.com
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TURF HEALTH
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The mysterious pythium root dysfunction scares
superintendents, but there are preventative
measures they can take to make sure their roots
stay healthy and PRD-free. By JASON STAHL

‘ ‘ M ysterious” is a scary term to
describe any turf disease,
but that’s exactly the word

Jim Kerns uses when talking about pythium

root dysfunction (PRD)

Caused by the root pathogen Pythium
volutum and impacting creeping bentgrass
greens, Kern, a turfgrass pathologist at
North Carolina State University, says it
doesn’t act the way most superintendents
expect. There are other reasons why it’s
shrouded in mystery, too.

“If you actually look at the root system,
it doesn’t look that bad,” says Kern. “The
pathogen infects during spring and fall
when the soil temperature is between 55
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and 75 degrees Fahrenheit. And the symp-
toms don’t show up till you enter a stressful
period (soil temperature increase to greater
than 90 degrees Fahrenheit). So by the time
you see the symptoms, going out and treat-
ing for it can be very challenging.”

But before you talk about managing PRD,
you must be able to distinguish it from
pythium blight and pythium root rot - two
completely different diseases. According to
Kerns, pythium blight occurs when pythium
species attack the foliage of the plant. Py-
thium root rot is easy to detect because, if
you pulled up a sample, the roots would be
rotten, black and stinky. PRD is not as easy
to determine.

Pythium root dysfunction (PRD) got
its name because it doesn't kill the
roots, it just impairs their function.
It's difficult, if not impossible, to see
without a microscope.

ALL IMAGES: FORESTRY ORG



Complete plant nutrition solutions
for your fairways and greens has
never been easier, with the all new
highly efficient Rx Fairway and
Rx Green Flowable formulations
from Redox.

Rx Fairway and Rx Green are
supremely effective sources of carbon
chelated and complexed P & K
nutrients, combined with essential
micro-nutrients, giving you the power
through all seasons to improve
and maintain plant vitality without
excessive growth. You control the
nitrogen inputs based on seasonal
and other growth requirements.

From the world’s leading courses
to municipal and local clubs
and resorts, Redox Turf is fast
becoming the brand of choice of
superintendents in all types of
growing conditions. Now, you can
achieve superior results with the
industry’s top single-package
nutrition solutions:

TURFR)(Fairway

Flowable

TURFR)(Green

Elowable

Cost effective, safe to handle and
easy to mix, the Redox Turf Flowable
solutions provide powerful, plant-
available nutrients that strengthen
plant growth in any growing
environment.

Call Redox Turf today to learn more
about why more and more super-
intendents are choosing this fast,
easy and affordable way of improving
turf conditions.

www.redoxturf.com

Redox Chemicals, LLC 1-877-503-2207



http://www.redoxturf.com
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TURF HEALTH

“PRD got its name because
it doesn’t kill the roots, it just
impairs their function somehow,
whether it’s nutrient uptake or
water uptake,” says Kern. “We
tried to figure out which one
of these functions it impairs
through studies, but we couldn’t
distinguish between the two.
But we did determine that the
pathogen impairs root hair de-
velopment, and that would imply
that the turf is having trouble
getting water and nutrients up
to the foliage.”

The kicker is that it’s also
extremely difficult to diagnose.
First, because it affects the root
system, it can be hard to see.

Key points

e The pythium root dysfunction
(PRD) pathogen infects during
spring and fall when the soil
temperature is between 55 and 75
degrees Fahrenheit.

e PRD symptoms don’t show
up until you enter a stressful period,
such as high temperatures.

* PRD doesn't kill the roots, it
just impairs their function.

e |t's also extremely difficult to
diagnose, and nearly impossible to
see without a microscope.

* While PRD has been seen
throughout the U.S., it's most active
on Mid-Atlantic and Southeastern
courses.

f entry for PRD.
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itrogen fertility. )
n such as core or solid tine aerification followed by topdressing in the

Second, it can also be found on
healthy roots, so just seeing it
doesn’t necessarily mean you
have the disease. Finally, the
symptoms can be confused with
take-all patch.

“So really, the only surefire
way to diagnose the disease is
to send it to a diagnostic clinic,”
says Kern, who recommends
North Carolina State, Rutgers,
Purdue or the University of
Wisconsin — labs he personally
knows have stayed abreast of
the disease and know what to
look for.

PRD is difficult if not impossi-
ble to see without a microscope,
which is one of the reasons Kern
recommends sending a sample
toa clinic. He especially empha-
sizes the clinic route for those
superintendents who haven’t had
it diagnosed in the past.

“One of the biggest issues I've
found is that many vendors will
say you need to treat for this
particular disease, and then you
have people treating for it who
have never had previous experi-
ence with it or anything remotely
similar to it,” says Kern. “Not to
say it couldn’t hurt, but what I
like to say is if you're going to do
that, you need to pick the right
fungicide where you're getting
the most bang for your buck.”

Kerns emphasizes that super-

root system, due to a lack of root cultivation, may be a contributing factor to
'ul summer months. Spent cores should always be removed prior to to

ncrease infection and overall foliar dieback,” she says. “Monitor !

golfcourseindustry.com

If they're not seeing results from their traditional fungicide programs,
superintendents should have turf samples diagnosed for PRD.

intendents will not be able to see
PRD with the naked eye. He says
it does not create any real defin-
ing feature in the foliage.

“From what we've seen, the
pathogen never gets into the
foliage, so you basically just
see a decline when it initially
starts,” he says. “It would look
like an area suffering from heat
or drought stress, a small little
patch that might be drying out
that then, over time, gets progres-
sively worse.”

So how do you manage it? The
experts, including Kern, all pro-

mote a preventative approach.
But Kern doesn’t necessarily be-
lieve it's a lost cause if you haven’t

managed it preventatively and it
surprises you.

“You can do something about
it once it appears because it’s
primarily a stress-induced dis-
ease,” he says. “Doing simple
things like raising your mowing
height, adding more fertilizer
and anything to limp the plant
through the summer months can
help you manage it - it’s just a
lot more challenging than if you
managed it preventatively. If you
continue to manage your greens
at extremely low mowing heights
and limit fertilizers, then the tis-
sue can collapse pretty quickly.”

Some experts have said that
superintendents will typically
scout wet, low-lying spots on
their courses and then make
preventative applications during
hot, humid weather conditions.
Those conditions may be the best
time to try to stave PRD off, but
as far as weather having anything
to do with PRD rearing its ugly
head, Kern says he has not seen
any pattern. He has not seen an
increase in it over the last couple
years of unseasonably warm
winters and hot, dry summers,
only that it has lingered on. But
one interesting characteristic has
been determined.

“Back in the early ‘80s when
Clint Hodges was studying PRD
at Iowa State, we found that this
disease was most problematic on



